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The BEAVERETTES ... 


i wmnmane handy little self-contained threaders popularly known as the “Beaverettes” have been favorites for 
many years. Of patented design, there is nothing similar to them on the market. They are self-contained 
that is, the tool is a complete unit with no loose parts of any kind. They are fully-adjustable for cutting stand- 
ard, oversize or undersize threads. They cover a useful range—}, 3, } and j-inch. When desired, extra dies are 
available for }-inch size (by changing dies). The No. 6 Beaverette is a two-handle non-ratchet tool; the No. 6-R. 


a standard one-handle ratchet tool, suitable for either bench or confined-area use. American or British standards. 
Right or Left. 







(Left) The two sets of dies —required be- 
cause of different thread pitches within the 
range- remain in the tool and are adjusted 
to cut standard, oversize or undersize 
threads by setting the index ring. No tools 
required! 













(Right) Beaverette tools are accurately 
centered on all sizes of pipe within the op- 
erating range by a smooth-working self- 
centering universal chuck. No loose parts— 
and accurate centering! 





* WARREN, OHIO « For~ 48 Ye 


Sold by Leading Supply Houses Everywhere! 
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OUR COVER 


Show a man a brief case and he'll 
think of a salesman. That was the 
germ of thought behind this month’s 
cover. We, of course, realized that a 
picture of a brief case could scarcely 
serve as a cover picture. 

So, after much head-scratching, 
pondering and rejecting of ideas, 
we come up with this goal: An illus- 
tration in which a brief case is 
prominent and which tells at a 
glance that the brief case is being 
carried by a man who is going 
places and knows where he is going. 
Only by doing this, we said, could 
the cover illustrate all four parts of 
our chief feature (The Distributor’s 
Salesman—page 81). 

The photographs were taken in 
Grand Central Terminal, New York. 








HOLO-KROME 
Congplatly old forged 
SOCKET SCREWS 





Stocked and Sold thru Authorized Holo-Krome Distributors 


yow DOWEL PINS by HOLO-KROME 
RUST RESISTANT ¢ BLACK LUSTRE FINISH 
Acts as a lubricant, retards corrosion, prevents rusting. H-K Dowel Pins, made 
from H-K Special Analysis Alloy Steel, are hardened, carburized, double 
precision ground. Every dowel pin 100% individually inspected. Available 
from Stock. 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. U. S. A. 
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LINK-BELT f 


BALL AND ROLLER 


EARINGS /es 


Users everywhere are putting their 
big ‘'O.K."" on the operation of 
Link-Belt Ball and Roller Bearings. 
And they report smoother opera- 
tion of machines equipped with 
these dependable, precision-built 
bearing units. 
There's a complete line—mounted and 
unmounted—from which to choose the 
bearing to fit your job. 
Our experienced engineers will be glad to 
help solve your bearing problems. Once you 
install Link-Belt Ball and Roller Bearings, you 


too will enthusiastically say, ‘‘Operation O.K.”’. 


er ‘ 
- % » 


ash Mat Rake Me ne SS nbn 1> stchaaiaale . 
ESE eae Sey ay 


SEND 
FOR 
CATALOGS 


LINK-BELT COMPANY ~— 
‘519 N. Holmes Ave. : 
Indianapolis 6, Indiana 

Stocks in Principal Trading Areas 
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Lee COMPLETE LINE of Brown & Sharpe 
pumps allows you to offer a wide selection for 
lubrication, coolant supply and hydraulic service 
... back up your customer’s good design by recom- 
mending Brown & Sharpe pumps. 

Everything about these pumps . . . design, mate- 
rials and manufacturing ...is the result of long 
experience in fulfilling the pump requirements for 
machine tools and other machine equipment. The 


% 


: 3 , 


* 
es 


500 Series Rotary Geared Pumps 
for hydraulic service—pressure 
up to 500 lbs. p.s.i. 


aim of Brown & Sharpe in making this complete 
line of pumps is to provide the correct type of 
service, a completely dependable service and an 
enduring service for every pumping need. 

Write for pump catalog which gives detailed 
specifications on the complete line of Rotary 
Geared, Vane, Centrifugal and Motor Driven 
Pumps. Brown & Sharpe Mfg. Co., Providence 1, 
R. 1, U.S. A. 


(BS We urge buying through the Distributor 





Use These Permatex “Chemical Tools” 
For Making Leak-Proof, Pressure-Tight 
Industrial Assemblies .. . 


Form-A-Gasket No. 1 .. . a fast setting paste that 
dries hard. 


Form-A-Gasket No. 2 . .. a slow setting paste that 
dries pliable. 


Aviation Form-A-Gasket No. 3 . . . a liquid that 
sets to a non-drying, tacky paste. 


All are leak-proof to gasoline, fuel oils, lubricating 
oils, hot or cold water, butane, propane, etc. 


More detailed information on request. 





Order Through Your Industrial Distributor. 


PERMATEX COMPANY, INC. BROOKLYN 29, N. Y. 
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Another reason for handling 


DISPLAY... 
TY BL 
DEMONSTRATE... 
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products by cAaRBORUNDUM 


Through an extensive pro- 

gram, The Carborundum 

Company is making selection 

and application of the best 

abrasives to use for specific 

jobs simpler and more efhi- 
cient. This, in turn, is helping the industrial 
supply distributor turn over a larger volume of 
abrasives more profitably. 


The simplified sales manual is one example. 
Modern methods of packaging and labelling for 
fast identification is another. Perhaps the most 
. timely is the new line of Series 20 Grinding 


TRADE MARK 


Wheels. Here, in a relatively narrow pattern 
of grits and grades, are wheels that cover a wide 
range of grinding operations. Their many bene- 
fits to the user have gained instant acceptance 
and preference. They are building volume and 
profit for the industrial supply distributor hand- 
ling abrasives by CARBORUNDUM. 


There are many other ways in which activities of 
The Carborundum Company assist the selling 
efforts of the distributor. In featuring our prod- 
ucts, you receive cooperation and support that 
makes your job easier and more profitable. The 
Carborundum Company, Niagara Falls, N. Y. 


Abrasives by 
CARBORUNDUM 


TRADE MARK 
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Ms REHLECTION dais PROTECTION 


PERMITE Adiminum 
ROOF COATING 


is Super-Brilliant...Safeguards } 
Bituminous Roofing Against 
SUN DAMAGE! 


Bituminous type roofing is an easy prey to the sun's destructive 

rays, unless it's properly protected. It is protected — efficiently, THE VE HICLE 
thoroughly, enduringly - when painted with specially formu- 

lated Permite Ready-Mixed Aluminum Roof Coating. MAKES THE DIFFERENCE! 


This brilliant, armor-like coating on an asphalt, coal tar pitch, 
or other bituminous roof -— roll or built-up type — prevents 
blisters, peeling, shrinkage, cracks, dried felts. Permite Roof NOTE: For application on metal 
Coating reflects 75% of the sun's heat and light rays. Reduces and other roofing surfaces ex- 


interior temperatures as much as 15%. cept bituminous types, Permite 
Outdoor Aluminum Paint is rec- 








In Permite Roof Coating, as in all famous Permite Aluminum ommended. It provides a long- 
Paints, “the vehicle makes the difference.” A specially pro- aatng protective ering Sor 
5 . : +9 ” i these surfaces while reflecting 
cessed vehicle combined with 99+% pure aluminum pigment heat and light and reducing in- 
produces a roof coating highly resistant to oxidation and terior temperatures. 
corrosion, assuring complete one-coat coverage and proper 


bridging of the paint over rough roof surfaces. 




















For economical protection of their bituminous type roofs, sell ALUMINUM INDUSTRIES, Inc. 
Permite Ready-Mixed Aluminum Roof Coating to factories, Cincinnati 25, Ohio 
schools, institutions, commercial and public buildings in your The Originator of Ready-Mixed 
territory. There's a big market for this modern roof coating. Aluminum Paints 
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TOTALLY ENCLOSED fan-cooled motor, with 
Texrope V-belt drive, used on grinder of large 
midwestern metal-working plant. 


MOTORS 


| to 200 hp! 


TWO VACUUM PUMP units, with standard Allis-Chalmers 
motors, installed in the research laboratory of aircraft 
plant in eastern U. S. 


Get More Profits With a Complete Motor Line! 


bY ete SALES mean bigger profits...and 
high volume results only when you sup- 
ply a major share of your customer's motor 
demands, With an Allis-Chalmers motor fran- 
chise you can supply al/ of your customer's 
motor needs from one through 200 hp! 
The Allis-Chalmers line of motors is uni- 
versally used and liked in every major indus- 
try. It meets all conditions of motor require- 
ments . . . high starting torques, power factor 
corrections, adjustable speeds, and general 
purpose use. In addition, it is promoted in 


ads reaching millions every month. 

Here's the complete lineup: squirrel-cage 
and direct current from one through 200 hp; 
wound rotor from five through 200 hp; syn- 
chronous from 40 through 200 hp. Mechan- 
ical modifications: open, splash-proof, ver- 
tical, flange-mounted, enclosed fan-cooled, 
and explosion proof, 

Let us give you the full story of Allis- 
Chalmers motors, including the profit story. 
Write today. ALLIS‘CHALMERS, MILWAUKEE 
1, WISCONSIN. A 2447 


Texrope is an Allis-Chalmers trademark 


ALLIS-CHALMER 


ONE OF THREE Allis-Chalmers Direct 
Current motors driving blowers in a 
large glass products plant. 


Dealer Sales Organization GENERAL MACHINERY DIVISION 
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Here is a classroom scene of one of the original classes 
in the Dodge School of Transmissioneering. Established 
in 1944, the school now has 438 active graduates. 











Tuere’s an important new force in indus- 
trial distribution, developed within the past 
4 years. Dodge of Mishawaka — Dodge dis- 
tributors— and their representatives — have 
joined forces to establish a new standard of 
service, to help industry apply power to the 


ster of 


--DODGE SCHOOL OF 


job more efficiently and more economically. 


From all parts of the country Dodge dis- 
tributors send their men to the School of 
Transmissioneering. In the Dodge plant at 
Mishawaka — where so many “firsts” in the 
mechanical transmission of power have orig- 
inated—these men make an intensive study 
of transmission problems. They learn about 
the newest ways of applying power to the 
job. The diploma which they receive is a 
hard-earned award of merit. The “Transmis- 
sioneer’ lapel button identifies the graduate 
as a specialist qualified to analyze power 
application problems and to recommend the 
correct solutions. His services are advertised 
by Dodge, month in and month out, in lead- 
ing industrial publications. 


With each succeeding class the interest 
grows. Dodge Transmissioneers approach 
their jobs with new confidence born of their 
special training. And Dodge distributors feel 
the effect of improved service in increased 
sales. 


DODGE MANUFACTURING CORPORATION « MISHAWAKA, INDIANA 
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TRANSMISSIONEERING 
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ALABAMA 
BIRMINGHAM—Owen - Richards 
Co., Inc., Woodrow Cox, William 
Spencer III, Joe H. Hamner. 


CALIFORNIA 

OAKLAND—Bay City Iron Works, 
Alfred G. Hopp, George T. Lundquist, 
C. H. Orren, Ralph J. Rouse Richard 
F. Breuer. 

LOS ANGELES—J. W. Minder 
Chain & Gear Co., Ltd., J. J. Aubin- 
eau, W. P. Bassett, Carlton R. Becker, 
Richard Florian, Gilbert Hammond, 
Joseph Kilch, Earnest A. Minder, Ralph 
S. Posey, Henry J. Rado, Leonard 
bin, Carl M. Shepherd, Harold Kimmel. 
Western Belting & Mechanicals, 
Inc., Clare C. Conzett, M. F. Kuhl- 
man, Elmer A. Smirl. 

SAN FRANCISCO—Horsford 
Brothers Co., L. M. Bullock, Gray- 
son D. Sea. 

Monarch Rubber & Supply Inc., 
L. R. Burmester. 
STOCKTON—Hickinbotham 
Bros., Ltd., Lew Martin, Robert M. 
Sawyer, Kenneth Stribley. 


COLORADO 
DENVER—Hendrie & Bolthoff 
Mfg. Co., E. E. Nevans. 

The Mine & Smelter Supply Co., 
J. W. Wendt. 


CONNECTICUT 
BRIDGEPORT—J. W. Lucas & 
Son, Inc., A. J. Zera, Charles F. Dudko, 
Edward M. Mulligan. 
PLAINVILLE—Abel Transmission, 
Inc., Fred J. Daly, C. J. Hallinan. 


FLORIDA 
JACKSONVILLE—Moore Dry Kiln 
Co., E. T. King, Eugene T. King, Jr. 
E. M. Pope, C. Wills, G. P. Zelt, 
Henry Anner, Jr. 


GEORGIA 
ATLANTA—Fulton Supply Co., 
W. G. Archer, W. A. Calloway, A. L. 
Chambers, C. F. Coffee, Jr., . G. 
Coyle, C. H. Sockwell, L. D. Stoner. 
Dodge Manufacturing Corpora- 
tion, W. Reynolds Barker. 
AUGUSTA—Richmond Supply 
Co., J. C. Florie. 
SAVANNAH—Flemin 
Supply Co., Clyde A. 


IDAHO 

BOISE — Baxter Foundry & Ma- 
chine Works, James Baxter, Jr 
POCATELLO—Paul Roberts, Tor- 
vel Buttcane. 


ILLINOIS 

CHICAGO — Apex Power Equip- 
ment Co., Edwin J. Wallin, Don 
Ayers, Edward M. Rzaca. 

Dodge Chisege Industrial uip- 
ment Co., N. E. Babcock, P. Solve. 
W. H. oh John Hothersall, E. R. 
Robert 


& Moore 
Pishon. 


Rosain, Melvin C. Dimmel, 
O'Berg 

U.S. Steel Supply Co., F. D. Moore. 
Dodge Manufacturing Corpora- 
tion, John H. Muir, George Pettersen. 
DECATUR—Field & Shorb Co., 
W. L. Tomlinson, E. A. Scharlau, G. W. 
Harner, Howard Ochs. 


eg mes Hardware Co., 
. E. Harper, B. F. Petersen, F. G. 
Sxeckianee 


LA SALLE—Monarch Electric Co., 
Norman J. Rowlee. 


ina my ig og Machine 
Supply Co., K. E. Erickson, 0. vi 
Barnes, Glenn C. Friel, Howard Gorz- 
ney. 


PEORIA—Hagerty Brother Co., 
H. K. Anthony, W. J. Heyd, H. D. Irv- 
ing, Wilmer LaConte, Robert B. Mc- 
Callum, L. J. Tracy, Clarence Turner, 
Ted Flora, W. E. Phillips. 


QUINCY—E. Best Plumbing & 
ow a | Supply Co., Leslie F. Black- 
‘ood, Carder, E. Parson, C. W. 
Stephens. 


ROCKFORD — Mid-States Indus- 

trial Corporation, James L. Crozier, 

J. E. Kelly, George A. Paul, John V. 
rson. 


INDIANA 


FORT WAYNE—Fort Wayne Pipe 
and Supply Co.—E. H. Bengs, Harry 
Hageman. 


INDIANAPOLIS—Indianapolis 
Belting & Supply Co., E. W. Best, 
George W. Bockstahler, R. J. Bran- 
ham, Harold E. Crooks, P. S. Hilde- 
brand, Herbert S. Johnson, D. W. 
Stiles, H. G. Weil. 


MUNCIE—The Knapp Supply Cco., 
O. D. Myers. 


SOUTH BEND—South Bend Su 
ge Co., John W. Boyer, Jack H. Ca y, 
Fiedler, George E. Hayden, 
Dale & Mangus, Charles E. Mikesell, 
Glenn Strombaugh, Kermit Stoner. 


IOWA 

CEDAR RAPIDS—Globe Machin- 

ery & Supply Co., J. B. Ortlund, C. E. 

Phillips, & Goede, Glenn Hall, 
uy Stilson. 

DES MOINES: Globe Machinery 

& Supply Co., - a Brehany, Harold 

i. x. H. I. Moore, L. C. Ely, 
M. R. Conran, S. A. Chesnutt. 

Sudee Manufacturing Corpora- 

tion, A. L. McKay. 


SIOUX CITY—Novelty Manufac- 
turing Co., Clifford C. Olson. 


KANSAS 


TREECE—Consolidated Supply 
Co., E. R. Askins, G. R. Scott, John 
Webb. 


KENTUCKY 

| egy ey ant B. Crush & 
Co., t L. Crush, R. A. Crush, 
Charles er * otf er. 


MONROE—Weaks Supply Com- 
y, Ltd., H. Chapman, William R. 
row, T. S. Humble, ames E. Murphy, 
Melvin C. Wade, Charles H. Bailey, 
Julius McKnight. 


NEW ORLEANS—F. N. Johnston 
Co., W. H. Johnston, Robert J. Grush. 
Woodward, Wight & Company, 
Ltd., Vernon B. Brook, Fred W. Hens- 
lee, Richard W. Liebert, Maurice J. 
Naquin, Tom Roach, James Soniat, 
John Ruckert, L. C. Mattei, J. H. Martin. 


MARYLAND 
BALTIMORE—Carey Machinery 
& Supply Co., R. Lee Curtis, George 
A. Jansen. 


MASSACHUSETTS 
CAMBRIDGE—Bellamy-Robie, 
Inc., G. W. Eycleshymer, George 
Howe, Henry A. Schramm. 
HOLYOKE — The Chase & Cool- 
edge Co., A. E. Montgomery, Walter 
Worsnop. 

SPRINGFIELD—Chas. Miliar & 
Son Co., Phillip M. Southwick. 


MICHIGAN 

BENTON HARBOR — Brammall 
Supply Co., Sidney A. Bryant. 
DETROIT—The Charles A. Strel- 
inger Co., Ed. C. Bockstahler, Verne 
May, Monty Pritchard, Earl Liestman. 
The Factory Equipment Co., Jack 
Lovchuk. 

FLINT —Gransden-Hall & Co., Wil- 
liam J. Klein, C. G. McDougall. 


GRAND Nag ty coo Rapids 
Sup ly Co., Art Grover, James Thaar, 
“yo Wane. 

Spiga Supply Co., 
pen, William R. 
Nelson. 
KALAMAZOO—Joseph E. Loug- 
head Co., W. F. Costello, Robert 
Davis, Joseph .. Loughead, Ray C. 
Lyons, Charles J. McBarnes, Robert 
E. Short, Robert Sorlie. 
LANSING—Michigan Supply Co., 
Albert Cooley. 

Planet Corporation, Robert E. Smith, 
Clare W. Vogel. 

MUSKEGON — Towner Hardware 
Co., Leo St. Denis, Foster Gilbert. 
meng ger eS a Supply Co., 
Robert J. Beckley, J. E. Sauve, F Glen 
Titus. 

SCOTTS — White Sales Corpora- 
tion, George Tanney. 


MINNESOTA 
DULUTH — Minnesota Bearing 
Co., J. W. Cowan, J. G. Fahrforth. 


MINNEAPOLIS—Industrial Sup- 
ly Co., Inc., Roy Benson, F. E. 
Teechinerr, George D. Miller, George 
P. Thompson, Robert A. Johnson, B. 
Schernbeck. 


Jack A. i? 
Barney, Jr., gf 
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Strong-Scott Mfg. Co., G. W. 
Anderson. 

Dodge Manufacturing Corpora- 
tion, F. W. Wirfs. 

ST. PAUL—R. B. Whitacre & Co., 
Inc., G. V. Polister. 


CORINTH — Corinth Machinery 
Co., Thomas H. Ledbetter. 


MISSOURI 

KANSAS CITY — The Essmueller 
Co., Joseph F. Droy, D. E. Neibel, 
C. M. Parks, Leslie J. Nation, Robert B. 
Wilson, Robert H. McLean. 

ST. LOUIS—The Essmueller Co., 
David E. Barkley, P. P. Berger, C. H. 
Christiansen, E. J. Davis, Edward O. 
Essmueller, H. Morisse, Robert 
Schober, Clarence J. Steinman, F. E. 
Walker. 


MONTANA 

BILLINGS—Hines Bearing & In- 
dustrial Supply, Paul E. Cooper 
Gordon R. Peterson. 


NEBRASKA ; 
OMAHA — Interstate Machinery 
& Supply Co., George J. Wilmes. 
J. H. Nicholson Supply Co., J. H. 
Nicholson, R. T. Nicholson, R. P. Body. 


NEW JERSEY 
NEWARK—Dodge- =o Soonl 
Co., Inc., Austin D. Boice, M. 
Jones, George J. Roden, L. L. caamk 
Richard A. Seggel, James H. Smith, 
Harold J. Swan, LeRoy B. Watrous. 


NEW MEXICO 


SILVER CITY—E. Cosgrove, Inc., 
William G. Word, Jr. 


NEW YORK 

ALBANY —Sager-Spuck Supply 
Co., Inc., L ams, Medard 
sey Samuel G. Coe, John G. Un- 
derhill 

BATAVIA—Dodge Manufacturing 
Corporation, James H. Donnelly. 
BROOKLYN — Petty & Wherry, 
Inc., William C. Miller, W. E. Petty. 
BUFFALO—Industrial Bearing 
Corporation, Varian Steele. 

Root, Neal & Company—Robin W. 
Adair, George Rengart, Leslie L. Rob- 
inson. 

GLENN FALLS—J. E. Sawyer & 
Co., Inc., A. G. Farber. 
JOHNSTOWN — Trent & Nilsen 
Ralph Nilsen, George Trentelman. 
NEW YORK—Bronx Hardware & 
Supply Co., Inc., Chas. K. Deutch, 
Robert P. Rudy. 

David R. Grossman Co., Abbott L. 
Dibblee, Thomas A. Sufrin, Charles 
G. Esterle. , 





CONTINUED ON 
FOLLOWING PAGE 
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NEW YORK 

Johnson & Brett, Inc., C. W. Brett, 
D. M. Johnson, Albert Marion. 
ROCHESTER—John M. Forster 
Co., George W. Morrow. 
SYRACUSE—A. V. Wiggins & Co. 
George Andrews, Harold Kendall. 
Uplinger & Sherman, Inc., Robert 
J. Uplinger, John S. Pierce. 
TROY—Fred K. Blanchard, Inc., 
Herbert Lance, Maynard Lance, Sr., 
Harold McNeal. 

J. M. Warren & Co., Alex L. Darby, 
Arthur Rymiller, Carl ‘Hepp. 
UTICA—Chas. Millar & Son Co., 
Edward T. Mann. 


NORTH CAROLINA 
CHARLOTTE — Dodge Manufac- 
turing Corporation, George H. Wool- 

ley. 

GASTONIA—Gastonia Mill Sup- 
ly Co., Henry F. Leonhardt, Clarke 
Rs Starnes, Robah G. Tate. 

SPRUCE PINE—Mitchell Distrib- 
uting Co., Inc., R. P. Stroup. 


NORTH DAKOTA 
GRAND FORKS — Agricultural 
Supply Co., Clinton H. Johnson. 


OHIO 

AKRON—Summit Hardware, Inc., 
Harry Hillier, W. B. Morse. 
BUCYRUS—The Sifer-Hossellman 
Co., Dale Gardner. 
CANTON—Canton Supply Co., J. 
W. Allen, Clarence Doll, William L. 
Juergens, William F. Mielke, T. R. 
Roth. 

CINCINNATI — The Wirthlin- 
Mann Co., T. E. Cranley, F. J. Kern, 
Jack O'Neil. 

D—J. A. Shomer Co., 


, CLEVELAND 
John F. Haller. 


W. M. Pattison Supply Co., Elmer 
L. Dacey, H. H. Henderson, Carl F. 
Kruger, R. T. Montgomery, Robert F. 
Podwils, Robert Popp, George E. Thesz, 
Alfred E. Vaughan, Donald Hartsel, 
Joseph Hartsel. 


COLUMBUS — The Ross-Wil- 
loughby Co., i? Daugherty, Wal- 
ter £. Gilham, R. D. Hennon, Glenn 
W. McIntosh, Floyd H. Shannon, Car- 
los L. Bailey, Elwood H. Shoemaker. 


DAYTON—The Klinger-Dills Co., 
Ross A. Taylor, Otto Takacs. 


LAKEWOOD—Dodge Manu factur- 
ing Corporation, John C. Buckels. 


LIMA—The Siferd-Hossellman 
Co., Vernon C. Hossellman, Jr. 
Steele's Industrial Supply, Wesley 
Summers. 


SPRINGFIELD — The Ross-Wil- 
loughby Co., R. M. Clarke, Fred M. 
Collins, W. J. Schwartz. 

WARREN—The Trumbull Manu- 
facturing Co., M. C. Malham, C. V. 


Tucker. 


OKLAHOMA 


OKLAHOMA CITY—C. F. Dag- 
well and Co., Burke M. Thomas. 


ASTORIA—Fisher Bros. Co., Max- 
well D. Crawford, Lester R. Spofford. 
KLAMATH FALLS—Moty & Van 
Dyke, Inc., Capp Gray, Tom E. 
Hutchinson, Fay A. Waters, ‘ 
Winne, George Moty. 

NORTH BEND—Industrial Steel 
& Supply Co., Clarence A. Downer. 
PORTLAND—4J. W. Minder Chain 
& Gear Co., Ltd., Rod Anderson, 
Harold Parsons, Howard J. Schaefer, 
M. L. Vevea, R. K. Vinson, Stan Wag- 
ner, J. E. Strom, Del Martin. 

Dodge Manufacturing Corpora- 
tion, George C. Miller. 


PENNSYLVANIA 
ALLENTOWN—Wm. H. Taylor & 
Co., Inc., Earl W. Hoats, John W 
Taylor. 

PHILADELPHIA—Lindsay, Ober- 
holzer & Co., M. R. Oberholzer, How- 
ard S. Tuman, Jr. 

Dodge Manufacturing Corpora- 
tion, Raymond H. Whitney. 


PITTSBURGH—Somers, Fitler & 
Todd Co., C. P. Coggins, G, J. Decort, 

James J. O'Brien, K. R.Todd, RoberbR. 

Schilling. 

Dodge Manufacturing Corpora- 

ation, James J. Kerr. 

READING — Seating Foundry & 

Supply Co., Osdar H. Bush. 


RHODE ISLAND 
PROVIDENCE—Rhode Island 
Supply & Engineering Co., H. 
Rawlings. 


SOUTH CAROLINA 


GREENVILLE — Hugh Black & 
Curran Easley, Hugh Black. 


TENNESSEE 


KNOXVILLE — Browning Belting 
& Supply Co., Inc., Walter N. Hood. 
MEMPHIS — Lewis Supply Co., 
William Pace, George L. Frank, C. E. 
Freneh, L. Johnson, William R. Mc- 
Donald, Da. vid Owen, Floyd Simmons, 
Ed. T. Tobey, W. S. Regenold, Jr. 
Dodge Manufacturing Corpora- 
tion, P. T. Pinckney, Jr 
NASHVILLE — Nashville Machine 
& Supply Cce., H. J. Kuykendall. 


TEXAS 

DALLAS—Bearing Chain & Sup- 
ply Co., A. M. Roper, Jack N. Roper. 
C. G. Unlaub Co., Ltd., N. B. Gilil- 
land, Ed. Ireland, George Jackson, 
B. G. Wells, Thomas W. Lea, Lyman 
Hall. 

Dodge Manufacturing Corpora- 
tion, W. Jack Herring. 

EL PASO—The Mine & Smelter 
Supply Co., Louis Laurel. 

FORT WORTH—Hall Bearing Co., 
V. M. Hoaldridge. 

HOUSTON — Brance-Krachy Co., 
Inc., Warren S. Bailey, T. J. Moss. 
ODESSA — Electric Service Supply 
Co., Louis A. Berryman, Gale B. 
Dishong, Jack Sullivan. 

SAN ANGELO: Electric Service Co. 
Darold O. Fleming, Joe D. Herbert, 
W. W. Jackson. 


UTAH 


SALT LAKE CITY—The Mine & 
Smelter Supply Co., Eugene Lund- 
strom. 
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VERMONT 

BARRE — Smith, Whitcomb & 
Cook Co., Frank Calcagni, C. Theo- 
dore Henshaw. 


VIRGINIA 

LYNCHBURG — Barker-Jennings 
Hardware Corp., S. F. Coffee, L. D. 
Shannon, Jr. 

NORFOLK—Noland Company, 
Inc., Frank H. Spivey, George M. 
Payne. 

RICHMOND — Industrial Supply 
Corporation, W. F. Hart, Robert M. 
Parker, William F. Scroggins, Gordon 
E. Stangeland. 

ROCKY MOUNT — Dodge Manu- 
facturing Corporation, George S. 
Cooper. 


WASHINGTON 
SEATTLE—Washington Belting & 
Rubber Co., John F. Burns, John 
Hughes, Robert F. Sherman. 
SPOKANE—Bitco, Inc., Harley E. 
Stober, Donald E. Mosely, R. J. Stan- 
ford. 

Washington Machinery & Supply 
Co., Ray L. Keller. 
YAKIMA — Valley 
Wayne Whitaker. 


WEST VIRGINIA 
CHARLESTON—Capital City Sup- 
ply Co., J. R. Chandler, John B. Hari- 
ris, C. A. Ogle 
HUNTINGTON—Enslow Machin- 
ery Co., Russell D. Callaway. 


WISCONSIN 
MADISON—Wisconsin Supply 
Corporation, Harold . Anderson, 
Paul F. Quitzo, Al Radl, W. M. Savee. 
MILWAUKEE—Wisconsin Bearing 
Co., R. P. Bentzien, Harry Gaffney, 
L. E. Johnson, Wm. W. Martens, Sig 
Mazurek, Richard Marsek, Arnold 
Nolte. 

Dodge Manufacturing Corpora- 
tion, Harry J. Johnson. 


Iron Works, 
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; you can call in the G.T.M. 

hn 7 

: Goodyear Technical Man 

ly 

“4 

ly 5 nigel line scl Distributors tell us one of the biggest reasons they go for 
Be. FOR SALES SUCCESS the Goodyear franchise is the engineering help they get 
y, Goodyear Industrial Rubber Products from the G.T.M. — Goodyear Technical Man. They can draw 
ld Re a Bil al on his detailed knowledge of all rubber applications for all 
-a- 1 ieee rallies 5 of the G.T.M. the sales assistance they need when an order calls for techni- 


rubber” Goodyear Techni- 


cal knowledge. 
cal Man 


Proved quality that 


brings repeat bus- 
iness 


Aggressive nation- 
al advertising that 
boosts distributors, 
too 


Liberal franchise 
that creates profit 
opportunities 


Hard-hitting, busi- 
ness- getting direct 
mail campaign 


Leadership in new- 
product develop- 
ments, pioneered 
by Goodyear Re- 
search Laboratory 


Substantial profit 
margin. on each 


GOOD, 


THE GREATEST NAME IN RUBBER 
INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1948 





As the blueprint shows, the help of the G.T.M. is only one 
of eight sales-making advantages that keep the Goodyear 
Industrial Rubber Products franchise one of the top three 
money-makers year after year. 


Compare the list with what your present franchise offers 
you. If you’re not getting the help of all eight, why not see 
mowed if there’s a Goodyear distributorship open in your territory? 
Write Goodyear, Akron 16, Ohio. 


MORE AND MORE PAINTERS ARE 
BUYING NYLON-BRISTLED BRUSHES 


FOR MY MONEY, YOU CAN'T 
BEAT A “NYLON” FOR BRICK, 
CONCRETE AND STUCCO 


EVERY JOB CAN BE A 
TOP-QUALITY JOB WITH 


OKAY! BUT L SAY THERE'S 


NOTHING LIKE NYLON BRISTLES 
FOR FINE DETAIL AND 
SMOOTH-SURFACE WORK! 


NYLON REALLY HOLDS PAINT 

Nylon bristles of various lengths can be blended 
and sanded to hold paint as well as or better than 
any others. Above, brushes with nylon bristles and 
pure animal bristles of equal dry weight were dip- 


NYLON LAYS IT ON S-M-O-0-T-H 

Each nylon bristle is tapered and sanded to a fine 
tip, to control the smoothness of the painted sur- 
face. In the test above, identical surfaces were 
painted with a nylon-bristled brush and an animal- 


NYLON BRISTLES LAST FAR LONGER 

Nylon-bristled brushes continue on the job long 
after others have failed. Wear-test machine above 
imitates painter’s stroke. At the start, both nylon 
bristles and natural bristles were of equal length. 


ped to same depth in paint. Weighing after simul- 
taneous removal showed nylon holds more paint! 


DU PONT 
NYLON BRISTLES 


BETTER THINGS FOR BETTER LIVING 
. . THROUGH CHEMISTRY 


bristled brush. The magnified view shows that 
nylon bristles lay down a smoother, finer coat! 


Are YOU cashing in 


You can send your brush sales soar- 
ing—by telling your customers the 
real facts about nylon-bristled 
brushes. Because everyone wants a 
better brush that costs no more. And 
in service and savings, well-made 
nylon-bristled brushes outperform 
any other brush on the market! 
But—be sure you carry genuine 
nylon-bristled brushes. Look for 


But after one million strokes, the nylon bristles 
showed less than one-fifth the wear! 


on this big demand ? 


the words NYLON BRISTLES 
stamped clearly on the brush handle. 
Because there’s no substitute for ny- 
lon! That’s been proved on the job 
—over and over again. That’s why 
demand is big . . . and getting bigger 
all the time! 

E. I. du Pont de Nemours & Co. 
(Inc.), Plastics Department, Room 
319 Arlington, New Jersey. 
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DIFFERENCE BETWEEN SWISS PATTERN AND AMERICAN PATTERN FILES 
Nicholson X.F. Swiss Pattern Files are manufactured in accordance 
with the original Swiss designs or patterns and differ in a number 
of respects from American Pattern Files. Swiss Pattern Files were 
first made for jewelers, watchmakers and fine toolmakers. Today they 
are used wherever superfine precision filing is required. 
Although the cross-sections of some Swiss Pattern and American Pat- 
tern Files are similar, many of the shapes are different. Other important 
differences are: (a) Swiss Pattern Files are made to more exacting 
measurements. (b) Their points are smaller and the tapered shapes 
have a longer taper. (c) They come in seven degrees of coarseness. 
O against the three usually supplied in American Pattern. 
USES. Swiss Pattern Files are used extensively in automotive and air- 
craft factories; in die-casting plants; by makers of delicate instru- 
ments and optical goods; by workers on precious metals; for finishing 
and dressing dies of all kinds; for wood and ivory carving; and for 
model making. 
These files are primarily finishing files and in general are used for 
removing burs left from previous machinery operations, rounding out 
Sw. Am. Sw. Am. 


slots, smoothing up small parts, and final finishing on all sorts of 
Typical comparisons of Swiss and American delicate and intricate pieces. 
Pattern Files—Knife and Half Round shapes 


SPECIAL GROUPS. The Nicholson X.F. Swiss Pattern line includes such 
special-purpose groups of files as: Die Sinkers Files; Round and Square 
Handle Needle Files; Filing Machine Files in various shapes, sizes and 
types; Silversmiths and Die Sinkers Rifflers. Individual types include: 
Crochet, Barrette, Slitting, Crossing, Pippin, Joint, Screw Head, 
Warding, Equaling, Pillar (in three standard widths). 


NICHOLSON FILE COMPANY, 42 Acorn Street 
PROVIDENCE 1, RHODE ISLAND <¥Ols 
Ss? 


( In Canada, Port Hope, Ont. ) @.s. a.* 


O 
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Electric Hoist-Power 
COSTS LESS 


Capacities from *% to 
1 ton. Available for 
plug-in on 110, 220 
or 440 volt circuits. 
One-hand control. 


@ ECONOMICAL Manual handling of mate- 


rials is inefficient. .,more 


so today than ever before. 
ad PORTABLE The CM Comet makes sub- 


ee SPEEDY stantial savings in materials 


handling costs...is doing 


it every day in thousands 
e STURDY of plants. Possibly the CM 


Comet can save a good many dollars for 
you too. Check up on the materials han- 
dling situation in your plant. CM Bulletin 
138...available for the asking... will bring 
you complete details about the Comet. 
CONT 


Tena | CH ||: 


HOIST CORPORATION 


(Afiitiated with Columbus-McKinnon Chain Corporation 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
SALES OFFICES: New York * Chicago * Cleveland * San Francisco * Los Angeles 


See us at Booth 116 National Safety Congress, Stevens Hotel—October 18 to 22—Chicago. 
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Saves Piping Construction 
Costs by Assuring Complete 


CONTROLLED QUALITY RULES THIS PLANT 
There is no compromise with quality in the modern 
Ladish plant. Continuous, progressive inspections main- 
tain the rigid standards of Ladish Controlled Quality ... 


quality that merits your complete confidence. 


TO MARK PROGRESS 


in the physical | 


dimensions of LADISH 


SEAMLESS WELDING FITTINGS 


Reduced erection costs and freedom from delays result from 
easy and accurate piping makeup when you install Ladish 


Controlled Quality Seamless Welding Fittings. 


Ladish Controlled Quality means that in addition to Metal- 
lurgical integrity, every fitting before it is marked with the 

) trademark must pass numerous rigid physical inspections 
to assure complete accuracy. Wall thickness, radii, bevel, 
circularity, geometric accuracy and dimensions are pains- 
takingly checked with precision instruments to make certain 


they meet or exceed all applicable codes and standards. 





A COMPLETE LINE PRODUCED UNDER ONE ROOF 
++. ONE RESPONSIBILITY 


CUDAHY, WISCONSIN 
MILWAUKEE SUBURB 
DISTRICT OFFICES: New York © Buffalo ¢ Pittsburgh » Philadelphia 
Cleveland « Chicago e St. Lovis « Atlanta « Houston « Los Angeles 


DETROIT PUBLIC LIBRARY 





6 Reasons Why Dealers Make Big Profits Selling — 


Complete Line of V-Belts! 
Meet every application, fractional 
to 6,000 hp. Famous Texrope Super- 
7 V-belts in Heat-Resisting; Oil- 
Resisting; Oil-Proof; Static-Resist- 
ing; heavy duty Twin-Cable type. 


Magic-Grip Sheave Line! 
Special bushing makes Magic-Grip 
fastest mounting sheave on mar- 
ket! Loosen capscrews—slide on 
shaft; tighten . . . that’s all. Fits 
drives from two to 250 hp. 


Constant Speed Sheaves! 
Texsteel, Texdrive sheaves for frac- 
tional to 25 hp; cast iron sheaves 
of pitch diameters to 1,000 hp; 
special extra-large deep groove 
sheaves to 6,000 hp. 


Vari-Pitch Sheave Line! 


In adjustable-while- stationary 
and adjustable-in-motion types. 
Also wide range from one to 
300 hp; extra wide range sheaves 
for fractional to 30 hp. 


Adjustable Speed Sheaves! 


Line ranges from fractional to 
four hp. in one or two grooves 
for belt sizes A, B. These fast 
selling sheaves provide up to 50 
percent speed range. 


Vari-Pitch Speed Changers! 
The fastest speed adjustment 
while drive is in operation! Time- 
saving; protected. Permits flexi- 
ble control of speeds on uses 
from one to 75 hp. 


You'll Make Money With Texrope Line! 


EADERSHIP for over 20 years . . . that’s the Tex- 
rope line. A Texrope franchise is a sure-fire 
money maker for aggressive dealers. It's backed up 
by the finest V-belt drive engineering ability in the 
world . . . by advertising reaching millions every 
month .. . by a complete lineup of promotional aids. 
Write today for details. ALLIS-CHALMERS, MILWAU- 
KEE 1, WIS. 


Texrope Super-7 Texsteel, Texdrive, Magic-Grip, and Vari-Pitch 
are Allis-Chalmers trademarks. 





shad 
* 
Wes 


ALLIS-CHALMERS” 


Dealer Sales Organization GENERAL MACHINERY DIVISION 


Texrope Super-7 
V-belts result 
from the cooper- 
ative research of 
Ailis-Chalmers 
ond B. F. Good- 
rich; sold only 
by A-C dealers 
ond offices. 








We specialize in precision pre- 

forming of Carmet carbide metals : ’ ' oe ’ 

to any shape for special wear- The Allegheny Ludium line of Carmet Carbide Tools is complete 

resistance needs, such as dies, —every style. size and grade you may need for any cutting job in 

gage blanks, etc. Let us quote the shop. If you make your own tools, a full line of blanks is avail- 

on your requirements. able, too—as well as all necessary sizes of A-L Shank Steel. Extensive 
stocks of Carmet standard tools and blanks are carried in A-L 
and Distributor’s warehouses coast to coast, and special tools are 
available to order. @ Just remember, for best performance on 
any application, wse Carmet! 


Say Allegheny Ludlum Steel Corporation — 
CARBIDE ALLOYS DIVISION, Detroit 20, Michigan 
DISTRIBUTORS: Write us — eeneieg CARMET senaandinised in your wane. 


WaD 813 
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THE MAIN THING is that every one has uniform strength, 
The simple method of forming the loop end does not in 
any way distort the rope. Each strand carries its full share 
of the total load. The ACCO-LOC Splice cannot open up 
if the load spins, and there is no danger of protruding 
wires injuring workers’ hands. 












Register ed Cap acities The Acco-Loc Safety Splice, 


found only on Acco Registered Wire Rope Slings, is 100% 
efficient. The wire rope is not distorted so it is not necessary 
to allow for any loss of strength. And, Acco actually proof- 
tests slings with double their rated capacities before they 














nares rena Feces 






Old-fashioned hand-splicing requires open- leave the factory. A Registry Certificate, giving the rated 
ing up the sling body at the point of splice. capacity, is made out in the buyer’s name and furnished 
Distortion results and the uneven strand with each Acco Registered Wire Rope Sling. 







loading reduces sling efficiency. 





What This Means fo You 
Customers of yours will be 


satisfied with Acco Registered Wire Rope Slings. They’l 
find new uses for the slings you have sold... and uses for 
new slings you will sell. You'll get into the shop regularly 
to see the people who use them. There you'll see need for 
other items you sell. 


ut N 

Find 0 ow Acco Registered Wire Rope Sling litera- 
ture tells you very simply how to make more money writing 
sling orders .. . and delivering them immediately from you 
stock. Find out now what the possibilities are. Write today 

The Acco-Loc Safety Splice is neat, flex- to the nearest Acco district office shown below. 


ible and 100% efficient because of lack of 
distortion. It permits close snubbing. Wire MEMBER THE NATIONAL SAFETY COUNCIL 




























ends are permanently protected. 


rN 04 o Wilkes-Barre, Pa., Atlanta, Chicago, Denver, Houston, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Seattle, Tacoma, Bridgeport, Conn. 





af" 
HS. WIRE ROPE SLING DEPARTMENT 

eet AMERICAN CHAIN & CABLE 
A-CA 

TENNIS) in Business for Your Safety 


WZ 
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SIMONDS ABRASIVE COMPANY, 


From coast to coast... in mills... factories... 
wherever grinding wheels are used, the name 
Simonds spells sales for distributors. Cash in 
on this widespread recognition - Profit from 
the known efficiency of Simonds Abrasive 
Company’s production-proven line . . . top- 
quality products backed by powerful year 
round advertising consistently stressing 
distributors service . .. plus regularly supplied 
selling aids . . . up to date data on product 
applications and markets...technical publicity 
and sales training. Let’s show you how this 


works for you. Write. 


SIMONDS 


ABRASIVE CO. 
PHILADELPHIA, PA. 


TACONY & FRALEY STS. 





SIMONDS 


ABRASIVE CO. 


Grinding Wheels 





Every size and shape for every 
grinding job .. . centerless, 
crankshaft, cut-off, cylindrical, 
internal, knife grinding, mounted 
points, portables, roll grinding, 


surfac- 





saw g 


ing (wheels and segments), tool 
and cutter, bricks, sticks, stones 
and abrasive grain for polishing, 


pressure blasting, anti-slip, etc. 


SIMONDS 


ABRASIVE CO. 
Philadelphia, Pa, —_ 
Electric Furnace Plant, Simonds Canada Abrasive Co,,Ltd., Arvida, P.Q, 


SIMONDS ABRASIVE COMPANY 


SIMONDS 


W AND STEEL CO. 
Fitchburg, Mass. — 
Saws, Machine Knives, Files 


Other Divisions: 


ge SIM ONDS 
Lockport, N.Y Montreal, Can, 


Special Steels Simonds Products for Canad 
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OIC’s DESIGN ENGINEERS, working with 
the most modern plant facilities in the 
industry, have developed many special 
machines to build pace-setting features 
into every OIC valve. When you sell 
OIC, you sell the best! 


OIC’s STRATEGIC LOCATION, with ready 
access to the nation’s finest transporta- 
tion facilities, means fast, courteous 
service to OIC distributors all over the 
country. By keeping in touch with dis- 
tributors’ needs and building stocks 
accordingly, OIC has earned its reputa- 
tion as the cooperative valve manufac- 
turer of the industry! 


OIC’s LONG LINE of cast steel, forged 
steel, ‘stainless steel, iron and bronze 
valves gives your customers the right 
valve, the right trim to handle the job. 
This develops customer satisfaction, 
builds constantly growing repeat busi- 
ness for you! 


OIC’s NATIONAL ADVERTISING in lead- 
ing trade papers builds acceptance among 
your customers, develops inquiries for 
you. Each advertisement points out 
definite benefits derived from using OIC 
valves — does a powerful pre-selling job 
for you. 





0-848-8 
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Boost Your Profits...Cut Your Selling Costs 


With the return of a buyer’s market, 
wholehearted cooperation from 
your valve manufacturer carries 
greater importance than ever. You 
can’t afford to do business with a 
valve manufacturer who offers com- 


petition instead of cooperation. 


LEARN “FIRST HAND” HOW THE 
OIC COOPERATIVE FRANCHISE 
BOOSTS YOUR PROFITS—CUTS 
YOUR SALES COSTS. 


Get the facts on how easily and 
quickly you can switch to the OIC 
line. It's a real story! No obligation, 
of course. Just drop a nore to: 
THE OHIO INJECTOR COMPANY 
Wadsworth, Ohio 


Do business with OIC and you’re 
treated as a respected partner. OIC 
furnishes the most modern sales aids 
in the industry .. . helps train your 
salesmen... works with you at every 
turn. Do business with OIC, and 
you'll see what real cooperation 


means! 


ALVES 


STEEL e IRON e BRONZE 
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sé FOOTING 


tot all walking surfaces 
gnder all slippery conditions 


Gives safe footing for 
leather or rubber shoes 
on loading platforms, in- 
clines, steps. 


Public platforms, stair. 
ways and walks made 
safe. Also washrooms, 


factory floors and aisles. 

















TRADE 
MARK 


ABRASIVE Anti-Slip GRAY. Alo Red 


Black or Yellow. 
FLO (0) R C OA [ | IN] G Cash in on the big demand for this 


popular all-weather, all-surface Anti- 

. Slip Floor Coating. Indoors or out, 

CHECK THESE SALES-MAKING FEATURES: ae ae, 06 @ Ge te 

or oily—non-slip Oil-Dri Abrasive Floor 

Coating STAYS NON-SLIP! Painted on 
with a brush. Dries Quickly. 

















V Provides your customers with im- Vv Factory representatives available 
portant safe-footing protection. for direct missionary work. 

V Steady and repeat demand. Vv Hard-hitting sales literature yours 

¥ Unlimited potential sales. for the asking. 

V Fast turnover and attractive mark- V Sold through wholesalers only. 
up. Vv Nationally advertised 

















SELL the much-in-demand te tn 


* + Absorbs all types of oils, greases 
° Stop Slipp ing Accidents and fats from floors. 


@ Stop Fire Hazards 
@ Reduce Maintenance Costs 


Oil-Dri and Oil-Dri — (ALL-PURPOSE) — Absorbs all types of oils, greases 
absorb. dangerous oil and grease ac- and fats, plus water and soluble 
cumulations when sprinkled on oily or oll solutions. 

grease covered floors. Recommended by 

leading safety engineers and insurance 


companies throughout the nation, | Oil -Dri Corporation Ba cee 


520 N. MICHIGAN AVE. @ CHICAGO 11, ILL. 
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FOR 


...USE ARO IMPACT TOOLS _ 


ns 


1g for 


shoes 





‘ms, in- 


stair. 


made 








rooms, 


aisles, 





this 
Anti- 
out, 
easy 
“loor 


“ys You can speed up assembly operations—without danger of stretch- 


ing threads or breaking bolts—by using ARO Impact Wrenches. 
Proper tension for each application assured by Torque Regulator 
on the tool. Forward or reversible... for Phillips, Reed and 
Prince, or any cross head or slotted screws... up to %” capacity. 

There’s an ARO precision-built air tool to help you cut produc- 
tion costs from start to finish—for drilling, grinding, screw- 
driving, other operations. See your ARO Jobber. The Aro 


Equipment Corporation, Bryan, Ohio. 


O AIR T0015 


JOBBERS: This advertisement appears in leading Industrial Publications. 
Write for attractive proposition, 














WITH ITS. 
SLEEVES ROLLED UP! 


$ TRAIGHT AND STALWART, every factory products indispensable to industry. And the confidence 
stack is a towering symbol of man’s faith in the future that its products and engineering skill have earned in 
...industry’s confidence in its ability to create and to every industrial field is one of Roebling’s most valued 
expand production for better living and a richer world. assets. Every Roebling employee is striving to safe- 
With confidence like that, Roebling has pioneered guard that confidence by making prodicts and ren- 
in developing and making an extraordinary range of dering services that are of maximum utility to you. 


THESE “THREE R’S” BUILD BIGGER SALES 


CONFIDENCE IN YOU, in Roebling and the rope itself... 
that’s the one big reason your customers buy Roebling wire rope. 
But more than that, Roebling constantly backs you up with 
“three R’s’’. . . three fundamental helps to bigger sales: 


ROEBLING ADVERTISING . ... forceful, informative, resultful 
... pages, double pages in color in America’s most widely read 
business and trade papers . . . directed straight at the more than 
half-million men who use, specify or buy wire rope and fittings. 


RROEBLING ENGINEERING ASSISTANCE that helps in 
selecting the right wire rope for the job . . . that teaches its proper 
use and maintenance . . . that creates satisfied customers and opens 
the road to repeat orders. 


ROEBLING WAREHOUSES located within your easy reach 
.. . assuring the prompt delivery service essential to many an 
order and a/ways an important factor in building and maintaining 
customer good-will. 


JOHN A. ROEBLING'S SONS COMPANY 
TRENTON 2, NEW JERSEY + Branches and Warehouses in Principal Cities 


oad 


%® WIRE ROPE AND STRAND x FITTINGS 
& SLINGS * SUSPENSION BRIDGES AND CABLES * AIRCORD, " 
AIRCORD TERMINALS AND AIR CONTROLS * AERIAL WIRE Oe i. i nw ge 
: ROPE SYSTEMS * ELECTRICAL WIRE 
AND CABLE *® SKI LIFTS * HARD ANNEALED OR TEMPERED 
HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, / 
hisehiphete dens: seeinidiruabene Joes A CENTURY OF CONFIDENCE 
COLD ROLLED SPRING STEEL * SCREEN HARDWARE 
‘AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 
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MILWAUKEE 


POWER DRIVEN 


WIRE BRUSHES 


have wide application..they give 


you an extensive sales field... . 


—_— plants of all types 
have become very production 
cost minded. Distributors who 
sell them should be fully aware 
of the cost saving possibilities 
afforded by MILWAUKEE 
POWER DRIVEN WIRE 
BRUSHES. 


These high quality “TOOLS” 
are available in a variety of 
types and can be successfully 
applied to many production 
jobs. Among the results users 
get are speeded up operation 
and increased product quality. 


The ability, dependability, and 
long life of these “TOOLS” is 
being demonstrated in some of 
production's most severe opera- 
tions. Once you get MILWAU- 
KEE POWER DRIVEN WIRE 
BRUSHES in a plant you have 
helped your customer in his 
task of beating rising produc- 
tion costs. 


Send for Bulletin 
No. 42-6] 


@ A 16-page bulletin designed specifi- 
cally for industrial distributors and the 
industrial purchasing agent. Shows spe- 
cial applications and detailed specifica- 
tions of our complete line of power 
driven brushes, wire hand maintenance 
brushes, flue, foundry, bench, floor, win- 
dow, and sanitary brushes. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE 8, WISCONSIN 


MILWAUKEE 


BRUSHES 


TODAY'S P 
Power 
shes 
eon Bilt" 
“Steel-Clad 
“pura-Bilt 
“Di-Bilt” - 
“Peerless 
otwis-Tult 
e 


hes , 
ae pardi-Bilt” Wire Cup 


Brushes reel Brushes 


Polishing Wheel 





fibre 
Miscellaneous 


Brushes 


ire 
Maintenance 





MILWAUKEE 


INDUSTRIAL BRUSHES 


for All Industrial Needs 


WIRE WHEEL BRUSHES » WIRE CUP BRUSHES ; WIRE SCRATCH BRUSHES 


LT: Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - 
INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1948 


FOUNDRY BRUSHES» 





We're as alike as sockets when it comes to specifying 
BLACKHAWK SOCKET WRENCHES 


MANAGEMENT 


“We specify Blackhawk Wrenches 
because they help us cut costs. 
For instance, the famous LOCK- 
ON feature, which locks wrench 
combinations rigidly together, 
means less socket replacement. And 
Blackhawk Wrenches last longer — 
that’s a big saving in itself!” 








“No more designing wrench ‘spe- 
cials’ thanks to Blackhawk Socket 
Wrenches. Blackhawk’s wide va- 
riety of handles, attachments and 
sockets plus the exclusive LOCK- 
ON makes it possible for us to 
assemble any combination of 
wrench we need.” 





SAFETY MEN 


“Blackhawk LOCK-ON Socket 
Wrenches have helped us keep 
our accident frequency rate down. 
LOCK-ON'_ keeps sockets from 
falling into dangerous gear boxes 
and machinery — prevents handles 
and attachments from slipping and 
causing bashed knuckles and 
strained backs.” 





PRODUCTION 


“We specify Blackhawk Wrenches 
because LOCK-ON eliminates dam- 
age and slow-ups from dropping 
sockets into machinery. Also, 
Blackhawk Sockets are hot-broached 
—this prevents cracking, makes 
sockets clean and close fitting for 
faster work.” 


PURCHASING 
“We specify Blackhawk Wrenches 
because we know we're getting 
quality and a wrench that fits the 
job. We don’t have to waste time 
searching for the right wrench be- 
cause Blackhawk’s basic LOCK- 
ON Wrenches fill the bill. Men 
in the shop want Blackhawk!” 





MAINTENANCE 


“In our work, speed is essential! 
We depend and rely on Black- 
hawk Wrenches to help us come 
through. Yes, sir! Blackhawk’s 
LOCK-ON feature has sure helped 
us speed up repair and service 
work, besides making work safer.” 


HERE’S HOW LOCK-ON WORKS 


A Product of BLACKHAWK MFG. CO., Dept. W-1798, Milwaukee 1, Wis. RELEASE BUTTON 
TO DISENGAGE PLUNGER 
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Brass or Copper —Pipe or Tubing 


Now you may join any brass or copper pipe or 
tubing (I.P.S. or L and K) without threads. 


For FLAGG-FLOW in bronze extends the range 
of Flagg Threadless Fittings to include iron 
pipe sizes in both pipe and tubing — joined in 
“one-piece” security by brazing. 

Now, too, every advantage that has made 
FLAGG-FLOW Malleable Fittings the talk of the 
piping industry is available in bronze. And to 
users of non-ferrous piping, FLAGG-FLOW sup- 
plies the first fully streamlined fitting for 


iron-sized pipe. 

FLAGG-FLOW Bronze Fittings give you com- 
plete freedom of choice in brazing alloys. 
With a precision-machined cup that permits 
close tolerances, you may stick-feed any capil- 
lary brazing alloy to any FLAGG-FLOW Bronze 
Fitting taken from stock. 

Yes, in brass or copper pipe or tubing, turn 
to FLAGG for threadless joints. Plan now to 
make your next job FLAGG-FLOW. Meanwhile, 
ask for fully descriptive literature. 


EXCLUSIVELY FLAGG! 


Join Steel or W.I. Pipe by Brazing 


FLAGG-FLOW Threadless Mal- 
leable Fittings give to steel 
and iron pipe the stream- 
lined, low-friction loss ad- 
vantages of welding at sub- 
stantially lower cost. Using 
high melting point, silver 
brazing alloys, you simply 
CLEAN—FLUX—HEAT to get a 
“one-piece” system as strong 
as the pipe itself. 


FLAGG-FLOW is the first 
threadless malleable fitting, 
and the first air-tested, 150- 
pound malleable fitting ever 
to be sold from stock. Small 
wonder that more and more 
engineers and contractors 
are turning to FLAGG-FLOW 
for flexibility of layout, se- 
curity and strength. 


& =>h oo Tne 


MALLEABLE IRON FITTINGS, STD., EX. HVY. AND AAR e CAST IRON FITTINGS e DRAINAGE FITTINGS e FLANGE UNIONS e FLANGES 
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As you would expect, you get big 
plus values in Flagg Cast Bronze 
Solder-Joint Fittings. Cast from 
85-5-5-5 ingot, these heavier cast 
fittings retain the heat at point of 
application — allowing full and 
complete flow of the solder. The 
expansion, under heat, of Flagg 
Cast Fittings is slightly greater 
than that of copper tubing, so that, 
on cooling, the fitting grips the 
tube. Moreover, Flagg Fittings 
will not warp or get out of round 
under the greater heat of high 
melting point alloys. 


CAST BRONZE 
SOLDER-JOINT: FITTINGS 


For “one-piece” security with 
solder-joint fittings, use Flagg 
Cast Bronze — each fitting air- 
tested under water and rigidly in- 
spected for accurate tolerance and 
alignment. 


GROUND JOINT UNIONS e BRONZE THREADED FITTINGS e BRONZE SOLDER FITTINGS e UNDERGROUND TANK FITTINGS 
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ON THE NEARBY 
SHELVES OF YOUR 
INDUSTRIAL 

SUPPLY DISTRIBUTOR 











bs 


BAY STATE TAP & DIE CO. 


MANSFIELD, MASS. 





ul 
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THERE ARE 


Over 200 Application. (f 


=", 


FOR STERLING SANDERS 


Sanding bare wood in > | Preparing bare metal on 
furniture factory || refrigerator cabinets 





In addition to the applications illustrated, 
| ie the Sterling 1000 Portable Electric 
Sanding out pressure marks i Smoothing rough plaster 4 Sander is being used to great advantage 
and scratches on cabinets || and plastered joints i by manufacturers, repairers and recondi- 
! tioners of trucks and buses, school equip- 
ment, machine tool bases, leather goods, 
toys, displays, signs, and many others. 





STERLING TOOL PRODUCTS CO. 
1336-F Milwaukee Ave., Chicago 22, Illinois 








es ae ee ee u 


. | Sanding store fixtures Boat finishing operations 


STERLING PORTABLE ELECTRIC 
AND AIR DRIVEN SANDERS 
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high-value highlights of the 


valve line 





fairba 


MANY VALVES FOR MANY SER- 
CES can be selected from the 
irbanks Bronze 
here. Made for 
to 300 pounds, 
e available with 


Gn 


broad range of Fa 
Valves highlighted 
pressures from 125 
Fairbanks Valves ar i 
screwed or flanged ends also with 
Faircoseal ends for Silbraz joints. 


BRONZE 
GLOBE AND 
ANGLE VALVE 
with 

Bronze Disc 


Screwed-in Bonnet, integral seats. 
Rugged, compact with exceptional 
resistance to pressure and pipe 
strains. For steam, water, gas and 
eil— 125 lbs steam pressure. 


REGRINDING 

Globe, : 

Angle 

and Cross 

Bronze disc—integral seat—union 
bonnet—200 and 300 pound pres- 
sures. For higher pressure service 


where composition discs are not 
satisfactory 


nks bronze 


i ks distributor performs 
panthers for many industries. 
Adequate stocks of all types of piping 
and mill supplies as we 
Valves are available 


many services 


or night. 


RENEWABLE t 
REGRINDING | 
Globe and 


xe 


Nickel alloy seat and disc—union 
bonnet—200 and 300 pound pres- 
sures. For more severe services 
on steam, water, oil, gas and air. 


Consult your 
valve installation requirements. 


11 as Fairbanks 
as needed, day 


distributor for all 


PLUG DISC 

AND SEAT 

Globe and 

Angle 

Renewable hardened nickel alloy 
seat and disc-200 pound pres- 
sure. For throttling and other 


service requiring close regulation 
of flow. 





NON-RISING 
STEM 


Gate 
Valves 


Screwed bonnet — solid wedge — 
taper seat 125, 150 and 300 
pound pressures. For full flow of 
steam, water, oil and gas. 


RISING 
STEM 


Gate 
Valves 


Screwed bonnet — split wedge — 
solid wedge for 125 and 150 
pound pressures. For steam, wa- 
ter, oil and gas. 








&. 


Fig. 0601 
SWING CHECK VALVES 


Horizontal—renewable bronze 
disc—125, 150, 200 and 300 
pound pressures. For maximum 
flow of steam, water, oil and gas. 





Fig. 0616 
LIFT CHECK VALVES 


Horizontal—angle. Renewable 
composition disc for 150 pounds 
—regrinding bronze disc for 200 
and 300 pounds. To prevent re- 
turn flow. Positive vertical lift 
of discs. 





OUTSIDE 
SCREW 
AND YOKE 


Gate Valves a J 

Screwed bonnet —solid wedge — 
taper seat — 150 and 300 pound 
pressures, where operating 
threads must not contact fluids. 





BONNET 
Gate Valve 


Non-rising stem — nickel alloy 
wedge—integral seat—200 pound 
pressure. For higher pressures on 
steam, water, oil and gas. 


American industry flows through 
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BULL DOG 
V-BELTS 


®e5 


In the present postwar rush for greater EXCLUSIVE BWH Bull Dog Cords have 
production, there’s a noticeable trend to- greater tensile strength. 

ward bigger machines with higher operat- 

ing speeds. Thus more work is turned out, EXCLUSIVE BWH Compounds run cool, 
and V-Belts have to carry heavier loads don’t crack, or deteriorate under 
and stand more punishment. severe flexing. 


Bull Dog V-Belts are designed to meet EXCLUSIVE BWH Covers of heavy, bias- 
these present day conditions. They’re en- cut material resist wear, protect 
tirely new — not a rehash of old construc- against dirt, grease, moisture. 
tion, but a brand new product developed ’ ; 
in BWH laboratories to do your job bet- Specify Bull Dog V-Belts on your next in- 
ter, for a longer time, at lower cost. Test stallation. You'll be glad you did, when 
runs in leading industries prove that Bull you see maintenance cost sheets and pro- 
Dog V-Belts more than measure up to duction records! 
laboratory predictions of amazingly in- . HAVE YOU A JOB WHERE STAMINA COUNTS? 
creased efficiency. Bring us your toughest problems. We're spe- 


: , cialists in solving them. For all industrial 
In the short time they've been on the rubber needs, look to BWH products for de- 


market, Bull Dog V-Belts have won phe- pendable ruggedness, BWH distributors for 
nomenal acceptance. Here’s why: dependable service. 


Another Quality Product of 


Boston Woven Host & RUBBER COMPANY 


Distributors in all principal cities 
PLANT: CAMBRIDGE, MASS., U.S. A. * ?. ©. BOX 1071, BOSTON 3, MASS. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1948 











The building of the present Bunting Distributor ‘ 
organization has not been a matter of weeks 
or months; it has taken years. 
» Beginning before the war and finishing in these first 
». post-war years we, at Bunting, know we have the 
finest Distributor organization in our history. 
These Distributors have, instantly available’for you, 
Bunting Standard Stock Bearings and Bunting 
“Bars of Cast Bearing Bronze. The leading Distributor in 
your community is, almost certainly, the Bunting ~~ 
Distributor. The Bunting Brass & Bronze Company, 
Toledo 9, Ohio. Branches in Principal Cities. 


BRONZE BEARINGS 
PRECISION BRONZE BARS 


BUSHINGS 
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* Proof Coil Chain* 

* BBB Coil Chain* 

* Hi-test Chain* 
*McK-Alloy Chain* 

*lron Dredge Chain* 

* Feed Chains 

© Conveyor Chain 

* Ohio Pattern Cow Ties 

* Victor Breast Chains 

* Harness Chains 

* Tie-Out Chains 

¢ Halter Chains 

¢ Wagon Chains 

* Breast Chains 

*Trace Chains * Heel Chains 
*Pump Chains * Log Chains* 
¢ Well Chains 

*Stage Trace Chains 

* Stretcher Chains 

* Victor Pattern Coil Chain 

* Twist Link Coil Chain 
*Sash Chain 

*Machine Chain 

* Tire Chains 

*Sling Chains* 

*Repair Links * Chain Hooks 


*These Chains are 
always Proof Tested 


CHAINS 
for Every Use 
from ONE Central 


w, 


CHAIN \ 


|. fey 
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N 
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McKay is the chain line that most 
dealers prefer for all-around satis- 
faction. Made in types and sizes to 
fill every requirement, McKay “En- 
gineered” Chain offers steady and 
profitable sales volume. 

When you stock McKay “Engi- 
neered” Chain you make “every sale 
—every time”. .. for you can supply 


your customers with exactly the 
chains they need for every home, 
farm, shop and factory use. 

For full details on the many types 
and sizes of McKay Chain available 
—see your nearest McKay jobber or 
representative. Write us for his name 
and address. 


FOR MORE INFORMATION— 
See your Jobber or Write Direct... 


. COMMERCIAL CHAINS... 


TIRE CHAINS 
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OUR DISTRIBUTORS 
are ‘‘the local Good Right 
Hand of Industry’, and 
we are proud of this fact. 
Ouradsdevelopinquiries 


fel amelt] am OFS ial oll ied ae 


HERE ARE THE MAGAZINES 
that go “across the board" 
of industry to build sales for 
Worthington Distributors. 
Right now—your customers in 
every branch of industry are 
reading about Worthington prod- 
ucts in these publications. 





INDUSTRIAL DISTRIBUTION ¢ 


SEPTEMBER, 1948 


THIS BIG, EASY-TO-USE CATALOG takes the 
mystery out of pump and compressor engineer- 
ing. A short cut to satisfaction for your cus- 
tomers ... a quick sales-clincher for you. 


IN ADDITION, you get a full supply of hard- 
hitting direct mail literature . . . your name 
listed in THOMAS’ REGISTER inserts . . . and 
Worthington's nation-wide sales and engineer- 
ing service. 








Rofary Pumps 


Steam Pumos 


Horizontol Ai Compressors 


Other related items 


YOUR TERRITORY 
may be among the few still 
open. Write today for the 
whole story on this Worthing- 
ton way to bigger and better 
sales, 


HIGHLIGHTS OF WORTHINGTON ’S 
INDUSTRIAL EQUIPMENT FRANCHISE 


The Worthington line of industrial equipment includes over 15 basic product groups 
—pumps, compressors and related products—covering the broadest range of indus- 
trial needs. The market is unlimited, with every plant a prospect, giving you endless 
opportunities for related selling of motors, pipe, accessories, etc. . . . more sales per 
prospect . . . no small-order problem . . . and larger dollar value per order at no 
increase in selling cost. 


A Name That Sells 


The name “Worthington” is recognized throughout the industry for its leadership 
in design, construction and performance. Worthington products meet urgent in- 
dustrial needs, as determined by Worthington Market Research. That’s why your 
customers, like countless others all over the world, know that there’s more worth 
in Worthington! 


100% Cooperation 


On the opposite page, you see the nation-wide advertising and other promotional 
helps backing up the Worthington Industrial Franchise. Here are some other 
important advantages: 


A comprehensive training plan for distributor personnel ... a thoroughly tested 
merchandising plan . . . quick engineering and sales service from local support . . . 





WORTHINGTON 


—_—=_ 
=—=S 


Se h oe). = 


MERCHANDISING DIVISION 


The Good Right Hand of Industry 


PUMPS: centrifugal, power, rotary, steam 





Compressors: horizontal, radial, vertical 
POWER TRANSMISSION: sheaves, V-belts, variable speed drives 
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— Wy, 


Gold was discovered 
in California 


The United States 


signed a 


Treaty of Peace 


with Mexico 





waars oy 


Pres 
s 


The first Women’s 
Rights Convention 
was held at 

Seneca Falls, N.Y. 


and WISS started 


making fine quality shears 


THERE were many big events and mod- 
est beginnings back in 1848 . . . the year 
Jacob Wiss first started forging shears. 
Working with infinite care, he produced 
a few pairs of shears a month in his shop 
in Newark, New Jersey. 

A hundred years later . . . and still 
working with infinite care ...the factory 
of J. Wiss & Sons Co. manufactures 


more fine scissors and shears than any 
company of its kind in the world. By 
insisting on the highest standards of 
workmanship and materials, wiss has 
maintained a reputation for fine quality 
for a century. And ... with the contin- 
ued cooperation of our customers... we 
plan to operate along these same lines 
for the next hundred years. 


1848 — Quality for a Century — 1948 


J. WISS & SONS CO., 


NEWARK 7, 


NEW JERSEY 
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ARMSTRONG 


ARMSTRONG TOOL HOLDERS 
Permanent, multi-purpose tools, for every 
operation on Lathes, Planers, Slotters and 


Shapers. 


ARMSTRONG Drop 
Forged DOGS 
Lathe Dogs, Milling Ma- 
chine Dogs, and Clamp 
Dogs. 12 types, all sizes. 


ARMSTRONG Ratchet 
Drills 
All steel wearing parts hard- 
ened. Packer, Railroad, 
Standard, and Short types. 
both plain and reversible. 


ARMSTRONG HIGH SPEED 
Ready-to-grind Bits...Ground Cutters. 
ARMALOY Cast Alloy CUTTER-BITS 

ARMIDE Carbide-Tipped CUTTERS 


6 cutter shapes, 12 sizes—2 grades. 


ARMSTRONG Drop Forged 
“C’" CLAMPS 
Heavy Duty, Medium Serv- 
ice, Deep Throat, and Tool 
Makers’ types in all sizes. 
Also Machinists’ Clamps. 


ARMSTRONG Drop Forged 
Wrenches 
Both Carbon and Alloy Steel. 
Over 100 types in all sizes. 
Improved designs, steels, and 
heat treating ... stronger. 


ARMSTRONG Setting Up 
Tools 
A complete line of Drop 
Forged Strap Clamps, Planer 
and Bracing ieee and T-slot 
ts. 


ARMSTRONG Detachable 
Socket Wrenches 
All sizes and types with driv- 
ing handles, extensions, and 
drop forged ratchets. Sold 
singly or in cased sets. 


ARMSTRONG Turret Lathe and 
Screw Machine TOOL HOLDERS 
Drill Holders, Cutter Holders, 
Finishing and Knurling Tools for 


standard operations. 


ARMSTRONG Drop Forged 
Eye Bolts 
Plain or shoulder pattern. 
Blank or Threaded. 14 sizes, 
Drop Forged and heat 
treated. 


ARMSTRONG Machine 
Shop Specialties 
Drill Drifts, Tool Posts, Drill 
Holders, Cutter Grinding 
Holders, and Tool Makers’ 


Vices. 





ARMSTRONG BROS. TOOL CO. 


Better Pipe Tools. A complete line, each a better “The Tool Holder People” 
. " AVE. CHICAGO 30, ILL. 
tool with hardened, alloy or drop forged parts eg ot ey sa: 19 Lafayette St., New York 12, N. Y. 

wherever they will add to strength or tool life. Pacific Coast Whse. and Sales ante 1275, Mission St., San Francisco 
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Every customer 
and prospect on 
your list buys 
lamps and 

lots of ’em 


Lynn, Massachusetts 


A OIVISION OF CONSOLIDATED ELECTRIC LAMP a @) 
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HERE’S WHY 
NEOPRENE PRODUCTS DO 
$0 MANY JOBS SO WELL 


They resist 
OXIDATION by air, oxygen, ozone— 
hove outstanding resistance to aging. 


They resist 
WIAT—are exceptionally stable or 
temperatures up to 250° F, 


They resis? 
SUNLIGHT AND WEATHERING—in o 
loss by themselves in resistance to 
tubber’s worst enemies. 


fi 


4 
‘ 


They resist 
ONS, SOLVENTS, MOST CHEMICALS — 
set the standard for oil resistance 
throughout industry. 


ABRASION, CUTTING, CHIPPING —ore 
tough and durable under severe serv- 
ice conditions, 


FREF{ THE NEOPRENE NOTEBOOK— 
Interesiing stories... new unusual applica- 
tions of neoprene. Write E. I. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals 
Division C-9, Wilmington 98, Delaware. 





Better rubber products are 
; Pont NEOPRENE 


made with Du 


It pays to sell compressor hose 


made with Neoprene 


After two years of continuous service, 
the air hose pictured above is still on 
the job! Conditions were tough, too... 
many lengths of hose blew out in a short 
time. No whip ends were used, and fre- 
quent overloading caused plenty of 
heat. But the neoprene cover and tube 
show no signs of failure. 

Even though the neoprene tube is 
covered with oil film and dried residue, 
it’s not swollen. Original fittings are 
still being used. And there are no soft, 
mushy spots in the hose . . . no tube 
disintegration . . . the cause of tool 
clogging and blowouts. The cover has 
been exposed to searing sun, driving 
rain, sub-zero cold. It’s been yanked 
and pulled over jagged terrain. Yet 
there are no cracks . . . no cuts or chips 
of any consequence. 

You'll know why it’s good business to 
sell air hose made with neoprene— when 
you hear customers tell success stories 
like this. In air hose—and in any rub- 
ber product—neoprene meansefficiency 
and long, trouble-free service . . . im- 


portant factors in sales success and cus- 
tomer satisfaction. And neoprene can 
be compounded to supply exactly the 
right combination of excellent proper- 
ties required for a specific job. That’s 
why it pays to sell your customers neo- 
prene products. 


E.I.duPontde Nemours& Co. (Inc .), 
Rubber Chemicals Division, Wilming- 
ton 98, Delaware. 


NEOPRENE 
ol PONTE 


REG. U, 5. PAT. OFF. 
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TYSON puts more rolls closer 
together . . . eliminates weakening 
gaps . . . to build a tapered roller 
bearing with maximum rigidity—the 
plus feature that protects equip- 
ment and insures longer service life. 
Standardize on Tyson . 

Industrial Distributors . . . here 
is the Extra-Rigid Bearing that will 
reduce costly down time. Write for 
full information and your FREE COPY 
of "The Story of the Better Tapered 


Roller Bearing." 
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ALOYCO 


ANGLE VALVE , ALOYCO 
He. 331 GLOBE CHECK VALVE 


No. 45A 


nano 


» The best pitcher in the big leagues would 
probably be only a second-rate catcher. This 


specialization in professional baseball is equally ALOYCO 
LEVER THROTTLE 


: . GATE VALVE 
valves. In order to make the very highest quality No. 120 





sound in the manufacture of corrosion-resistant 


valves of stainless steels and related alloys, we 
have found it necessary to focus the entire facili- 
ties of our organization on this one product. We 
make nothing but valves—and we make them of 
nothing but corrosion-resistant alloys. The pécu- 
liarities of these metals make it necessary for 


the valve manufacturer to have long experience ) " 
in their handling, to obtain maximum results. Q () ] 
It is this experience and skill that Aloyco te st 


offers to concerns in the process industries who 


require the very best in corrosion-resistant valves : STAI NLESS STE EL 
—from the standpoint of the best alloy for the | ALVES AND FITTINGS 


purpose and correct mechanical design. Write 
us regarding your requirements. 


ALLOY STEEL PRODUCTS COMPANY, INC. 
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UNIFORMLY 
EXCELLENT 


Of all available rope fibres, tough, pliable Manila has been the world wide choice, 
ever since Yankee clipper ships sailed the seas. And H & A-“Blue Heart,” always 
spun of top grade Manila, has represented highest possible quality in rope making, 
ever since the famous blue center was adopted as an identifying trademark. The 


. 6 ” 

uniform excellence of “Blue Heart” is as Other H & A products include a complete line 
reliable as the tides—a standard of rope of Rope for all purposes, Baler Twine, Jute, 
Hemp and Sisal Twines, Packing and Oakum 


perfection that is unsurpassed. to meet both regular and special needs, 


There’s no better rope than H & A “Blue Heart” 








THE HOovEN & ALLISON COMPANY 
“Spinners of Fine Coraage Since 1869" 


>. G 33.5 6.0) = are) 


BRANCHES KANSAS CITY, MO. © OMAHA, NEB. © MINNEAPOLIS, MINN. 
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A trade-mark does not mathe a product. 
The product must have proven its worth 


before the trade-mark which identifies 
it can be given favorable recognition. 
The esteem in which the symbol of the 
trade-mark is regarded will increase 
as the years roll on, if the product's 
standard of quality is maintained —even 
more so if quality has improved. 


The diamond-enclosed A? B which is 
the trade-mark of century-old Whitman 
& Barnes carries greater prestige than 
ever before, for the fineness of the prod- 
ucts it symbolizes is most highly regarded 
wherever drills and reamers are used! 


It Ae Biotin’ Shaan Shel fff 
WHITMAN BARNES 


DBE ROT 


H 
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More and more... 
the trend is toward 





Why are so many 

V-belt manufacturers 
using Du Pont “Cordura” 
High Tenacity Rayon... 
for so many types of belts? 


‘The answer is that “Cordura” yarn is engi- 
neered to give far greater inherent strength 
than natural fiber yarns commonly used. And 
each strand of “Cordura” is a continuous fila- 
ment—no short pieces to slip under strain. 

That’s why “Cordura” has been such a big 
help to engineers in designing stronger, more 
efficient V-belts. It’s the reason why engineers 
have been able virtually to eliminate “‘stretch,” 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1948 
































so that there are fewer take-ups...lessmain- Rayon is the reason why many other prod- 
" tenance... longer life. ucts have been made better and stronger— 
Jura” And Du Pont “Cordura” High Tenacity conveyor belts... hose... tires, for instance. 
ura 
ciple For high strength at low cost... look into Cordura* 
belts? 
While you might expect to pay a premium Du Pont for data on the type of product in 
for “Cordura” advantages, manufacturers can which they are interested. 
_ : often use *“Cordura”’ to reduce production Rayon Division, E. I. du Pont de Nemours 
At costs. That’s because they get so much & Co. (Inc.), Wilmington 98, Delaware. 
se strength from so little! nao. U. 8. PAT. OFF. 
. An 
us fila Can your customers use “Cordura” to im- 
strain. prove an article they make? Du Pont will be 
1a bi glad to furnish detailed information about 
en “Cordura” High Tenacity Rayon. 
rineers Can your customers use a product improved BETTER THINGS FOR BETTER LIVING 
retch,” with “Cordura? They—or you—can write .» THROUGH CHEMISTRY 
for RAYON... for NYLON... for FIBERS to come... look to DU PONT 
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These set screws are case hardened—the hard machined point 
bites in and holds. They fit perfectly and respond readily to adjust- 
ment needs. Ferry Cap case hardened set screws have continually 
met engineering requirements for all general purposes. 


Ferry Cap Set Screws are expertly made by the first company to 
produce Cup Point Set Screws by the cold upset process of man- 
ufacture. They embody the skill and experience gained in over 
40 years of precision manufacturing. 


Square head and headless—cup point—case hardened —sizes V4" 
diameter and larger. Carried in stock for immediate shipment. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD « * CLEVELAND 13, OHIO 


CAP AND SET SCREWS * CONNECTING ROD BOLTS + MAIN BEARING BOLTS SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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Threaded Holes 
FOR SALE! 


Tap users rightly think in terms of the “‘cost 
per threaded hole’’. 

Thus they get a true measure of tap 
value which is more than the cost of 
the tap itself. It includes getting the right 
tap for the job in the quickest possible time. 
It includes accuracy and long life of the tap 
while on the job. 

Here are some of the PLUS values 
that are behind all taps with the GTD 
trademark: 


REAGING HISTRIBETORS 
Biiaieeay.  Seatbesee 
ahemememeaion 

SERVICE from the country's leading dis- 


tributors who handle “Greenfield” tools. 


FIELD SERVICE MEN 


KRKEKKK 


ON-THE-SPOT HELP on threading prob- 


lems from the “Greenfield Man” in your 
territory. 


ENGINEERING AND RESEARCH 


BUILT-IN VALUES that come from the 


industry's largest research staff of thread- 
ing engineers. 


LARGEST MANUFACTURING CAPACITY 


PERFORMANCE that comes from a prod- 


uct made in the largest, most modern 
threading tool plant in the world. 


That’s why... when you buy... 
you get more for your money when 
you say “‘Greenfield” 


;REENFIELD TAP and DIE CORPORATION 2.2055). 








THREADING 
TOOLS 


When you buy-GTD ‘Greenfield’, you get a quality 
of product that comes from the world’s largest, 
most modern threading tool plant and its research 
staff of threading engineers—PLUS SERVICE 
from the leading distributors and GID 
“Greenfield's” field men in every industrial center. 


GREENFIELD, 














Extra Light 





MOST 





Help yourself to more 
replacement business 


by helping your customers 
get more ball bearing for 
their money... every time 


It’s as simple and as obvious as this photo of four Fafnir 
Ball Bearings on a common shaft... how to get more 
sales by giving more ball bearing for the money. Here 
are four ball bearings for the same shaft size ... for 
lighter or heavier loads. Which one will give your 
customer the most for his money and give you all of 


his replacement business? 


FAFNIR MAKES IT EASY FOR YOU 

TO GET MORE BY GIVING MORE! 
You can help your customer select the right bearing 
at the right price easily from the Fafnir line. It in- 
cludes every type of ball bearing, with every kind of 
shield or seal, with all sorts of housings and mounting 


provisions, for every lubrication system. It’s an all- 


COMPLETE LINE IN AMERICA 


industry, not just.a one-or-two-industry line of bearings. 
Y our Fafnir catalog gives simple step-by-step directions 
and tables to help you and your customer select exactly 
the type and size of ball bearing, seal or shield, method 
of mounting and housing to meet all his requirements 
at the lowest possible cost. All you need to know is the 
load, the speed and other conditions of operation, space 
and weight limitations and mounting details. You can 
then put your finger on the best ball bearing buy for 


any customer. 


A WHOLE LINE OF "ANSWERS" 
The Fafnir line is a line of answers to every bearing 
problem. At your elbow is one of the 19 strategically 
located Fafnir warehouses ... an auxiliary to your own 
stockrooms. And beyond this facility, you can depend 
upon Fafnir bearing engineers in the field and in the 
plant. As an authorized Fafnir distributor you're the 
man with the answers ... in first place for bearing 
replacement sales. 


The Fafnir Bearing Company, 


New Britain, Conn. 








Dealers! Make Big Profits Selling Allis-Chalmers 


'|OPUMPS 


Complete Line from 10 to 15,000 gpm! 








igs, 


AL pumps +** GAL pumps »** "a 
ive $ * esi 
tly = g uses we 600 . cit arive resistant a 
10d 4 : .* — for long life. Available 
> Ss capacities ra 
nits er 7000 
the heads to 100 ft. 


ace 
can 


for 


Why Be Satisfied With An Incomplete Line? 


Oo FRANCHISE with enough coverage to —_ pumps, and self-priming pumps. Each is de- 
_ sell a major share of your customers re- _ signed in the most demanded ratings. 


oly quirements tee that's the smart way to do Behind this wide line of A-C franchise 

business! The Allis-Chalmers franchise line pumps is an aggressive advertising campaign 

of pumps is one of the most complete on the _in Jeading general and trade magazines reach- 

market today, It includes single-stage single- ing 3,473,384 readers each month— plus 

suction, single-stage double-suction, double- many sales and technical bulletins, 

suction, and multi-stage p raped - For complete details, wire or write: Dealer 
Added to the three fast selling types above —_ Sales Dept., ALLIs-CHALMERS, MILWAUKEE 


are general purpose water as, fire pumps, 1, Wis. Pedrifugal and Electrifugal are Allis- 
chemical pumps, horizontal or vertical mounted Chalmers trademarks. A 2474 


ALLIS-CHALMERS: 


Dealer Sales Organization — GENERAL MACHINERY DIVISION 


own 
end 
the 
the 
ring 


any, 
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your power tool department needs 


AL ON machine tools 


Ray = 


12" SHAPER 


NO. 3000 
MILLING MACHINE 


SHELDON MACHINE.CO. Inc. 


Manufacturers of Sheldon Precision Lathes * Milling Machines * Shapers 
#232 N. KNOX AVENUE + CHICAGO 41, ILLINOIS, U.S. 
L-44 ‘ : 


10%" SWING LATHE 


TS-56 
114%" SWING LATHE 


Industrial Distributors have shown that they can sell power tools 
of many types . . . but, to sell them most profitably, it is important 
that they have the following typically SHELDON features: 
The tool room accuracy, capacity and design features wanted 
by industrial buyers. 
Moderate list prices and ‘‘more machine per dollar’’. 
Factory assembly —machine tools should come from factory 
completely assembled, ready for use so that crates can be easily 
lifted off for display or demonstration and as easily re-nailed 
to skids for delivery to customer. 





Standard industrial type controls—easy to operate. 

Large unit sales with good margin of profit. 

Carefully selected distributors in limited numbers. 

Vigorous, continuous, and wide spread publication advertising. 
Catalog material condensed yet complete and easy to use. 


WRITE FOR NEW CATALOG G-48 
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Christopher Columbus 
landing in the New World 
October 12, 1492. 


a as ¥ 
j 4, P45, 
=? ee y 
, a ‘ - v/ d * { 
pre * ‘ < ; 
é } " i 
4 : ¥¥ a 
“Lads , 
é ag Sd 
‘ € wt ¥ $3 As ay jm ‘ . 4 
se < tO, - Sas 
“ i P fy 
‘ i <u 3 
; — 
, #, + a 
: ty *. 
4 + ve 
. at fi e 
» Lat 
Ms we 
of * he 4 ad 
. 
‘ Sor 


discovering too! 


Columbus’ discovery proved to be one of the most 
e discoveries in history --- and Bayflex Raised Hub 
Is have proved to be a remarkable “find” t00, 
-< welding shops metal fabricating shops. 

and truck body repair for removing 

unwanted metal faster — easief — Operators are 
d their 


of cotton 

et extremely Strong ~~ can 
surface cutting — giving "49 to l 
conventional discs. 

Today, distribut ring sales of Bayflex 
Raised Hub Disc Wh on their value list — 
that their promotion i em profitable sales. A 
because customer satisf red Bay 
repeat sales. 

For profit — for customer approval — stock, promote 
and sell Bayflex. 


STATE ABR PRODUCTS co. 
WESTBORO. MA CHUSETTS. ©. me 
Branch offices & warehouses Chicago — Detroit 
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1...PYROID 





Raybestos-Manhattan manufactures many different types of 
sheet packing . . . in widths up to 150” . . . and in thicknesses 
from 1/64” to Ye”. Each of these compressed sheets is of 
long-fibre asbestos, scientifically compounded to meet the 
exacting requirements of industry. 


R/M No. 650, nationally known as “Pyroid,” is shown above. 
It is recommended for applications where severe service 
conditions are encountered; for public utility service where 
excessively high pressures and temperatures are met. It can 
be used, however, for practically any condition, and makes 
an economical sheet packing even in cold water service. 


Where first cost is an important consideration, many plants 
rely on R/M No. 670, also shown above. This sheet has a 
low rubber content and is approved by the National Board 
of Fire Underwriters for use in connection with such hazard- 
ous liquids as benzol, gasoline, and kerosene. 








Whatever your customers’ requirements, there’s an R/M 
product that fills the bill. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE & PACKING DIVISION 
Manheim, Pa. « Bridgeport, Conn. « North Charleston, S. C. © Passaic, N. J. 


We also manufacture a complete line of Asbestos Textiles, 
Friction Materials, and Industrial Rubber Products. 
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PRECISION-BUILT ROLLER CHAIN 


Pick up a length of Atlas Roller Chain and imme- 
diately you'll know that here is a precision-built 
chain to win new customers and sales with its 
quality and dependability. 

Atlas Roller Chains are scientifically engineered 
to transfer power or motion without slip or loss 
of efficiency and with positiv® control. Atlas 
Chain drives are quiet because they consist of 
precision-made bearings rolling at every point 
of contact. These bearings—pins, bushings and 
rollers—are of specially selected steel, hardened 
and finished by Atlas’s exclusive "mirro-finish 
, process.” 


Castor and Kensington Avenues 


The result is a velvety smoothness of operation 
that is a good indication of the high efficiency, 
manufacturing skill and experienced craftsman- 
ship that makes every length of Atlas Chain 
more than meet all American Standard Chain 
specifications. 

You'll find it well worth getting the facts on 
this new chain. It is a product that will prove to 
be a fast moving, profitable line for you now... 
and build goodwill for the future. Get full details 
on prices, deliveries and specifications—see us 
at the Mill Supply Convention in Atlantic City... 
Conference Booth 915, or write direct for folder. 





CHAIN & MANUFACTURING CO. 


Philadelphia 24, Penna, 





et prompt delivery * 
wow “ON MET L PRODUCTS.— 
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@ Many LYON Dealers and their 
customers have found it possible to supply us 
with steel in 12 to 24 gauge sheets. In such 
cases, we will buy the steel from you and ship 
the pound-for-pound equivalent in 

EITHER 
... any selection of LYON standard products (see 
partial list below) at regular published prices... 

OR 

. . . assemblies, subassemblies, parts, etc., for 
your customers’ products—to their specifica- 
tions—in an even wider range of gauges—8 
to 30. In other words... 


you 








LYON 


Lae, 
TH E P R 0D T] C r | 4 “| 


For complete details, write or ask your 
nearest LYON District Office. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 953 Monroe Ave., Aurora, Illinois 
Branches and Dealers in All Principal Cities 


A PARTIAL LIST OF LYON PRODUCTS 


@ Shelving © Kitchen Cabinets © Filing Cabinets © Storage Cabinets ¢ Conveyors © Tool Stands ¢ Flat Drawer Files 

@ Lockers @ Display Equipment ¢ Cabinet Benches @ Bench Drawers ¢ Shop Boxes ® Service Carts © Tool Trays ¢ Tool Boxes 

@ Wood Working Benches ¢ Hanging Cabinets ¢ Folding Chairs © Work Benches ¢ Bar Racks @ Hopper Bins ¢ Desks @ Sorting Files 
© Economy Locker Racks © Welding Benches © Drawing Tables © Drawer Units © Bin Units © Parts Cases ¢ Stools @ Ironing Tables 
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ROIS Ag P ORAS 


UTICA TOOLS ... accurately designed — precision made of the 


highest quality alloy steel—with electronically hardened 


cutting edges... have consumer acceptance everywhere. 


Their sale is sure to bring steady, repeat business. 


Sold Through Recognized Jobbers 
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% 


‘\s\ by know-how to sit in with designers and 


+ 


ne \ a ASSEMBLY ENGINEERS are qualified 


assembly supervisors to show how to 





Z simplify assemblies — speed work — 
avoid spoilage — improve design — with 
savings that are often amazing. This field 
service to distributors’ customers and 
prospects means new business, desirable 
added volume in P-K Self-tapping Screws 
— since all orders are channeled through 


YOU'RE 0 ‘K WITH P. -K AND THESE EX l RAS THAT PAY 


@ ORIGINATORS OF SELF-TAPPING SCREWS 

@ ONLY COMPLETE LINE 

@ 35 YEARS’ APPLICATION EXPERIENCE 

@ EXPERT ASSEMBLY ENGINEERING 

@ UNSURPASSED QUALITY CONTROL LABORATORY 
@ STRONGEST SALES PROMOTION 

@ UNVARYING JOBBER PROTECTION POLICY 

@ PRODUCT DESIGN LEADERSHIP 








4 
i 
8 


SOLD ONLY THROUGH 


PARKER-KALON 
SELF-TAPP 


FOR EVERY METAL AND PLASTIC ASSEMBLY 
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P-K Distributors, without exception. 
IT’S ANOTHER P-K EXTRA... one of the 


many extras that make P-K a leader in 
the fastening industry and help P-K 
Distributors to continually “scoop” com- 
petition on Self-tapping Screw sales. 

AND THAT'S WHY P-K, the original line of 
Self-tapping Screws, continues to be the 
favorite fastening franchise. Parker-Kalon 
Corp., 200 Varick St., New York 14, N. Y. 


7® 


ACCREDITED DISTRIBUTORS 


GOH, 


ING SCREWS 





OTHER PARKER-KALON PRODUCTS: Cold-Forged Socket Screws, Wing Nuts, Thumb Screws 
Hardened Screwnails and Masonry Nails - Shur-Grip File and Solder Iron Handles 
Metal Punches - Damper Regulators and Accessories 








Even on the tous 


grinding job... 
method is easier te sell! 


You can recommend 3M Abrasive Belts for nearly 
every kind of grinding or finishing job—no matter 
how tough—and know that a faster, cheaper and 
smoother finish will result. Actual shop experience 
on countless grinding and finishing jobs has proved 
that 3M Abrasive Belts cut production costs as much 
as 75%, speed up output and maintain a greater 
degree of worker safety. 


3M abrasives experts are available to help you 
set up a cost-cutting installation for practically any 
kind of job you encounter. Each installation is 
tailored to fit the needs and facilities of the indi- 
vidual manufacturer. And just watch that installa- 
tion mushroom when the plant owner starts com- 
paring costs! 

Build up customer good-will and add to your 
repeat business by recommending 3M Abrasive 
Belts for all types of grinding and finishing jobs! 





Preparing hot rolled ed walled tubing for | 
nickelchrome plating . 


the 
pr in 
P-K 


-Om- 


ie of 
the 
alon 


‘c q. 


Grinding magnesium, glass, plastics, rubber, 
ceramics... 
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“news DUFF-NORTON 


Public Utilities 
Need Jacks To— 


@ Pull and straighten tel- 


®@ Pull pinions and gears 
@ Brace trenches 
@ Repair equipment 


Cement Plants 
Need Jacks To— 


_@ Shove, lift and hold 
steel plates for weld- 
* ing or riveting 

- @ Position and support 
febricated sections 
temporarily 

_@ Move loads 
horizontally 

@ Adjust material for 
downhand welding 


® Install completed units — 


@ Repair cranes and 
equipment 


‘Chemical Plants 
Need Jacks To— 


@ Support tanks 
® Adjust heavy 

connecting lines 
@ Force pipe 


@ install new equipment 


...the world’s largest and most complete line of 





JACKS 


Every Customer is a Prospect for Jacks— and there’s 
a Duff-Norton Jack for Every Customer Requirement. 


Every customer jack requirement furnished with utmost satisfaction 
from one manufacturer—that’s the service Duff-Norton offers you. 
To be assured of the right jack for your customer's application, 
makes jack ordering easy and profitable. Helps build goodwill, too, 
through satisfied customers. 

With the Duff-Norton line to help make quick sales, your salesmen 
will want to check jack requirements on every call, and incidentally, 
cash in on a lot of steady repeat business. Write today for Catalog 
203-A and sales promotional material that will help you sell more 
jacks. It's free, of course. 


RatcHet 
SACKS 


THE DUFF-NORTON MANUFACTURING CO. 


Pittsburgh, Pennsylvania 
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Mr. DISTRIBUTOR SALESMAN 


We think you are doing an outstanding job. Your ingenuity 
and resourcefulness—your knowledge of customers’ 
needs and the effort you consistently put forth to meet 
those needs—help to boost the efficiency of all industry. 
For that our hat is off to you. 

For its part, Atkins will continue to give you every type 
of sales help that will make your job easier and more 
effective. Here, for example, are just two of the many 
ways Atkins’ complete merchandising program helps 
distributor salesmen to sell more and earn more—for 
themselves and for their houses. 


Month-in, Month-out, Atkins Advertising 
Reaches the Cream of Your Market 


Atkins big, hard-hitting campaign directed to industrial users, 
reaches the top plants and the top buyers of cutting tools in your 
area. Month after month the magazines you see here carry the 
straight-from-the-shoulder story of how Atkins performance reduces 
cutting costs and raises cutting output. This Atkins advertising paves 
the way for you to cash in on the proved buyer acceptance that 


builds year-in, year-out sales volume for you. 
Qatiins Cutting Engineers 
Work with You 





Whenever you run into a tough 
cutting problem, the chances are 
that Atkins engineers have the 
answer. If they don't—and there is 
an answer—they'll find it. In plant 
after plant these cutting experts 
have shown production executives 
time-saving shortcuts to lower pro- 
duction costs. This kind of help not 
only builds customer friendship— 
it makes you the man the buyer 
wants to see and do business with. 





£ ia : # 
" C4 C4 ” 
—E. C. ATKINS AND COMPANY 
Home Office and Factory: 
402 S$. Illinois Street, Indianapolis 9, Indiana 


Branch Factory: Portland, Oregon e Branch Offices: Atlanta ° 
Chicago « Memphis + New Orleans+ New York+San Francisco =—“4"#1s Atwars Antagm 





MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 
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GIG REASONS WHY 


CSBIS - 
~ , > ” f N see: 


KNOBBED MALLEABLE 
IRON HANDWHEEL 
Gives a firm, non-slip grip. 
Sturdily built for long use. 


REMOVABLE YOKE NUT 
For quick and easy servicing withe 
out dismantling the bonnet. 


TN MET TM oll] 1°) 
INTEGRAL FLANGED 


Vo re} t ROUND BOLTED BONNET 


and BODY FLANGES 


Minimizes distortion under pres- 


|) | ae) Pp 3 re) rge re | sure. Eliminates special gaskets. 


Steel G 
GATE VALVES 
rN 13 Ey 


r 
P R E F E R R E D see Te 


Recommended for severe erosion- 
corrosion conditions. Furnished 
on special order. 


























i 


‘ = ( DROP FORGED STEEL 

) f BODY and BONNET 

ROLLED-IN SEAT RINGS Drop Forging refines the grain 

No threads to corrode or leak. structure and imparts extra 
No lugs to impede the flow. fice toughness and endurance. 


Vo O tote 


HENRY VOGT MACHINE COG Inc., Branch Offices: New York e 
1000 WEST ORMSBY STREET LOUISVILLE 10, KENTUCKY Chicago e Cleveland e Philadelphia e Dallas 
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7 Profit Pointers for you in the 
“AMERICAN SWISS” LINE 





* A Compiete Line — more than 3000 different 
shapes, cuts and sizes of Swiss-Pattern Files. 











Popular With Machinists, Tool and Die Makers 
— evidenced by widespread demand and automatic 
repeat orders. 











Squarely Backed — by guaranteed perfection of 
every file — there are no “second grade” “Ameri- 
can Swiss” files. 








8 Prompt Shipment — from large factory stocks 





These are the reasons why 
Distributors find “American 
Swiss” Swiss-Pattern Files a 
profitable line to handle. 
Wherever intricate or accu- 
rate filing is required, rec- 
ommend these faster-work- 
ing, longer-lasting precision 
ome te they wil make 


maintained at all times. 


ee 











Consistent Advertising — a continuous campaign 
~@® in principal metal-working trade journals — each 

advertisement referring readers to our Distributors 
as their source of supply. 














Helpful Advice — available from the “American 
@ Swiss” authoritative experts on the uses and appli- 
cations of Swiss-Pattern Files. 








o 100% Dealer Cooperation — the undeviating 
“American Swiss” policy for 50 years. 








friends . . . and profits . . . 
for you. 
ha iad 
‘ omy 
AX WCUCEMI 


AMERICAN SWISS FILE & TOOL CO. © 410-416 TRUMBULL STREET ® [ELIZABETH 1, NEW JERSEY 


SWISS PATTERN FILES 
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BUTTERFIELD 


BACKS THE DISTRIBUTOR 


Recognizing the vital role Distributors 
play in efficient marketing of industrial 
products, Butterfield advertising is specif- 
ically slanted to direct business to you. 

Every Butterfield ad carries the exclusive 
Basic Sales Idea: “BUTTERFIELD ... THE 100% 
INSPECTED TOOLS’—a factual statement that 
gives a big reason why Butterfield tools 
are so reliable...so uniform in quality...so 
dependable in performance. And Butter- 
field's advertising in MACHINERY, MILL & 
FACTORY, and AMERICAN MACHINIST during 


1948 will carry no fewer than 775,422 - 


selling messages to prospects — your 
prospects included! 

This is just the beginning of a campaign 
that will give you more and more proof 
as time goes on that BUTTERFIELD BACKS THE 
DISTRIBUTOR. BUTTERFIELD DIVISION, Union 
Twist Drill Co., Derby Line, Vermont and 
Rock Island, Quebec. 


BUTTERFIELD 


THE 100% INSPECTED TOOLS 
Every Tool Individually Inspected 
TAPS « DIES « REAMERS « SCREW PLATES 
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ASK ABOUT THE FULL 


QUICK AID un 


There is a QUICK AID FIRE 
GUARD for every fire hazard, 
and there are "big profits for 
you in selling the complete line. 
GENERAL makes every type of 
extinguisher—carbon dioxide, 
vaporizing liquid, foam, soda- 
acid, and pump—for home or 
industrial use. All are Under- 
writers’ Approved. 


Bee case ean ce Ge GED GHED GENES cx cams comme cams gD GEE GED GED GED GED GED GED GD GENE GER GH SVD 


I F NOT eee cach | 


Pike GUARD 
a 


GET THIS © | 


aPPRaves ay 
eee evarras 
LaEOea Teas. 
1S Chast eaae, 


a 
FACTRAY Wat eRLS 








The General Detroit Corp. 
2272 E. Jefferson Ave., Detroit 7, Mich. 
RUSH ME THE FOLLOWING: 
“Have You Money to Burn” Display Board, beautifully printed in four colors, with 
Cl QUICK AID Vaporizing Liquid GUARD mounted thereon. I understand the 
only charge for this is for the extinguisher, less my regular discount. 


LJ ‘ doz. QUICK AID Vaporizing Liquid FIRE GUARDS. 

‘a Rush full information, including prices and discounts, on QUICK AID FIRE GUARD 
Extinguishers. 

Name. 


Addr 


 — 


Authorised by__EEEEE nnn 


Ship as follows: [1] Remittance Enclosed []C.O.D. [] Open Account 
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that have the Biggest 
Consumer Demand... 


@ BUILDS REPEAT SALES! In over 30 gor ready sales— 
years’ experience manufacturing belt lacing DEMONSTRATE 
products exc/usively, Clipper has developed __ the Clipper No. 9 
the world’s finest belt hooks. These are pamnanes 
made of the highest quality belt hook wire, 

produced solely for our use. Longer satis- 

factory service is assured. When these top 

quality hooks are applied with a modern 

belt lacer such as the Clipper No. 9 Portable, 

you have the best combination—one which 

saves the most money for your customers— 

BUILDS REPEAT SALES! 


CLIPPER BELT LACER COMPANY, Grand Rapids 2, Michigan 


f ¥ 
‘ 4 


Scientific action of jaws forms perfect loops 


for maximum size LUBRIHIDE connecting pins. a ‘ 
Scientific action of jaws. 


z 
aa 


EQUIPMENT 
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you'll want this New, 
F Complete, Concise, < 
80 page Catalog ) 
YOU 


CORROSION 
RESISTING ) 
VALVES 


FITTINGS an 


ACCESSORIES Ar garnet 
SI“ okey! | 
\ wa go NEW CATALOG #51H | 


COOPER controls the production of 


these corrosion resisting products from design and casting 


to X-ray inspection and machining . . . for each step is i 


performed on the more than three acres of plant 


as F [me 
facilities available to serve * 


Gy Cooper customers. 
Est. 1922 


Specialists in Corrosion Resisting Stainless Steel 


THE COOPER ALLOY FOUNDRY CO. 


oe ee) 
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They all want 


AMERICAN 
BLOCKS anpb 





SHEAVES | 
€ 


—_— old Dustbin Gus, the broom and waste- 
basket operator, will want to get into the act. All 
you do is whisper to the receptionist: “I’m your 
AMERICAN BLOCK and SHEAVE man”’.. . and the 
party’s on. Naturally you get right in. Of course 
you get an order. For more years than you can 
remember, the name AMERICAN has been a symbol 
of super-quality .. . advanced design . . . armored 
construction. Many types, many sizes—from 114 
to 250 tons. And in addition... 


NATIONAL ADVERTISING . . . reaching buyers 
through 38 leading industrial magazines! 


GOOD PROFITS . . . on prices that are right! 
IMMEDIATE DELIVERY from our factory stock! 


If you’ve ever talked yourself hoarse trying to 
sell unknown products, you’ll appreciate the fact 
that AMERICAN BLOCKS and SHEAVES are known, 
respected and re-ordered almost everywhere. Sell 
em, and see! 
































ARMORED 
CONSTRUCTION 


Makes all the difference! 


xk * 


Precision-grooved sheaves 

Oversize pins and axles 

Heavy steel side plates and 
side straps 


Forged steel hooks and 
shackles 
A Wide Variety of Types and 


Sizes ... Block Capacities 
1Y2 to 250 Tons 


American Hoist 


and DERRICK COMPANY 


St. Paul 1, Minnesota 





Genuine CROSBY CLIPS THE AMERICAN HANDIWINCH 


World’s largest selling drop-forged wire rope Enables one man to lift or pull any load up to 10,000 ibs. 
fasteners. National advertising, good profit, Weighs only 95 Ibs. Easily carried, set up and operated 
prompt shipment make sales sweet and easy. anywhere. Two gear ratios... efficient hand brake... many 
Sizes for all wire rope— Ye to 3 inches. “big hoist” features. Ask for literature that helps you sell. 
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Alloy Steels © Armor Plate © Clutch 
Plate Steels © Tillage Steels » Soft Center Steel 
Shovel Steels © Knife Steels Saw Steels, 
including Hack Saw Blade Steels 
TEM-CROSS Steel © Stainless Steels 
INGACLAD Stainless- 
Clad Steel 
















BORG-WARNER CORPORATION 
STEEL DIVISION New Castle, Indiana 
* 
Plonts: New Castle, Indiana * Chicago, Illinois 
Kalamazoo, Michigan 








—THEODORE C. ULMER 








“It makes good sense for a fastener user 
to buy with True Fastener Economy in 
mind. When he uses a quality brand of 
fasteners, he saves on costs all along the 
line—and arrives at a lower total fasten- 
ing cost than he could ever get by buying 
on ‘price’ alone. 

“So it makes good sense for a fastener 
distributor to sell with True Fastener 
Economy in mind. When he handles a 


quality brand of fasteners and sells it as 
such, on the basis of more dependable 
fastener performance, he centers the buy- 
er’s interest on total fastening cost, creates 
a good customer, and builds up volume 
and profits through repeat business and 
related sales. 

“We congratulate RB&W on its idea 
of T.F.E. and on promoting it in national 
advertising.” (See opposite page.) 


— —_, 





RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


103 years making shong the distiibulors thal make clmeuca strong 


RussgELL, BURDSALL & WARD Bott AND Nut ComPANY. 
Factories at Port Chester, N. Y., Coraopolis, Pa. 
Rock Falls, Ill., Los Angeles, Calif. Additional sales 
offices in Philadelphia, Detroit, Chicago, Chattanooga, 
Oakland, Portland, Seattle. 


RBaW 
The Complete Quality Line 
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| : | 
Tighten up on fastening Costs the Fa 


There are many. costs involved in You Get True Fastener Economy When You Cut Costs These Ways 
| fastening. True Fastener Economy is 1, Reduce assembly time with accu- 5, Purchase maximum holding power 
| peer rate, uniform fasteners per dollar of initial cost 

| the lowest ‘total of them all—not a 


ew s 2. Make satisfied workers by making 6, Lower inventory by standardizing 
lower initial price for a bolt, nut, assembly work easier types and sizes of fasteners 


screw or rivet. Specify fasteners that 3. Save receiving inspection through 7, Simplify purchasing by using one 


: supplier’s quality control supplier’s complete line 
speed assembly . . . reduce inventory 


: ‘ C : 4. Design assemblies for fewer, 8. Improve your product with a 
... simplify purchasing—there’s your stronger fasteners quality fastener. 


| True Fastener Economy! : True Fastener Economy is the Lowest Total of All Fastening Costs 





103 Years Making Strong 
the Things That Make sdmerica Shrong 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, 
Calif. Additional sales offices at: Philadelphia, Detroit, Chicago, Chattanooga, 
Oakland, Portland, Seattle, Distributors from coast to coast. 








ind 





Appearing currently in: Fortune ,Modern Industry, Machine Design ,Product Engineering, Iron Age, Steel. 
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pHINES 72” 


__ ANYWHERE ... ANYTIME...IN ANY ARRANGEMENT <a 





FOR PERMANENT OR | 
TEMPORARY USE 


An entire room or whole wall can be fitted 


FLEXIBLE... STURDY... VERSATILE 
Fine Appearing 


Here is shelving that ideally meets practically every 
factory need—it is inexpensive—tailor-made for the 
application, simple to assemble—strong and durable. 


a » The flexibility of these shelves and the extension units 
rere weeree _ make it possible to arrange them exactly in accordance 
Ideal for shelving at the bench with your layout. Being free standing and in multiples 
of three feet the shelving can be run to any length— 

you save time, labor, material, and money. 


IMMEDIATE Delivery No nailing or sawing required to install—only a screw 


driver needed to assemble the Ponderosa Pine frame, 
Masonite Tempered Presdwood shelves, and special 
hardware. 


The shelving is carton packed in compact form—easy 
to store—quickly available when you require additions. 


EDWARD HINES LUMBER CO. 


2431 S. WOLCOTT AVE. 





{ 


” gore PACKED a 8, Al. | 
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Jacking Up Sales 
ie ony 


Sim 








YOUNG HOPEFUL— This page is set forth with the 
hope that it brings a thought or two that will help you 
scll more jacks (preferably Simplex!) And to those of 
you who have been hiding that urge to be an author let 
it be known that any “How You Dood It” tales—tall 
or otherwise—will be gratefully received. Five bucks 
author’s fee to the writers of all used . . . and that ain’t 
hay brother! 


BEST SELLER READING—For jack sales and profits 
that is. Fresh off the press are new bulletins on Simplex 
Oil Field Jacks; Simplex Mine Roof and Pin-Up Jacks, 
Simplex Hydraulic Jacks and Jennys and one on appli- 
cations of the Jenny in the Railroad field. Let these 
bulletins add life, color and punch to your Simplex sales 
story. And best of all, they’re free; just write T-K for 
the ones you want. 





IT’S A NEW IDEA! Have you seen the new Simplex 
Jack Supports made of aluminum alloy for bridge work? 
They’re light, easy to handle and set in place, yet they 
are far stronger than ordinary wedge supports. Two men 
can place one of these supports and a Simplex Journal 
Jack in just,about three minutes; and with only four 
Jack Supports the heaviest structure can be handled 
safely. Complete dope in Bulletin: Bridge 48. 


NO FIGHT, BUT A GOOD TIME ANYWAY— 
That’s the report of those who attended T-K annual 
1020 Club Railroad Party at the plant June 24. The 
stage had been carefully set to feature the broadcast of 
the Louis-Walcott fight but Jupiter Pluvius intervened 
in New York. That had no effect on the T-K food and 
other entertainment, however! 


Advertisement 


THE WELCOME SIGN IS OUT—Recent visitors to 
the T-K plant on Chicago’s busy west side have included 
Jack How of Edw. R. Bacon Company, San Francisco; 
H. G. Gundlach, Merchandising Manager of Mine & 
Smelter Supply Company, Denver, Salt Lake City and 
El Paso, and John Vickers, Industrial Sales Manager of 
Geo. Worthington Company, Cleveland. For them and 
for you too, there’s always a welcome at the plant and 
a chance to see for yourself how Simplex Jacks are 
made. Call up when in town and say hello—the number 
is Austin 0694. , 


IF IT’S AN EMERGENCY—aAnd there are lots of 
em in every shop and factory, you can recommend the 
Model 310A Simplex Single-Acting Ratchet Lowering 
Jack. Here’s a jack that will take on most any tough job 
and do it faster and more safely. Lifts vertically, lifts or 
pushes at any angle and will handle full 15-ton capacity 
on cap or toe. Easy to operate and always a sure winner 
for you when you're talking “the low cost of lifting” 


BIGGER, BETTER THAN EVER—That’s what 
Simplex customers in and around Evanston, Illinois, are 
saying about the new modern office and warehouse now 
occupied by Hibbard-Spencer-Bartlett & Co. at 2201 
West Howard St. With the move, H-S-B is all set for a 
big Simplex season. Congratulations! 


QUIZ OF THE MONTH— 

How can an infielder get credit 

for a double play unassisted 

without touching the ball? It’s 

easy. The bases are loaded; the 

batter knocks an infield fly. Sun 

gets in the shortstop’s eyes and 

he misses the ball. Batter is 

automatically out and base run- 

ner who had been on second 

runs into ball trying to get back to base. Score two put- 
outs for the shortstop. Has it ever happened? You'll have 
to ask the boys from Flatbush. 


That’s all there is folks till next month. Don’t 
forget those tall tales! Send ’em to the Editor 
of “Jacking Up Sales” and collect! Mean- 
while, remember there’s a Simplex for every 
jacking job! 


TEMPLETON, KENLY & CO. 
1036 S. Central Ave., Chicago 44, III. 
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BELMONT 


advertising 
does 3 jobs 
for the 


distributor 


T 


OIL 


Advertisement 


OIL SEEPAGE IS A FIRE HAZARD... . A PROFIT EATER! 


PHILADELPHIA, PA.—Oil has great 
penetration. Early history tells us, it 

ped from the dark recesses of the earth 
and formed “burning pools” on the 
surface. 


Today, as oil serves man in its many 
modern uses Belmont Packings minimize 
the penetrating power of this elusive 
liquid. Designed and constructed to 
guard against seepage, Belmont Packings 
give maximum performance in all types 
of oil service. 


Belmont No. 189 for use on rods and 
plungers handling hot oi! and distillates. 

le of long fibre asbestos yarn, firmly 
braided and lubricated with a special 
compound for extra resistance to pene- 
tration and saturation. This packing is 
noted for its efficient operation even at 
temperatures where the packing is lit- 
erally “boiled in oil.” 


Belmont “6100” for use on rods and valve 
stems handling gasoline and other petro- 
leum distillates. Made of high-grade 
asbestos yarn, braided jacket over jacket 
and treated with a special lubricant 
which preserves*its Boftness and sealing 
qualities. 


Easy to get! Belmont distributors are lo- 
cated in every large industrial center, 
ready to give prompt delivery from local 


Easy to identify! Belmont Packings 
wherever practicable, are packed in at- 
tractive boxes bearing our orange-colored 
trade-mark on a.blue background. 

The Belmont Catalog is available. Write 
on your company letterhead for copy. 
Packing facts are reduced to simplest 
forms and all styles are illustrated. 


Try Belmont! Consult local distributor 








or write us direct. 


/, Creates demand for Bel- 
mont Packings by promoting 
the extra values in the Bel- 
mont line through specific ref- 
erences to Belmont features. 


2. Directs the reader to the 
Belmont distributor. Note how 
the ad reproduced here men- 
tions the distributor. 





Hot Oi Asbestos Packing for 


tion minj Meet Cons Tue. 
3. Develops definite sales Awe mites capillary 
Saturatio 
leads. Requests for folders are NE 
turned over to Belmont dis- 


tributors for follow-up. 


THE BELMONT PACKING AND RUBBER 


« BUTLER AND SEPVIVA STREETS 


PHILADEPHIA 37, PA. 
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1. All engineering and produc- 
tion facilities devoted for over 
25 years to making one supe- 
rior product—blades for band 
and hack saws. 


2. Over two million annual ad- 
vertisements, prominently dis- 
played in leading trade papers 
to create maximum trade ac- 
ceptance and brand preference. 


3. Sales aids such as “Hand- 
book of Metal Sawing” and 
“Hack Saw Production Calcu- 
lator’ to insure selection of the 
right blades from a distributor 
with a complete blade line. 


4. On-the-job assistance from 
Barnes service engineers to 
increase sawing efficiency and 
help production men solve 
difficult sawing problems. 


These are the ways Barnes helps its distributors produce satisfied customers, sell 
more saw blades and keep them sold for substantial year-in, year-out profits .. . 
the four reasons why industrial distributors prefer the Barnes line . . . the complete 
line with performance proven blades for every metal cutting requirement. 
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RAY “Come, now, Ferdinand! 
o.7 oad / | know that Armourclad 
: Disc makes your work 
s : easy, but that doesn’t 
a : (@ 4 Sy mean you should take off 
€ ’ eas on a mental cruise.” 


Here are four reasons why it pays 
to handle Armour Coated Abrasives: 


1. A Complete Line of Coated Abra- 
sives to meet the grinding and fin- 
ishing requirements of every one of 
your customers and prospects. 


2. Quality of Product insured by strict 
control through every phase of man- 


ufacture. OUR } 


BRE DISC 
3. More Freedom from Competition wmiedes 


from either your source or other dis- 
tributors within your territory. 


4. National Advertising to open the 1, STRONGER RESIN BOND! 


door for faster sales appears in lead- 
ing publications like these! ‘ 2. HEAVIER FIBRE BACKING! 


RESIN FIBRE DI 


MILL FACTORY 


3. SHARPER CUTTING ACTION! 


ARMOURCLAD RESIN FIBRE DISCS 


For Faster, More Productive Metalworking 


Actual production tests have proved that 
Py a this new disc cuts faster. This greater initial 

rate of cut lowers production costs, reduces 
os labor costs. 


pM 208 


The new Armourclad Resin Fibre Disc cuts 
faster longer because its special resin bond 
gives better grain adhesion—greater resistance 
to heat and humidity. 


Better for all disc operations, the new 
Armourclad Resin Fibre Disc gives faster, 
more productive metal working — is especially 
good for severe grinding jobs. 


We recommend buying through 
your Industrial Distributor 


ARMOUR and Company 
Chaled Aeasivee Diviviom 


1355 WEST 31ST STREET * CHICAGO 9, ILLINOIS 
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SPANG ADS 
ARE INVESTMENTS 


ions ore 
ae installol 
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Why do we continue to advertise Spang CW when 


we can’t meet your existing demands? Because pipe 
This is one of a series of ads which are appearing 
regularly in: DOMESTIC ENGINEERING; FAC- 
TORY MANAGEMENT AND MAINTENANCE; are starting and new faces are appearing in im- 
HEATING, PIPING AND AIR CONDITIONING; 1 r 
MILL AND FACTORY and PURCHASING. Copies portant positions. These ads remind present and 


are available on request. 


buying influences change. Every year new businesses 


future buyers of you and Spang CW. Building an 
acceptance for this quality pipe will help you sell it 


easier and quicker in the days—in the years ahead. 


But not all our efforts are of an advertising nature, 


PANG = CHALFANT nor are they all directed to the future. Everyday new 


steps are being taken to insure greater production 


Division of of Spang CW Pipe. In this way we hope to help you 


SHteMy Cetitelitel | Supply Company supply your customers more quickly and adequately. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh; St. Louis; San Francisco; Tulsa 
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treated “all-weather 


PURE MANILA ROPE 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22,N.Y. + ROPE - TWINE - OAKUM - PACKING 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Sales Offices; BOSTON * CHICAGO * HOUSTON © NEW ORLEANS © PHILADELPHIA 
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EDITORIA L 


As Others See You 


i this special September issue of INDUSTRIAL 

DistriBuTION, your editors have employed a 
new device to get the facts that will help dis- 
tributors and distributor salesmen do a better job. 
We have used sound recording equipment to take 
down two types of conversations as they actually 
occurred. 

To answer the question, “How does the sales- 
man operate?” we “listened in” on two salesman- 
buyer conversations. Here salesmen can find out 
how they actually sound to their customers. 

And to answer the question, “What do your 
customers think of you?” we “listened in” with 
our recording equipment on a round table discus- 
sion with five Philadelphia purchasing agents. We 
got the frank report of what they think of the 
services of their distributors and what they think 
of the distributor salesmen who call on them. 

Your editors are in a unique position to do this 
type of job. Although we are vitally interested in 
the welfare of distributors, their salesmen and the 
manufacturers who sell their products through 
distribution channels, we occupy an objective 
position. We could get the true picture without 
embellishment. And we pass it on to you. 


Facts and Fancy 


The picture which we got was not pretty in all 
its details. But you can’t learn and you can’t 
improve, if all you hear is what a grand guy you 
are. In letting you see yourself as other people see 
you, we are probably following an unpopular 
course. To paraphrase, this may be the way to 
“Jose friends and alienate people.” But it is a 
sincere attempt to get at the facts—facts which can 
form the basis for reappraisal and for remedial 
action. 

In the round table discussion, for example, a 
number of unpopular facts emerge. Salesmen, by 
and large, could do with a lot more product 
knowledge. We all know that but we don’t do 
enough about it. We tend to excuse it by saying 
that the distributor salesman has thousands of 
products and can’t be expected to be an expert 
in all of them. 

The salesmen apparently could also do with a 
more extensive, practicing knowledge of sales- 


manship. We are not talking about high-pressure, 
one-shot salesmanship, but about the basic prin- 
ciples that wear well week after week and month 
after month. Idle chatter is not welcome by your 
customers although they may be courteous enough 
on the surface to return your banter. They have a 
job to do and they would appreciate a well- 
organized, business-like presentation. 

The manufacturers selling through distributors 
come in for their share of comment, too. While 
the purchasing agents were aware of the limitations 
of distributor selling, they obviously didn’t like 
to be ignored by manufacturers’ representatives. 
Indeed, they welcomed the calls of manufactur- 
ers’ men with distributor salesmen. But they 
hadn’t seen many lately. 


Read and Learn 


Yes, we all admit that selling through distribu- 
tion channels is a cooperative venture. It’s a 
three-legged stool. If it is to stand erect in the 
competitive days ahead, all three legs must be 
sound. Distributor service must be improved, dis- 
tributor salesmen must be better trained in prod- 
uct knowledge and in salesmanship, and manu- 
facturers must accept their share of the joint 
responsibility. Mutual recrimination won’t do the 
job. Perfection is still a long way from being 
universal. 

There is a very human tendency when con- 
fronted by the type of facts revealed here to duck 
the implications. “I’m doing all I can.” “Some- 
body else is to blame.” Or “That may be true in 
Philadelphia, but it doesn’t apply to me.” We are 
not saying, of course, that the picture is true for 
all the U.S. or, for that matter, even for all Phila- 
delphia. We do say, however, that the sales talks 
and round table discussion we have reproduced 
give you objective facts which, in all probability, 
are applicable to your own operations. All can read 
and learn. There’s plenty of opportunity for im- 
provement. 
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~aeo>~ JENKINS 


TYPES, SIZES, PRESSURES, METALS FOR EVERY NEED 


DIAMOND MARK 





™ 
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ED 


ENKINS DISTRIBUTOR‘ 


i exy Jenkins Valve sold is a product of expert 
engineering. Design, choice of materials, and manu- 
facture are controlled throughout by a technical 
staff rated A-plus in valve know-how. 

But Jenkins Engineering Service goes much fur- 
ther to make friends for Jenkins Distributors. When 
asale involves a problem of pattern selection, appli- 
cation, or placement that is out of the ordinary, 
Jenkins Engineers can provide the answer. 

Jenkins Engineers, in effect, are on the sales team 
of every Distributor. They help him show customers 
how to get all the extra value built into Jenkins 
Valves. They help him to get “in” on jobs in the 


BESIDES giving Distributors direct assist- 
ance, Jenkins Engineers play an important 





port in the preparation of such highly 
effective service literature as the ‘Piping 
layouts’ and “Prevent Valve Failure’’ 
booklets. 


The first contains diagrams and descrip- prevention. 


blueprint stage. In every way, they help build good 
will that holds good customers. 

Yes, Jenkins Engineering enters into every valve 
sale, along with Jenkins industry-wide advertising 
— powerful sales promotion—and Sales assistance. 
It all adds up to planned, persistent, productive sup- 
port... and it’s the reason why Jenkins continues 
to be the preferred valve franchise . . . why, year 
in and year out, it pays, and pays well, to sell 
Jenkins Valves. 

Jenkins Bros., 80 White St., New York 13; Bridge- 
port, Conn.; Atlanta; Boston; Philadelphia; Chi- 
cago; San Francisco. Jenkins Bros., Ltd., Montreal. 


tions of 25 typical piping layouts with 
for valve selec- 
len — location in the lines. The second 
is o 28-page guide to valve economy, fully 
illustrated with case histories of valve 
damage and recommendations for its 











SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 
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Mr. Distributor: Here’s a Selling Idea 





| TONKA WATER HOSE—brai 
ed construction. It is high qual 
for general service... lightweight, 
flexible, easy to handle, will : 
kink. Constructed with twoor = | 
three braids of cotton reinforce- = 
ment ... has good quality tube 

| and wear-resisting cover. 











YOU GIVE INDUSTRY 
DOUBLE RESPONSIBILITY for REPUBLIC’S 9-POINT POLICY 
PRODUCT SATISFACTION Line 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the trade 
solicited. 


are jointly at stake whenever a sale of Republic mechanical Qualit 


rubber goods is made. Both of us guard jealously our stand- A quality of qpedett calteenla goed 
: « . ‘ : and capable of delivering service 
ings in the industrial world, and you can sell this partnership to results that should reasonably be 
: expected. 


industrial buyers. Some purchasers may not realize this EXTRA 
, Puce 


Your reputation and Republic Rubber Division’s reputation 


responsibility which distributors give at no extra cost. 
A price basis inducing and making 


Republic is telling industry these facts—why don’t you? ' = possible aggressive competition with 
reasonable profit return. 


A QUARTER CENTURY OF PROGRESS Secon 


Freedom from competition from his 
t source of supply, either direct or 
/ N indirect, among the trade covered 





by his day to day solicitations. 
MECHANICAL RUBBER GOODS BY f 


Bee UBLIC RUBBER Selling helps of reasonable amounts 


so that lis sales force may be given 
the advantage of specialized train- 


| % ing and a knowledge of the product 
sold. 




















REevU @34 34.6 Re Ue BE R S £29225 { BN 
LEE RUBBER G&G TIRE CORPORATION .. YOUNGSTOWN, OHIO 
Lee DeLuxe Tires & Tubes, Conshohocken, Pa. 





The Industrial Distributor Salesman 


@ Who He Is and What He Accomplishes 


A forty-year-old man, Mr. Average Salesman 
has an annual sales volume of $204,000: 
he handles an average of 145 accounts 


©) How He Operates 


An off-guard recording of what goes on be- 
tween buyer and salesmen furnishes a dozen 
questions for you to check on your efficiency 


€) The Tools He Uses 


Manufacturers’ literature, missionary men, 
Sales meetings and distributors’ catalogs 
are the sales tools most widely employed 


Q What His Customers Think of Him | 


There’s no Soft-pedalling of facts as a 
group of representative buyers gather to 
discuss distributors and their salesmen 








SEPTEMBER Industrial Distribution 

















ER EARLIER Bet NTA SERENE AN Nm nn ea OM ety 
THE INDUSTRIAL DISTRIBUTOR SALESMAN 


SALESMEN’S ANNUAL DOLLAR VOLUME OF SALES 





This Volume of Sales... 
{12-month period) 


... 1s Made By This % of Salesmen 





$50,000 to 100,000 
$100,000 to 150,000 
$150,000 to 200,000 
$200,000 io 300,000 
$300,000 to 400,000 
$400,000 and higher 











Who He Is and What He Accomplishes 


THE INDUSTRIAL SUPPLY SALESMAN is 
the key to selling through distributive 
channels—he is a key man in the dis- 
tributor’s organization and a key man 
for the manufacturer. 

To get the facts on this key man— 
who he is and what he accomplishes— 
InpustRIAL DistTRIBUTION conducted a 
nation-wide sample survey. Question- 
naires were returned by more than 200 
supply salesmen from all parts of the 
country. Thus, we have a representa- 
tive picture of the industrial distributor 
salesman, nationally and regionally. 

For the salesman himself, the find- 
ings are of great import: He can com- 
pare his individual qualifications with 
those of the average salesman; he can 
determine at a glance how his sales 
volume compares with others; he can 
judge for himself as to whether he 
should be devoting more time to the 
study of products and/or salesmanship; 
in short, he can employ a true yardstick 
in appraising himself. 

The value of the survey results does 
not end there, though. Distributors 
can compare the background and train- 
ing of their salesmen with that of the 
average salesman, his competitor’s 
salesman. It is only by being fully 
aware of the potentialities of this key 
man, the salesman, that the distributor 
can wisely and effectively direct his 
activities. The survey results are bene- 
ficial to the manufacturer, too; he can 
obtain guidance for planning sales 


programs, sales schools, sales literature 
and for educating his men, the manu- 
facturers’ men who work with the 
distributor salesman. 


The Average Age Is 40 


Life may begin at 40 for some, but 
by the time the industrial distributor 
salesman has reached that age he has 
established himself and is going places. 
At 40, which is the average age of the 
salesmen, he is married (nine out of 
ten are) and he has two children. 

Ages reported in the study range 
from 22 to 72 with the greatest num- 
ber being in the 30 to 50 year age 
group. The second largest group is 
made up of those salesmen more than 
50 years old; the group under 30 com- 
prises less than 10 percent of all dis- 
tributor salesmen. 


Dollar Volume Tops $204,000 


There is a wide spread in the annual 
dollar sales volume of salesmen—some 
make sales totaling only $50,000 while 
the sales of others go as high as $875,- 
009. The average salesman’s volume 
is slightly more than $204,000 annu- 
ally. The greatest number of salesmen 
have a sales volume of between $50,- 
080 and $100,000. However, this 
group is only 2 percent larger than 
the group that has a sales volume of 
between $150,000 to $200,000 (see 
chart above for a breakdown. 

This average salesman does quite a 


bit of traveling; he averages 1,630 
miles per month. Virtually all of the 
men travel by automobile, and in 72 
percent of the cases they own their 
own cars. 

In his travels, the average salesman 
covers 145 accounts, calling on an 
average of 8.4 accounts a day. The 
time salesmen spend in the presence of 
customers was estimated by those fill- 
ing out questionnaires at from less 
than 10 to as much as 90 percent of 
their working hours. The average 
estimate was 59 percent of an eight 
hour working day. 

A breakdown on calls follows: 

% of Salesmen Calls per Day 

13.6 3-5 

14.5 6 

12.6 7 

15.7 8 

24.6 9-10 
17.1 11-15 
1.9 16 up 

A breakdown on time with cus 
tomers follows: 

This % of 


Salesmen 


Spend this 
% of their Time 
with Customers 

1-20 
21-30 
31-40 
41-50 
51-60 
61-70 
71-80 
81-90 
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METHODS SALESMEN USE°TO GAIN ENTRANCE TO THE PLANT 





The Door-Opener. . . 


i 
| 
i 


...The % of Salesmen Who Use it... 





New Product 


Render A Service 








Direct Request 





Missionary Man 
Inside Contact 


All Others... 





Educational Background 


Although it can not be taken as con- 
clusive proof, a comparison of results 
of this sampling and one taken in a 
single city 10 years ago shows an in- 
crease in the number of college men 
who now are salesmen. 

The following table shows the per- 
centage of salesmen whose formal edu- 
cation terminated at various stages: 

% of 
Salesmen Education Ended 
Graduated College 
Attended College 
Graduated High School 
Attended High School 
Finished Grammar School 
Attended Grammar School 

Those who attended or graduated 
from college took courses in science, 
mechanical, electrical or civil engineer- 
ing; marketing; sales management; ac- 
countancy; law, psychology, philos- 
ophy. 

Five percent of all the salesmen re- 
wp having studied at trade schools. 

ey concentrated on professional en- 
gineering, thermodynamics, tool de- 
sign, machine mathematics, power 
transmission, welding, etc. 


Basic Training 


There, apparently, is no one position 
in a distributing organization that au- 
tomatically leads to a sales job. The 
majority, however, seem to have moved 
from shipping, to counter sales, to 
telephone sales to outside selling. 

Once a man has become an outside 
salesman, his training or education 
does not stop; there are manufacturer’s 





Work This Number 
of Days Per Week 


This Percent 
of Salesmen... 


Work This Number 
of Hours Per Day 


... And This Percent 
of Salesmen... 








55.0 5 


38.0 


6.2 


0.8 











1.62 5 


7.25 6 











schools, sales meetings conducted by 
manufacturers, and sales meetings 
staged by distributors. 

More than 50 percent of the sales- 
men reported having attended a manu- 
facturer’s school since the end of the 
war. They have averaged two visits 
each. Fifty-eight percent of the sales- 
men involved reported that sales meet- 
ings are conducted by their firms on a 
regular scheduled basis; meetings are 
held on the average of once every three 
weeks. They also average nine manu- 
facturers’ sales meetings a year. 

Previous studies have shown that 
distributing companies have taken on 
many new salesmen since the end of 
the war. This latest study supports 
that finding in that, of the salesmen 
reporting, 35 percent revealed. they 
have been with their firms as salesmen 


for less than three years; 19 percent 
have been in their present sales jobs 3 
to 5 years; 15 percent from 5 to 10 
years; 11 percent from 10 to 15 years 
and 19 percent more than 15 years. 

Forty percent of the salesmen of 
industrial suppliés and equipment have 
had selling experience in other fields. 
This 40 percent is made up of 10 per- 
cent with 1 to 3 years experience in 
other fields; 8 percent with 3 to 5 
years; 12 percent with 5 to 10 years; 
3 percent with 10 to 15 years and 6 
percent with more than 15 years. 

A large percentage of the salesmen 
(70%) have had no factory exper- 
ience. However, 14 percent of the 
salesmen have had 1 to 3 years factory 
experience; 7 percent, 3 to 5 years; 6 
percent, 5 to 10 years; and 3 percent, 
10 to 15 years. 
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THE INDUSTRIAL DISTRIBUTOR SALESMAN 


NORTH ATLANTIC: 


THE AVERAGE industrial distributor 
salesman in the North Atlantic Re- 
gion has an annual sales volume of 
$191,500. He is close to 42 years 
old, married and has two children. 
The average salesman in this region 
is responsible for 142 accounts. A 
breakdown of the reports shows . . . 
This % of Handles This 
Salesmen .. . No. of Accounts 
3.9 Under 50 
51-100 
101-120 
121-140 
141-160 
161-190 
191-200 
Over 200 


— it eet PD 
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Calls per Day 
An average of 7.7 calls per day is 
made by North Atlantic salesmen but 
9 and 10 calls a day proved the most 
popular estimate in the seven groups 
listed below: 
% of Salesmen No. of Calls 
15.7 3-5 
13.7 
19.6 
17.6 
23.5 9-10 
7.8 11-15 
2.0 Over 15 


Time with Customers 


The North Atlantic was the only 
one of the four regions where not a 
single salesman reported being in the 
presence of customers more than 80 
percent of his working hours. 

% ot % of Time 
Salesman with Customers 

9.6 Under 20 
. 21-30 
31-40 
41-50 
; 51-60 
61-70 
23. 71-80 


Experience 


That there is a great number of 
salesmen who won their selling spurs 
during the war years and within the 
last three years is evident by the fact 
that 48 percent reported having less 
than 5 years experience selling indus- 
trial supplies. The average salesman, 
however, has had 9 years experience 
as a supply salesman—7 of the 9 be- 
ing with the firm for which he now 
works. An experience table, showing 
the percentage of men with industrial 
supply selling experience and the per- 


Maine, New Hampshire, Vermont, Massachusetts, Connecti- 
cut, Rhode Island, New Jersey, New York, Pennsylvania 





(12-month period) 


This Volume of Sales... ...ls Made By This % of Salesmen 








$50,000 to 100,000 
$100,000 to 150,000 
$150,000 to 200,000 
$200,000 to 300,000 
$300,000 to 400,000 
$400,000 and higher 





25 %o 
21% 
23 % 
21% 
5% 
5% 





Methods Salesmen Use To Gain Entrance To The Plant 





The Door-Opener... 


... And The % of Salesmen Who Use It... 





New Product 
Render A Service 
Direct Request 
Missionary Man 
Inside Contact 


All Other... 








centage with selling experience in 

other fields, follows: 

%otMen % of Men 

With Ind. With Other 

Sup. Exp. Selling Exp. 
—_ 5 


No. of 
Years 


34 
- 14 ] 
-] 10 
10-15 18 
Over 15 24 
Only a very few of the men in the 
North Atlantic Region have had any 
extensive factory experience: 68 per- 
cent have had none; 17 percent have 
had 1 to 3 years; 9 percent, 3 to 5 
years, and 6 percent, more than 5 
years. 


The five-day week is worked by 62.0 
ercent of the salesmen, the 54-day 
week by 33.3 percent and the 6-day 
week by 6 percent. His daily working 
hours vary from 5 to 10, 2.3 percent 
5 hours; 9.5 percent, 6 hours; 29.0 
percent, 7 hours; 45.2 percent, 8 hours; 
7 percent, 9 hours and 7 percent work 
10 hours. 

The average salesman travels 1,400 
miles a month. 

Attendance at manufacturers’ 
schools since the end of the war has 
averaged two visits for those who have 
attended at all—70 percent of the 
salesmen have attended. 

One out of every three salesmen is 
a college graduate. 
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NORTH CENTRAL 


SALESMEN in the North Central region 
handle more accounts, on the average, 
than the salesmen in any of the other 
regions. The average man has 175 
accounts, and on 64 percent of them 
he experiences no trouble in gaining 
access to the plant or shop area. 

The most popular method among 
North Goetedl clone to obtain en- 
tree to the plant is by introducing a 
new product—60 percent list this de- 
vice as their own choice (see chart 
at lower right). 

Major accounts are called on by the 
average salesman three times a month; 
secondary accounts see him once a 
month. Most salesmen travel by car 
—81 percent using their own autos 
while the remaining 19 percent drive 
distributor-owned vehicles. The aver- 
age salesman drives 1,500 miles a 
month on business. 

Although the average North Cen- 
tral salesman handles more accounts 
than in other territories, his dollar 
sales volume for the last 12 months 
was the lowest. Dollar sales volume 
averaged $170,000—$20,000 less than 
in the North Atlantic region, the 
next lowest group; and $32,500 less 
than the national average. 


Accounts Handled 


The following table shows the per- 
centage of salesmen and the number 
of accounts they handle: 


No. of Acounts 


Under 50 
51-100 
101-120 
121-140 
141-160 
161-180 
181-200 
Over 200 


% of Salesmen 


ws 
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Daily Calls 

In servicing his 175 accounts, the 
average salesman makes slightly under 
8 calls a day. The North Central 
region was the only one in which not 
a single salesman said he made more 
than 15 calls a day. The following 
table shows the percentage of salesmen 
and the number of daily calls they 
said they average: 


% of Salesmen Calls per Day 
13.5 3.5 
18.9 6 
10.8 7 
16.2 8 
18.9 
21.6 


Who He Is and What He Accomplishes 


e North Dakota, Sonth Dakota, Nebraska, Kansas, Minnesota, 
* Iowa, Missouri, Wisconsin, Illinois, Michigan, Indiana, Ohio 





(12-month period) 


This Volume of Sales... ..+ Is Made By This % of Salesmen 





$50,000 to 100,000 
$100,000 to 150,000 
$150,000 to 200,000 
$200,000 to 300,000 
$300,000 to 400,000 
$400,000 and higher 











Methods Salesmen Use To Gain Entrance To The Plant 





The Door-Opener... 


...And The % of Salesmen Who Use It... 





New Product 
Render A Service 
Direct Request 
Missionary Man 
Inside Contact 


All Other... 











Time with Customers 
Here’s how the North Central sales- 
men estimated the time they spend in 
the presence of prospects: 
% of Working 
% of Salesmen Hours 
2.8 1-20 
21-30 
31-40 
41-50 
51-60 
4. 61-70 
: 71-80 
5. 81-90 
Fifty percent of the salesmen in the 
region have been with their firms as 
salesmen for three years or less. ‘Two- 


thirds of that 50 percent were not 
with their firms before 1945. 

Of the half with more than three 
years experience, a majority began their 
training for sales in the stock room. It 
took about six years to learn. 

As for working conditions, 70 per- 
cent of the men work five days a week; 
27.3 percent work five-and-a-half days, 
and the remaining 2.7 day workm 
six. The eight-hour day is the most 
popular: 2.7 work five hours; 10.8, six 
hours; 16.2 seven hours; 43.2 eight 
hours; 13.5, nine hours; 10.8, ten 
hours; 2.8 twelve hours. 

The average North Central sales- 
men is 38 years old and married. 
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SOUTHER 


THE YOUNGEST SALESMAN in the busi- 
ness, on the average, is found in the 
Southern Region. He is 37 years old, 
has the best general scholastic record 
in the country (almost all are high 
school graduates and a third are col- 
lege graduates). The average South- 
ern salesman has an annual dollar 
sales volume of $223,700, the second 
highest average in the country. 
Although the south was the only 
region in which a majority of the sales- 
men reported working a 54-day week, 
the average Southern salesman han- 
dies fewer accounts than the average 
in the other areas. The Southern 
salesman is responsible for an average 
of 117 accounts as compared to the 
national average of 145. The greatest 
percentage of salesmen in the south 
reported handling from 51 to 100 
accounts. Here is a table showing the 
percentage of salesmen and how they 
listed the number of accounts: 
% of Salesmen No. of Accounts 
Under 50 
51-100 
101-120 
121-140 
141-160 
161-190 
191-200 
Over 200 
The fact that the Southern sales- 
man handles fewer accounts than in 
other regions is tied in, in all prob- 
ability, with the fact that he drives 
more miles per month than the others. 
He averages 1,900 miles a month. Dis- 
tributor-owned cars are more common 
in the south than in other regions— 
50 percent of the salesmen in the 
region drive firm-owned autos. 
Although he travels more, the aver- 
age salesman in this region holds his 
own on number of calls a day; he 
makes eight a day, only a fraction 
less than the national average. The 
Southerner calls on his accounts more 
frequently than salesmen in other 
regions—he visits major accounts once 
a week, and secondary accounts once 
every three weeks. 
A percentage table on calls per day 
follows: 
% of Salesmen Calls per Day 
10.5 3-5 
18.4 6 
10.5 7 
15.8 8 
31.6 9-10 
10.5 11-15 
2.6 Over 15 
The percentage of working hours 
spent with customers follows: 
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. Jexas, Oklahoma, Arkansas, Louisiana, Mississippi, Alabama, Tennessee, Florida, 
* Georgia, 'N. Carolina, S. Carolina, Kentucky, Virginia, W. Virginia, Delaware, Maryland 





This Volume. of Sales... 
(12-month period) 


. . ls Made By This % of Salesmen 








$50,000 to 100,000 
$100,000 to 150,000 
$150,000 to 200,000 
$200,000 to 300,000 
$300,000 to 400,000 
$400,000 and higher 








Methods Salesmen Use To Gain Entrance To The Plant 





The Door-Opener ... 


...And The % of Salesmen Who Use It... 





New Product 
Render A Service 
Direct Request 
Missionary Man 


Inside Contact 





All Other... 3% 
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% of Time 
% of Salesmen With Customers 
5.1 Under 20 
21-30 
: 31-40 
15. 41.50 
17. 51-60 
10. 61-70 
30.7 71-80 
15.4 81-90 
The Southern salesman has the least 
trouble gaining access to the shop areas 
of customers’ plants; he is successful 
on 92 percent of his calls. 
An experience table showing the 
percentage of salesmen with their 
years of experience in selling indus- 


trial supplies and their years of selling 
experience in other fields follows: 
Years %ofMen % of Men 
With Ind. With Other 
Sup. Exp. Selling Exp. 
6 58 


9 
- 8 
-10 17 
10-15 2 - 

Over 15 13 8 
Only 33 percent of the salesmen 
work a five-day week in the south; 56 
percent work 54-days; 8 percent work 
six days, and 3 percent reported work- 
ing seven days. An eight-hour day is 
worked by 57 percent of the men. 
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WESTERN: 


THE HIGHEST DOLLAR volume of sales 
in the country, $234,000, is made by 
the average industrial supply salesman 
who sells in the Western Region. 
Though it has no direct relation to 
sales, it happens, also, that the aver- 
age salesman in the West is the 
“elder statesman” in the business; he 
is 42 years of age, is married and has 
three children, usually, where sales- 
men in other sections of the country 
have two. 


Selling Experience 


In point of selling experience, the 
salesman in the Western Region is 
away out in front. He has been with 
his firm, as salesman, for a longer 
time than most men in industrial sell- 
ing. The average for his group is 11 
years. Sixty-four percent of the sales- 
men have been with their firm for a 
minimum of 7 years. ‘Twenty-seven 
percent have been salesmen for 20 
years and more. 

In the West, too, the five-day week 
is the natural order. On the other 
hand, the eight-hour day is general 
for only 42 percent of the salesmen 
in the region—a nine and ten-hour 
day being thought necessary by 45 
percent of the men reporting. 


He Has 136 Accounts 


The salesman in the Western region 
is responsible for 136 accounts. He 
averages only 7 calls a day, and he 
spends 63 percent of his selling time 
with customers. But he has direct 
access to the plant in 87 percent of 
his accounts. 

He calls on his major accounts more 
frequently, too, than does the sales- 
man in other regions; at least once, 
and in some cases, twice a week. His 
secondary accounts see him once a 
month. 

In making these calls, the average 
salesman travels 1,600 miles a month. 
Ninety percent of the salesmen in 
the region own the cars they drive. 

A table showing the percentage of 
salesmen against number of accounts 
follows: 


% of Salesmen 


7 3° 


No. of Accounts 


Under 50 
51-100 
101-120 
121-140 
141-160 
161-180 
181-190 
191-200 
Over 200 
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Who He Is and What He Accomplishes 


Washington, California, Oregon, Idaho, Nevada, Utah, 
Arizona, Montana, Wyoming, Colorado, New Mexico 





This Volume of Sales... 
(12-month period) 


. ls Made By This % of Salesmen 








$50,000 to 100,000 
$100,000 to 150,000 
$150,000 to 200,000 
$200,000 to 300,000 
$300,000 to 400,000 
$400,000 and higher 








Methods Salesmen Use To Gain Entrance To The Plant 





The Door-Opener... 


... And The % of Salesmen Who Use It... 





New Product 
Render A Service 
Direct Request 
Missionary Man 


Inside Contact 


All Other... 











A table showing the percentage of 
salesmen against the number of daily 
calls they make per day follows: 


No. of Calls 


} aa 
6 


8 
9-10 
11-15 
, Over 15 
A table showing the percentage of 
salesmen and the percentage of time 


% of Salesmen 
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they spend in the presence of pros- 
pective buyers follows: 


% of Time 
With Customers 

1-20 
21-30 
31-40 
41-50 
51-60 
61-70 
71-80 
81-90 


% of Salesmen 
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THE INDUSTRIAL DISTRIBUTOR SALESMAN 


How He Operates 


Two recorded interviews of conversations between sales- 
man and buyer give you a clear picture of how you should 
operate to achieve maximum results from selling efforts 


Tell me quick and tell me true 

(Or else, my love, to hell with 
you!) 

Less—“how this product came to 
be"; 

More—what the damn thing does 
for me!* 


EVERY INDUSTRIAL SUPPLY salesman’s 
selling success depends, to a large 
extent, upon what he tells his custom- 
ers and how he tells it to them. 

To obtain a true-to-life picture of 
industrial supply salesmen at work, 
your editors obtained the cooperation 
of a busy purchasing agent—a_ buyer 
who is visited by 20 to 25 industrial 
supply salesmen weekly. Some of the 
salesmen, according to the purchasing 
agent, are outstanding; others are order 
takers who lack completely the requi- 
sites of a good salesman. 

However, the buyer’s opinion was 
not what we wanted—we wanted, and 
got, a record of the presentations made 
by salesmen. To do this, a recording 
machine was set up in the purchasing 
agent’s office. The two reports on the 
following pages are “‘off-the-record” 
transcripis of what goes on between 
salesman and buyer. The accounts 


*From “Tell Me Quick and Tell Me 
True” by Victor O. Schwab of Schwab & 
Beatty, Inc., New York advertising agency. 
The complete poem was published in the 
Jan. 16, 1948 issue of Tide. 


are published with the permission of 
all parties concerned. 

There has ben no editing of the 
transcripts. In some cases you will find 
that the conversation sounds: stilted; 
in other cases sentences are left hang- 
ing. In other words, the transcripts 
are of average, every-day conversa- 
tions. While our recording machine 
faithfully caught every word spoken 
there was nothing could be done in 
the transcripts about gestures, facial 
expressions, inflections and other de- 
vices we employ constantly in our 
conversation. 

Another important point about the 
transcripts: You will note that in sev- 
eral instances manufacturers’ names 
are used. This is particularly interest- 
ing because it shows that: 1. The 
salesman himself is “sold” on the 
manufacturer. 2. The salesman has 
good product, knowledge and, there- 
fore, does not shy away from product 
questions. 3. The salesman is capital- 
izing on the consumer acceptance 
built up for a brand name. 

That only a few manufacturers are 
mentioned is purely coincidental. Re- 
cordings made on another day would 
bring out other manufacturers’ names 
—even recordings made on the same 
day, but with different salesmen, 
would put other manufacturers under 
scrutiny. Therefore, in the interests 
of keeping the discussions “alive”, the 
ts se names have not been 
deleted. 


Realizing, though, that construc-: 
tive criticism would make the tran- 
scripts even more valuable to you as 
a salesman, your editors enlisted the 
aid of a seasoned industrial supply 
man, Miles Stray, president of Charles 
A. Templeton, Waterbury, Conn. Al- 
though he carries an executive title, 
Mr. Stray has never lost touch with 
in-the-field selling problems; he has 
continued to serve in -the front lines 
since he started in the business many 
years ago. Since then he has built up 
a wealth of experience both in actual 
selling and in directing the activities 
of salesmen. 

The marginal comments were made 
by Mr. Stray. To insure that he could 
judge the material objectively, the 
persons involved were not identified. 
In addition to his marginal comments, 
Mr. Stray also reported: 

“If I had to put together the back- 
ground of the salesmen, I would think 
that No. 1 was a good, smart, consci- 
entious and hard-working type of fel- 
low who is going to go places. I do 
think that, on the basis of his conver- 
sation, either his suppliers or his sales 
manager have left a lot of details to his 
imagination that should have been in- 
cluded in his education if he is going 
to wade in the way he has in this in- 
terview. On the whole, I think this 
represents a better than average pres- 
entation by an industrial salesman to 
a purchasing agent, and while I still 
think it is ragged, I am sure it is bet- 
ter than our own average.” 

As for Interview No. 2, Mr. Stray’s 
summary comment is brief but to the 
point: 

“No. 2 is certainly a crime against 
mankind and our industry in general.” 

ee... 


.. . INTERVIEW NUMBER 1... 


Hello, Ed. 


Hello, Bill. How are you? 
Pretty good, thanks. 
That’s fine. Pretty warm out to- PA, 


day. 


Boy, I'll say it’s hot. 
Seems it gets hotter all the time. 
What’s new — anything? 


INDUSTRIAL DISTRIBUTION ¢ 


S. Yes, we've done awfully good. 


Things have hummed along. 
Some industries are fast, others 
are slow. You know how it is. 


Well, we havn’t got much com- 


ing through on account of vaca- 


tion, but you know how those 
things are. We get them spas- 
modically and, of course when 
we have them, we have them; 
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and when we don’t have them, 
we don’t have anything to offer. 


S.\L_want_to_ thank you for past 

4 wn orders such as for the electric 
hoist and the other nice orders 

omy you have been sending down. 


We hope we are reciprocating 
with decent service. 


P.A. Well, the story about that, Eddy, 
is that of course you know the 
conditions. We don’t have the 
opportunity to buy too many 
things, but when they come up, 
I'll keep you in mind. 


Well, we try to cooperate and 
give you the best service possible, 
not only through the mill supply 
_ house, but also through the items 
that we have such as Cleveland 
drills, etc. Behind it, as you know 
Bill, it’s not only the good name 
involved but the service rendered. 


P.A. That's right. 


S. Well, I brought around with me 
today a little sample kit of the 
to various types of drills for various 
materials. Number one there, that 
917 list drill is the one that we've 
been selling for a good many 
years. It’s known as the jobbers’ 
drill. 


P.A. Whose make is this, Ed? 


S. They're Cleveland Twist drills, 
as you know, Bill. We find that 

ev today, with the alloys and the 
various types of metals, bakelite 
and the plastics all the way down, 
that it presented quite a problem 
with drilling. As you know, for 
years through your experience in 
purchasing, you have bought the 
917 style or general purpose drill 
— jobbers, as known throughout 
the trade. 


Just one thing, Ed, before you go 
into this drill proposition. Why 
is it that they've discontinued 
carbon drills altogether? They 
have, haven’t they? 


No, they haven't discontinued 
them, Bill, but the demand has 
been so great for high speed drills 
that — well, small jobbers keep a 
very minimum stock. Alloy steels 
are the reason for that. 


We have discontinued in the 
Store Department certain items 
which call only for carbon. Then, 
of course, as the time fluctuates, 
especially just since the war, high 
speed is in demand and we 
changed over to high-speed out 
there. 


Well, Bill, I think — 


And we've got to get a little bet- 
ter job done. Why we didn’t do 
it a long time ago I don’t know, 
but it’s just one of those things. 


You know it takes a long time for 
some organizations, or some men 
in organizations, to get around to 
accepting new ideas, but the fact 
remains that we have to do it. 
For instance, you take this drill. 
We use that for fibre or hard 
rubber, asbestos, bakelite, various 
plastics. You can see that it has 
a polished flute and we keep the 
point angle up to 90 degrees, and 
many times it is surface treated. 
I think I should bring out the 


point now that all Cleveland 

drills have a surface treatment. Aol 
What it is we dom enews yer 

but it seems to work out pretty 

well. — me 
Wasn't that sample kit you sent (wry 

up here a few months ago—wasn't 

that a Cleveland job, too? pre 


Yes, it was. 

That was a darn nice job. I don’t 
know how much use we've had 
for that because during the war 
we did have a lot of stock for that 
stuff. And, of course our requite- 
ments during the war period were 
a lot more in demand for drilling 
than it is right now. 


Well, yes, I can appreciate that. 
Of course, probably our stock is 
being depleted as we go along 
where our requirements aren’t as 
great now as they were then. 


You'll find all the drills coming 
through on your standard jobber 
line and your standard drills, in 
fact a whole line of Cleveland is 
surface treated now with the 
black finish. That’s the subject I 


wanted to bring up, and it is a 
very important one: Surface treat- MN do 





ment seems/fo work better in 
hard material, and also in your 
abrasive materials such as plastic 
and brass and items such as that. 





It just doesn’t gum up on the 
margin, in other words, she blows 
off very nicely — you don’t build 
up. 





In other words, your high-speed 


drill is recommended for brass 


‘ 
and things of that type? 4 pr 
Well,(yes,j it is with this new ; 
surface treatment. boon 





Oh, I sce. 

Many jobs we still specify carbon, 
but they are very, very few. We 
have gotten away from it — well, 
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pretty near entirely. 


PA. Well, especially if you’re not a 


goes WS 


S. 


big buyer of drills and you want 
to make it an all-around drill, you 
ought to buy a high-speed drill. 
You use it for certain jobs and 
you don’t want to buy high-speed 
and carbon beth. 


Well, I think Bill, again today 
with the various alloys, you’re a 





al 


P.A. 


S. 


P.A. 


S. 


we 


neck of a lot better off with just 
high-speed drills fit's something 
that will sell for a long while. 
Now, do you do much stainless 
steel work in your plant? 


No, Ed, we don’t do very much 
stainless steel work. Our plant 
here is a maintenance plant more 
than anything else, and of course 
what we have to do is mostly for 
stainless steel vacuums which may 
come through once in a while. 
But outside of that, mostly swiss 
regular alloy steel and mild iron, 
so we're not too much interested 
in some of these other styles of 
drills. 


There is one particular one that 
I would like very much to talk 
about. It’s the 957 drill, which is 
for deep hole drilling. I think you 
might have some of that on your 
presses and some of your main- 
tenance work. That really is a 
swell unit and used for plastics 
and so forth. It has sort of a high 
spiral on it and it does a good 
job—there’s no doubt about that, 
but again, I think maybe I should 
bring that subject up with Joe 
— the next time I talk with }:im. 
I think he might be intere:ted. 
Yes, probably it’s a good idea, 
because in the long run, the plant 
knows more about these things 
than I do. I'd like to take you 
out to see Joe so you can talk 
over things with him. It will give 
you an idea on recommendations, 
and he'll get an idea of what’s 
available in the market — we'll 
find out what’s available for cer- 
tain jobs. 

Well, as you know, Bill, I fre- 
quently do that and like very 
much to do it. But I don’t like 
to take too much of Joe’s t'me. 
I know he’s pretty busy out there 
and he’s got a full-time pro osi- 
tion on his hands without chat- 
ting with salesmen, but wherever 
I gct the opportunity, I’m always 
glad to talk to him. Bill, one 
thing before we get off the sub- 
ject of drills, here’s the Cleve- 


land Handbook for Drillers. As 
you know, Cleveland also has 
men in this territory, engineers 
for engineering purposes, and 
they do a swell job of following 
up their orders. This handbook 
for drillers is for the students of 
various schools, plants or your 
apprentice employees that are 
coming through. We think that 
the “‘Uses and Abuses of Drills” 
is a swell little handbook. That, 
by the way, is the name of their 
film, showing the uses and abuses 
of drills, but the handbook goes 
into telling them just what a 
drill is. For instance, on one page 
it gives you the various different 
parts of the drill that most of us 
don’t look at many, many times. 
In other words, a drill so often is 
just a drill. We don’t know too 
much about what this is, or what 
that is. I find, from reviewing 
this thing, that frequently I can 
talk shop to the boys and, at the 
same time, it helps build up good 
will and teaches me a little bit 
about drills. But the important 
part about the whole thing is that 
we like to distribute these books 
to the various men in the shops 
so that they can actually see what 
a drill is. 


Well, Eddy, as far as I’m con- 
cerned, you know in the mill sup- 
ply line today, we have noticed a 
lot of the bigger companies like 
Brown & Sharpe, Cleveland, 
Parker-Kalon, and people of that 
type are doing a good job in send- 
ing out advertising pictures such 
as charts and things of that type 
to distribute to the men in the 
plants to try to keep them up to 
date. Because, in the long run, a 
lot of fellows out there think they 
know everything about a product 
and, probably they do know most 
about it. But there are some 
things they don’t know about, 
and charts and books such as this 
come in very handy. Every time 
I get anything like this, I turn it 
over to the mechanical division, 
and they do appreciate it because 
it helps an awful lot. 

Well, I’ve been in the various 
school shops, some of the out- 
standing ones in the city and one 
particular one—I can tell you the 
owner came back and said that 
he didn’t think that nine out of 
ten men could grind a point on 
the drill correctly. And, I think 
he’s right, that’s the reason we 
have drill grinders and so forth, 
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P.A. 


S. 


P.A. 


S. 


P.A. 


S. 


P.A. 


but that’s beside the point. What 
we want to do is actually follow up 
on what you know of the mate- 
tials available. We have decimal 
equivalent charts — various other 
items would help make it a little 
more pleasant doing business 
with Cleveland, but besides that 
we think we have a swell product. 


Well, Ed, I'll tell you that’s a 
nice thing to bring up. It gives 
me a liberal education on some 
of these things, and I appreciate 
your bringing this drill pack in 
here today to show me and also 
these books. I'll certainly try to 
see that they get out in the shop 
—these decimal equivalent charts 
—and anything that comes up in 
the future which I may find a 
little puzzling. I'll call you— sort 
of helps you out a little. 


One thing further, on drilling, 
Bill, then, we'll drop the subject 
—there has been a change in 
some prices. As you know Cleve- 
land... 


Don’t bring up changes in prices, 
for goodness sake, I get them all 
day long. 

I kind of think it is to your ad- 
vantage in this particular case. 
In some portions of it they had 
a more or less standardized drills 
in the short, small sizes. When 
you get down in your number 
sizes, particularly. The screw ma- 
chine drill has been accepted as 
a standard item now. That drill 
that I showed you several weeks 
ago — that was a short drill, the 
one I suggested might be used 
in the maintenance department 
for portable drawing so we could 
give you either right hand or left 
hand style, but you undoubtedly 
would always want right hand. 
They standardized on the lengths 
of those, shortened them up in 
many cases so that it would re- 
duce the price, because there is 
not as much steel used. Now, in 
other cases — some other cases, 
there has been a slight jump in 


S. 


P.A. 
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lists, but in so few places . . 


Well, of course that’s the advan- 
tage of dealing with a reliable 
company. When you've got an 
increase coming through, there’s 
nothing you can do about it. I 
mean, there is always a chance 
to go ahead and go to a competi- 
tor but you find that if you raise 
them, they raise them. So, as 
long as you're dealing with a re- 
liable house, that’s what counts. 
The thing is that you know you 
can’t help those things, raw ma- 
terials, and so forth... 


Oh, I know... 


You know that, with this coal 
increase, with the little increase 
they gave the miners, it’s going 
to bring up the price of steel 
anyway, and you’re going to have 
increases in prices around the 
whole country in everything. On 
the whole, though, I think it has 
been pretty level. Things haven’t 
gone out of line too much, espe- 
cially in our major lines such 
as Brown & Sharpe, Cleveland, 
Greenfield and people like that. 
But, Bill, if you would attach this 
to summaries in your catalog, 
you'll have up-to-date lists, then 
we will be all set. 


I will, Ed. Okay. Well, I’m glad 
you came in, Ed, it’s been nice 
talking with you. What with ev- 
erything around and, as busy as 
you are, you have to spend some 
time around some of these things. 
So if anything comes up on it, 
any questions, I’ll call you, and 
I’m awfully glad you stopped in. 


Well, there is one other thing. :7 
want to ask you what you think 
of — (city’s baseball team)? 


I’m in there rooting. 
Oh, no, you're not. 
Well, I'll see you later. 


Okay. So long, Bill. Thank you 
very much, 


You’re welcome, Ed. Good-bye. J 





ee ¢ INTERVIEW NUMBER TWO + - - 
. & How do you do, sir. 





Hello. 
It’s nice and cool in here today. 


I’m glad you came up today. One 
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thing I want to speak to you 
about is the delivery on those 
¥s-in. square nuts. We've been 





wanting to get fthose; we need an 
awtul lot of them. 
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S. 


4p bY 


S. 


fof 


P.A. 


“we 


P.A. 





You mean you didn’t get those) 
yet? 


Not yet. 








S. 


Hyp WORTH 


For heaven’s sake, that’s a stocked ) 
item. 


Well, I'll tell you one thing 
about it. The point is that we 
have to go ahead and get a cer- 
tain thickness. You know a %- 
in. nut is a stamped job and 
comes in different thicknesses. 
We use them in our products out 
there, and due to the fact that 
they have got to be a certain 
thickness, all of them have got 
to be the same throughout. 


Well, \we_can’t help that. The 
fellows today; you know, just 
don’t give a darn. Well, we'll 
check up and give you what we’ve 
got. 

Another thing, we’re closing out 
Wednesday on our inventory. I 
wish you'd get all the invoices 
in for us, on material delivered 
up to and including the end of 





: the month. > 
__ We bill every day. 


{Ups 
wr P.A. Well, sometimes you know, we’re 


held up on it. I know you bill 
every day, and sometimes, of 
course, we might have to ask you 
to doa little favor for us. ) 





fe vs 
S. We have a girl down there who’s 
: supposed to do it but you can’t 


depend on it. > 





fP.A. 


ov 


MW 


pele 


P.A. 


Well, that’s the trouble today. 
We have the same trouble here, 
it’s just one of those things. 


We'll get it straightened out one 
of these days. 


Did you get the order for that 
hoist all right? 


What hoist? 
That hoist for ——. 





P.A. 


S 
A. 


5. Did we get an order? (Thanks 


Gk of 


very much, I didn’t know we got 
one. 


Yes, I sent one through the other 
day. We don’t have to have it 
right away, we don’t need it until 
November. 





What's on your mind — anything 


- i. . I'll follow it up for you. I'll see 
Pw XC that you get it by then. 
pore 
a” 


S. 


SW OS 


92 


new? 


Just thought maybe we’d go toa 
ball game or have lunch or some- 
thing. 

It’s nice of you and I appreciate 
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it. Some one of these days when 


I get some time to myself I'll be 
£ por” 


able to take you up on some o 
that stuf~ 


It’s too darn hot to work today. 
Wish I could feel that way about 
it, too. 

That’s the way this job is, you 
know. You’ve got to do those 





Yeah, here’s a couple of Jacob 
chucks. I wish you would just 
give me the price, and I'll con- 
firm the order for you today. Also 
hexhead cap screws. You carry a 
pretty good stock of those, don’t 
you? 


et 


wv 





We thinkfwe do. 


I'll tell you what I'll do. T’ll call 
— (telephone salesman) {for that 
so we can get delivery before the 
end of the month. 

If you need anything, give me a 
call. I’ll be around again in 3 or 
4 weeks. 


How’s Al doing, all right? 


He was all right the last time I 
saw him. 


Al’s a good man. He sure knows _ 





his stuffJ1 was speaking to him 
the other day, and he really 
helped me out. I wanted to get a 
small reel, not an electric reel but 
a reel to handle a pneumatic 
hammer. They are getting a 
pneumatic hammer in the new 
shipping department and we 
wanted a small reel which would 
lift this hammer: up when the 
man got through with it — auto- 
matically lift it up —a reel that 
has about a 10-Ib. capacity. 


He sure saves my neck. ————~ 


Well, anyway, I don’t think 
there’s much around today. In 
fact, I’m all tied up with this 
inventory. On anything that we 
can, we're going to hold off until 
the first of the month. 


Okay. I understand that vaca- 
tions are coming through, and it 
is going to be a little headache 
for us guys for the next two 
weeks. Most industries will take 
vacations at the same time this 
year, and of course there will be 
a lot of shut-downs. But, we can 
all stand a vacation. 


Yes, we all can, as far as that is 
concerned. Well, if anything 
comes up I’ll let you know. 
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12 GUIDE POSTS TO SUCCESSFUL SELLING 


Studied individually, Mr. Stray’s comments might be dis- 
missed as criticism of an average human being’s shortcom- 
ings. Taken collectively, however, they can very well be 
utilized as guide posts to successful selling. They are the 
points that will keep your sales presentation speeding 


1 Do I take the offensive first 

and thus preclude the possi- 
bility that the purchasing agent 
will cut off the interview before 
I present my story? 


Do I always thank custom- 
2 ers for past orders and in- 
quire how the products are per- 
forming? 


Do I stress that my firm is 
3 striving constantly to render 
the best service possible and that 
we represent top-flight manu- 
facturers? 


Am I equipped with some- 
thing to show to and discuss 
with buyers? 


Do I keep control of the 
5 interview, making sure that 
I get back on the track after 
unrelated questions are asked? 


b Do I make positive state- 


ments about my products? 


along the highway to sales instead of chugging along dead- 
end lanes. 

Here are the points made by Mr. Stray, phrased as ques- 
tions to ask yourself (they are listed in the order in which 
they appear in the interviews) : 


Do I guide the conversation 

so that I will get an oppor- 
tunity to talk with shop fore- 
men, superintendents, etc.? 


Am I equipped with good 
functional literature to give 
to the buyer? 


9 Do I keep posted on what a 
buyer has ordered from my 
firm between calls? 


1 0 Am I prepared to answer 


questions concerning 
products he has on order? 


1 1 Do I blame others in my 
organization when things 


, > 
go wrong: 


1 y] Do I lean too heavily on 


our telephone men in- 
stead of working with them? 
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Percent of 


Sie. Who have these sales aids .. . 


Mfrs’ literature, catalogs 
Services of missionary men 
Mfrs’ sales meetings 
Distributor’s own catalog 
Distributor’s promotion 
Dist.'s sales meetings 

Stock control 

Mfrs’ factory schools 
Displays, showrooms 

P.A. shows, industry exhibits 
Open houses, sales clinics, etc. 


Sales analysis 


The Tools He Uses 


THREE SALES HELPS provided by manufacturers are avail- 
able to more distributor salesmen than any of the other 
sales tools used in the industry. An INDUSTRIAL DIS- 
TRIBUTION SURVEY among salesmen showed the 
three aids to be: manufacturers’ litcrature and catalogs, 
services of missionary men, and sales meetings staged by 
manufacturers. 

The salesmen were questioned on two points: 1. The 
extent to which a dozen of the most common sales helps 
are available. 2. The degree of usefulness they found the 
aids to possess. The results are shown in the above 
chart which should be read this way: 97 percent of the 
salesmen have manufacturers’ literature and catalogs avail- 
able to them and, of those having this sales aid available, 
73 percent rate its usefulness as “great”, 19 percent as 
“moderate” and 8 percent as “little”. 

Although the three aids that rated highest in “avail- 
ability” are supplied by manufacturers, the distributor's 
own catalog received the greatest number of salesman’s 
votes for “ great usefulness”. The survey established no 
pattern for comparing “availability” with “usefulness” to 
salesmen. For example, local purchasing agent shows and 
industry exhibits are available to almost half the salesmen 
but only one-fourth of those to whom the aid is available 
consider the help of “great value”. The shows and exhi- 
bits received the fewest “great” votes but they are avail- 
able to more salesmen than open houses, sales clinic, etc., 
or sales analysis. 


And how those salesmen value each aid 


We Great Moderate [—} Little 


25% % 


Missionary men’s services ranked second in “availabil- 
ity” but when it came to the usefulness of the services, 
the salesmen were about equally divided between “‘great”’ 
and “‘moderate”. Many commented that it depended on 
the man and his training as to the extent of his assist- 
ance. 

Comments on sales meeting staged by manufacturers 
also indicated that the relative value of the meeting de- 
pended upon the person who conducted the meeting. 

Manufacturers’ factory schools, according to the survey 
results, make up a potent sales tool—they are available to 
only 57 percent of the salesmen but of these, two-thirds 
rate the schools of “great” value and the remaining third 
are equally divided between opinions as to “moderate” 
or “little”. 

Stock control is available to three out of every five 
salesmen. More than half, 54 percent, see “great” value 
in it as a sales help and slightly more than one-third, 37 
percent, view it as of “moderate” assistance. 

Available to the smallest group of salesmen is sales 
analysis, a relatively modern technique of increasing sales 
efficiency. Sales analysis is available to only 27 percent of 
the salesmen canvassed in the survey, virtually one out 
of every four salesmen. Of these, only 37 percent con- 
sider it an important aid; an equally large group esteems 
it as of only moderate help, and about one fourth find 
it of little assistance. 

The survey indicates that supply manufacturers and 
distributors are doing a good job as far as making avail- 
able such aids as literature and catalogs, missionary men, 
sales meetings and sales promotion. There is considerable 
room for making the remaining sales tool more available. 
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IMPORTANT ITEMS of intcrcst to the customer arc 
spotted in the Besly catalog by Arthur C. Wolfrum (left). 


‘THE UNQUALIFIED ENDORSEMENT Of four out of every five 
supply salesmen who use their catalogs as sales tools is 
one of the reasons why distributors issue catalogs. How 
do salesmen use their catalog as a sales tool? 

Arthur C. Wolfrum, salesman, Charles H. Besly & Co., 
Chicago, and Ray Sutton, salesman, Frey Industrial Sup- 
ply Co., Los Angeles, tell how they do it. Their experi- 
ence gives an indication of the ingenuity and initiative 
of salesmen all over the country. 

Mr. Wolfrum believes that the catalog, for the most 
part, is taken too much for granted. He is convinced his 
firm’s catalog has had a direct bearing on a great many 
sales made during his 28 years of selling. 

Catalogs, Mr. Wolfrum said, represent much planning 
and hard work. Their distribution should be planned and 
executed carefully. He believes the personal delivery is 
the most effective way of distributing the catalog. 


Methods of Distribution 


In the case of small accounts, where it is impossible to 
see the buyer, Mr. Wolfrum generally leaves the book 
with the secretary or receptionist. With important 
accounts, however, the procedure is different. Unable 
to deliver the book personally, Mr. Wolfrum leaves a call- 
ing card and promises to return soon. 

Mr. Wolfrum issues catalogs only to those accounts 
which have a satisfactory potential. This requires investi- 
gations where prospects are concerned. If the prospect’s 
potential is too small, Mr. Wolfrum merely leaves appro- 
priate literature bearing Besly’s name. At accounts where 
the potential is satisfactory, all individuals affecting pur- 
chases are provided with a catalog. This invariably 
includes the buyer, shop superintendent or maintenance 
engineer. The catalog works 24 hours a day. Where night 
shifts prevail, it works all the harder. 

The value of the catalog is illustrated by an experience 
Mr. Wolfrum had with a mechanic on a rush project. 
This mechanic had been instructed to order small 
machine tools, hand tools, metals, screws, nuts, bolts, 
taps, drills, hack saws, etc. Using the catalog, he made 
up a long list of needs and called Mr. Wolfrum to check 
it. The latter went out to the project loaded with addi- 
tional literature and some more items were added to the 





CATALOGS: They Can 
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RELATED ITEM SELLING comes easy for Ray Sutton 
(right). He has studied and knows what is in his catalog. 





Build Sales For You 








list. However, by going over the catalog, page by page 
and item by item, Mr. Wolfrum and the mechanic 
doubled the order. It paid Mr. Wolfrum to know his 
catalog. 

Mr. Sutton agrees with Mr. Wolfrum as to the impor- 
tance of careful distribution of catalogs and in personal 
delivery as the best means of impressing customers with 
the value of the book. Mr. Sutton devotes most of his 
time with the customer discussing new lines. He also 
mentions lines which may have been dropped in the event 
the customer may, some day, try to find these in the book. 

“The catalog,” Mr. Sutton said, “always goes with 
me, clear in to the actual interview. Even when calling 
by request on a single item, there are always associated 
items that come up when the catalog is needed. On 
presenting, and on other occasions, I urge the customer to 
order by page number as well as by catalog number. This 
helps our order department and gets the customer in the 
habit of using our book instead of ordering by manufac- 
turer’s number. I show him how weights, dimensions, 
etc., are easy to find and call attention to tables and gen- 
eral information.” 


Keeps Catalog at Home 


Mr. Sutton takes his catalog home and some evenings 
reviews important deals of the day. He checks with 
the catalog to see if he failed to mention related items. 
If he thinks of some, he makes a note of it and calls the 
next day to point them out. 

If there are any changes made in a major line, Mr. Sut- 
ton has the customer make annotations in the book or 
else gives him manufacturer’s catalog and sheets to sup- 
plement the book. He also keeps a personal record of 
all catalogs he has placed. 

“The catalog really helps to make sales,” Mr. Sutton 
explained. “The one I carry is loose-leaf plus much sup- 
plementary information. For instance, in the mainte- 
nance shop of a major air line, recently, they wanted dies 
for a pipe threading machine. But the type of die they 
wanted was not available. I then turned to the catalog 
and showed another type of threading machine for which 
we did have the dies in stock. The result was that I sold 
a set of dies and a pipe-threading machine. 
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CHECKING on product knowledge he gained by working 
with a manufacturer’s sales engineer is James J. O’Brien. 


AFTER THE MOVIES, John Connelly (right) talks to 
customers about product applications in their own plants. 


MANUFACTURERS’ AIDS: A Source of Product Knowledge 


SUPPLY SALESMEN are appreciative of the services of man- 
ufacturers’ men and other manufacturers’ aids, such as 
product movies, the survey shows. As an example, the 
attitudes of two salesmen—James J. O’Brien, Somers, 
Fitler & Todd, Pittsburgh, and John Connelly, J. T. Wing 
& Co., Detroit, are typical of the manner in which such 
cooperation is received and applied. 

Mr. O’Brien believes that teamwork with manufac- 
turers’ sales engineers repays in many ways. By observing 
the engineer’s work in studying problems, making recom- 
mendations and by discussing installations with him, the 
salesman increases his own effectiveness in product and 
application knowledge. This, in turn, means more sales 
in the future. 


Learns By Observing 


The value of a sales engineer’s cooperation was exempli- 
fied in two cases cited by Mr. O’Brien. In both, the 
sales engineer’s work was closely observed by Mr. O’Brien 
who learned much. Both arranged for a call on a dairy 
equipment manufacturer who appeared to be a likely pros- 
pect for abrasives. They learned during the visit that the 
prospect was studying the problem of making his own 
milk strainers, which were aluminum alloy discs about 
12-in. in diameter. He was having them made by another 
firm but wanted to make them in his own plant. The 
problem was how to finish them. 

The sales engineer’s offer to study the problem and to 
suggest means was accepted. In working out the solution, 
the sales engineer and Mr. O’Brien discussed all phases 
of the problem. They returned to the manufacturer with 
the suggestions, which involved a belt sander. The manu- 
facturer was pleased with the suggestion, placed the order 
for the sander and a supply of belts with Mr. O’Brien. 

In another instance, Mr. O’Brien made a call on an 
appliance’ manufacturer who was planning to make an 
electric iron but who did not know how to finish the sole 
plate. Although the problem was somewhat similar to 
the strainer finishing, Mr. O’Brien made sure by calling 
on the engineer again. As it turned out, he was right 
since the sole plate finish required was finer than that 
called for on the strainer. Plates were taken by the engi- 


neer to the manufacturer’s laboratory where the best possi- 
ble means of finishing them were worked out. 

The plates came back from the laboratory with the 
exact finish desired by the appliance manufacturer. As 
a result, Mr. O’Brien received orders for a belt sander, 
back stand and back stand idler, contact wheels and belts. 

Mr. Connelly is also grateful for such manufacturer 
cooperation. In one instance, an auto plant complained 
about the service life of screw drivers the workers were 
using. After being in use only a short time, the tool 
would suffer enough damage to render it useless. 

Mr. Connelly got in touch with the manufacturer of 
the screwdriver and asked for assistance in an effort to 
hold the business. The manufacturer sent along a sales 
engineer who surveyed the job. While the engineer 
studied the problem and redesigned the tool, Mr. Con- 
nelly was able to proceed on other calls. After three or 
four days, the pair returned to the plant and submitted 
the new design which was approved by the engineers. 

Mr. Connelly’s order amounted to approximately 
$2,000. The sales manager for the screwdriver firm 
became interested in the redesigned tool and delivery on 
the item was speeded up from 120 to 30 days. The 
screwdriver did well for Mr. Connelly’s customer and, 
since, has been adopted for use by other manufacturers. 


Use Cooperation Wisely 


“Of course,” Mr. Connelly said, “it is not good prac- 
tice for a salesman to call the factory man for every insig- 
nificant problem. Every salesman should try to keep up 
on knowledge of the products he sells. One of the best 
sources of information on products comes out of movies.” 

Mr. Connelly praised a film issued by one hack saw 
manufacturer which covered manufacturing processes, 
applications of blades on all types of metals as well as 
correct and incorrect usage. 

“We have borrowed this movie,” Mr. Connelly said, 
“on several occasions to show to our own sales organiza- 
tion and customers too. We salesmen feel it has been a 
great help in our sales work. Our management is inclined 
to believe this also, as it reports an increase in hack saw 
blade sales each time the movie is shown. 
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“REMEMBER,” cautions Joe S. 
Cherbo “meetings are for your benefit.” 


The Tools He Uses 


IMPORTANT POINTS made at a sales meeting are reviewed by Merle Skinner 
(standing) for the benefit of L. E. Johnson, Morris Tucker and Bob Underwood. 


SALES MEETINGS: They Give You Talking Points 


Tue Fact that more than half of the supply salesmen can- 
vassed in the survey, believe sales meetings staged by 
manufacturers’ men are a decided asset, indicates the 
awareness of the average salesman of the need for product 
knowledge. Among these are Joe S. Cherbo, Pulver 
Machinists Supply Co., Chicago, and Merle Skinner, 
Lewis Supply Co., Memphis, Tenn. ; 

“Sales meetings,” said Mr. Cherbo, provide a fine 
opportunity for the salesman to get information about 
the products he sells. It is at the meeting that he accumu- 
lates his talking points.” 

“Our sales meetings,” continued Mr. Cherbo, “are 
always on an informal basis in which the manufacturer's 
representative presents his products, outlines product 
applications, describes the construction of the products 
and then opens the meeting to a question and answer 
period. 

“Some salesmen look upon sales meetings as a neces- 
sary evil on the part of management. ° This attitude is 
wrong for these are the boys who always run for help 
when a buyer asks a question they are not equipped to 
answer. The salesman who attends meetings with a mind 
to receive increased knowledge will benefit by increased 
sales. He should feel that the meeting is for his benefit. 


Requisites for Good Selling 


“There are four requisites for good salesmanship which 
I believe can be gained only at sales meetings. They are: 
(1) Product Knowledge; (2) Product Application; (3) 
Product Presentation, and (4) Sales Enthusiasm. 

“To be a successful salesman you must have a com- 
plete understanding of the product’s merits in order that 
you are sold on the product and you thoroughly know 
just what you are talking about when selling the product. 

“You must know how to apply the product to the vari- 
ous types of uses. You must know the scope of the 
product’s uses. The successful salesman must adequately 
convey these uses to the potential user. , 

“A proper approach and presentation is necessary in 
order for the purchasing agent to take an interest in 
your product and thus have you show it to the plant super- 
intendent or shop foreman. Your presentation should 


be stimulating and should vary to sustain interest. 

“A presentation must be convincing for it to be a good 
one. Enthusiasm over the product on the salesman’s part 
is necessary. This enthusiasm can be gained at sales meet- 
ings through various incentives, or from the sole fact 
that the salesman knows the product and is convinced 
that it is a good one. 

“Recently we took on a grinding wheel line. We will 
have sales meetings on this line until we cover the full 
scope of applications for the various products in it. We 
have a sales engineer who directs the meetings and pre- 
sents new selling ideas for every product we discuss. 
These ideas for selling the products are based on actual 
sales experiences in other territories. They are tried and 
proven selling methods which, along with technical 
knowledge, is what the industrial supply salesman wants.” 


Learned of New Prospects 


“IT was inside man for six years before becoming a 
salesman,” said Mr. Skinner, so I never realized the value 
of a well-conducted sales meeting until I developed an 
order in the veneer plant. This was one of the spots 
mentioned where a variable speed drive could be used. 
The meeting opened up a new field for prospective sales. 

“T went out to the veneer plant with confidence and 
found that the plant superintendent was not getting a 
uniform operation with his veneer lathe by the use of a 
constant speed motor. I sold him a V-S drive for this 
operation because a constant speed could be maintained 
on the knife even as the diameter of the log is decreased 
as the log is shaved. This resulted in increased production 
and reduced maintenance cost, which was more than 
sufficient to warrant the initial cost of the new drive. 

“The superintendent was so pleased with the installa- 
tion that he has become one of my best customers.’ 

Mr. Skinner feels that sales meetings of the type held 
by this motor concern when it introduced the new line 
to the sales organization, is of great benefit. It creates, 
he added, immediate interest and gets the sales for the 
line off to a good start. On the other hand, he said, 
sales meetings are of no value if the factories do not send 
well-informed men to conduct the meeting. 
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THE INDUSTRIAL DISTRIBUTOR SALESMAN 


PRODUCT LITERATURE helps, but, says J. E. 
Swindell (right) be sure it goes to the right people. 


CAREFULLY SELECTED promotion picces tell customers what 
products will do the best job, according to Joseph A. Balcerzak. 


PRODUCT LITERATURE: A Silent Salesman for You 


NEXT TO THE CATALOG, product literature rates high as a 
sales tool and distributors are generally alert to the possi- 
bilities of utilizing this literature in their sales promotion 
campaigns. ‘The salesmen’s attitude is that product litera- 
ture is very helpful, as is shown by the survey. Some of 
the typical ways in which salesmen take advantage of such 
aids are illustrated in the following case histories. 

Joe E. Swindell, salesman for the Logan Hardware & 
Supply Co., Logan, W. Va., works closely with his firm’s 
sales promotion department to gain every advantage. At 
Logan, literature is carefully selected and distributed by 
the promotion department following conferences with 
salesmen and management. Salesmen may suggest prod- 
ucts and to whom the literature should be mailed. 


Accurate Mailing Lists 


In Mr. Swindell’s opinion, the success of a promotion 
campaign depends upon the salesman’s interest in seeing 
that mailing lists are accurate and that the proper mailing 
piece goes to the person most likely to influence buying. 

Mr. Swindell follows up a mailing with personal men- 
tion of the product or products advertised. Preparatory to 
the follow-up, or even when the mailing is being planned, 
Mr. Swindell bones up on the product by reading every- 
thing he can about it. 

Thus, when a customer or prospect inquires about the 
product on which he has received some literature, Mr. 
Swindell is fully prepared to go into some detail about it. 
His experience with a maintenance superintendent at a 
mine is typical. The superintendent had received some 
literature on welding rods which Mr. Swindell had been 
trying to sell to him for some time. The superintendent 
was quite satished with another make and held off. 

The folder on the welding rods, however, mentioned 
some points he had been overlooking. When Mr. Swindell 
called, there was a long discussion on the welding rods 
which ended up by the superintendent agreeing to a test 
on a special job he had in mind. Mr. Swindell inquired 
about the job and said he would bring out the correct rods 
for the trial. The demonstration convinced the superin- 
tendent that the literature was just in its claims. He placed 
his first order for welding rods with Mr. Swindell. 


It was not the size of the order which mattered in this 
instance, Mr. Swindell remarked. The chief accomplish- 
ment was “breaking in” on the welding line of supplies 
for the mine. 

“The combination of advertising, product literature and 
direct mail,” said Joseph A. Balcerzak of Triplex Supply 
Co., Milwaukee, “is the salesman’s best tool in selling.” 
In his opinion, each promotion piece is a silent salesman 
telling the customer what product will do the best job 
at a nominal cost, eliminate old fashioned methods and 
effect a saving on the cost of doing the work. 

“When I call on a prospective buyer, I can always 
recognize interest in a product by the type of questions 
he asks,” Mr. Balcerzak added. He always introduces 
some product literature into the sales talk, explains it 
thoroughly and either leaves with an order or a promise. 
If an order does not come through, Mr. Balcerzak man- 
ages to send him*some more literature on the product as 
a gentle reminder of the original interest the prospect had. 

Mr. Balcerzak cited an instance in which literature 
helped him sell a pump maintenance firm. This concern 
cut various sizes of keyways in impellers, pulleys and gears 
and the machine used for the job was old. Operators had 
a lot of difficulty with it, often scrapping pieces they were 
working on. An official inquired of a broaching machine 
manufacturer about a new machine and the latter sent 
Mr. Balcerzak’s firm a lead card. 


Way to Sale Prepared 


A call on the prospect elicited a number of queries: 
the time required to broach a keyway, the skill required, 
size of the arbor press necessary to perform the operation, 
accuracy needed and other information a salesman needs 
to know to inform prospects about his product. 

Mr. Balcerzak left some literature on the machine with 
the prospect who wanted time to consider the purchase. 
Periodically, another piece was sent to the prospect to 
maintain interest. On his next call, Mr. Balcerzak saw 
that the customer had all the literature clipped together 
and well-dog-eared, proving that it had been well read. He 
secured the order and attributed it to considerable help 
from sales promotion. 
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STUDY INVENTORY CARDS, advises James Creagh, and you 


can arrange your call schedule to include the most likely purchasers. 


The Tools He Uses 


PROMPT INFORMATION from inventory rec- 
ords helps clinch orders for Frank Hart. 


STOCK CONTROL: A Key to Planned Calls, Talks 


ALTHOUGH STOCK CONTROL is primarily designed for the 
purpose of making profitable stock investments, supply 
salesmen have learned to value it as an important sales aid. 
More than half of the salesmen who are employed by 
firms with stock records have registered strong approval 
of this means of improved selling. 

James Creagh, Parsons Brothers, Bridgeport, Conn., is 
one of these. He believes that any salesman, with a little 
imagination and a bit of common sense, can find the 
record extremely helpful in planning his sales calls and 
talks. Although Mr. Creagh has a monthly analysis of 
sales available, he supplements these salient facts about 
his customers’ purchases with further details from cus- 
tomers’ invoices and the inventory record. From the 
inventory record he obtains date of last sale, quantity 
sold and stock conditions. 


Study Item Movement 


After studying cards for each customer’s key items, 
Mr. Creagh can: 

1. Arrange his call schedule to include the most likely 
purchasers; 

2. Determine what each customer will need; 

3. Determine how much in sales of each key item 
he can expect from each customer; 

4. Select the proper item upon which to expend his 
greatest sales emphasis; 

5. Answer questions concerning stock of key items. 

Mr. Creagh takes a list of key items for each of his 
customers and looks through the inventory cards for these 
products. In one instance he noted that a business 
machine manufacturer was in the habit of buying a 
quantity of tungsten carbide drills every two months. He 
made note of this for his next call on the customer. 

Another customer—an electrical goods manufacturer 
—was also a purchaser of carbide drills, but bought them 
less frequently. Since it would not do to stress carbides 
on the next call, Mr. Creagh studies the cards for other 
key items purchased by this customer and thereby ob- 
tained a list of products in which the customer would be 
interested at the moment. 

Mr. Creagh feels that most customers appreciate this 


anticipation of their needs. Many buyers, upon checking 
with departments using the items mentioned by Mr. 
Creagh, find that they will need them. 

The salesman’s dependence on the inventory record 
is a daily occurrence in the estimation of Frank Hart, 
Industrial Supply Corp., Richmond, Va. Lines added 
since the firm’s catalog was issued, shortages which 
plague many distributors’ stocks, profitable lines—all have 
to be checked frequently. When facts about such matters 
are contained in a comprehensive inventory control sys- 
tem, Mr. Hart added, the inventory record becomes a 
great contribution to the salesman’s ability to sell. 

One particular benefit of a well-kept inventory record, 
said Mr. Hart, can be illustrated by a recent experience 
he had, in which the record helped him to avoid making 
a misleading promise. While calling on the purchasing 
agent of a tobacco concern, Mr. Hart learned the main- 
tenance shop was preparing to replace knives and backing 
plates for shearers and needed some ground stock of a 
certain size, usually handled by Mr. Hart’s firm. 

Knowing that such maintenance work was carried out 
on schedule, Mr. Hart decided to check with his inventory 
clerk and learned that his firm was temporarily out of 
stock on the needed size but that a new shipment was 
expected in two weeks. This was explained to the buyers. 


Buyers Appreciate Facts 


Instead of shopping around, the buyer showed his appre- 
ciation for the facts by getting in touch with the mainte- 
nance crew to find out if the job could wait. It could, 
and Mr. Hart received the order. 

The prompt information produced by the inventory 
record helps clinch orders on the spot and typical of 
how it operates is the case where Mr. Hart secured a 
substantial order for drills on a routine call to a railroad 
purchasing agent’s office. Bringing up the subject of drills, 
Mr. Hart learned that the railroad was in need of 15 
different sizes. Supplies were short in some of the sizes 
and there was a two-week supply of others. 

Mr. Hart took a minute to check with the inventory 
clerk by phone and reported that he could supply all the 
requirements as to sizes and quantities. He got the order. 
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THE INDUSTRIAL DISTRIBUTOR SALESMAN 


POWERED PRODUCTS attract attention at distributor’s exhibits, according to 
Charles Eickman (right). He invites most of his customers personally. 





FOLLOWING UP after open house 
means orders for Say Hayden. 


EXHIBITS: They'll Increase Your Prospect List 


SELLING AT EXHIBITS, open houses, etc., is a relatively new 
experience for the average industrial supply salesman. 
InpusTRIAL Disrrisution’s survey results reflect the rela- 
tive inexperience of salesmen with this form of selling 
since only one-third of the salesmen with these facilities 
regard it as a great help. The enthusiastic endorsement of 
those salesmen who have benefitted from this form of 
sales aid indicates that more and more salesmen will be 
developing their visual selling techniques in the future. 

Charles Eickman, salesman for the Indiana Manufac- 
turers Supply Co., Indianapolis, feels that distributor par- 
ticipation in industrial shows and exhibits gives him an 
opportunity to meet prospects. 


Displays Must Work 


“An important part in making an exhibit effective,” 
Mr. Eickman said, “is to have each item on display 
powered. We learned this lesson at the last show as our 
booth had the wheels turning on every machine, while 
most of our competitors had mere still displays.” 

Mr. Eickman believes the salesman’s role in preparing 
for an exhibit requires that he talk up the show with all 
his customers in advance. He should tell them the new 
items that will be displayed. The salesman should know 
how to operate each machine so that the demonstration 
will create confidence. He should know the construction 
of tools and what they can do to save the customer money. 

“I like to invite most of my customers to a show 
personally,” Mr. Eickman added. “By the time the show 
date arrives, I have about 90 percent of my customers 
covered. Invitations are mailed to the rest. I try to invite 
superintendents, buyers, tool room foremen. In short, I 
try to reach the man from whom orders originate. 

“To get the full value of an exhibit, we try to list each 
prospect interested in our story and demonstration. Each 
salesman is assigned to a product. It is his duty to demon- 
strate and get the prospect’s name and address. We try 
to find out customers’ problems and solve them. 

“One of my customers stopped at our booth and 
became interested in a band saw cutoff machine being 
demonstrated by another salesman. The salesman dem- 
onstrated how the machine could solve this customer’s 


particular problem. I called on this customer the following 
week and very little selling was required to get his name 
on the order. The demonstration turned the trick.” 
Operating in a region where product shows are a rarity, 
Sam Hayden, Watkins, Inc., Wichita, Kans., sees the 
“open house” as the best means for interesting customers 
and prospects in the distributor’s merchandise and service. 
“When a customer comes in,” said Mr. Hayden, “he 
gets a chance to meet Watkins people—shipping depart- 
ment, telephone salesman, accounting department, and 
executives. The customer gets a better understanding of 
our procedure and facilities. Seeing the actual merchandise 
and the way it is handled is much more impressive than 
seeing the specifications and illustrations in our catalog. 
“At our last show, a large sign with my name on it 
hung over my desk. This enabled a customer to contact 
me easily. I took customers through the plant and wrote 
up orders while looking at merchandise. I made notes on 
various types of merchandise in which I thought the 
customer was interested and followed up on these later. 


Attendance List Prepared 


“Following the show, I was furnished with two lists 
of all persons in my territory who attended. One list was 
alphabetical by towns and each town contained an alpha- 
betical list of persons from that town who attended the 
show. The other list was an alphabetical list of all persons 
from my territory who attended and their addresses. The 
lists were a help in refreshing my memory. 

“Demonstrations at the show are handled by manu- 
facturers’ men. Equipment is set up and operated. Cus- 
tomers and prospects were able to ask questions and get 
detailed answers about products and problems. 

“There are many instances where I have sold merchan- 
dise as a result of the open house. One of my customers 
owned a machine shop doing general repair work on far 
equipment and owned a 9-in. lathe. At the show he 
noticed a 16-in. lathe being demonstrated by a factory 
man and became interested. Inquiring about various jobs, 
he surmised he could handle more work if he got the 
lathe. On my next call on this customer, I was able to 
close an order for the big lathe easily.” 
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GUESSWORK for future sales, says Bob Miller, is eli- 
minated by sales analysis, customer by customer, line by line. 


The Tools He Uses 


THE FIRST STEP in preparing to call on customers is taken 


by Charles Kienzle: a careful study of sales statistics. 


SALES ANALYSIS: A Course in Salesmanship 


SALES ANALYSIS is available to only one out of every four 
supply salesmen and the few who employ this form of 
sales aid are divided in their estimate of its worth. Never- 
theless, salesmen exponents of sales analysis are convinced 
that analyzing sales pays and that its usefulness develops 
in the same proportion as the amount of thinking and 
study the salesman puts into it. 

Bob Miller, Harris Pump & Supply Co., Pittsburgh, Pa., 
regards analysis as a continuing course in salesmanship. 
Instead of confining the salesman’s horizons to past per- 
formance, sales analysis which takes into account poten- 
tials, stimulates him to as complete a selling job as possi- 
ble. Mr. Miller believes that analysis of sales, customer by 
customer and line by line, is the proper evaluation of past 
performance and takes a lot of guessing out of sales efforts. 

At Harris Pump & Supply, salesmen are introduced to 
sales analysis through a manual titled “Planned Selling.” 
The manual was prepared especially for the firm and takes 
into consideration the products sold, the industries served 
and the company’s selling problems. It lays the ground- 
work which enables the salesman to take full advantage 
of an analytical approach to the selling job. It involves 
product and customer studies and determing potentials. 


Develop Sales Standards 


Mr. Miller, like other salesmen in his firm, has access to 
a breakdown of his sales by customers and my major lines 
for each month. These statistics are obtained by use of 
IBM equipment and are accurate and timely. The reports 
help him keep sales up to constantly developing stand- 
ards. Study of the breakdown aids him in locating other 
sales possibilities by relating various items sold to any 
one customer. Weaknesses are spotted and may be cor- 
rected before they develop into substantial loss of business. 

In one instance, the report indicated a drop in the sale 
of carbide-tipped tools to a metal working plant. Inquiry 
at the customer’s place revealed that a time study was 
being made to ascertain the efficiency of the use of car- 
bide tools. By keeping in touch with the situation, Mr. 
Miller learned that one of the conclusions drawn from 
the study was that the inefficiency that existed was due to 
impfoper and insufficient use of carbides. 


Mr. Miller reported to his superiors who got into touch 
with the manufacturer of the tools. An engineer reported 
and made a trip to the customer’s plant with Mr. Miller. 
One of the major faults was improper grinding of the 
tools which the engineer proceeded to correct by instruc- 
tions. Meanwhile, Harris officials went to work on plans 
to conduct a school session at the customer’s plant with 
other engineers as instructors in the proper care and use 
of the tools. 


Takes Statistics Along 

Charles P. Kienzle, Squier, Schilling & Skiff, Newark, 
N. J., never starts on a round of calls without having his 
sales statistics alongside him in the car. These statistics 
include a breakdown of his sales for each month by cus- 
tomers and by major lines. He spends about two hours 
cach month copying the statistics from the company’s 
books and believes the time thus spent yields dividends. 

The immediate results of studying sales statistics, says 
Mr. Kienzle, is the knowledge gained of what and how 
much the customer is buying and what he is not buying. 
It is all well and good, he says, to say that anyone can 
recall what each customer is buying without sales statis- 
tics to prove it, but the virtue of the statistics in black 
and white is the confidence gained by being able to say 
“I know” instead of “I think”. 

The value of such certainty has been inestimable in 
recent times, Mr. Kienzle added. During the last two 
years, there was a considerable turnover in purchasing 
agents in many of his customers’ plants. Upon meeting a 
new purchasing agent, Mr. Kienzle did not rely upon 
his powers of persuasion to apprise the newcomer of the 
fact that his predecessor bought this and that from him. 
Instead, Mr. Kienzle simply laid out the customer’s pur- 
chase record showing monthly purchases by major lines, 
for the new purchasing agent to see for himself. Some of 
the latter copied the figures, some merely took notes, but 
all of them showed a keen appreciation of the statistics 
and assured Mr. Kienzle of their intention to continue to 
do business with him. Mr. Kienzle is firmly convinced 
that, in such circumstances, the “picture” of the cus- 
tomer’s business is worth more than a thousand words. 
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THE INDUSTRIAL DISTRIBUTOR SALESMAN 


ENGINEERING knotty problems is one way of rendering special service to cus- 
tomers, according to James Bernard. Making emergency calls is another, he says. 


“YOU MUST KNOW your custom- 
er’s business, according to A. B. Henry. 


SERVICE: Your Stock in Trade 


Service is the distributor's stock in trade and the supply 
salesman without an adequate concept of this commodity 
finds himself without sales soon enough. Service by supply 
salesman takes on many different aspects from personal 
delivery in emergencies to engineering knotty problems. 
The service on which the salesman depends to establish 
his identity is determined by the character of the industry 
he serves and by his own ingenuity and initiative in devis- 
ing ways and means of helping each customer. 

In the case of James G. Bernard, Ducommun Metal & 
Supply Co., Los Angeles, regularity of calls is a major 
factor. Mr. Bernard says, “While I try to call once a week 
on the average customer, and in the long run average 
about that, I do not try to do it with clocklike precision. 
If a customer calls on me for advice or help in an emer- 
gency, I may call several times a week and may spend 
half a day with him on some of these calls until the 
emergency is over. Then I pick up the routine of my 
other calls as fast as possible. 


Procurement of Specialties 


“As an example of this special service, which might 
be termed procurement of specialties, I might mention 
an evaporative cooler system manufacturer who had a 
problem in securing delivery of a special type of valve 
essential to the system. He had almost unlimited sales 
possibilities and was geared to large production, but this 
valve was a bottleneck. Nobody in the area carried the 
valves. 

“My first step was to get in touch with the valve manu- 
facturer’s engineer located in the western sales area. I 
was able to impress him with the necessity of getting 
faster deliveries and more of them. We put our heads 
together and evolved a plan for selling the valve manu- 
facturer on our local customer, what his operation was, 
why this was the only valve that could be used, what our 
customer’s potential volume was, etc. We then got busy 
on the long distance phone armed with the reasons and 
statistics and talked to the source until we were assured 
of more deliveries and more valves. More than one valve 
is used in a cooler. With fittings, the valve sells for only 
about a dollar, but the customer is making coolers by the 


thousands and his annual potential for valves and fittings 
is now more than $50,000. 

“What I finally got out of it were orders, not only for 
valves and fittings, but for steel, tubes, nuts and non- 
ferrous metals. My initial order from them ran into four 
figures, and others are coming through. The interesting 
part is that I did not try to sell them anything, and 
can’t remember of ever having asked for an order—just 
helped.” 

A. B. Henry, salesman for Warren & Bailey Co., Los 
Angeles, recently explained to a customer about air guns 
such as used in blowing out dust and refuse around 
machinery. “Yes, we have two types in stock right now. 
They are both good guns, but for your purpose I would 
lean toward Gun A as against Gun B. ‘The reason is 
because Gun A has a small disc in the part where the wear 
comes and this disc is easily — I am confident 
that you will find it more satisfactory over a period of 
time. How many can you use? Six! O.K. They'll be right 
out.” 

The incident is typical of what goes on every day in the 
average supply house. Manufacturer A, in this instance, 
sold six units on a supply salesman’s say-so. With parallel- 
ing lines, both could not win, although in another case 
for a different set of conditions, B might have been recom- 
mended. The point, says Mr. Henry, is that the supply 
salesman controls much business because he possesses 
knowledge of his products, knowledge of his customers’ 
requirements and has built up confidence and respect for 
that knowledge. 


Understand the Products 


“Everyone knows that the distributor’s salesman must 
understand the products he is selling,’ Mr. Henry 
remarked. “But selling goes farther than memorizing sell- 
ing points and parroting them anywhere and everywhere. 
You must know what the piece of equipment will do for 
your customer. This comes only from study of your cus- 
tomer’s business and the way he does things, every time 
you visit him. Look for problems. Look for solutions, as 
though it were your own business and advise as you 
would wish to be advised.” 


102 INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1948 





ngs 


for 
on- 
our 
‘ing 
and 
just 


Los 
uns 
und 
ow. 
yuld 
1 is 
vear 
lent 
1 of 


ight 


the 
nce, 
llel- 
case 
om- 
ply 
SSeS 
1ers’ 
- for 


A SALE IS HALF MADE, according to Sig Ostenson (right), if you put the cus- 
tomer in a position to see and touch an item and he has a need for the product. 


The Tools He Uses 


e : 
DISPLAY is the best sales convincer, 
says Henry M. Smith. 


DISPLAY: When They See It, They Buy It 


Dispay is a form of visual selling and about half of the 
distributors in the country provide room for showing what 
they have to sell. Although supply salesmen have not had 
much experience with visual selling, one third of those 
who have such facilities at their disposal, deem it a great 
help. A good portion remains dubious about the merits 
of display and the reason is not hard to find. Many 
outside men have to visit customers at some distance and 
these customers seldom get a chance to see the distribu- 
tor’s place. Still, display sells products and, as distribu- 
tors tend to display more and more, more salesmen will 
become aware of the sales help. 

Sig Ostenson, Woodbury & Co., Portland, Ore., thinks 
that no salesman will deny that if the customer can be put 
in a position to see and touch an item that the sale is 
half made if the customer has a need for the item and the 
ability to pay. That is why Mr. Ostenson believes in 
sampling and to the extent that he carries things around. 
However, there is a limit in weight and that is where 
display comes in. It is simply an extension of his sampling 
ability. 

Mr. Ostenson cited an instance when a customer visited 
him at the office recently looking for a horizontal metal 
cutting saw. There was one on the display floor which 
they both examined. The customer bought the saw but 
then became. interested in a drill press, drill press tools, 
a jointer and a hoist, all of which were on display in the 
same area. The customer was a master mechanic in charge 
of plant construction for a manufacturer of roofing felt. 
= total order was for more than $1,500, all from dis- 
play. 


Saw What He Needed 


Another customer, said Mr. Ostenson, came in for a 
vertical, metal-cutting band saw which he bought after 
examining it on the floor. Mr. Ostenson then sold him 
all the accessories for the operation of the saw together 
with other tools and equipment that his shop required. 
The accessories more than equalled the price of the saw. 

Mr. Ostenson manages to get quite a few customers 
to the display by invitation, explaining to each that he 
is there in the mornings and can give them personal atten- 


tion. He attempts to make a definite date and offers to 
bring the customer to the display or meet him at the 
office. 

Henry M. Smith, veteran salesman for Stauss & Haas, 
Inc., New Orleans, has been selling industrial supplies for 
more than thirty years. In that time he has seen indus- 
trial supply firms emerge from virtual hiding to adopt 
more modern merchandising methods. And he is all for 
it, especially when it comes to displaying merchandise 
that one has to sell. 

Mr. Smith covers a fairly wide territory but that does 
not prevent him from utilizing the store display whenever 
there is the slightest opportunity for doing so. He is a 
firm believer in seeing what one is buying and doesn’t 
expect that his customers are any different. 


Examination Important 


In the case of standing machinery, Mr. Smith said, this 
represents a sizeable investment for many people and 
nothing convinces a prospect more than a sight of the 
object he is considering buying. He cites the case of a 
hospital engineer who had asked about a band saw. He 
had been provided with details orally by Mr. Smith. He 
had read considerable literature provided by Mr. Smith. 

However, it was not until Mr. Smith invited him to the 
store where the firm had set up a 20-in. band saw just 
received from the factory. The engineer came down to 
the store, looked over the machine and placed his order 
on the spot. 

The instance is only one of several which Mr. Smith 
was able to describe. He recalled that an owner of a 
screen and cabinet works had consulted him on a problem 
in his shop. Mr. Smith told him about a 14-in. band saw 
that his firm sold and asked him if he would like to see 
one. The customer said he would and visited the store 
after making an appointment with Mr. Smith. They in- 
spected the machine, with Mr. Smith discussing its 
merits, and the customer bought it before leaving. 

Another time, Mr. Smith said a maintenance super- 
intendent of a National Guard Barracks was invited to see 
an 8-in. circular saw. He bought the saw and then an 
]]-in. drill press which was also on display. 
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THE INDUSTRIAL DISTRIBUTOR SALESMAN 


— 


ROUND TABLE: W. A. Davenport, Jr.; Fred Schlosser; Walter Hellings; Walter F. Crowder; J. W. Kitchin; A. W. Zackey. 


What His Customers Think of Him 


Round table discussion by Philadelphia purchasing 


agents reveals gripes and bouquets for the salesman 


The pay-off in selling is the sale. 
And sales are made because the buyer 
is “sold” on you, the distributor's 
salesman, on the services of your firm 
and on the lines vou carry. 

Conversely, sales are lost because 
as a salesman vou didn’t sell the buyer 
on your firm and your lines. The 
buyer is the man you have to influ- 
ence. He is the man whose judgment 
of you is vital. 

To get a frank appraisal of the job 
you are doing and of the services of 
your firm, the editors of INpusTRIAL 
DisrrisuTion staged an informal 
round table discussion of buyers where 
we talked about distributors and sales- 
men. Five representative purchasing 
agents in the Philadelphia area co- 
operated with us in getting this 
behind-the-scenes view of what your 
customers think of you. To get the 
true flavor of the comments, sound 
recording equipment was used. 

Since the actual names of the dis- 
tributors and salesmen referred to by 
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the purchasing agents are not im- 
portant to the story, we have used 
fictitious names throughout. Rather 
than refer to the concerns as distribu- 
tor “‘A”’ or distributor ““B” and, in the 
interests of easy reading, we have bor- 
rowed from the telephone company’s 
system of initial identification and re- 
named the firms—Alice Supply, Ber- 
tha Supply, Charles Supply, David 
Supply, Edward Supply, etc. 

The meeting was held in Philadel- 
phia (the city of brotherly love), thus 
the story is that of Philadelphia dis- 
tributors and Philadelphia salesmen. 
With some variations, the same pic- 
ture would have been revealed had 
the meeting been held in any other 
city across the country. The value of 
the round table lies not in the par- 
ticular city chosen, but in the facts 
revealed and in the lessons to be 
learned. Each distributor and each 
salesman wherever located can read 
and learn. There are plenty of oppor- 
tunities for improvement. 

Let’s listen in on the session 


CROWDER: I know all you fellows 
are placing various volumes of business 
with different industrial distributors in 
the area and in varying degrees for dif- 
ferent types of supplies. Do you 
divide your business about evenly be- 
tween the various supply houses? How 
many supply houses do you place your 
business with? What is the basis for 
dividing it as you do? 


DAVENPORT: Naturally there are a 
lot of buyers today who purchase a 
certain amount of material and dis- 
tribute it among five or ten distrib- 
utors. Of course, the number you 
place business with depends on the 
dollar volume of business you have to 
place for your firm. But during nor- 
mal times you try to stick to maybe 
about four or five different supply 
houses. They can take care of our re- 
quirements very nicely. Now natu- 
rally in going to these particular people 
you may have a certain man in one of 
the organizations you like a little more. 
He is going to give you more service. 
He is even going out of his way for 
you. Naturally you’re going to favor 
a fellow like that because it’s to our 
advantage to get the stuff in here. 
Service means an awful lot today. If 
you are dealing with reliable concerns, 
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W. A. Davenport, Jr., purchasing agent, Simonds 
Abrasive Co., Philadelphia—manufacturers of grind- 
ing wheels and polishing grains—-company employs 
around 525 people—total purchases approximate 
$2,000,000 per year—40 percent goes through indus- 
trial distributors; 20 percent production tools and 
light equipment; 20 percent pipe, valves, fittings, etc. 


Fred Schlosser, Jr., purchasing agent, Schlosser 
Manufacturing Co., Philadelphia—manufacturers of 
precision tools, punches, dies, gages—60 employees, 
majority highly skilled—purchases approximately $75,- 
000 per year—80 percent from industrial supply firms. 


Walter Hellings, purchasing agent, Atlas Fence Co. 
and Fab-Weld Co., both of Philadelphia—the former 
manufacturers of chain link fence used industrially 
and residentially and the latter, manufacturers of 
materials handling equipment, pallets, skids, trucks, 
etc._Fence company employs 100 people; little 
machine work, major purchases for production bought 
direct from mills, 1 percent from industrial distribu- 


Members of the Round Table—Who they are, what they buy 


tors—Fab-Weld Co., 90 employees, more of job shop 
operation; purchases 5% through supply firms. 


Walter F. Crowder (moderator of the round table), 
Editor, INDUSTRIAL DISTRIBUTION. 


J. I. Kitchin, purchasing agent, Lanston Mono- 
type Machine Co., Philadelphia—manufacturers of 
adding machines, type setting machines, tvpecasting 
machinery, lithographic and offset printing equip- 
ment and photographic equipment for printers— 
employs about 500 people—buys as many as 25,000 
different items—operations require precision machine 
work, big grinding problem—annual purchases exceed 
a million dollars; 5 percent through supply houses. 


A. W. Zackey, purchasing agent and secretary, 
Manganese Steel Forge Co., Philadelphia—manufac- 
turers of stampings, and forgings, metal roller con- 
veyors and products for the mining and chemical 
fields—company employs 250 people—purchases in 7 
figures; 5 percent in supplies from distributors. 





































































































you don’t have to worry about price 
too much. Therefore, your volume of 
business may differ from house to 
house but you try to be above board 
as much as you can. The main thing 
is to get the stuff in when the plant 
needs it. 


CROWDER: Well would you tend 
to break your purchases down as be- 
tween lines. For example, one indus- 
trial distributor is a specialist in 
cutting tools, another in power trans- 
mission. Would you tend to divide 
your purchases on the basis of distrib- 
utor specialization? 


DAVENPORT: Only in a case where 
time of delivery may favor that. If 
there isn’t any particular advantage of 
going to any man then, of course, we 
try to divide it up as equal as we can 
as long as deliveries are good. ‘Those 
are our conditions. 


CROWDER: How do you handle 
your purchases, Mr. Zackey? 


ZACKEY: I'd say we buy most of our 
supplies through Charles Supply. I 
mean there is no question about that. 
But when a salesman comes in from 
another supply house and he has some- 
thing good to offer—don’t get me 
wrong, we interview every salesman 
that comes in to our office. Even if it 
is just to see him and bid him the time 
of day, he gets an interview—but if a 
supply house salesman comes in he 
may be from Alice Supply and he 
shows us a piece of equipment, de- 








scribes it to us and tells tus about it, 
gives its engineering features and how 
it saves time and money, we are inter- 
ested and it makes no difference who 
that supply house is we'll buy it from 
them. 

DAVENPORT: ‘That’s one of the 
principles of good buying, Mr. Zackey. 
The P. A. should consider each sales- 
man. He has to make a living. 


CROWDER: Does that experience 
about duplicate yours, Mr. Kitchin? 


KITCHIN: I'd like to talk just for a 
minute or two on the industrial supply 
business. In my opinion there is a 
very definite place for supply houses. 
I don’t think any purchasing agent 
that has to buy for a manufacturing 
plant will dispute it. As I’ve listened 
to these other men talk about mill 
supply salesmen coming in with some- 
thing new to offer, I want to say that 
doesn’s jibe with my _ experience. 
I’m going to tell you frankly in about 
forty years at this business, I don’t be- 
lieve that I have ever had a brand new 
idea from the mill supply salesman 
more than half a dozen times. Now 
don’t misunderstand me. I’m not 
griping at the mill supply houses, but 
what I am griping at is this. I believe 
that in the last five or six years, when 
the salesman could get all the business 
he wanted without going out after it, 
that the manufacturer’s representative 
just was lax on the job. I think that 
the biggest thing the manufacturers 
can do to help the supply houses dis- 
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tributing their products and the biggest 
thing they can do for the industrial 
purchasing agent is to get their repre- 
sentatives out with the mill supply 
salesmen. Let them bring the new 
stuff in. I think they have a better 
knowledge. It’s obvious that they 
should have a_ better specialized 
knowledge than the industrial supply 
salesman. Before the war, it was 
quite a common thing for these manu- 
facturers’ salesmen to accompany a 
mill supply man and bring to the pur- 
chasing agent anything that was new. 
The two of them went together and 
I think in wandering around with the 
factory representative, the mill supply 
man got a pretty good idea of what the 
factory was bringing out new and what 
the new product would do. But to 
just call the salesman in for fifteen 
minutes and say, Bill, here’s some- 
thing new, now go out to Lanston 
Monotype or up to Atlas Fence or up 
to Schlosser’s and sell it to them is 
expecting too much of a mill supply 
salesman. The mill supply house def- 
nitely has a place in the picture but 
it’s not to introduce the manufactur- 
er’s new product. That is a specialized 
operation in my opinion and I think 
that’s where the manufacturers fall 
down. 


DAVENPORT: I agree with you 
there. I'll tell you one case. Of all 
the different houses I deal with there 
is only one outfit—and I think Mr. 
Schlosser knows who I mean—where 
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THE INDUSTRIAL DISTRIBUTOR SALESMAN . 


the salesman has brought up a number 
of new items in the last year. And 
with every new item he has tried to 
sell us he has brought the manufac- 
turer’s representative with him. 


SCHLOSSER: That’s correct. I 
couldn’t agree with Mr. Kitchin on 
most of his statements because my ex- 
perience has been where the industrial 
supply salesman has brought his 
factory representatives with him 
and presented new ideas and new 
articles. Why only last week a sales- 
man brought in a new sine bar, a 
combination sine bar and angle fixture, 
for grinding which we ourselves had 
developed during the war for our own 
use. We couldn’t buy any at that 
time so we developed a crude affair for 
ourselves. .The industrial supply man 
brought that very same article in re- 
fined form to us and we certainly ap- 
preciate it. 


HELLINGS: I’m inclined to agree 
with Mr. Schlosser. I know who he is 
talking about and that man, in think- 
ing back in the past year that I’ve been 
with these two companies, has person- 
ally brought in three different factory 
representatives. ‘There has been one 
other industrial supply man who has 
brought factory men in with him. 


ZACKEY: Maybe, the salesmen are 
getting around to it again. What I 
have to say is parallel with Mr. 
Kitchin. Generally speaking they do 
not know the fine points on what the 
product will do for me. They do not 
bring a representative from the manu- 
facturer. Frankly the way we buy 
most of our small tools is from the 
magazines such as yours. We look 
over your ads and if we see something 
we cut it out, whether it is for shelf, 
superintendent or engineer or who 
have you. Then we dig in and write 
a letter and say we noticed this ad in 
such and such magazine and ask for 
the purchasing house and further in- 
formation. And, if they have one in 
our territory, we ask for a representa- 
tive to call. That’s how we handle it. 
As for supply houses, I haven’t seen 
any of them bringing factory repre- 
sentatives around. 


DAVENPORT: I know whom you 


deal with. It just happened to be that 
Mr. Schlosser, Mr. Hellings and I deal 





“The salesman should never knock 
his compétitors. We know all about 
them already. Let him tell us about 
what he’s got to sell—not baseball; not 
the weather; just business.” 
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with one outfit that has had that par- 
ticular salesman and the manufactur- 
er’s man come around to see all three 
of us. That’s how it happens to be, 
see. That’s what we are talking about. 
The salesman brings the manufactur- 
er’s representative around to see me, 
and then probably down to see 
Schlosser and to see Hellings. It’s 
just one house. Now I don’t say it is 
the only house I know of. Perhaps 
you folks don’t use that certain house. 
ZACKEY: Pardon me. From our 
angle we would'rather have it the way 
we do it unless the salesman knows 
his stuff. Because if he comes around 
just talking about the weather he is 
going to take at least fifteen minutes 
or a half hour of my time, whereas if 
I can see it in a magazine that’s what 
I want. I’m all for saving time. _ 
DAVENPORT: Well, sometimes, you 
may see it in a magazine and maybe 
you're mechanical enough to know 
what it’s all about. Now for instance, 
if I see something in a magazine, I 
want to know how it operates, the me- 
chanical parts and what advantage it 
has for us. That’s where the salesman 
comes in. During the war they de- 
veloped a temp tool that shot car- 
tridges and put rivets in structural 
steel. I saw an advertisement on it and 
called for a demonstration. With 
things like that you like demonstra- 
tions. But they have got to be put on 
by somebody who knows his stuff. 
That is where nine out of ten of the 
factory representatives fit in. 


ZACKEY: All right, I don’t know 
whether you ever read that article I 
wrote when I was vice president of 
N.A.P.A. There was an interesting 
example. We had a man from the 
factory come up to our place to 
demonstrate an advertised product. 
It didn’t do just what we wanted it 
todo. We knew what we wanted but 
he said it couldn’t be done. So I said 
to our engineer, what the hell, this 
thing is just made to order for us. 
We are going to save thousands of 
dollars if we can use it. Well, our 
engineer manipulated it around. We 
made little gadgets for them ourselves 
to adapt them to our need and we 
saved a lot of money. In that in- 
stance, the factory representative was 
nil. See my point. 


HELLINGS: Well, I can answer one 
thing for you, Mr. Zackey, I think you 
claim you do most of your business 
with Charles Supply. I have been 
doing about 50% of my business with 
Charles since I have been with these 
two companies. However, in this past 


‘salesman comes 


year, the representative of Charles 
Supply has called on me twice, both 
times at my request because I was in 
trouble on deliveries and back orders 
and wanted to know the status of 
them. This other fellow you boys are 
talking about, comes religiously once 
every two weeks, therefore, he is 
bound to have something when he 
comes. But when a man doesn’t call 
on you, how can he bring anything? 


ZACKEY: This is really amusing. It 
happened maybe twenty years ago. 
This particular salesman started tell- 
ing about a new piece of equipment 
he had. He talked along for about 
ten minutes and all of a sudden—he 
was like a parrot—he lost his line and 
he had to stop right there. He 
couldn’t talk of anything further. I 
still haven’t heard the rest of the story. 
I felt sorry for the poor old fellow. But 
he is absolutely a cigar salesman. And 
he is still calling on us. So help 
me, I can’t see the value of that man 
as a salesman. He’s hurting David 
Supply. 

DAVENPORT: Well, I think some- 
times men are with a company so long 
they undo themselves. I mean they 
really lose it. It would be better if 
they were moved inside. 


CROWDER: I judge from what you 
said—you mentioned this fifteen min- 
utes a day that would be taken up— 
that you're willing to take up that 
fifteen minutes a day if the distributor 
around with the 
factory representative and has some- 


thing really good. 


ZACKEY: When it is something 
good. 


KITCHIN: We don’t want a dis- 
tributor or mill supply salesman to 
come in and tell us that that was a 
nice game with the Boston Red Sox, 
and that it’s a warm day. Finally, 
he will say, well, have you got any- 
thing on your desk for me today? 
Well, I’ll be seeing you, be good. Now 
I must disagree with you three fellows. 
I don’t say you’re wrong, you're evi- 
dently right. You know what you are 
talking about. But my experience is 
that there are very, very few occasions 
when a mill supply salesman brings 
you in anything new and I still con- 
tend that it is not entirely up to the 
mill supply salesman but is the re- 
sponsibility of the manufacturers he 
represents. The supply salesman 
should be given more support all along 
the line. The manufacturers’ repre- 
sentatives are all around the mill sup- 
ply houses when it is inventory time 





to see how many gross of this and how 
many hundred dozen of that the sup- 
ply house is going to order. But I 
still think that they should be out 
more in the field. If they can’t take 
the mill supply salesman along, let 
them go by themselves. The only 
time we see them is when we have a 
milling cutter that goes on the fritz 
or when dies are not up to standard, 
or drills are not standing up as long 
as they should. 


ZACKEY: Let me say this. I agree 
with you. They don’t bring manufac- 
turers’ representatives around. I am 
thinking of just about three instances 
but I give them credit for those. 


CROWDER: How many of the top 
executives in the supply houses do 
you know personally? I mean, how 
many do you know on a first name 
basis. Have they ever been out with 
their salesmen? 


HELLINGS: I know about 6 or 8 
top executives through personal con- 
tact. However, as far as their calling 
with their salesmen that very, very 
seldom happens. It has been many 
years since a top flight man has come 
with his salesman. I guess that just 
about goes for the larger supply houses. 
But, of course, there are a lot of small 
supply houses in Philadelphia, and I 
find that the top men of the smaller 
houses do try and get around to be- 
come acquainted with the buyer. 


CROWDER: Mr. Schlosser, how 
many of these top executives of the 
supply houses from whom you make 
your purchases do you know? 


SCHLOSSER: Well I don’t know 
too many of them. I think it is a 
mistake that the top men do not call 
with their salesman occasionally. I 
don’t say they should call too often 
but at least make themselves known. 


CROWDER: Do you feel the same 
way, Mr. Zackey? 


ZACKEY: I don’t know. I wouldn’t 
say that. I mean as far as Mr. 
Schlosser is concerned he is correct. I 
know them all personally. We belong 
to the country club or thie rotary club, 
etc., so I’ve met them informally. 


KITCHIN: That goes for me, too. 


CROWDER: Well, I judge from this 
conversation that you fellows who have 
been in this business a long time and 
have had more experience, have met 
the top executives of Philadelphia 
supply houses in the course of your 
business contacts outside, more or less, 


What His Customers Think of Him 


while you fellows that haven’t been in 
quite as long haven’t had the chance. 
But you would like to meet them. Let 
me ask another question? What kind 
of service do you expect from your in- 
dustrial distributors? And what kind 
of service do you get? Do you want to 
lead off on that, Mr. Hellings? 


HELLINGS: Well, if I should mail 
an order out of my office tonight on 
an item which is normally carried in 
stock and for which they have solicited 
business, I will expect that material in 
day after tomorrow. In other words 
second morning delivery from the time 
I write the orders. If I call on the 
phone today, I want the stuff tomor- 
row. And I generally get it. If the 
first house doesn’t have it, I go to the 
second, third, the fourth, the fifth, the 
sixth, until I find it. Our problem is 
to get it when it is required. 


CROWDER: How about you, Mr. 
Schlosser? What do you expect? 
And what do you get? 


SCHLOSSER: Generally it is the 
same as Mr. Hellings. We expect the 
industrial supplier to stock and have a 
lot of items. We, ourselves, are not 
suppliers nor warehousemen. We 
leave that up to them and we are 
willing to pay them their profit or 
commission to stock the items we 
need. Therefore, we expect that they 
should carry them and when we call 
on them we expect them to be de- 
livered promptly. However, there are 
item that are scarce—that become 
scarce off and on—those items we’ll try 
to anticipate and order in advance. 


CROWDER: What kind of notifica- 
tion on back orders would you appre- 
ciate? For example, on something 
that is in short supply and has to be 
back ordered, would you appreciate 
it if the supplier would call you once 
a month or once every couple of 
months and say we have such and such 
on order for you and we have noti- 
fication from the factory that it is due 
on such a date. Would that be appre- 
ciated, Mr. Zackey? 


ZACKEY: Definitely, although I 
have nothing to gripe about when it 
comes to deliveries. If they tell us 
it is going to be delivered in Septem- 
ber, they call us in two weeks and say 
we have contacted the mill again and 
they say that it is going to be shipped 
according to schedule or it probably 
will be delayed another week or so, 
something of that sort. I think we 
get quite a break on deliveries. 


HELLINGS: I can cite an instance 


along this line—I think you mean 
notifying me on the status of back 
orders. They don’t do that very often 
in my case. ‘They generally let ride 
until we start chasing them then we 
find out that they are following up 
with the mill and have no answer and 
blah, blah, blah and you get a lot of 
bologna. That’s the time I reach 
for the phone and pick it up some- 
where else. However, when I went 
over to these companies, as | said a 
year and a month ago, I scanned 
through both order books and found 
a lot of dead wood which I immediate- 
ly cleaned up by cancelling, reorder- 
ing, buying and bringing up to date. 
But there was one company I didn’t 
touch. I hadn’t done too much busi- 
ness with that company before and 
I thought I’d give them a chance and 
see what happened. I placed a few 
orders. Some came through right 
away, some took a week, some took 
two weeks. So I gradually cut them 
off the list and forgot about them 
entirely. Lo and behold, here just 
about a month ago, they called and 
said we have this item in, do you still 
want it? That order had been on the 
book for fourteen months. I could 
have bought it a thousand times at 
other places in the meantime. It was 
just one of those things that was lost 
in the files and was forgotten about, 
and I was very happy to tell them to 
forget it. 


ZACKEY: Let me inject something 
here. If the delivery doesn’t meet my 
requirements, I don’t hesitate to call 
the head of the outfit. I tell them 
what I want and what I expect and I 
generally get it. 


HELLINGS: That’s where knowing 
the top personnel comes in. You 
would like to meet those fellows and 
the only means is to visit them. Which 
is another good thing. I believe it 
would pay all of us to visit our supply 





“Salesmen should not make statements 
that they can’t back up. If you catch 
a salesman on one misstatement or 
one overstatement, a great big ques- 
tion mark pops into your head every 
time you see the fellow. The other 
day the funniest thing happened. A 
new supply salesman came in with a 
catalog about 2 inches thick. I said, 
‘What do you handle, son?’ And he 
said, ‘Mister, we’ve got everything in 
that catalog in stock. You just send 
me the order.’ My God, I knew the 
outfit and they couldn’t have had 
more than 1 percent of the stuff in 
stock.” 
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houses once in awhile and just roam 
around and see what they have. 


CROWDER: What’s been your ex- 
perience with service, Mr. Kitchin? 


KITCHIN: I don’t think there is very 
much to complain about on service 
from supply houses. We haven’t had 
too much trouble along that line. Of 
course, a part of that is due to the 
fact that we have been loyal to our 
suppliers. 1 always give the regular 
fellow a chance first and if he doesn’t 
come through and I am finally stuck, 
I call up the big shots. Of course, 
they haven’t been able to get all the 
material they would like in the last 
year or in the last four or five years, 
for that matter. They have had a 
tough job, but the service as a rule has 
been o.k. 


CROWDER: How many industrial 
supply salesmen call on you, Mr. 
Schlosser? How frequently do they 
call? : 


SCHLOSSER: We interview about 
20 supply salesmen. Of that number 
some call once a week, some call once 
a month and some are just occasional 
callers. But usually there are two or 
three salesmen a week from industrial 
supply houses. 


CROWDER: We talked a while ago 
about the salesman coming in and hav- 
ing something to talk about. Your 
experience on that score has been 
quite favorable I take it? 


SCHLOSSER: That’s right. We do 
like to watch the performance of the 
product. If the product is small 
enough and it is new, I like the sales- 
man to bring it in. If you see a 
product, especially if it is new, you’d 
like to know how it works. Some- 
times in talking about it you just don’t 
grasp the full advantages which the 
product can bring to your plant. 


CROWDER: How many call on you, 
Mr. Davenport? 


DAVENPORT: We have a few sales- 
men—over a period of a week, I’ll see 
approximately 10 or 15. Of course, 
they're in different lines. A lot of 
them come in because they have some- 
thing to sell but most of them come 
in on regular calls. There are very 
few salesmen today, like Mr. Kitchin 
mentioned, who come in and try to 
educate you on what may be new on 
the market. That is always appre- 
ciated and we consider it as part of 
their job. In the long run, I think 
the type of man going out today, if 
he isn’t an old timer, is sent out with 
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very little education on his products. 
If you had been in this type of busi- 
ness as long as I have, and I have been 
buying for 20 years, there are lots of 
things that you can tell them about 
their products that they don’t know 
themselves. It is a shame that the 
different companies today—and I’m 
afraid that our own company is guilty 
sometimes—put salesmen on the job 
who are not properly trained. They 
don’t have to try to sell you. Just 
show you what they have got to offer 
and what the product will do. 


CROWDER: How many call on you, 
Mr. Zackey? 


ZACKEY: I'd say in the neighbor- 
hood of about 30 during a week. 
What Bill Davenport says is true, the 
caliber is low. ‘They do not know 
their products. Possibly it’s due to the 
remuneration because you get just 
what you pay for. We’re keen on new 
products. Or being told new uses 
for old products. We don’t get that 
kind of information. You just can’t 
waste any time on the poorly trained 
salesman. The way I feel about it, 
every salesman ought to be an engineer 
so he would understand what he was 
selling. He doesn’t necessarily have 
to be a mechanical. or electrical engi- 
neer. He could be a sales engineer. 


CROWDER: What has been your 
experience, Mr. Kitchin? 


KITCHIN: Well, now you say, how 
many mill supply salesmen call? ‘Three 
a week. There is a reason for that. 
First of all we are right in the heart 
of the city. As I told one district 
sales manager—he is at Broad and Lo- 
cust and I am at 24th and Locust, 
that’s ten squares away— that if I 
were in Scranton or Williamsport or 
McKeesport, he would probably see 
me about once a month. I’m ten 
squares away right by the B & O Sta- 
tion, right in your own back yard, and 
I never see anybody from your office. 
That same thing applies to the sales- 
men from the mill supply houses. As 
I say we are right in the heart of the 
city. It is a tough spot to park. That 
may be the reason. I think the aver- 
age purchasing agent buys mill sup- 
plies and is not sold. 


ZACKEY: He buys service primarily. 


CROWDER: You mentioned you 
had three calls a week. Would those 
be the same salesmen week after week? 


KITCHIN: With the largest supplier 
that we have, I imagine his salesman 
comes out about once a month. He 
asked me once if I wanted him to 
come out once a week. I said, why? 
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what would you do if you came out? 
And he said, I don’t know. -I said, 
you will get just as much business from 
us whether you come out or you don’t. 
So he comes around once a month. 
If the mill supply salesman is con- 
stantly looking over our orders on file 
with his firm— the unfilled orders—and 
getting them out for us, that is what 
we are interested in as far as the sales- 
men are concerned. 


CROWDER: How about this ques- 
tion, do you have a feeling that your 
supply salesmen are keeping abreast 
of the business you are placing with 
their firms? If you have been in the 
habit of buying a certain line from a 
salesman, for example, and suddenly 
you stopped—which means that you 
ate probably buying it from some com- 
petitor—do you get a flash back on 
that from your distributor salesmen? 
Do they follow your purchases line by 
line? Do they anticipate your needs? 


KITCHIN: ‘They haven’t as far as 
I’m concerned. Let me give you an 
example. There was one company in 
Philadelphia where we were buying as 
much as 75 to 80 thousand dollars 
worth of material a year. That account 
dropped to fifteen thousand dollars. 
About a year later I saw the president 
of the company. He said, “Say your 
account has dropped way down.” And 
I said, “Well, so what. You didn’t 
care.” He said, “What do you mean, 
the salesman said you weren’t busy.” 
“Look” I said, “if I had a customer 
that was ordering 75 to 80 thousand 
dollars a year from me, and I was sales 
manager, not necessarily, you the 
president, but sales manager and that 
account dropped down to 15 thou- 
sand, even if the salesman was my own 
brother, I would be on the job to see 
why it dropped down.” 


ZACKEY: They had had so many 
orders that they haven’t had to sell. 


KITCHIN: There is just an air of 
complacency about them. If the 
Lanston Monotype Co. don’t buy it 
somebody else will. Now my conten- 
tion is, sure they can sell all they can 
get now, but if they were on their 
toes maybe they could sell more later. 


ZACKEY: That’s right. For the last 
five or six years, supply has not been 
equivalent to demand but the time is 
fast approaching when we'll be caught 
up and they better get out and sell. 


HELLINGS: I know I had an experi- 
ence about three years ago. A sales- 
man called on me and as usual told 
the operator who he was, where he was 
from and soon. She called me.on the 
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phone and relayed the information. I 
was tied up at the moment and I had 
to wait about five minutes to get out 
to the gentleman. I went out to the 
lobby, saw him and he shook hands 
with me. He said it’s a pleasant day 
and how did you like the ball game 
and etc., etc. That went on for about 
five minutes and he hadn’t yet men- 
tioned his name nor his company. In 
the meantime, I had forgotten it. 
He left and I asked the operator who 
the fellow was. She said she didn’t 
recall his name, that he didn’t leave 
his card. So I told her the experience. 
About a month later the man came 
in again and she called me and said 
that fellow without a name is here 
again. So I went out, shook his hand, 
had another pleasant chat for about 
five or ten minutes and he was on his 
way again. Do you know that fellow 
called on me four different times and 
today I don’t know who he represented 
or what his name was. 


ZACKEY: They can’t see me nor my 
assistant unless we see their cards. 


HELLINGS: I made that rule imme- 
diately afterward. 


CROWDER: What has been your 
experience on this matter of anticipat- 
ing your requirements or keeping track 
of your purchases. Are the salesmen 
following up for any slacking off of 
business that you have been placing 
with their firms? What has been your 
experience, Mr. Hellings? 


HELLINGS: Yes, I find that they fol- 
low up very quickly. I have had calls 
the minute my business drops inquir- 
ing what the trouble is. Not from the 
salesmen, but generally from the top 
men. I distinctly remember Mr. 
Charles calling me right at the end 
of the war. He said, Mr. Hellings, I 
notice your business has dropped. I 
admitted that it had. He wanted to 
know what was the matter, what they 
might have done. He was quite con- 
cerned. I told him they hadn’t done 
anything wrong. It happened that 
the approaching end of the war had 
cut our requirements. 


CROWDER: Do supply salesmen 
anticipate your requirements, Mr. 
Schlosser? Do they follow your pur- 
chases closely enough to know what 
you are doing and what you need? 


SCHLOSSER: They know that our 
business is precision grinding. ‘The 
salesman I mentioned earlier brought a 
new product around that would help 
our grinding operations. 


HELLINGS: I'd like to cite an in- 


~ What His Customers Think of Him 


stance on that same salesman who did 
Mr. Schlosser such a good tum. He 
has done me many a good turn, too, 
so I don’t particularly hold this one 
against him. But he asked me what 
type of saws we use in a hack saw 
machine and I gave him the name of 
the brand we use because the boys 
didn’t like any other type. Our plant 
people insist on this particular blade 
although I don’t think it is the best 
blade in the world. I have had lots 
of experience with other blades among 
them the—blade and it is a very good 
blade. I had the supply salesman 
bring the — factory man up. He left 
with us a dozen saws to try. Then 
there was a period of a month before 
there was a follow-up. It came from 
the salesman not from the manu- 
facturer’s representative. I said it’s 
damn near time you got around to 
asking about those saw blades. ‘They 
were broken inside of two days. ‘lhe 
shop man tightened them too tight 
against instructions and _ everyone 
broke. I can’t convince them that it 
is a better blade until they use it the 
way I tell them to—the way they have 
been told. ‘That has now been at 
least three months ago, the factory 
representative has not come back to 
follow it up, although I know the sales- 
man did tell him about what hap- 
pened. I believe in that case it is 
definitely the factory representative’s 
job to come and stand with the man 
at the saw a sufficiently long time so 
that he can be educated in how to 
use the blade. The factory representa- 
tive fell down, although the salesman 
was slightly at fault too because he 
waited too long before checking back. 


CROWDER: What has been your 
experience, Mr. Davenport, on this 
matter of anticipating requirements or 
adequacy of the salesman’s product 
knowledge? 


DAVENPORT: Well, on general 
supplies, there are very few of them 
who follow through. They will fol- 
low up on an individual job on some- 
thing I may call them in on, but on 
any general supplies there is no at- 
tempt at all to keep track. They don’t 
know you are short on your drills or 
anything like that. We control it. 


ZACKEY: I think it is the salesman’s 
job to follow up the open orders that 
are on the books. That is why I be- 
lieve that a salesman does his most 
good in following up your orders after 
they are placed. We don’t all have a 
big expediting department. 


DAVENPORT: Well in our particu- 


lar company, we do have an expediter. 
We have a very large maintenance 
shop and, of course, when a breakdown 
comes we've got to get the stuff in for 
repairs. On that business I deal with 
two local mill supply outfits near the 
plant, and of course, I can count on 
them to get stuff to me within ten or 
fifteen minutes. 


ZACKEY: Yes, but I have the same 
problem that you have with our main- 
tenance department and when I want 
supplies in a hurry I get them. I call 
the top people. 


KITCHIN: But that is not the sales- 
man. Right? I think the biggest 
service the salesman can give the pur- 
chasing agent or the company is to 
constantly, I'll emphasize that again, 
to constantly comb through his un- 
filled orders at the supply house and 
find out why they are not being de- 
livered. If he does that I don’t care 
whether he comes to see me. 


CROWDER: Let’s try to get at the 
problem in this way. Some one distrib- 
utor’s salesman probably stands out 
favorably in your mind from the rest. 
What are the characteristics of that 
salesman that makes him outstanding? 


SCHLOSSER: It seems to me I have 
all the good salesmen in the lot calling 
on me. I’m all for them. Some of 
you other gentlemen, however, don’t 
seem to have had as many good ex- 
periences with them as I have. Now 
the salesman I have in mind brings 
new products to me. He calls with his 
manufacturer's representative. He 
follows up my orders. Once in a while 
we get into a tangle, when I think 
I’m not getting the service I ought to 
on deliveries. This hasn’t been true 
though in the last six months. Mate- 
tials have been coming through. I 
haven’t had a gripe in six months. 
There are certain items which you buy 
and they cost only 25 cents or 50 
cents. But you need them badly. 





“Never promise a purchasing agent you 
are going to send him a catalog or 
samples and then promptly forget 
about it.” 

“If I were a sales manager of a supply 
house, I’d certainly give my boys this 
hint. Two things should not be dis- 
cussed in business, the first is politics 
and the second is religion. I will not 
become involved in a senseless conver- 
sation that does not belong in business. 
You'll find a lot of it this year. Per- 
haps that’s because we are in Philly.” 
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We'll see that he gets our volume 
business to compensate him for that 
effort. 


CROWDER: What has been your 
experience, Mr. Hellings? 


HELLINGS: Thinking back over the 
different ones that call, there is one 
fellow that keeps standing out in my 
mind. He is a specialty salesman in 
welding supplies. We use quite a bit 
of welding materials, abrasive disks, 
welding rods, cable, holders, grips and 
so on. That man impressed me on 
his first visit. Not that I sat and 
chatted with him, but first of all he 
didn’t talk about the weather. He 
didn’t ask how my family was. He 
didn’t care. He talked strictly busi- 
ness. Opened his catalogue which he 
quickly rippled through so that I could 
get a quick glance at what he was sell- 
ing. A couple of items took my eye 
and when I questioned him about 
them, he was very well versed indeed. 
So it passed that time. A couple of 
weeks later he came in again. This 
time I went into his line a little 
further. I found out then that in his 
time, he had been a welder. He had 
worked in the shop. He knew what 
welding equipment was and he knew 
the good from the bad. He knew 
what was required in the way of cables 
for certain amperages and so on. In 
short, he knew his business. That 
man has impressed me to ‘the point 
that he has obtained a lot of business 
from me and will get a lot more. It 
so happened that, after he had demon- 
strated it in the shop, he swung me 
over from one type of sanding disk to 
the type he was selling. He showed 
his product could do the job, yet was 
less costly. We used it for about a 
month and found out that we had 
made a mistake. On the first appear- 
ance, it did seem less costly but in the 
long run it was costing us money be- 
cause they did not stand up as long as 
the old type. I called the man and 
asked him to come see me. I told him 
personally that he was losing the busi- 
ness and why. He took it like a 
gentleman with a smile on his face 
and said okay, I understand your posi- 
tion. If we are licked we are licked, 
there will be something else I can sell 
you. He shook my hand and has 
called on me since with other products 
which I have bought. 


CROWDER: Do you have any partic- 
lar salesmen that stand out in your 
mind, Mr. Davenport? 


DAVENPORT: I have met quite a 
lot of salesmen who have been in the 
particular industry all their lives. They 
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probably worked in it and have used 
the materials they are trying to sell. 
Those fellows can give you an educa- 
tion. That is what we are lacking to- 
day in the present generation of sales- 
men. Of course, I think I learn more 
out of a salesman that I have called in 
for a definite job—for something speci- 
fic I want to purchase. 


CROWDER: Mr. Zackey, you have 
expressed yourself pretty thoroughly, 
I think on the limitations of salesmen. 
What would you do if you were the 
sales manager of a supply house? How 
would you select and train your men? 


ZACKEY: The first thing I would 
do would be to pick out men with a 
college education. If not a degree, 
certainly with two or more years of col- 
lege in the engineering field. Having 
picked my men I would then put them 
through a period of training with my 
suppliers—the companies whom I 
represented in a fairly substantial 
matter. I would arrange for them to 
be trained in the various departments 
of those businesses. It might take 
three months in this plant, three 
months in another and so on. It may 
take a year or it may take a year and a 
half to have that man thoroughly 
trained. When he came back he 
would know the product that he was 
selling. When he came to see me, or 
another purchasing agent, he would 
know what he was talking about. He 
would know how each of the products 
was made. He would have gotten in- 
formation as to how it is to be used 
and other possible utilities. Through 
that intensive knowledge he could put 
on an educational program for the 
purchasing agent. Training teaches a 
man how to think and how to get 
things and how to organize himself 
so that when he comes to see me every- 
thing is right there in his mind just as 
clear as a bell—how he wants to pre- 
sent it, how he is going to tell it to me, 
and how he wants to put his story 
over, That is what I would do. 


KITCHIN: I'd like to pursue that 
further. Suppose you had this fellow 
and he had all those qualifications and 
he came out to see me. We assume 
that he knows all about his products. 
But I have definitely set up a policy of 
buying all those items from Bertha 
Supply for instance. His training has 
been on different brands from those 
I’m regularly buying from Bertha. 
He’s with a different house. What 
could he do to sell me? 


ZACKEY: That would depend on 
the man. And don’t forget that it is 
important to pick out the man. He 


must have a pleasant personality. This 
man with a pleasant personality can 
keep following you without offending. 
Actually he will be a lot of help in a 
lot of things. You will come to know 
he has the product dope that will help 
you. I don’t care if you have been 
buying from Bertha Supply. He'll 
wear you down someday on one of 
those items. He presents his products 
in such a way with such knowledge 
and information that he sells you. 
He'll probably tell you things about 
his products that you didn’t know. 
He’ll demonstrate applications to your 
plant people. Don’t you see what | 
mean. He’s rendering a real service— 
an engineering service. Salesmen like 
that are the exception and you just 
can’t afford to pass them up. 


KITCHIN: I have never met any of 
those guys yet. 


ZACKEY: That is what we need. 


SCHLOSSER: The mill supply sales- 
man has several thousand items that 
he has to sell. We'll say vou want to 
favor your regular supply houses on 
fifty items but certainly he can sell you 
on some item out of the thousands of 
items he sells. ‘That is all he needs. 
After he does that he gets to know 
you a little bit better. You might 
have a problem in say drilling. You 
have been buying drills from someone 
else for twenty years. Since he has 
shown you what he knows on other 
items you will probably come to him 
and ask him about this problem—ask 
him for his ideas. You are going to 
consider him. 


KITCHIN: Well you have something 
there. I just was talking along this 
line to find out what a salesman could 
do. For instance, here is an illustra- 
tion. We have a lot of screw ma- 
chines. ‘They use short drills. We 
were taking a regular drill and cutting 
it down. One day I happened to get 
a catalogue showing there’s a lot of 
left-hand stub drills made. Yet there 
wasn’t a supply salesman in the whole 
city of Philadelphia that ever came to 
me telling me there’s a stub drill for 
screw machine work. 


ZACKEY: Isn’t that due to the fact 
that the salesman didn’t know what 
you were making and didn’t know the 
application of his products to your 
job. When we put a salesman on the 
road to sell our product, we certainly 
want to be sure that he knows the 
product backward and forward. We 
want him to find out what your opera- 
tions are and how the products can be 
applied to your use. 





—- oe ee ek eee fk dee oe lh ete A es 


What His Customers Think of Him 


The P.A.’s Give Their Philosophy of Buying 


The successful salesman is the one who is sensitive to 
the likes and dislikes of his customers. P.A.’s have their 
jobs to do and their methods of procedure. The smart 
salesman learns to understand their points of view—their 
philosophy of buying. 

Here are some thoughts on buying policies by the Phila- 
delphia purchasing agents who participated in the round 
table. But their ideas would probably be echoed by P.A.’s 
across the country. 


“We are always mighty glad to see any salesman that 
comes in. If he has a real, honest to goodness story—if it 
sounds good to the purchasing department—we never 
hesitate to send him to the Engineering Department, the 
Production Department, the tool room, or any depart- 
ment. We'll send him any place, if he has something that 
we feel is going to be useful to our company. We feel in 
our company that the Purchasing Department has the 
right to say whether it is or is not. We do object, how- 
ever, to the fellow who tries to get by the watchman and 
get in the back door because invariably he gets the wrong 
man. His time is wasted as well as that of the man he saw. 
The chances are he saw the wrong fellow. Whereas if he 
came to the Purchasing Department, we could put him 
in contact with the man that he should see.” 


—J. I. Kitchin 


“We like to deal with an industrial distributor if pos- 
sible. If we are good customers of theirs, we get better 
service from them and it does build up their volume of 
sales. We believe that the only way to really obtain service 
is to make our business interesting to a supply house—to 
make it profitable business. For that reason we try to push 
everything we can through the industrial supplier. We 
depend a lot on the shop and engineering department 
for specifications. We sit down and make specifications 
and standards. The people in the shop may specify a 
brand but if a substitute product meets our standards, they 
don’t particularly care if we purchase the other brand. 
It might be their way of identifying a particular article. 
We in turn may purchase a similar article under another 
brand. We like to have suggestions and ideas from indus- 
trial supply men because they are the fellows who bring 
the new ideas to us. We read about a few of the new 
products but I think most of them come by word of 
mouth. If a man has a new idea and we feel that it is 
acceptable to the conditions in our shop, we certainly ask 
him to talk to our shop men or to our engineering depart- 
ment and get their opinions.” 

—Fred Schlosser, Jr. 


“Our purchasing philosophy can be summed up in 
this sentence! ‘Tell us what you want and we'll get it.’ 
That’s the way we view the job of the Purchasing Depart- 
ment in our company. I believe the industrial supply 
house should have adequate stocks of their items so that 


we can get immediate deliveries. If they don’t have it in 
stock, we go direct, we don’t bother with the supply house. 

“When the supply salesman comes in and wants to 
get into the shop with a worthwhile item—and we decide 
that—we will direct him to the Production Department, 
the Maintenance Department or to the Engineering 
Department. 

“If the salesman leaves catalogs or manufacturers’ litera- 
ture, we send it to the proper person or persons in the 
various departments. When the people in the departments 
buy or order from the catalogs, we try to buy the brand 
they specify or get something comparable. Just let them 
tell us what they want, we'll get it.” 

—A, W. Zackey 


“In the operation of our purchasing department, all 
salesmen who come in to see us for business must come 
to the purchasing department. If there is any information 
they desire, we turn them over to the proper authority, 
but they must pass through us first. It is a very important 
factor that they reach the right person. Our departments, 
which are numerous and scattered throughout the plant 
make out a purchase requisition and forward it to us. 
There they specify the materials that they may require. 
It’s our job to get them what they need. We can go ahead 
and change brands but first we take it up with the depart- 
ment. If the brand they specify is not available, we can go 
ahead and get an equivalent substitute. There are lots 
of times today when you've got to do that. Naturally, our 
factory people try to keep up with the times, but it is 
awful hard to try to educate them to the fact that it is 
difficult to get various materials and to the amount of time 
you have to allow to get the stuff.” 


—W. A. Davenport, Jr. 


“We really have two types of buying operation. In 
Atlas Fence we buy direct from manufacturers on bolts, 
nuts, pipe, wire, etc., and with Fab-Weld, we buy largely 
from supply houses. The first is a matter of buying com- 
ponents for production, the second is a job shop operation. 
With Fab-Weld, the industrial supply houses play an 
important part. 

“If a salesman comes in with an article which we think 
is going to help output, we don’t hesitate to send him 
right downstairs to see the boys in the shop. We let him 
work it out with them and if they think it is a good one, 
price being reasonable, we go right ahead and buy it. We 
don’t even stop to ask for management approval, if we 
see where we can cut a minute or two off an operation. 

“If it becomes an expensive item, say anything over a 
hundred dollars, then we generally take it up to the boss. 
By that time, however, we have worked up enough argu- 
ments to get it okayed. We don’t hesitate in the case of a 
salesman coming in with a so-called new article, we send 
him immediately over to the engineering department and 
let them pick up all the pertinent application information. 
All we ask is for a catalog and price lists so we are prepared 
to follow through on the order and get what’s coming to 
us at that price.” 

—Walter Hellings 
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Am I A Good Salesman? 


ANY SALESMAN might argue—and with a great 
deal of merit—that his selling job is different than 
any other salesman’s. It might be. But, there is 
a common denominator for all successful selling 
and your case is no exception. It was to throw 
light on the various points that make up this com- 
mon denominator that your editors prepared the 
report on the preceding pages. 

By carefully studying the report and adapting 
the points to your particular situation, you'll be 
able to answer truthfully for yourself the question: 
Am I a good salesman? It is obvious that what 
may be a major point for one salesman is a minor 
one for you in your selling job. Therefore, it is 
only by filling in all of the blanks that you will be 
able to study yourself in relation to your work. 

First, though, look at your accomplishment 
record as compared to that of the average salesman. 
Remember, an average is only a yardstick to be 
used in appraising yourself. Merely because your 
figures are below the average doesn’t necessarily 
mean that you are not doing a good job. On the 
other hand, merely because your figures are above 
average doesn’t mean you are doing as good a job 
as you can. Study the figures and weigh them 
with respect to your own situation. 


The Average Salesman 
Has a sales volume of $204,000 Mine is $...... 


Services 145 accounts. [ eerviee........ 
Makes 8.4 calls per day. eee 
Spends 59% of his time in the 

presence of customers. Dapend........ 
‘Travels 1,400 milesa month. I travel........ 


Now that you can look at the complete picture 
of vour accomplishment record, check yourself on 
the other points that were brought out in the 
earlier part of this “Sales Guide” report: 


Before calling on customers, doI . . . 


Study my firm’s catalog? 


Acquire product information from manu- 
facturers’ literature and sales aids? 


Absorb information at sales meetings? 


Note what interests customers at product shows 
and exhibits? 


Compare my customers’ needs with his pur- 
chases from me? 


Plan my calls so that I’'ll not waste time? 
Send customers promotion literature? 

When I call on customers,doI . . . 
Discuss intelligently products of interest to him? 


Leave product literature for distribution in the 
shop? 


Advance good reasons for obtaining permission 
to go into the shop myself? 


Give superintendents and foremen sound advice 
on the use of products? 


Capitalize on the customer’s previously evinced 
interest in products being displayed by my 
firm? 


Report on the status of pending orders? 
Render extra services to build up good will? 


Recognize and abide by the likes and dislikes of 
the individual buyer? 


Suggest products that can be used with any 
items ordered? 














ee 
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Talk of the Trade 


THE SALESMAN: This being a “Sales Guide Issue” and 
serious attention being given to sales problems and sales- 
men on other pages, the following list of requisites for 
a salesman seems to justify departure from our usual ““T'alk 
of The Trade” column. We don’t know, and therefore 
can’t give credit to, the author—the “masterpiece” was 
passed on to us by Norm Good (Clipper Belt Lacer) who 
picked it up on his travels. Salesmen to whom we’ve 
read it, all had one comment: “That’s right”. 
So, here is 


“A Salesman: 

‘Must be a man of vision and ambition, an after-dinner 
speaker, before-and-after dinner guzzler, night owl, able 
to work all day and drive all night and appear fresh next 
day; learn to sleep on the floor and eat two meals a day 
to economize on traveling expenses so he can entertain 
his friends in the next town. 





“Must be able to entertain customers, wives, sweet- 
hearts, and pet stenos without becoming too amorous; 
inhale dust, drive through snow ten feet deep at ten 
below, and work all summer without perspiring or acquir- 
ing B.O. 

“Must be a man’s man, ladies’ man, a model husband, 
a fatherly father, a good provider, a plutocrat, Democrat, 





Republican or New Dealer, an older dealer and a fast 
dealer, a technician, politician, mathematician and 
mechanic. 





“Must be a sales promotion expert, create demand for 
obsolete merchandise, be a good credit manager, cor- 
respondent, attend all dealer meetings, tournaments, 
funerals, visit customers in hospitals and jails, contact all 
accounts every six weeks, in spare time look for new busi- 
ness, do missionary work, and attend factory sales con- 
ferences. 

“Must have unlimited endurance, and frequent over- 
indulgence in wine, women, wind and gab; a wide range 
of telephone numbers in all principal cities. Must have 
a car, attractive home, belong to all clubs, pay all expenses 
at home and on the road on 5 percent commission, plus 
2 percent excise tax, 1 percent old age pension and 2 per- 
cent lost sales tax. 





“Must be an expert driver, talker, liar, dancer, traveler, 
bridge player, poker-hound, golf player, diplomat, finan- 
cier, capitalist, philanthropist, and authority on palmistry, 
chemistry, psychology, physiology, dogs, cats, horses, 
blondes, brunettes, red heads, etc.” 

What a man, this fellow, Mr. Salesman, is. 
R.W.B. 
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wes How they ... 


... facilitate wire rope identification 


Rapid and sure identification of wire rope is made pos- 
sible at The Henry Walke Co., Norfolk, Va., by a simple, 
but ingenious, device. Small rectangles (8- by 5-in.) are 
cut out of scrap wood. An inch, or inch-and-a-half square 
wooden perpendicular, about 8-in. long, is nailed to the 
board. In the bottom of this upright is inserted tightly 
an eight-penny nail with point protruding. One of these 
signs are jabbed into the rim of each reel. A cardboard is 
thumbtacked to the signboard indicating the number of 
the reel, size, specifications and make, in letters large 
enough to be read from 10 ft. To locate the required 
reel, warehousemen merely stroll down the aisle flanked 
by the reels and read the signs. The sign is easily pulled 
off and the reel rolled out for unwinding. After the reel 
is replaced, the sign is jabbed back on the rim. 


Easily read signs make for easy identification of wire rope. 


... made a display frame of a blocked window 


When the wall of a new building was raised adjacent 
to the Matthews-Morse Sales Co., of Charlotte, N. C., 
recently, it left a blank window within the firm’s display 
room. One day Mack Smith, a partner in the firm, sat 
himself down and tried to figure a way to utilize the 
blank frame. One idea followed another, but each was 
rejected in turn, until Mr. Smith walked down and had 
another look at the blank window frame, and noticed 
how much it resembled a display case. Put a couple of 
shelves inside, or set up a dark board backing for hand 
tools, maybe,—strap a couple of glass doors to the frame 
anl you’d have a fair though small showcase. Mr. Smith 
did just that, and added one more good touch. He 
dropped a light from the ceiling in front of the frame 
to light up the display in the evenings. 





Mack Smith’s display “window” is more than decorative. 


... put catalogs on wheels to create customers 


When H. J. Shimer, of H. N. Crowder, Allentown, 
Pa., goes calling on his customers he puts the proverbial 
tool-forgetful plumber to shame. For Mr. Shimer never 
mislays a sales tool, nor a sales opportunity, as witness 
this catalog and literature rack he had built and installed 
in the rear compartment of his car. It looks, at first 
glance, like a phonograph album record rack, standing 
on its side. But a second look will show that the shelves 
—tremovable by the way—are placed in eccentric tiers. 
The frame itself is of good, double thickness plywood, 
and the stubby legs are wedge-shaped, front to back, to 
keep everything in order in case the rear wheels hit a bad 
one. The rack will hold more than a couple of dozen 
catalogs of fair thickness, along with odds and ends of 
product literature Mr. Shimer has found useful. 


Everything has its place in this handy car rack for catalogs. 
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Tailoring concrete 
jackets with 
Osborn Brushes 








Brushes save money in applying 
protective coating to cylinder pipe 


NE pass of this machine along a length of steel 

cylinder pipe and — presto — its surface has a 
densely compacted concrete coating, uniform in thick- 
ness from tip to tip. 


Used by the American Pipe and Construction Co., 
Los Angeles, California, this machine extrudes a dry 
consistency cement between two sets of counter-rotat- 
ing Osborn Master Wire Wheel Brushes (shown in 
inset) operating at a peripheral speed of about 3,600 
feet per minute. These brushes spray the mortar onto 
the pipe which rotates at approximately 40 r.p.m. 








WORLD'S LARGEST 


MANUFACTURER OF 


Speed of application is regulated by a Vari-Drive motor. 
Thickness of coating is nominally % inches. 

Advantages of brush application over other methods 
formerly used are: (1) A more densely compacted 
coating is obtained; (2) Loss of material due to re- 
bound is reduced; (3) Uniformity of coating is achieved; 
and (4) Cost is greatly reduced. ‘ 

But you don’t have to look to the unusual job to dis- 
cover the savings Osborn Brushes offer. Cleaning, 
finishing, deburring, polishing—the routine jobs per- 
formed daily in every plant can be done faster, better, 
at lower cost with these modern power tools of indus- 
try. An Osborn sales engineer will be glad to analyze 
your needs—and supply the answers that will mean 
savings for you. Write or call today. 


JHE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue 


Cleveland, Ohio 


BRUS WES FOR OND US TRY 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1948 














400 
380 
360 
340 
320 
300 
280 
260 
240 
220 
200 
180 
160 
140 
120 
100 = Average month 1935-1939 100 


1948 —-— 1947 So 


THE SALES INDICATOR—Supply Sales in 341 in May. Sales in June were one percent above June 1947: 
June rose to 372; an 8.3 percent gain over the and one percent below the same six-month period of 1947. 


Supply Sales Trends 











1948) —-—1947 





M 
ORDERS PER WORKING DAY—were 119, up 
seven per day from the May figure. Orders per salesman 
per day were 16, up one. June had 26 working days. 


Pac. North North 54 54 
Month Coast Western Central Southern Atlantic 


Sales ; 276 = 351 290 378 367 50 50 
Indicator ; 580 465 3003882385 


Order per Sales- ; 15 16 14 46 46 
man per Day ; 14 17 16 


Volume per . $14,890 $11,700 $16,875 $19,850 $15,300 42 42 
Salesman . 19,250 15.850 16,500 19,400 17,300 
38 Ay 


Size of . $42.50 ....... $38.60 $44.90 $38.35 
Average Order A 47.00 50.00 42.00 43.00 38.80 


34 34 
Order per M. ; 113 133 105 
Working Day N 125 112 142 108 30 30 


26 26 
me 1948 ———/947 


REGIONAL TRENDS— Al] regions registered gains iE ceihealineal S 

for the month, the Pacific Coast and Western groupings SIZE OF AVERAGE ORDER—was $41.60 in June, 
showing substantial rises. They showed the greatest ‘ up more than a dollar over May. Volume per salesman 
gains, too, in volume per salesman, number of orders was $17,950, a gain per salesman of more than $1,000 
and size of the average order. for the month. 
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Oster Blankets Your 
Markets for Pipe and 
Bolt Threading Machines 














@ Wherever pipe and bolts are threaded for 
production, maintenance, or construction, you have 
markets for Oster threading equipment. In addition 
to market coverage, every Oster machine offers 
advanced features of construction and operation. 
Oster features make it EASY TO PROVE outstand- 
ing value to your customers! Another important 








point: Oster's policy of selling ONLY through 
Distributors protects every minute of time you 








spend talking with every prospect for an 
Oster machine. 





Add it all up and you have everything you 
need to make OSTER one of your profit- 





able lines. For complete information on 
the Oster machines illustrated here write: 


THE OSTER MFG. COMPANY 
2041 E. 61st St. * Cleveland 2, Ohio 
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SELECTED BUSINESS INDICATORS 


(Source: Dept. of Commerce) 
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Industrial stocks held steady and firm... 


1948 1945 


1946 1947 1948 


Department store sales outran stocks on hand. 


Keeping Up with Business 


Federal Reserve Bank Sees 
Prices Still On The Rise 


A serious threat to the nation’s 
economy is inherent in spiraling 
prices; according to a report by the 
Federal Reserve Bank of Philadelphia. 
The Bank predicts further price rises 
through 1948. 

A midyear review of the business 
outlook, undertaken by the Bank, 
finds no cause for alarm in the im- 
mediate future, though consumers will 
feel the brunt of the price rises 
eventually, and until economic balance 
has been achieved. 


$4.6 Billion Spent 
On New Plants, Equipment 


When American business, exclusive 
of agriculture, closes the books on its 
third quarter spending for new plants 
and equipment, it is expected the out- 
lay will reach about $4.6 billion for 
the July-August-September period. 

A quarterly survey made jointly by 
the SEC and the Department of Com- 
merce indicates that about $4.1 billion 
will be spent by corporations, the re- 
mainder by unincorporated business. 

In addition to these expenditures 
the survey estimates that American 
business will spend another $100 mil- 
lion on old or used plant and equip- 
ment. 
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Expenditures planned by manufac- 
turing companies for the third quarter 
of 48 accounted for about 40 percent 
of the total for all industry. 


$5.3 Billion Allocated 
For ERP Spending 


During the first year of the $5.3 bil- 
lion European Recovery Program, 
$1.324 million worth of American and 
other Western Hemisphere products 
will be shipped to the United King- 
dom. France will be the recipient of 
$1.130 million while Italy’s share will 
be $703 million. 

The figures are the result of a sur- 
vey of the Program recently under- 
taken by Dun & Bradstreet, research 
firm in New York, and based on U. S. 
State Department and ECA sources. 

It shows that 54 percent of the 
money will be spent on U. S. prod- 
ucts, 36 percent will be for purchases 
from other countries in the Western 
Hemisphere, while the remaining 10 
percent will be for administering the 
program, price adjustments, etc. 

Among industrial goods, the largest 
portion of the money, $379.7 million, 
will be used for purchasing pe- 
troleum products which will come en- 
tirely from the United States. The 
U. S. also will supply $245.3 million 
in coal, $75.5 million in finished steel, 
and $43.3 million in electrical equip- 
ment. 


Steel’s °47 Wage Bill 
$500 Millions Above 46 


The nation’s steel companies paid 
out almost $500 million more in wages 
and salaries last year than in 1946, 
and their earnings averaged about 6.3 
percent of sales in 1947. 

Reports from more than 50 com- 
panies (who account for about 92 per- 
cent of the industry’s production of 
steel ingots) indicate that the com- 
panies netted only $159 million morc 
in profits than in 1946, and paid out 
$36 million more in dividends. 


BRIEFS: 


. . . Property and scarce commodities 
worth more than $2 million has been 
consumed by fire thus far in every day 
of 1948. 

... Installment credit, as of June 1, 
was 50 percent higher than a year ago. 
...Plant and equipment expenditures 
by business are expected to be from 10 
to 15 percent above what was spent in 
1947. 

...One out of four Americans expects 
his pay envelope to weigh more before 
the end of the year. 

...The house that cost $10,000 to 
build in 1939 was built, just the other 
day, for $21,200. Last year you might 
have had it built for only $18,780. 
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“A great many YARWAY Traps are 
used here and have been very success- 
ful... some of these traps have been 


in use since 1939 and have given 


absolutely no trouble.’’—Herkimer 
Municipal Power Station, Herkimer, 
N. Y. 


ORDER YARWAY TRAPS FROM 
YOUR NEAREST MILL SUPPLY 
DEALER. FOR NAME AND FREE 
TRAP BOOKLET, WRITE... ° 


installed the YARWAY 
ended. Since then, when 
trouble, we put 10 
YARWAYS and they always did a much 
better job. Now we use all senoonage? 
traps,” says Maintenance Engineer 0 
large mid-westero cleaning firm. 


“As soon as We 
trap our trouble 
other traps gave 


ACTUAL SIZE 


Y" TRAP 


YARNALL-WARING COMPANY 


Coal bill last winter was $5 000 


less than previous winter. Didn’t know 
whether they could give YARWAY 
Traps all the credit, but they were 
entitled to a big share of it.” — Meyers 
and Santman (Greenhouses), Wynd- 


11 i 
1 Mermaid Ave., Philadelphia 18, Pa 


YAR WAY IMPULSE STEAM TRAP 
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INDUSTRIAL PRODUCTION INDEX-SLill High, Strong 


Activity in trade and industry con- 
tinues at the record levels established 
early in the year. This is the long 
sought full employment economy. 
Employment has reached 62,000,000 
with unemployment at a_ practical 
minimum. 

The general index of the physical 
volume of industrial production (both 
factories and mines) is more than 90 
percent above the average for the pre- 
war years—close to the highest ever 
reached in peace time. And the na- 
tional income is running at a $208 
billion yearly rate. Think of it. 

If you can imagine business and 
trade as being on a high plateau, tilting 
upward slightly, then you'll have a fair 
picture of what has happened in the 
country, economically speaking, during 
the last eight months. 


Further Advances? 


Some further advances are possible 
if we can avoid strike shutdowns. For 
example, the coal miners’ holiday last 
spring cost us 2,000,000 tons of steel, 
and we still are short of steel. 

Most industries still are being 
pushed to meet the large demand, 
represented by orders now on hand 
and those accruing every day and at 
double the prewar rate. 

Steel, automobiles and rail equip- 
ment, machinery and other industrial 
equipment as well as construction 
materials—all are contending today 
with a demand unknown to them here- 
tofore. 

The effect of this extraordinary de- 
mand on prices can be gauged by the 
situation in the construction industry. 
Construction materials are more 





June May June 

1948* 1948 1947 

Total Production 192 191 184 
Total Manufactures... 198 197 191 
222 220 219 

178 178 168 

Minerals 158 162 148 


* These figures are preliminary and subject 
oa revision on the basis of additional 
ata, 





abundant and more in balance with 
needs than they were a year ago, but 
they are still in short supply. Though 
houses go up at a rate that approaches 
an all-time record, the demand far 
exceeds the supply. So builders bid 
against each other on still scarce ma- 
terials and labor, and as a result con- 
struction costs inch higher. 


The Government Program 


What would the proposed govern- 
ment-sponsored housing program do in 
a situation like this? The need for 
additional housing is recognized, but 
is the government program econom- 
ically sound under present conditions? 

The National City Bank of New 
York, in one of its recent monthly 
letters, suggests that the government 
program should be examined in 
terms of the whole picture, thus 
we can decide “whether it is 
practicable to construct housing more 
rapidly than is now being done and 
whether further grants or aid would 
result not in more housing but only in 
more expensive housing.” 

“The long continued rise in building 
materials and wages”, the Bank con- 
tinues, “is itself an indication that 
despite the record-breaking output 
housing demand is greater than the 


supply. The materials and labor avail- 
able for construction are ‘in general 
fully employed. Under these condi- 
tions, measures to increase the demand 
cannot proportionately increase the 
supply; they can only increase compe- 
tition for materials already in the 
market and for workers who already 
have jobs. They can only drive con- 
struction costs up.” 


Inflation Is Everywhere 


That situation repeats itself in prac- 
tically every field of economic activity. 
Consumers bid against each other for 
what is available in the market, with 
the result that the Bureau of Labor 
Statistics index of wholesale prices has 
just passed the peak established in 
May, 1920. It is likely to go higher 
still, for the recent round of price in- 
creases has yet to reflect itself in the 
index.., 

The main prop supporting the 
climbing price situation is the willing- 
ness of consumers to pay the bill. 

Weekly earnings of manufacturing 
workers now average about $52,000, 
higher than at any previous period. 
Average hourly earnings at $1.32 an 
hour (BLS Index) do not yet reflect 
the third round increases granted by 
the steel companies and motor car 
manufacturers. 

The long-term savings of individuals 
—in savings bonds, saving accounts 
and life insurance—have more than 
doubled since the prewar years. Pers- 
onal holdings of cash and bank de- 
posits also have increased. All these 
add up to “purchasing power’—and 
they are a potent factor, too, in the 
prospect for future business activity. 
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JOBBERS EVERYWHERE 
STOCK EDWARD VALVES 


Ends capped, oiled and hung off the floor for protec- 
tion against thread damage and dirt, these Edward 
forged steel valves are part of stock in an important 
Gulf coast supplier. In foreground, Edward 7500 
lb Fig. 158 valves; in background, Fig. 2688. 


Edward valves are stocked by distrib- 
utors and oil field stores in all parts of 
the country. Some of the larger Edward 
valves are, of course, built on order, 
but all Edward forged steel valves, and 
many cast steel stop, check, non-return 
and other valve types are available out 
of stock. 


If your jobber doesn’t have the valve 
you want, he can get it for you and the 
chances are good that shipment can be 
made immediately. 


Valve Values, Impactor and EValthrust are registered 
ie marks of Edward Valves, Inc. 





Pressure Drop Tests Take to Field 


EDWARD LABORATORY FINDINGS CHECKED 


Research into the characteristics of 
flow and the reduction of pressure drop 
has been a continuing Edward labor- 
atory project for many years. 

Recently Edward engineers checked 
their laboratory findings with a series 
of country-wide field tests,{believed to 
be unparalleled in flow research, in 
large central stations operating under 
considerably different conditions. 


Edward angle non-return valve as tapped for field 
test in 1300 lb 920 F midwestern central station. 


IMPACTOR HANDWHEEL, 
CLOSURE INDICATOR 
AIDS TO OPERATOR 


For years, the Edward Impactor 
handwheel has been the most popular 
method for manual operation of large 
valves. Usually attached to a valve 
with patented EValthrust ball bearing 
yoke, it has simplified closing big valves 
against high loads in close quarters. 

Now many large Edward valves are 
also equipped with a new, high-visi- 
bility closure indicator to show the 
gene of the valve stem at a glance. 

n combination, the Impactor hand- 
wheel, EValthrust yoke bushing and 
Edward closure indicator are great 
helps to the operator. 








Temporary insulation covers Edward motor-operated 
Gngle valve during in-service pressure drop tests 


To make the tests, standard valveg 
were drilled and tapped so that pressure 
recording gages could be installed at 
vital points in the path of flow. Stress 
analysis was made concurrently through 
strain gages affixed to the body of the 
valves. 

Test results, coupled with laboratory 
data accumulated through the last 
decade, have guided the redesign of 
many types of Edward valves with re- 
duction of pressure drop of up to 30 
per cent. 


Edward Fig. 2688's 
Used on Trap Lines 


A good all-purpose forged steel globe 
valve is the Saueed Fig. 2688, an O.S. 
& Y. valve, and its inside screw com- 
panion, Edward Fig. 2698. 

A good example of the many piping 
uses for this valve series is this con- 
densate and trap line hook-up on the 
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reheat system of a big new central 
station in north central United States. 

The Edward inclined stem construc- 
tion in small globe valves has many 
advantages, not only in lower pressure 
drop, but in reduced wear through 
freer flow, and, as the illustration shows, 
piping flexibility where a battery of 
valves must be installed in limited 
space. 





— 
EDWARD builds cast and forged steel globe and angle stop, gate, non-return, blow-off, feedline stop-check, INTEX (integral seat), integral bon- 
net UNIVALVES, relief, hydraulic, gage, straight-through valves and strainers for power, petroleum, marine, industrial and technological services. 
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Pyrene Mfg. Co. 
Promotes G. H. Boucher 


George H. Boucher has been pro- 
moted to the position of vice-president 
and general manager of Pyrene Mfg. 
Co., Newark, N. J. In his new posi- 
tion he will assume active supervision 
over all departments. Mr. Boucher 
recently was elected a member of the 
board of directors and has been vice- 
president in charge of sales. 

Born and educated in Hudson, 
N. Y., Mr. Boucher has more than 30 
vears of experience in selling through 
distributors. For more than 10 years 
he was associated, in sales posts, with 
the Eveready Division of the National 
Carbon Co. For five years he was sales 
manager of the Toiletware Division of 
the Fiberloid Corp., now a subsidiary 
of the Monsanto Chemical Co. 

He jointed Pyrene in 1929 as ad- 
vertising and sales promotion manager. 

He joined Pyrene in 1929 as ad- 
and in 1944 to vice-president in charge 
of sales and advertising. 


Neil C. Hurley, Sr. 
Independent Pneumatic Tool 


Neil C. Hurley, Sr., chairman of 
the board of the Independent Pneu- 
matic Tool Co. of Aurora, Ill., died in 
Chicago Aug. 2, at the age of 78. 

Born in Galesburg, Ill., Mr. Hurley 
was a co-founder with his brother of 
the Hurley Machine Co., which pro- 
duced the well-known “Thor” washing 
machine. 

Mr. Hurley had been president of 
Independent Pneumatic from 1932 to 
1944, and was chairman of the board 
at his death. He had been, at one 
time, chairman of the finance commit- 
tee. His son, Neil C. Hurley, Jr. is 
the firm’s present president. 

Surviving Mr. Hurley, Sr., are his 
wife, two daughters and a son. 


J. E. Haseltine & Co. 
Advances John Wehlitz 
Following a thorough course of 
training in the various departments of 
J. E. Haseltine & Co., Portland, Ore., 


John Wehlitz has been assigned to 
Pendleton, Ore. 
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Fred L. Stuart 


London Firm 
Names Stuart Its Agent 


S. Wolf & Co., Ltd., London W 5, 
England, manufacturers of portable 
electric tools, has appointed Fred L. 
Stuart as exclusive U. S. representative 
for its entire line of products. Mr. 
Stuart, formerly, was factory repre- 
sentative and technician for P. & F. 
Corbin division of American Hardware 
Corp. He will make his headquar- 
ters in New York City at 309 East 
40th St. 


Muskegon Distributors 
Liquidate Towner Co. 


Executives of Factory Supply, Lake- 
shore Machinery & Supply and Muske- 
gon Hardware & Supply, of Muskegon, 
Mich., recently formed the Triple 
Supply Co. as a successor firm to 
Towner Hardware Co., Muskegon. 
The move was part of a plan to liqui- 
date the entire stock of the ‘Towner 
firm, jointly purchased by the three 
Jocal industrial distributors. 

With a large stock of light hard- 
ware stocks already disposed of, the 
main showroom of the Towner firm 
has been closed. Operations to liqui- 
date the balance of stock will be car- 
ried on at the Towner Co.’s Clay 
Avenue warehouse. 

Towner Hardware Co. was the old- 
cst industrial distributor in Muskegon, 
having been founded in 1882. 


Haskins Named By 
Standard Tool 


Ernest W. Haskins, formerly with 
the Chandler-Farquhar Co., Boston, 
Mass., has been named a representa- 
tive in New England of the Standard 
Tool Co., Cleveland. Mr. Haskins 
succeeds Herb Elder, who has retired 
from the company. He will make his 
headquarters in Boston. 


THE ONLY LIVING MEMBER of the original founders of The W. M. Pattison 
Supply Co., Cleveland, Ohio, is Treasurer Alfred C. Vaughan, (left) shown with 
J. W. (“Little Joe”) Gruver, approximately 78 years old, on the occasion of his 
retirement on pension from the Pattison organization. “Little Joe”, the dean of 
inside floor salesmen, joined Pattison’s in 1905 after a turn with the Globe Iron 
Works Co. in Cleveland. 
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SALES-APPEAL of Black & Decker HOLGUNS 


Here's another example of why the Black & 
Decker Line is unmatched for selling through 
Distributor Salesmen! This speedy HOLGUN 
is part of the most complete line of Portable 
Electric Tools. Like all B&D Tools, its sales 
features rest on 38 years of engineering and 
manufacturing leadership, top-quality ma- 
terials and workmanship. Its parts are inter- 
changeable for simpler servicing. And it is 
backed up by regular, aggressive advertis- 


ing in The Saturday Evening Post and a score 
of key industrial publications. Add the facili- 
ties of 24 strategically lotated Factory 
Service Branches in the U. S. A. Add the 
profitable benefits of an honest Distributor 
policy. And it's easy to see why Black & 
Decker Tools have been successfully sold 
through Distributors for more than 30 years! 
The Black & Decker Mfg. Co., 617 Penn- 
sylvania Ave., Towson 4, Maryland. 


“Trade Mark Reg. U. S. Pat. Off. 
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PORTABLE ELECTRIC TO ©] LS 
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HERE’S THE 
“INSIDE STORY” 
ON BLACK & DECKER 
QUALITY! 


1. Deep-groove ball bearing 
on chuck spindle, with inner 
and outer races each locked in 
place, minimizes wear, insures 
greater spindle accuracy and 
eliminates nose-heaviness. 
2. Splined mounting of spindle 
gear increases strength, facili- 
tates inspection, reduces noise, 
friction and wear. 
3. Needle roller bearing on 
back end of spindle. 
4. Full-power Black & Decker- 
built universal motor. 
5. Famous “Pistol Grip and 
Trigger Switch"’ fits naturally 
into any hand, right or left. 
6. Full-size armature pinion, 
with 12 teeth, insures smooth, 
noiseless operation, less wear 
and longer service. 

. » « PLUS Many Other 

Quality Features! 
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GILMER SALES POLICY 


This is what the Gilmer Sales Policy offers: 
1. A “buy-through-Distributor” policy; no factory 
sales in competition. 


. A widely-experienced District Manager affords 
frequent direct sales help. 


. Engineering assistance when needed from fac- 
tory power transmission specialists. 


. Distributor protection. 
. Uniform discount schedules. 
. A profit on every sale. 


. Full jobber profit on non-stocking Special Pur- 
pose Belts. 


. Catalogs, direct mail, and national advertising 
in a balanced program. 


. Monthly bulletins from the factory. 
. Stockroom and merchandising aids. 


HOSE and PACKING 


ADVERTISED TO YOUR CUSTOMERS 

Telling them to “Get in Touch with your 

Gilmer Distributor.” In current issues of ... 
FACTORY MANAGEMENT & 

i MAINTENANCE and MILL & FACTORY 
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Norton Memorializes 
Its War Dead 


The Norton Co. of Worcester, 
Mass., has just published a handsome 
volume, prepared by the company, 
which honors their employees who lost 
their lives in the Second World War. 

The memorial, entitled “Under Our 
Flag”, has been presented to each of 
the families of the firm’s 61 former 
employees who died in service, and to 
the 2,480 other service veterans of the 
company. The greater portion of the 
book is devoted to charcoal portraits 
of the 61 Norton men who did not 
return. The original drawings by 
Bettina Steinke, a noted New York 
and Central American artist, have been 
framed and presented to the next of 
kin. Opposite the portrait of each 
man in the memorial book there ap- 
pears a page containing a brief descrip- 
tion of his war record, and a small line 
drawing illustrating his branch of 
service. 

The frontispiece, in full color, is a 
reproduction of the “In Memoriam” 
plaque on the wall of Norton Hall to 
memorialize those who gave their lives 
in World War II. 


Moore-Handley Hardware 
Withdraws Purchase Offer 


The Moore-Handley Hardware Co., 
Inc., Birmingham, Ala., has _with- 
drawn its offer to purchase the former 
Betctel-McCone properties from the 
War Assets Administration. 

President W. W. French, Jr. ex- 
plains that at the time the company 
offered to purchase the properties, the 
international situation was such that 
the government did not wish to retain 
any interest in the properties. Since 
that time the government has ex- 
pressed unwillingness to sell the prop- 
erties except subject to its right to re- 
take possession at any time within the 
next 20 years on 120 days notice. 

Moore-Handley had offered to pur- 
chase eight of the service bays in the 
plant at a price of approximately $1,- 
450,000. 


Dallman Supply Co. 
Names Hill To Branch 


Joseph L. Hill, Jr. has been ap- 
pointed assistant manager of the Sac- 
ramento branch of the Dallman Sup- 
ply Co., distributors of San Francisco, 
Calif. 

Mr. Hill has been an employee of 
the company for many years as a 
sales representative in the Sacramento 
territory. 


FLUORESCENT LIGHTING acous- 
tical tile ceilings and modern office 
equipment feature the newly remod- 
eled offices of Pidgeon-Thomas Iron 
Co. of Memphis, Tenn. 





John L. Mandler 
Joins Clipper Belt Lacer 


John L. Mandler has joined the sales 
office of the Clipper Belt Lacer Co., 
Grand Rapids, Mich., as factory repre- 
sentative. His territory will comprise 
the states of Ohio, Kentucky, West 
Virginia, all of Indiana excepting the 
South Bend and Elkhart area, and in- 
cluding Southeastern Michigan. 

Mr. Mandler has had considerable 
experience in sales work prior to and 
following the Second World War. He 
succeeds Earl H. Forsyth, who tre- 
presented the company previously for 
about 25 years. Mr. Mandler is a resi- 
dent of Toledo, where he will make his 
headquarters. 


ook 


John L. Mandler 


Pidgeon-Thomas Iron Co. 
Outgrows Office Space 


The current trend toward special- 
ized selling and the departmentalizing 
of business functions has resulted in 
an increase in its office space for the 
Pidgeon-Thomas Iron Co., Memphis, 
Tenn. The firm’s office area has grown 
another 3,000 sq. ft. making its pres- 
ent facilities above 5,000 sq. ft. 

The alterations were completed at 
a cost of approximately $50,000 and 
included installation of the latest type 
of combination air-conditioning and 
heating equipment, fluorescent light- 
ing, ventilation, acoustical tile ceil- 
ings and modern office furniture and 
equipment. 

A mezzanine floor, 20 by 120 ft. 
was added to accommodate the desks 
for all outside salesmen, accounting, 
cost and pricing departments, multi- 
graph and mailing departments and 
private offices. In the main general 
offices, private offices have been pro- 
vided for the drafting and iondling 
departments. 

The street. level floor houses the 
sales department and display windows, 
where space is available for exhibition, 
at intervals, of various of the firm’s 
stock of structural and maintenance 
supplies. 

Now in its 82nd year, the Pidgeon- 
Thomas Company employs about 100 
office workers and 25 salesmen. The 
firm’s officers include Frank Pidgeon, 
president; Frank Pidgeon, Jr., office 
manager; Phil Pidgeon, Jr., steel sales; 
James Pidgeon, vice-president, treas- 
urer and purchasing agent; H. Clay 
Dean, secretary and cashier; Russell 
Peete, assistant sales manager; C. M. 
Bull, chief engineer and Adam Muth, 
industrial sales manager. 
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now CLOL15 WELDING FITTINGS 


When you specify and use Globe 
Welding Fittings you will have the 
product of an organization with un- 
usually broad metallurgical experi- 
ence. Globe's precision-process meth- 
od of production reaches back to 
the manufacture of the Globe seam- 
less tubes themselves which are the 
“raw material” of Globe welding 
fitting fabrication. 


Send for the Globe 
Welding Fittings Cata- 
log—and look to Globe 
as a preferred source 
of supply. 


GLOBE STEEL TUBES Co. 
Milwaukee 4, Wisconsin 


Producers of Globe seamless—carbon— 
alloy — stainless steel tubes — Gloweld 
welded stainless steel tubes—Globeiron 
seamless high purity ingot iron tubes. 


GLOBE 


PRECISION PROCESS 
WELDING FITTINGS 


DISTRIBUTORSHIPS AVAILABLE 


Distributors are invited to write for 
complete information and details 
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AT THE FIRST MEETING of the “Old Timers’ Club”, Delta Mfg. Division, 
Rockwell Mfg. Co., President W. F. Rockwell, Jr., congratulates the Club’s honorary 
head, Hans Jaeger. H.C. Stuckeman, vice-president and general manager looks on. 


BY AIR AROUND THE WORLD in 
six months is the prospect for German 
Erasquin, of Wilmington Sprayer & 
Compressor Mfg. Co. 


EXECUTIVES AND MEMBERS of the sales and office staffs of the Carborundum 


Co. and the sales and merchandising executives of Masback, Inc., Eastern distributors, 
gather to mark the appointment of Masback as a distributor for Carborundum. 


THE BENDIX RACE from L. A. to 
Cleveland will see E. P. Lunken per- 
form in his own plane. He’s a vice- 
president of Lunkenheimer Co. 


THE “CATERPILLAR CLUB” hon- ene, 
ors men shot down over enemy terri- ENGINEERING CERTIFICATES of excellence earned by H. E. Kellman, D. C. 
tory, one of whom is Ed Ellis, Jr., Whitaker, B. E. McCaslin, O. H. Peckham, W. W. Oberjuerge and French D. 
(shown with his father), salesman at Helsley, all of Oberjuerge Rubber Distributing Co., St. Louis, are awarded by C. H. 
Ellis & Lowe Co., Tampa, Fila. Carroll (left) of Worthington Pump & Machinery Corp. 
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YALE HOIST 
SALES ond SERVICE 
Rvaclable Through 
Your Distributor 


See Vale Hoists in action! 
Jan. 12-16 7 Clevelnr 


SELL THE HOIST 
THAT'S IN DEMAND 


b/ 145 - 


SPUR - GEARED HAND CHAIN HOIST 


WHAT YO! CUSTOMERS GET — A hoist 
that’s number one in its class. One that’s famed 


throughout the world for its sound engineering, 
speed and safety of performance . . . its long, de- 
pendable life, and unfailing ability to lower pro- 
duction costs by making child’s play of the heavi- 
est lifting jobs. Holds loads in suspension by an 
automatic brake. 


WHAT YOU F Greater sales and income 


possibilities from a hoist that’s easy to sell because 
it’s in demand, Capacities ranging from 4 to 40 
tons. Hook and trolley types with modifications 
that take care of every hand hoist application. 


And to boost your profits higher, sell the Yale 
Cable King and Midget King Electric Hoists and 
the Yale Pul-Lift, “The Indispensable ‘Tool of 
Industry.” The Yale & Towne Manufacturing 
Co., 4530 Tacony St., Philadelphia 24, Pa. 


Fe 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT...PROMOTES SAFETY 


INDUSTRIAL DIAL SCALES HOISTS — HAND AND ELECTRIC 


TENE 
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TRUCKS — HAND LIFT AND ELECTRIC 
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ro sExL Cireular Saws, you NEED THE ANSWERS 





Searce saw sales got you by 
the gullet? Lost the combina- 
tion? Set your teeth at a new 
angle and rip through these 
16 questions, then turn to 


Page 168 for the answers. 


A. METAL CUTTING SAWS: 


1. Circular metal saws may be used: 
C for sawing iron and steel 
(J) for sawing non-ferrous metals 
(J) for sawing plastics and com- 
position materials 


. For best results when using circu- 
lar metal saws, as in cutting heavy 
bars of iron, steel or brass on cold 
sawing machines, first cutting con- 
tact should be at the point of the 
saw circumference farthest from the 
arbor on a straight line from arbor 
center. (J True. CO False. 


. “Chatter” encountered in work 
with a circular metal saw may be 
caused by: 

O)worn driving mechanism 

L) loose bearings 

C] stock not clamped tight in the 

vise 
Cluse of too coarse a tooth 


. Heavy production cutting on metal 

stock either soft or hard, suggests 
the use of an inserted tooth saw. 
O)True. CO False. 


. Cold cutting circular metal saw 
speeds, when cutting iron and steel, 
should never exceed: 

CL] 35 surface feet per minute 
C180 surface feet per minute 
(1120 surface feet per minute 





CORRECTION 


In the July issue of Questions and 
Answers, on Bearings, the reference 
to the general types of bearings used 
for industrial power transmission 
should have included bronze bearings 
in the same category with the bab- 
bitted type. Both bronze and_bab- 
bitted bearings may be hand or self- 
lubricated. 























Test your knowledge of saw terms with question 8 (B) below. 


6. The fit of the saw on the arbor 
must be snug, with at least .010 
clearance between the arbor and 
the center hole of the saw. (J True. 
C] False. ; 


7. For work requiring fine teeth, two 
of the following cold cutting circular 
saws might be recommended. 
Which? 
C1) solid steel saw 
LJ segmental saw 
Clinserted tooth saw 


8. Generally, when using cold cut- 
ting circular metal saws on hard 
alloy stecls, a good saw speed to 
recommend is about 65 feet per 
minute. () True. O) False. 


. WOOD CUTTING SAWS: 


. Basically, there are only four types 
of wood-cutting circular saws; rip, 
cutoff, combination and groover. 


OO True. O False. 


. Based on 12,000 rim feet, a 10- 
inch circular saw designed for use 
in wood will travel at 4400 rpm; a 
20-inch saw at 2200 rpm. A 40-inch 
saw will travel at: 

(11400 rpm 
(11100 rpm 
0900 rpm 
1) 300 rpm 


. Generally, on a table saw, the hol- 
low-ground planer blade will rip, 
crosscut and miter much smoother 
than will the flat blade using the 
same combination tooth. 0) Truc. 
C1 False. 


. In the terminology of the shop, 
“edger” is another name for: 

() the cutoff saw 

()the groover saw 

CO) the rip saw 


5. The crosscut saw and the rip saw 
may be used interchangeably in 


wood-cutting production — work. 


1 True. O False. 


6. The gullets of the crosscut saw 
have a slight round: 
(Jto increase their sharpness 
Lj to prevent cracking 
Cito permit casier cooling 


7. For cutting logs to length, as in 
sawmills, pulp mills, etc., inserted 
tooth cut-off saws are interchange- 
able with replaceable tooth rip saws. 


(1 True. O False. 


. Match the keyed letters in the 
drawing with the following terms: 

C] gullet 

CL] face 

CL] back 

Cj raker tooth 

LJ point 

Ci cutting tecth 





“We're just even—muff this shot and 
I'll give you an order—.” 
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THREADWELL’S 
: 
PIPE THREADER 























« SELF-OILING .. . a squeeze of the button squirts oil on the pipe 
ae, and dies regardless of the position the handle is in. 
> 2. REVERSIBLE RATCHET .. . a twist of the pawl knob reverses 
f Direct “In-Line” Pull and ‘ESR Ob ratchet direction instantly and allows easy removal of die head 
Self-Oiling features. after threading. 

3. INTERCHANGEABLE DIE HEADS. .. . a pull of the ratchet paw! 
knob releases the die head in the stock and allows another to be 
inserted quickly and easily. 


Cutaway view showing 
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io . 4. DIRECT “IN-LINE” PULL .. . direct alignment of handle over 
KY d DELIVERY FROM STOCK cutting dies reduces effort required to cut threads by 35%. 
= 5. INCREASED DIE LIFE . . . tests show that the life of dies in a 
- Threadwell Pipe Threader has been increased 150%, and dies 
—} can be resharpened when needed. 
6. EASE OF EFFORT .. . the many features of the Threadwell Pipe 
) Threader and their simplicity and ease of operation all add up 
to effortless pipe threading. 
THREE STANDARD SETS | 
| 
5A — Cuts 1/8”, 1/4”, 3/8”, 1/2”, 3/4", 1" & | 
1-1/4” threads. | 
5B —Cuts 1/8”, 1/4”, 3/8”, 1/2”, & 3/4” /V™ | 
threads. = fei 
5C —Cuts 1/2”, 3/4”, 1”, & 1-1/4 threads. —- - l 
, DISTINCTION” : 
Plumbing Supply Jobbers are invited to write us on Threadwell Tap & Die Company, Greenfield, Mass., makers of Threadwell Taps, Dies, | 
dd their letterheads for price and delivery information. Counterbores, Twist Drills, Keyway Broaches and other fine cutting tools. l 
| 
| 
| 
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Tubular Micrometers 


Provide Large Capacity 
For Precision Measuring 


The steel frames of a new line of 
tubular frame micrometers are hol- 
low—formed in two sections and 
welded to produce a flat tubular shape 
which is both rigid and light. The 
frames have a very low coefficient of 
expansion and contraction and they 
are finished with tough, durable black 
crackle finish. The heads of the 
micrometers have hardened special 
steel spindle; threads hardened, sta- 
bilized and ground from the solid; 
“Hi-Micro” mirror-like finish on faces 
of anvil and spindle. The heads are 
dull chrome plated with quick-read- 
ing markings and include a lock nut 
for locking the position of the spin- 


dle. The new “mikes” are standardly 


available with bow type frames for 
measuring by thousandths over a 6-in. 
range in eight capacity ranges from 
12-18-in. up to 54-60-in.—L. S. Star- 
rett Co., Athol, Mass.—Industrial Dis- 
tribution, September 1948. 


for use on fast production lincs where 
greater speed is required. ‘I'he iron 
reaches a soldering temperature con- 
siderably beyond that of the conven- 
tional iron, the manufactuser claims, 
and special provisions have been made 
in the element construction to with- 
stand the unusually high temperature 
developed. Elements and tips are re- 
placeable and the tool works off regu- 
lar 110 or 220 volt line circuit, AC 
or DC, any cycle—Hexacon Electric 
Co., Roselle Park, N. J.—Industrial 
Distribution, September 1948. 


























Soldering Iron 


With Small Tip Diameter 
For Use On Fast Production Lines 


A new electric soldering iron of the 
plug tip type and rated at 200 watts 
with a 4-in. diameter tip, is intended 
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Pneumatic Timer 


For Control Timing 
Of Machine Tools, Conveyors, Etc. 


A new AC pneumatic timer is de- 
signed for a wide variety of industrial 
control timing needs such as machine 
tools, conveyors, automatic process:ng 
equipment, etc. Extremely sma!] in 
size, the timing adjustment easily can 
be made from the front of the unit 
with a screw driver. Eight turns of the 
screw gives the entire timing range 
from 0.3 seconds to 3 minutes. Reset 
of the timer is practically instantane- 
ous. The device is available eithcr 
with one or two timing steps—the two 
steps eliminate the need of one tim- 
ing relay—Cutler-Hammer, Inc., Mil- 
waukee, Wis.—Industrial Distribution, 
September 1948. 














Punch 


A Double-Purpose Machine 
For Perforating And As Press 


Holes of various shapes and sizes as 
large as four inches in diameter can 
be perforated rapidly with the new 
“Di-Acro” punch, a double-purpose 
machine which can be employed as 
well as a precision punch press for 
an unlimited variety of blanking, draw- 
ing, embossing and forming opera- 
tions. Its specifications include a ma- 
terial capacity of two-in. diameter hole 
in 16 gauge steel plate; height of 
throat, 3}2-in., depth of throat, 64-in., 
net weight 175 Ibs. The base and 
body is of sturdy construction—special 
alloy cast iron.—O'Neil-Irwin Mfg. 
Co., Lake City, Minn.—Industrial 
Distribution, September 1948. 














Ground Carbide Files 


To Alter Or Correct 
Hardened Dies, Templets, Etc. 


Altcrations or corrections on hardened 
dies (as hard as Rockwell 63 C) are 
said to be possible with new ground 
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cororruL VEW carton 
NOW MAKES IDENTIFICATION 
OF HELLER VIXENS Easy! 


Here you see the new carton that makes it 
easy to identify a genuine VIXEN milled 
curved-tooth file, made only by Heller. 
Handsomely styled in pearl gray, it displays 
colorful touches of black, gold and green, 
and is attractively labelled so you can read- 
ily recognize size, cut and type at a glance. 

Yes, this modern VIXEN package possesses 
a characteristic color and design that is 
your best assurance you will get what you 
ask for... when you want a VIXEN. 


HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturer 


Newark 4, New Jersey Newcomerstown, Ohio 


Best for autobody and 
fender dent work, too! 


Made also in flexible patterns for use in 
a holder that curves the file outward or 
inward to conform to the surface, 
Vixens give that slick new-car look in 
all autobody and fender filing work. 


y| | 4 \'2 te 


Trade Mark Reg. U.S. Pat. Off, 





a 


VIXEN FILES ARE MADE ONLY BY HELLER 


Vixens, the original milled curved-tooth file, have been in use for many years. Widely imitated, they have never been 
equalled. Insist on genuine VixENs—made only by Heller and marketed in new colorful carton for easy identification. 
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inter TAPS 
IN STOCK 


Filling orders promptly is the kind of service your customers 
appreciate. Winter Brothers help you fill orders quickly by main- 
taining supplies of Winter Taps and Dies across the nation. 
Complete stocks are carried at branch warehouses in Detroit, 
Chicago, and San Francisco, as well as at the Winter factory in 
Rochester, Michigan. Recommend Winter Taps with confidence, 


knowing you can supply them quickly. 


Your Serutce™ 


Winter Brothers advertising in leading business 
publications points out that Winter distributors 
carry a complete stock of Winter taps. Winter 
Brothers are proud of their distributors and 


their excellent record of customer service. 


inter Brothers company Ad 


ROCHESTER, MICHIGAN, U.S.A. ¢ Distributors in Principal Citiese A Division of 
i i i 8 i icago, San Francisco ve z og ler ER 


the National Twist Drill and Tool Company ¢e Branch Stores: Detroit, Chica 
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Winter Taps and Dies are made in a wide 
variety of styles, including hand, chip driver, 
machine screw, nut, tapper, pulley, and 


pipe taps—in high speed or carbon steel. 


1948 





IS BUILT INTO 


NATIONAL METAL CUTTING TOOLS 


“Call Your 
: Wr istribetor : 


A 
ysiness Every National ad in general business 
‘butors : magazines advises readers to “call your 
: j distributor for cutting tools or any other 
Winter staple industrial product.’’ For years 
rs and } National has recognized the important role 

8 of the industrial distributor in stimulating 
e. production efficiency. 


R 


- 


‘od [ATIONAL rwisr pris Ann Toot coMPANY 


R ROCHESTER, MICHIGAN, S. o. A. Tap and Die Division—Winter Bros. Co. 


Distributors in Principal Cities « Factory Branches: New York » Chicago + Detroit +» Cleveland +» San Francisco 


IN THIS GREAT NEW PLANT 


You and your customers can depend on the quality of National 
tools because only the best materials and methods are used in 
their manufacture. National’s great new plant at Rochester, 
Michigan, is a model of its kind. It combines modern manufac- 
turing facilities with traditional engineering skill, to assure your 


customers better tools for better performance. 


Oe SAIN TSR 
aadtmné cet | 
TINA A 


National's complete line of rotary metal 


cutting tools includes high speed or carbon 


steel Twist Drills and Reamers, and High 
Speed Steel Milling Cutters, End Mills, Hobs, 


Counterbores, and Special Tools 
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carbide die machine files-—and_ with- 
out the risks involved in annealing 
and rehardening. The ground carbide 
files finish faster and can be used in 
dic-making, finishing parts, templets, 
production pieces, toys, and on almost 
any materials where a_ relatively 
straight surface is to be worked. Sev- 
cral sizes are available, in four stand- 
ard shapes; round, square, rectangular 
and triangular—Severance Tool In- 
dustries, Inc., Saginaw, Mich.—Indus- 
trial Distribution, September 1948. 











DC-AC Welder 


A Single Compact Unit 
Offers Advantages of Both 


The inherent advantages of both DC 
and AC arc welding are offered in a 
single compact unit in which the arc 
is set for cither operation by simply 
setting two switches and a hand lever. 
The welder, on DC operation, uses 
rugged rectifier tubes installed in a 


flexible mounting to supply direct cur- 
rent. The manufacturer states that 
idling losses are cut 50 percent, that 
power consumption under load is sub- 
stantially decreased, and that mainte- 
nance costs are reduced compared to 
conventional DC motor-generator ma- 
chines. The instant arc response elim- 
inates surging and electrode spatter. 
The machine’s AC welding character- 
istics are said to include smooth, in- 
stant starting and stable arc action 
and quiet, vibration-free operation. 
Inert gas shielded arc welding per- 
formance with AC operation has been 
found excellent when a high frequency 
current is introduced into the circuit, 
according to the maker. A handwheel, 
mounted on top of the welder, pro- 
vides accurate stepless amperage set- 
tings for AC or DC operation.—John 
A. Kern Co., Chicago, I]]_—Industrial 
Distribution, September 1948. ° 


Heavy Duty Air Hose 


For the Rugged Service 
Of Mine And Quarry 


Made with working pressures of 350 
and 300 lbs., a new “Homo-Flex” 
heavy duty air hose is particularly use- 
ful for the rugged service encountered 
in mining and quarry operations. The 
hose line also can be used to advan- 
tage, according to the manufacturer, 
in other air service requiring an ex- 
tremely tough type of hose. An extra 
strong tube, compounded of oil-proof 
flexlastics, two braids of heavy strength 
member, and a thick abrasive resistant 
oil-proof cover, adds to flexibility. The 
hose is available in two sizes, }-in. and 
l-in. inside diameters.—Raybestos- 
Manhattan, Inc., Manhattan Rubber 
Division, N. J.—Industrial Distribu- 
tion, September 1948. 














Bench Grinder 


For Light Grinding, Buffing, 
Sharpening Tools, Etc. 


Among the many features of a new 
bench grinder, powered by a 4 hp. 
ball-bearing, constant speed induction 
motor are its safety type wide wheel 
guards, adjustable tool rests and the 
toggle type switch enclosed in a 
moulded case located in the base of 
the grinder. The guards are adjust- 
able to permit grinding at any point 
on the circumference of the wheel. 
Speed at 60 cycles is 3450 rpm. The 
grinder is furnished with two wheels, 
6-in. by 2-in. one coarse, one fine.— 
Stanley Electric Tools, New Britain, 
Conn.—Industrial Distribution, Sep- 
tember 1948. 


Grinder 


Its Belted Motor Drive 
Is Self-Contained 


The enclosed ball bearing motor of a 
new grinder is on an adjustable bed 
plate attached to the back of the 
pedestal, and the machine has a self- 
contained belted motor drive. Power 
is transmitted through multiple V-belt 
drive. The guards for both the 





Product 


Manufacturer 


Product 


Manufacturer 





Soldering Iron 


Tubular Micrometers... L. S. Starrett Co 
Hexacon Electric Co........ 


Thread Cleaner 
Floor Polisher 
Micrometer Finish 





Pneumatic Timer 
Punch 


DC-AC Welder 
Bench Grinder 
Grinder 

Bench Grinder 
Soldering Iron 


Turning Tools 
Ratchet Wrench 


Ground Carbide Files... 
Heavy Duty Air Hose... 


g 
Sander and Polisher.... 
Air Cylinder Control... 
Nylon-Coated Cable... . 


Handi-Drill Kit Box.... 


Cutler-Hammer, Inc 


O’Neil-Irwin Mfg. Co....... 


Severance Tool 


John A. Kern Co........... 


Raybestos-Manhattan 
Stanley Electric Tools 
Standard Electrical 


Turner Brothers, Inc....... 


Dremel Mfg. Co 
Speedway Mfg. Co 


Transvision, Inc............ 


Rochester Ropes, In 


C. J. Hendry Go............ 


Reed Roller Bit Co 





Tool Holder 


Magnetic Chucks 
Tailgate 


Reversible Screw Driver. Aro Equipment Corp 


Plier Set 

Flexible Couplings 
Lubricator Valve 
Hand Crimper 
Centrifugal Clutch 
Welders’ Clamp 


Buckingham Mfg. Co 


C 
L. S. Starrett Co 
Stanley Tools 
Oil-Dri Corp 
Portable Electric Tools 
Diamond Penetrators.. Clark Instrument, Inc..... 
Standard Test Gage.... American Chain & Cable... 
Valve & Tool Grinder... Black & Decker Mfg. Co.... 


Brown & Sharpe Mfg. Co... 
Cemco Industries, Inc 


Bonney Forge & Tool Wks.. 
Climax Flexible Coupling... 
a 16 
Roesch Tool Products 
Saginaw Products Corp..... 
Cincinnati Tool Co 
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IMPERIAL 
FL Dug fittings 


the all-metal tube coupling 
that withstands vibration 


AVAILABLE in BRASS 
or ALUMINUM 


YOUR CUSTOMERS will be inter- 
ested in Imperial Hi-Duty Fit- 
tings. Be sure to show them 
Catalog 350 and Bulletin 365 
which give complete informa- 
tion on these outstanding tube 
couplings. Ask for your copies. 


THE IMPERIAL BRASS MFG. COMPANY 
511 South Racine Avenue, Chicago 7, Illinois 


PIONEERS IN TUBE FITTINGS 
AND TUBE WORKING TOOLS 
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New Products 


(Continued from page 136) 





| straight grinding wheel and _ the 
| disc grinding wheel are of. struc- 


tural plate steel. The left hand side is 
arranged for a maximum of 24-in. by 


| 3-in. by 13-in. grinding wheel powered 
| by a 10 hp. motor. The smallest size 


is 10-in. with a one hp motor. The 
tight hand side is arranged to accom- 
modate plate mounted disc grinding 
wheel, from 24-in. to 10-in. diameter, 
depending on the size of the machine. 
—The Standard Electrical Tool Co., 
Cincinnati, Ohio.—Industrial — Dis- 
tribution, September 1948. 

















Plug Gages 


Go and No-Go Members 
Are Locked in Plastic 


| Tough, light-weight plastic is put to 


use in the collet-held plug gauges 
whose “go” and “no go” members are 
held in opposite ends of the gauge 
handle by that material. The collets 
are made with a solid base which stops 
the gauge member when it is being 
fitted into the collet and prevents the 
gauge from slipping through the collet 


| into the handle. Collets are black 
| and red respectively, to signify “go” 


and “no-go”, the gauges are available 


| in a range of diameters from .050-in. 


York, Pa., Chicago, Denved Los Angefes, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
\ 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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to .690-in—Turner Brothers, Inc., 
Ferndale, Mich.—Industrial Distribu- 
tion, September 1948. 


Sander And Polisher 


So Easy To Handle 
A Child Can Use It 


A new electric tool, the “Moto-San- 
der,” a combination sander and polisher 
is said to be the lightest, most com- 
pact machine of its kind and so easy 
to handle that a child can use it. It 
weighs only 24 Ibs., and is equipped 
with a rubber cushioned sanding pad 
which measures 2}-in. by 54-in. The 
tool delivers about 7,200 strokes a 
minute and the short, rapid stroke 


| is reported especially desirable since 


it frees the sandpaper of excessive 





Kennedy advertising helps you 

sell Kennedy Valves. This full- 

page advertisement is appearing 

ee in industrial publications with a 

he total circulation of 350,000. 
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| dust. A patented cam-type clamp 


paper holder permits changing sand- 
paper in seconds. Designed for shop, 


| plant and home use, the machine has 
| only two moving parts and never re- 
quires oiling or adjustment. It op- 


erates on 110-120 volt, 60 cycle AC 


| electric current (only), and gives no 


~MORE PROFITS FOR YOU! 


Popular with customers? You bet. One glance at the zew Victor 
Wall Chart tells them exactly the right hand, band or 
power saw blade to use with any type of material. And 
they also get worthwhile advice on the proper use and 
care of blades. They will benefit from better, faster cutting 
results. You will benefit from the extra sales, the extra 
profits that come from customer-satisfaction. 


Order your supply of these sales-stimulating charts now. They 
are attractive, durable, and large enough (17 by 22 inches) 
for easy reading. Absolutely free—with your company 
name imprinted on quantities of 50 or more. Write today, 
the supply és limited. 


For the most profitable line of blades, handle the Victor line. 
There’s a Victor blade for every job a hack saw or a 
band saw can do—and that means more profits from more 
blades than ever before. You'll get repeat business easily, 
too, with Victor—each Victor blade delivers the type of 
top-performance that brings customers back. 





\ ACT SAW WORKS, INC. 
MIDDLETOWN, N. Y., U.S. A. 


Makers of Hand and Power Hack Saw Blades, Frames and Band Saw Blades. 
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radio interference—The Dremel Mfg. 
Co., Racine, Wéis.—Industrial Dis- 
tribution, September 1948. 














Bench Grinder 


Has %4-Inch Horsepower 
With Industrial Size Wheels 


| A special 3-hp. air cooled motor op- 
| erates industrial size (6-in. by 3-in.) 
| grinding wheels in a new electric 


bench grinder. The tool rests are fully 
adjustable to compensate for wheel 
wear but have built in side guides of 
pre-set angles that simplify the grind- 
ing of tools. No-load spead of the 
motor is 3500 and the housing is all- 
cast aluminum. The 6 ft. three-con- 
ductor ground wire is underwriter-a 
proved. Rubber grommets provide 
shock absorbing feet and holes for per- 
manent vibration-free mounting. ‘The 
tool is equipped with one 6-in. by 
}-in. grinding wheel with 4-in. hole, 
46 grit; and one 6-in. by 7-in. with 
3-in. hole, 60-80 grit Speedway Mfg. 
Co., Cicero, Ill—Industrial Distribu- 
tion, September 1948. 


Air Cylinder Control 


Provides Individual Units 
Applied To Cylinder Heads 


A new approach to the control of air 
cylinders provides individual control 
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ower ® Time was when a lock was just a lock. But today, 
heels security is what really counts! Maximum security. CHICAGO 
I op- security. 

in.) 

ectric Made of finest materials, CHICAGO Locks are designed by 
fully t experts to provide positive protection. Yet CHICAGO Locks 
vheel ; are economy-priced. , 

es of 

_ Delivery is prompt on types and styles to meet practically 


every need—for new and replacement use. Cabinet, Drawer, 


is all- 

snd is THE woRrD FOR File Cabinet Locks. Locker, General-Purpose Cylinder, Switch 
or-a Locks, and Padlocks that lock both sides of the shackle. 
Models available with regular pin-tumbler, single-bitted disc- 





Fhe : 4 i C A G 0 L 0 C K S! tumbler, double-bitted criss-cross-tumbler and ACE 7-pin- 

' i tumbler locking mechanisms. All famous for smooth, trouble- 

hole, free operation and years of dependable service. 

with 

Mfg, That's why security is the word for CHICAGO Locks! Ask 

tribu- your distributor or write for your free copy of our complete 

catalog. 

a BETTER BUILT—INSIDE AND OUT Chi | k [ : 

ca icago Lock Co. 

of air 2024 NORTH RACINE AVENUE 

mntrol CHICAGO 14, ILLINOIS 
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et 4 BENDER 


If on one job” 


pays T-) me 


Yes, owners often report labor and 
material savings enough on a single 
conduit or piping installation to repay 
the entire cost of a GREENLEE Hydrau- 
lic Bender. 

For, with this compact, portable 
tool, one man in but a few minutes 
makes smooth, precise bends in pipe 
up to 4%”, rigid and thin-wall conduit, 
tubing, bus-bars. Owners say this 
brings from 50% to 90% labor savings 
compared with old methods. Using the 
GREENLEE also eliminates need for 


many manufactured bends, fittings, 

and the work of threading them. Sav- 

ings up to 75% often result here. All 

this of course means big timesavings, 

too, as well as money and material 

savings . . . real sales points for you. 
Write today for complete facts 

on GREENLEE Hydraulic and 

Hand Benders, Greenlee 

Tool Co., Division of 

Greenlee Bros. & Co., 

1929 Herbert Avenue, 

Rockford, Illinois. 


GREENLEE 


FOR THE CRAFTSMAN 


YOUR SALES OPPORTUNITIES WITH THE GREENLEE LINE 


Hydraulic Conduit, Pipe and Bus-Bar Benders 
Pipe Pushers °* 


Knockout Punches and Cutters ° 


Steel and Copper Tube Benders °* Hydraulic 
Radio Chassis Punches °* Joist Borers 


Cable Pullers * Spiral Screw Drivers * Automatic Push Drills * Auger Bits * Expansive 


Bits * Bit Extensions * Draw Knives 


142 


Chisels and Gouges * And Many Mor® 
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units to be applied directly to the cyl- 
inder heads. By this installation, the 
manufacturer claims, more work can be 
performed per cubic foot of air input. 
The control units are simple, full 
capacity three-way valves to be screwed 
directly into the pipe connections of 
any air cylinder. ‘The hook-up is said 
to eliminate all hose or pipe, except 
the one for the supply and a small 
connector. The units are available in 
pipe sizes 4-in., 7-in. and l-in. and 
users can select their own control for 
solenoid, combinations of double 
solenoid, hand, foot, cam, or sequence 
operation, of either old or new cylin- 
ders.—Numatics, Milford, Mich.— 
Industrial Distribution, September 
1948. 
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Soldering Iron 


Weighs only Three Ounces 
And Heats Up In 20 Seconds 


New features of a new featherweight 
soldering iron include: interchange- 
able tip-heads; no cleaning or filing; 
fingertip control, which permits long 
soldering periods without fatigue; high 
working output, low current drain; and 
the tool is said to be ideal for fine 
precision work in “hard-to-reach” 
places. The iron heats up within 20 
seconds from a cold start, and cools 





__-A-MESSAGE 


MODEL W-3126 
Typical 2-Stage Unit. 3 
H.P., 12 ¢.f.m. Also in I, 


1-1/2,2 and 5 H.P.... 
5 1020 <.f.m. Low pres- 


N & | 
We Jeeta =| WAYNE 4 
Be pore ae ARE EASILY INSTALLED 
ANYWHERE - QUICKLY 
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HERE’S GOOD NEWS for industrial jobbers and their 
salesmen. This striking and powerful sales presentation will 
help you sell the use of departmentalized air compressors to 
the industrial plants you serve. It tells the whole story in a 
scientific but simple, complete and logical step-by-step 
method, and presents proof of performance from satisfied 
users. With this you can give the plant engineer all the 
answers. Use the coupon or write today for more informa- 
tion on Wayne Industrial Air Compressors and the many 
training aids and sales helps designed to increase your sales 
and profits. 


THE WAYNE PUMP COMPANY @ FORT WAYNE 4, INDIANA 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 





Please tell us if the Wayne Industrial Air Com- 
pressor Franchise is open in our territory and 


WAYNE INDUSTRIAL : % give us complete information about your selling 


lan. 
W ane Aik P 


AIR COMPRESSORS Wu cae NAME 
= ADDRESS 


CITY 











INDUSTRIAL D!STRIBUTION © SEPTEMBER, 1948 














Canning and 
Packing Plants 


use 


9 MILLION FEET 
OF BELTING 
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Solid Woven & 


Today almost 2,000 miles of belting is used in can- 
ning and packing plants alone. Brick and clay 
plants, the bottling, candy and food industries need 
thousands of miles more for their conveyors, eleva- 
tors and power transmission units, It’s a big market 
... and you'll want the plants in your area calling 
you, whenever a belting need arises. 


A sure way of making plenty of original and re- 
peat sales is to ... SELL THEM VICTOR! Why? 


@ Because your customers will like the idea of choosing 
from the “‘most complete textile belting line in America.” 
They'll know they can get exactly the belting they want. 

@ Because of the toughness and durability that’s built into 
Victor by exclusive manufacturing methods, 

@ Because long-range ec y is obtained through trouble- 
free operation and extended belting life. 





Including: 
Balata Belting 


Sell your customers on Victor and 
Victor will sell your customers on you. 
Write for full information on the com- 
plete Victor line. 


anvas Stitched 

Belting—raw, 

mpregnated, coated 
any widths and plies 


Belting Specialties 





Vietor Batata & Textite Betting Co. 
53 Park Place, New York 7 - 300 W. Hubbard Street, Chicago 10 
Factory: Easton, Pa. 








Wry 


upon release of the button, quickly 
reheating when the button is pressed 
again. ‘The tool comes ready for at- 
tachment and operation on 110 V. 
AC, 50-60 cycles, and there is a choice 
of three tip-heads; long, stubby, or 
medium shape.—Transvision, Inc., 
New Rochelle, N. Y.—Industrial Dis- 
tribution, September 1948. 














Nylon-Coated Cable 


Gives Longer Life 
And Many New Uses 


*Wirelon,” a nylon-coated wire rope, 
is said to _ up extensive news 
uct possibilities as well as actually to 
lengthen the life and increase the use- 
fulness of steel cables in many services 
where wire rope already is used. Al- 
though chemically similar to the ny- 
lon used in women’s hose, the coat- 
ing is not woven or filamented, but 
solid, and is said to be incredibly 
tough. Productwise, the possibilities 
for its use include automotive brake 
and speedometer cable, aircraft control 
cables, sash cords, agricultural and 
earth-moving machinery, etc. “Wire- 
lon” is available in diameters ranging 
from sz-in. to l-in. or greater. The 
coating is unaffected by oils, cleansing 
agents, marine growths, and all alka- 
lies; and it operates as well at high or 
low temperatures.—Rochester Ropes, 
Inc., Culpepper, Va.—Industrial Dis- 
tribution, September 1948. 





| 
Turning Tools 


They’re Of Solid Carbide 
And Increase Tool Life 


_ Tool life is said to be increased 300 
| to 400 percent with a method of turn- 
| ing with “Wessonmetal” blanks held 
| in a sturdy holder. The insert shapes 
| are round, square and triangular, and 
| special oe can be designed for 

special applications. The insert is ro- 
| tated about its axis to present new 
| sharp cutting surfaces to the work 
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The Black Manufacturing Company 


1416-1428 WEST BALTIMORE STREET *© BALTIMORE 23, MARYLAND 




















28 colors in 2 types including aluminum, black, 
red, white, gray, green, blue, yellow and orange. 


@ Rust-Oleum is a long-profit, REPEAT SALE line that 
offers time, labor and money-saving advantages to 
every buyer. 


@ Exclusive features provide a powerful sales story 
that gets new business and wins more volume from 
established accounts. 


@ Rust-Oleum gives lasting protection to metal at big 
savings over any other anti-rust method. 


@ It's easy to apply. No sandblasting or chemical 
cleaners are required. Brush, dip or spray on after 
quick preparation. 


@ Rust-Oleum is easy to sell SALESMEN REQUIRE 
NO COMPLICATED, TECHNICAL KNOWLEDGE. 


@ Hard-hitting trade paper and direct-mail advertising 
stimulate inquiries for mill supply houses. 


@ Rust-Oleum’s proved sales program, backed by 
thoroughly qualified field men to work with sales- 
men, helps you get sales faster in volume. 


Write today for complete information and data on tested 
sales promotion and sampling campaign. 


~ 
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without removing the tool holder from 
the block. When one side becomes 
dull the insert is turned end for end 


_ to provide another cutting cycle. A 


simple grinding operation on both 
ends sharpens the insert for another 
double cycle of cutting operations. 
Various grades of carbide are supplied 
for different applications in large 14- 
in long inserts—Wesson Co., Fern- 
dale, Mich.—Industrial Distribution, 
September 1948. 














Open-End Ratchet Wrench 


Saves Many Man-Hours 
On Manufacturing And Repair 


_ Designed for use on pipe, tube, con- 
| duit, cable and rod fittings, a new 
| T. A. C. open end ratchet wrench is 
| said to be ideal for operation in re- 
| stricted areas. The ratchet heads op- 


erate in a 74-deg. arc or less, and 


| ratchet heads, sockets, and accessories 
| may be bought separately or in sets in 
all sizes. An adapter also makes it 


possible to use standard sockets with 
the ratchet head.—C. J. Hendry Co., 
San Francisco, Calif.—Industrial Dis- 


| tribution, September 1948. 
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THE SKE 
FAMILY OF PILLOW BLOCKS 


Undoubtedly your customers confront you many times 
with the question: “Shall we use ball or roller bearing 
pillow blocks?” If you handle the S&S line, you are 
in position to make the right answer because, in the 
Sis family, both ball and roller bearing types are 
available—in sizes and types to meet the requirements 
of all jobs. BIG jobs, little jobs, and in-between jobs 
can be handled with SASF Pillow Blocks equipped with 
either ball or roller bearings ... for the load, speed, and 
operating conditions of any and all of your customers. 





both 
other 
tions. 
plied Authorized S&S Distributors are equipped to take full 
e ]4- advantage of the sales potential in anti-friction pillow 
Fern- blocks in their territories. 6523 


; 
— SSCS’ INDUSTRIES, INC.. PHILA. 32, PA. 
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PILLOW BLOCKS 
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EXCLUSIVE ILG SELF-COOLED MOTOR NEVER “SLOW-ROASTS” 


SS 
» 
Re 


i 


SK 


: 


My 


TAO 





UNIT HEATERS 


4 TYPES...18 CAPACITIES 
EXCLUSIVE ILG SELF-COOLED MOTOR — No “slow- roasting” of motor due to 
radiated heat from core. Saves power cost. 


TWO-PIECE GRADUATED HEADER—Gives you “Balanced” steam ‘distribution 
.. each tube expands and contracts uniformly. 


no — 


TOP OF HEADER—Bolted on, using gasket tested by 60 years of steam practice 
. simplifies maintenance. : 


BRASS ORIFICE BUSHINGS—Expand tubes uniformly in header plate. 


SOLID COPPER CORE—26 gauge flanged copper fins pressed onto %” C. D. 
copper round tubes. 


BOTTOM HEADER—“Floats” on slotted coil retainer and spring washers... per- 
mits expansion and contraction of coil independent of unit casing. 


DYNAMIC HEAT DISTRIBUTION —Individually Gdjustable louvets lessen air 
turbulence and increase heating range. 
SAFETY SUSPENSION—‘Sturdy eyebolts, connected directly to rugged cast- 


iron header, remove all weight from supply line. 


DYNAMICALLY BALANCED FAN WHEEL—Specially designed for ILG Unit 
Heaters. Verified for dynamic balance at rated speeds. 


“ONE-NAME-PLATE” RESPONSIBILITY —Each ILG Unit Heater is made, 
tested, sold and guaranteed as a complete unit. 


co oN CF HF w 


ILG ELECTRIC VENTILATING CO., 2897 No. Crawford Avenue 
Chicago 41, Illinois ¢ Offices in more than 40 Principal Cities 


( ) Send Free Copy of New Unit Heater Bulletin 342. 
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Handi-Drill Kit Box 


Contains 16 Star Drills 
Of Various Sizes And Types 


The “Cleco Handi-Drill”, a light 
weight (9 lbs.) hand-held rotary rock 
drill that hits and rotates simultane- 
ously, now is available in a handy 
kit box which contains, in addition 
to the Handi-drill, 16 star drills of 
various sizes and types; two chisles, 
one cold 9-in. and one cut §-in. by 
3-in.; a No. 0 line oiler; six ft. length 
of hose with fittings, one pint of 
Cleco “Pneu-Lube”’ oil; metal carry- 
ing case; padlock, instruction sheet 
and one open-end wrench }4-in. Spare 
parts also are included for the Handi- 
drill, which operates at a speed of 
1800-2000 spm. — Cleco Division, 
Reed Roller Bit Co., Houston, Texas 
—Industrial Distribution, September 


Thread Cleaner 


It Cleans And Restores 
Threads on Bolts or Studs 


Flattened, distorted or badly rusted 
right or left-hand threads on bolts o1 
studs up to 2,7%-in. dia. are cleaned 
and quickly restored by a new, widely 
versatile thread cleaner. In operation, 
the cleaner is slipped over the bolt, 
tightening the cutting jaws into the 
threads, close to the nut, and turning 
until the threader comes off the bolt. 
The threader is set easily and is held 
to size by a single lock nut on the 
knurled handle-——Buckingham Mfg. 
Co., Inc., Binghamton, N. Y.—Indus- 
trial Distribution, September 1948. 





Recommend Maltese Cross Shock- 
Pad Conveyor Belting for handling 
heavy abrasives 


Once again you can offer your cus- 
tomers the toughest of all shock- 
resisting conveyor belts — Maltese 
Cross Shock-Pad Conveyor Belting! 


For many, many years, users all over 
the country have relied on this out- 
standing conveyor belting for their 
haulage jobs. 


That’s because Hewitt engineers 
designed this belt to withstand 
every conceivable haulage abuse, 
especially the punishing shock of 
heavy, abrasive materials. 

It’s all in Hewitt’s patented* exclu- 
sive Shock-Pad construction, a built- 
in pad of thick, specially compounded 


shock-absorbing rubber which takes’ © 


the impact instead of transferring it 
to the belt carcass. 


But that’s not all! This shock pad, 
by absorbing impact, lengthens the 


HEWITT RUBBER DIVISION 


life of the tough abrasion-resistant 
rubber cover. It shields the carcass 
from rupture. And it helps assure 
perfect troughing. 

So, for the best in conveying heavy, 
abrasive material, give your cus- 
tomers Maltese Cross Shock-Pad 
Conveyor Belting. For details of your 
profit opportunities with this and 
other Hewitt Conveyor Belting, write 
Hewitt Rubber Division, 240 Ken- 
sington Ave., Buffalo 5, New York. 


HEWITT 


b MALTESE CROSS ? 


SL 
Conveyor Belting 


"U.S. Pat. No. 2,252,836 


HEWITT-ROBINS INCORPORATED 
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More reasons why 
Maltese Cross Shock-Pad 
conveyor belting can 
reduce maintenance costs 
*« 


Special Hewitt-developed rubber 
compounds assure maximum re- 
sistance to abrasion, weathering, 
aging, heat, and sun-checking. 


* 


Specially developed textile re- 
inforcement provides added 
strength . . . reduces stretch toa 
minimum. 


* 


Flexible, resilient rubber coat- 
ings between plies assure maxi- 
mum adhesion. 


* 


Entire catcass scientifically 
treated against mildew. 


at-Ro 
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How to put faraway suppliers 


What if suppliers are thousands of miles away? When you 
specify Air Express, you cut down delivery of equipment, 
supplies and finished products to a matter of hours. Air 
Express is the fastest service there is. Remember—large in- 
ventories are expensive. You can keep them low by getting 
what you need in hours. 

Air Express goes on every flight of the Scheduled Air- 
lines—places the most distant suppliers only hours away. 
And you get fast pick-up and delivery service at no extra 
cost. Rates are low. Use Air Express regularly and keep 
things hustling. 

Specify Air Express-Worlds Fastest Shipping Service 
eLow rates—special pick-up and delivery in principal U. S. 

towns and cities at no extra cost. 
e Moves on all flights of all Scheduled Airlines. 


¢ Air-rail between 22,000 off-airline offices. 


True case history: Sacramento, California, dairy regularly gets 
replacement parts and equipment by Air Express. Keeps in- 
ventory low—gets things in hours. Typical shipment: 32 Ibs. 
of parts picked up in Detroit 7 P.M., in use at Sacramento next 
afternoon. 2039 miles, Air Express charge $19.65. Any distance 
similarly inexpensive. Phone Air Express Division, Railway 
Express Agency, for fast shipping action. 





Rates include pick-up and delivery door 
to door in all principal towns and cities 














Floor Polisher 


It Scrubs And Waxes 
And Is Trouble-Free 


| Floor scrubbing, polishing and waxing 
| are made easier with a new electric- 


powered machine known as_ the 
““Floorsaver”. .In two models, S and T, 
Model T differs from Model S only 
in that it is equipped with a solution 
tank and automatic or manually con- 


trolled feed to the brush. Model S 


| does not have the tank. The tool’s 
| features would include: low over-all 
| height 11-in. properly balanced motor 


over the brush for easier handling; and 
an oversize heavy duty motor for long 


| life and trouble. free service. The 
| brushes are 16-in of various types of 


bristles in either wood or refillable 
metal backs. The handle is adjustable 
and houses the trigger switch. Weight 
of the Model S is 105 Ibs.; of the 


| Model T, 112 lbs——The Ace Co., 


Ocala, Fla.—Industrial Distribution, 
September 1948. 


Micrometer Finish 


It's Glare-Free, Non-Reflecting 
And Makes For Easier Reading 


“Satin Chrome” finish on the frame, 
thimble and sleeve will be a standard 
feature on the manufacturer’s line of 
full finished micrometers. The finish 


_ is produced by a special process which 


results in a glare-free, non-reflecting 
surface against which markings and 
graduations stand out sharp and clear 
under any illumination. The finish 
also is more resistant to stains and 
corrosion. Other important refine- 
ments now standard in the firm’s mi- 


x ——— 
AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE crometers include: “Hi-Micro”’ finish 
on faces of anvils and spindles to in- 


SCHEDULED AIRLINES OF THE U.S. sure more accurate measurement; 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1948 








Just as mariners depend on lighthouses to safe- 
guard their ships, so the men of industry depend 
on their flow control equipment to safeguard their 
manufacturing plants from ‘“‘going on the rocks’’ of 
costly shut-downs. 








With a background of more than a century of mak- 





faxes ing valves—and valves only—Powell Engineers 
-Free know how to make a valve dependable. 
xing And because the Powell Line is so complete, there 
ctric- are Powell Valves—in Bronze, Iron, Steel, and the 
Pe widest range of Corrosion-resistant materials ever 
a , used in making valves—specifically designed and 
: wm A made to give long, dependable performance in each 
om. , and every flow control service known today. 
el S It pays to consult Powell Engineers on all your 
ou Fig. 600—125-pound Bronze Gate requirements for flow control equipment. 
‘T-a Valve with screwed ends, screwed- 
otor in bonnet, inside screw rising stem 
and and taper wedge disc; solid in sizes 

n \%"to %"; double in sizes 1” to 3”. 
long 
The 
s of 
able 


Fig. 578—125-pound Bronze Swing 
Check Valve with screwed ends, 
screwed-in cap, and regrindable, 
Fig. 1793—Large 125-pound Iron Body renewable disc. Disc has ample 
Bronze Mounted Gate Valve. Made in lift to permit full unobstructed 
sizes 2” to 30’, inclusive. Has outside flow through valve body. 
screw rising stem, bolted flanged yoke 
and tapered solid wedge. Also available 
in All Iron for process lines. 


W Fig. 241—Large 125-pound Iron Body 
The m. Powell Company Bronze Mounted Globe Valve. Made in 
sizes 2” to 16”, inclusive. Has outside 


> dB 
ay be gr ~og Cincinnati 22, Ohio screw rising stem, bolted flanged yoke 


Globe Valve with screwed ends, 
and regrindable, renewable bronze seat 


Se DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES and diet. Alan qvaltette in Ait wen. 


composition disc. 
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OWE MAN JOB ! 


@eeseeeeeoeoeooeese ee eee ee eee 


¢Shait Hangers 
*Bicycle Type Sheaves 
*V-Belt Drives 

Cast Iron Pulleys 
*Steel Rim Pulleys 
*Ring Oiling Bearings 
*® Wick Oiling Bearings 
* Belt Tighteners 


“Matched” elements for more 
efficient performance what- 
ever the type of drive...and 
Medart can give you unbiased 
recommendations on the right 
drive because Medart engi- 
neers can choose from the en- 
tire field of power transmission 
equipment. 


eeeeseececeeeeoeeseeeeeeeeee@ 
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* Chain Drives @ Rigid Shaft Couplings 

® Set Collars ¢ Flexible Shaft Couplings 
Hercules Pulleys ¢ Universal Shaft Couplings 
© Wood Pulleys * Medart-Timken-Bearings 

* Shafting eIron & Semi-Steel Castings 
* Friction Clutches e Wire Rope Sheaves 
Sprockets * Cut Tooth Gearing 
*Pattern Work ® Molded Tooth Gearing 
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micrometer screw hardened, stabilized 
and with threads ground from the 
solid and new, quick-reading figures 
with every graduation on the thimble 
numbered for positive identification. 
—L. S. Starrett Co., Athol, Mass.— 
Industrial Distribution, September 














Tool Holder 


Screw Driver For Driving 
Phillips and Slotted Head Screws 


A hollow handle compartment in a 
new replaceable bit screw driver (No. 
88), contains three bits, two for Phil- 
lips screws and one for slotted screws. 
One selects the right bit, inserts it, 
and the driver is ready for work. The 
polished steel bar is hardened and 
tempered; the screw cap is aluminum. 
The hardwood handle has a natural 
finish. The tool is a practical addition 
to the tool kit or production line since 
it provides one driver which will seat 
a large range of screws.—Stanley 
Tools, New Britain, Conn.—Indus- 
trial Distribution, September 1948. 


Industrial Enamel 


Quick-Drying And Weather-proof 
It Can Be Used Inside And Out 


A uick-drying, weatherproofing 
oneal “Oil-Dri” industrial heavy- 
duty enamel, can be used for both 
inside and outside painting of wood, 
concrete, cement, stucco, brick, stone, 
































STANLEY ELECTRIC TOOLS 


Tha proitel namee Toole 


HARDWARE: WAND TOOLS:: ELECTRIC TOOLS. 





Reg. U.S. Pat. Off. 
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Water, Steam, 
Air, Oil, Gas, 
Hydraulic. .. 
High or Low 
Pressure 


§ 
"BOSS" WASHER TYPE 
HOSE COUPLING 


STYLE W-16 





The coupling that has led the way in making the name DIXON 
synonymous with quality and reliability. Designed and built to com- 
bine great strength and durability with ease in connecting and dis- 
connecting. Tightening of free-swiveling wing nut insures a completely 
leakproof seal. Powerful, full-circumference grip of the “BOSS” Offset 
and Interlocking Clamp precludes all possibility of blow-offs. Fur- 
nished in Y%" to 6" sizes, with male or female spuds. Cadmium plated 
for protection against rust and corrosion. 


Sold in Accordance With Our Established Distributor Policy 


PRODUCERS OF Jhe Quality Line COUPLINGS * NIPPLES * MENDERS * CLAMPS 


“BOSS” “GJ-BOSS”’ 
PHILADELPHIA, PA 


“DIXON” 
BRANCHES: CHICAGO * 


“KING” “AIR KING”. “DIX-LOCK”’ 
BIRMINGHAM * LOS ANGELES * HOUSTON 














plaster, metal, linoleum, etc. It dries 
quickly and leaves a high-gloss, dur- 
able, decorative finish which can be 
repeatedly washed without affecting its 
preservative qualities. It is said to seal 
and water proof the surface it covers 
with a rich, wear-resistant finish which 
stands up well under severe foot or 
vehicle trafic. The product is avail- 
able in twelve colors and is packaged 
in pint, quart, gallon, 5-gallon cans 
and 50-gallon drums.—Oil-Dri Corp. 
of America, Chicago, Il]._—Industrial 
Distribution, September 1948. 
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Portable Electric Drill 


Has ¥%-in. Capacity In Steel 
And 1 Inch in Hardwood 


Among the principal specifications of 
a new portable electric drill, Model 
500, are: No-load speed of 400 rpm, 
full-load speed of 240 rpm; capacity 
in steel 4 in., in hardwood, 1-in; 
wood augers up to % in.; hole saws up 
to 24-in. Overall length of the drill 
is 154-in.; its net weight 9 lbs. The 
housing and handles are of light- 
weight aluminum alloy, polished fin- 
ish. The tool is powered by a uni- 
versal AC-DC motor with a blower 
type fan for cooling.—Portable Elec- 
tric Tools, Inc., Chicago, Il]l_—Indus- 
trial Distribution, September 1948. 





































JOHNSON BRONZE 
DISTRIBUTORS SELL 


A Complete Bearing Service 


There are many reasons why leading Mill Supply Dis- 
iributors ... everywhere... prefer to sell Johnson Bronze. 
One reason in particular is that they make—more profit 


™ per call. At each stop ihey are able to give each custo- 


T- mer a complete bearing service. This includes such items 
“ as Johnson UNIVERSAL Bronze Bars; Johnson General 
al Purpose Bearings; Johnson Electric Motor Bearings, and 


"| Johnson Babbitt. This “‘one-stop”’ service sometimes 


“4 changes a no-sale cal! into a profitable transaction. 
1 oe 

Another worthwhile reason is the wide market for 
ns 

p. Johnson Bronze. Every type of industry . . . from the super 
al giants to the small repair shop . . . is a possible customer 
for Johnson Bronze. Quality bearing bronze is a neces- 


4 sity wherever wheels turn. 


Johnson Bearing Bronze is easier to sell. Every item in 
the line is of ihe highest quality available. Steady, con- 
sistent advertising has built a nationwide acceptance 





for our products. @ 


Why not investigate the possibilities of selling Johnson 
Bronze in your territory? You will find a connection with 


Johnson Bronze a pleasant and profitable affair. Write 
for details ... TODAY. 









JOHNSON BRONZE COMPANY 


535 S. MILL STREET ee 8¢ e@ NEW CASTLE, PA. 
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WHAT NUMBER 
IS THIS CASTER? 


Diamond Penetrators 


For Rockwell Testing 
And Designed For Accuracy 


Two improved diamond penetrators 
for “Rockwell” testing are the “C’”, 
which fits all makes of hardness testers 
for standard “‘Rockwell” testing, and 
the “S”, which fits all machines for 
superficial “Rockwell’’ testing. Both 


a ERE’S YOUR f wh are designed to provide accurate te- 


sults. The diamond points are specially 

: selected for proper stratification and 

ANSWER ! a4 freedom from internal stresses. The 
: a. holders are designed and finished to 

precisely correct angles and radii.— 

Clark Instrument, Inc., Dearborn, 


Mich.—Industrial Distribution, Sep- 
| tember 1948. 


Tell caster-numbers 
Jiffy-quick! 


Bassick 
labels 


Dothe 
trick! 


| Standard Test Gage 


| Accurate And Portable 
| And Proof Against Weather 
| Accuracy of a new vapor test gage is 


guaranteed to within one-half of one 
percent by the manufacturer, who sug- 
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DISTRIBUTORS! 


HERE ARE TEN REASONS WHY IT 
PAYS TO TIE IN WITH THE 
LAUGHLIN LINE 


>. 


LAUGHLIN BACKS YOU UP 


Excellent markets for Laughlin products exist wherever wire 
rope and chain are used... construction work... mines... 
quarries ...railroads...oil fields... material handling in 
industry ... maintenance... marine rigging ... agriculture... 
utilities, etc. With the Laughlin Line, building a profitable repeat 

| business is a lot easier because you get full cooperation . . . solid 
backing. 

A Laughlin representative will be glad to tell you more. Write: 
THE THOMAS LAUGHLIN COMPANY, PORTLAND 6, MAINE. 


Laughlin Protects the Distributor 


JAUGHLN @ 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 


(€ y “a \ / Wu 
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Will Demand 
wel SHUing 


NOW is the time to prepare for \ aoe 
more factual pump selling! You C in 
can build up a lot of "liquid han- ee 
dling know-how" by reference to ~ 

the numerous catalogs and bulle- 

tins on the COMPLETE DEMING 

LINE listed below. Please specify 

Catalog or Bulletin Numbers 

when writing for your free copies. 


CATALOD Of TYPES OF PUMPS 
BULLETIN NO. CENTRIFUGAL PUMP BULLETINS 


Side Suction, Single and Two Ball Bearing Centrifugal Pumps. Sizes: /.", 4", 
I", 12", and 2", Capacities: up to 200 gallons per minute. 

Single Stage, Side Suction, Single Ball Bearing Centrifugal Pumps. Sizes 
I" to 10" discharge. Capacities: 10 to 3600 gallons per minute. 


Single Stage, Side Suction, Two Ball Bearing Centrifugal Pumps with separate 
liquid end construction. Sizes I"* to 10'' discharge. Capacities: 10 to 3600 
gallons per minute. 


Single Stage, Side Suction, Two Ball Bearing Centrifugal Pumps. Sizes |" 
to 6" discharge. Capacities: 10 to 1200 gallons per minute. 


“Motor-Mount" Centrifugal Pumps. 63 standard sizes. Capacities from 
5 to 650 gallons per minute. 


Single Stage, Side Suction, Single Ball Bearing Centrifugal Pumps. Sizes 
I" to 10" discharge. Capacities 10 to 3600 gallons per minute. 


SPECIAL BOOKLET: "Facts You Should Know About Centrifugal Pumps and Impellers." 


DEEP WELL TURBINE PUMPS 


Water Lubricated, Deep Well Turbine Pumps. Vertical, Multi-stage con- 
struction. Capacities up to 3000 gallons per minute. Available in various 
types of heads to meet practically all power drive requirements, 


SUMP PUMPS AND CELLAR DRAINERS 


Vertical Sump Pumps and Cellar Drainers. Centrifugal types. A wide range 
of capacities up to 3200 gallons per minute, 


CONDENSATION RETURN UNITS 
AND BOILER FEED PUMPS 


Deming C tion Return Units and Boiler Feed Pumps are equipped 
with various types of standard pumps to meet a wide diversity of require- 
ments. Full range of capacities. 

Deming “HOTSHOT" Condensation Return Unit in sizes designed to handle 
from 500 to 10,000 square feet of direct radiation against pressures from 
10 to 55 pounds. 


COMPLETE WATER SYSTEMS 


The complete line of Deming Shallow Well, Jet-type, and Deep Well Pumps 
and Water Systems. 


se THE DEMING COMPANY 
511 BROADWAY « « « SALEM, OHIO 


A 





gests the gage may be used as well for 
any service where an accurate, portable 


| test gage is required. Dial size is 44-in. 
| and is made of white laminated 


Phenol. The flangeless case is Acaloy 
and weatherproof, with an external 
micrometer pointer adjuster. The snap 
ring is stainless steel with neoprene 
gasket and the long, stainless steel 
shank has a square, and }-in. male 
pipe thread.—Helicoid Gage Division, 
American Chain & Cable Co., Inc., 
Bridgeport 2, Conn.—Industrial Dis- 
tribution, September 1948. 




















Valve And Tool Grinder 


It Greatly Expands 
The Range Of Grinding Capacity 


A new addition to a valve recondition- 


ing line is the No. 6 universal valve 


| and tool grinder, which is said to 
| have many applications for production 
| or machine shop tool grinding. The 


tool’s features include an air chuck 


| which grips or releases the valve stem 
| instantly with the flick of a finger. A 


“controlled” speed work head motor 
is quickly adjustable to accommodate 


| large and small sized valve heads. Al- 
| though precision made the grinder is 
| rugged, the base being heavy gage 


steel of welded construction rubber 


| mounted on a heavy duty. steel cab- 
| inet.—Black & Decker Mfg. Co., Tow- 


son, Md.—Industrial Distribution.— 
September 1948. 
Permanent Magnet Chucks 


For Small Surface Grinding Machines 
Bench Grinders and Bench Work 


| Ready portability, absence of wires 


and auxiliary generators, and freedom 


| from heating with attendant distortion 
| in work are a few of the several fea- 
_ tures incorporated in a new rectangular 
| model magnetic chuck of the perma- 
| ment type. Other features include 


strong holding power and long life, 
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GET cosTS DOWN 


Quito the Mr 


and put a fresh breeze behind sales... 
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“ ... the way Air Conditioners do it 
k with AMERICAN PHILLIPS SCREWS 
i 
\ . .. like one of the largest refrigerator and ait conditioner 
manufacturers . . . who says: “Our present high production would not have 
American Phillips Screws... hich permitted the efficient 
more driver skids, spoiled 











been possible without 
use of power drivers.” And which did not permit any 
burred screw heads, slashed hands. Now, labor costs 


work, dropped screws, 
keep in line, as do material costs. And time savings run as much as 50%. 
with the modern, inviting look of American Phillips Screws. 
The clean-edged, tapered recess flashes the message of quality instantly to the 
buyer’s eye. And remember, too, that in any motorized merchandise, the spe- 
cial vibration-resistance of American Phillips Screws has a lot to do with 
e Phillips advan- 


keeping customers sold. Let American engineers translate thes 
product. Write. 


tages in specific terms of your own ue 
AMERICAN SCREW COMPANY, PROVIDENCE 1, RHODE ISLAND 
Chicago 11: 589 E. Minols St. Detroit 2: 502 Steph n Build 


MERICAN jj iti 


ALL TYPES © 


PHILLIPS Seco = 
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and the chuck is suited for both wet 
and dry grinding. Pole spacers on the 
chuck, No. 408, are somewhat closer 
than those on other rectangular model 
chucks, permitting employment of the 
chuck for holding correspondingly 


| small work pieces. Two removable 
| stop plates are furnished with the 
| chuck, one of four additions to the 
| manufacturer’s line—Brown & Sharpe 





By selling the STAR line, 

you’re putting to work a 

complete line of blades that 

sell. With the STAR line you 

have the right blade for every 

j06 a hack saw or a band saw 

can do... and that means 

more sales. With STAR 

blades—from one end of the 

STAR line to the other—you have blades 

that have proved themselves . . . proved 

themselves faster, cleaner — longer wearing — in 

metal or non-metallic cutting. Performance like 

that means more sales... means customers come back for more STAR. 
So, whether it’s first sales, or repeat sales, you make more sales — 
more money — with STAR’S complete line of star-performing blades. 


Sold only through recognized distributors 


LAS MATTEL 


CLEMSON BROS., Inc., Middletown, WN. Y. 


ies ¢ Mokers of hand and power hack saw blades, 


troames, metal cutting bond- saw blades and 


the Clemson E-17 lawn machine 
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Mfg. Co., Providence, R. I.—Indus- 
trial Distribution, September 1948. 














_ Tailgate 


One-Man Operated 
Through Easy Level Control 


| One man can automatically lower or 
| raise payload to or from the ground 


with a “Hydraul-Lift” tailgate through 


| convenient control lever. The opera- 


tor has complete control of the load 


| on the tailgate and can raise, lower, 


start or stop the load at any position 
between ground and truck bed level. 
The rated capacity of the device is 
1500 Ibs., which includes a safety 
factor to guard against possible over- 
load. Weight of the tool is only 733 
Ibs, complete with all mounting parts. 
—Cemco Industries, Inc., Galion, 
Ohio.—Industrial Distribution, Sep- 
tember 1948. 


Reversible Screw Driver 


Powered By Air 
It Offers High-Driving Torque 


A new air-powered reversible screw 
driver and nut setter is said to have 
ample power and high driving torque 
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Tests show that the powerful new Whiting Electric Hoist lifts loads 
up to two tons, 13 times as fast as a hand hoist . . . releasing men and 
machines for productive work. In addition to savings from increased 
output, the initial cost of a Whiting Hoist is low . . . only $230.00 for 
the one-ton size. Because of its simple, worm-gear design, there are 


fewer parts to wear .. . reducing maintenance expense to a minimum. 





Even when used only a few minutes each day, these hoists pay for them- 
selves in a very few months. 
Workers like Whiting Hoists, too, because they make it so easy to 


lift back-breaking loads. They. can be installed by one man, yet are so 

rugged they will stand up under heavy duty. ONE-TON iq 
Whiting Hoists are available for polyphase or single-phase operation. SIZE S —_— 

It will pay you to investigate this new time- and money-saving hoist, today. costs 


ONLY . 


: 12 Minutes a Day 
One Man OFT pays A PROFIT! 


{anon eee e eee e eee eeeeeee 
Write for Bulletin H-100A @ 
WHITING CORPORATIO 


15652 Lathrop Avenue, Harvey, Illinoi 


CT Send me a copy of your Bulletin H-100A 
describing the new Whiting electric hoist. 
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ELECTRIC HOISTS / Ye Ys Send me full information. 
%4, ¥%,1,and 2-Ton jane > an : 


TC] We are interested in handling the Whiting electric hoist line. 
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BUFFALO WEAVING & 


209 Chandler St., 


Cotton Top quality yarns, batch tested for tensile 
strength and tightly woven on custom-designed looms, 
make BUFFALO solid woven cotton beltings longer wear- 


ing on any job. 


Latex A cotton belting impregnated with neo- 


prene synthetic rubber latex—washable, flexible— your 
best bet for cannery conveying. 


Plastex BUFFALO’S new solid woven cotton 


belt with an enduring plastic coating. Resists heat; doesn’t 
peel or flake off; odorless; resists acids, alkalis and greases. 


Rubber BUFFALO Rubber Filled and Coated 


. belting has many applications in industry where resistance 


to abrasion is important. 


Also available with Asphaltum or Paraffin impregnation. 


Glazed Buffalo glazed belt is nitro-cellulose 
coated — either clear or white — waterproof, washable, 
smooth-surfaced and odorless. 


Write for Samples... 
and Distributors’ Profit Story - today! 


See us at Atlantic City . . . Booth 214 


BELTING CO. 


Buffalo 7, N. Y. 
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for driving No. 1 to 10 machine and 
wood screws and }-in. nuts. The low 
free speed of 1000 rpm (working speed 
approximately 750 rpm) insures per- 
fect contact with the screw slot, and 
prevents marring of screw heads. Re- 
verse speed and power are identical 
to the forward driving conditions. 


| The tool has an adjustable friction 
| clutch attachment, and is furnished 


with 3-in. hex bits and adapters as 


| standard equipment. The new hous- 
| ing design of the tool is said to pro- 


vide perfect balance and ease of han- 
dling—The Aro Equipment Corp., 
Bryan, Ohio.—Industrial Distribution, 


| September 1948 














Plier Set 


For the Mechanic’s Tool Box 
They‘re All of Convenient Size 


| A new small plier set, No. 14, includes 


three pliers all four inches in length, 


a handy size for any mechanic’s tool 


box. The pliers were designed particu- 
larly for ignition, starter, generator, 
carburetor and instrument work. The 
set consists of one flat nose plier, one 
short chain nose plier and one diag- 
onal cutting plier. They come in a 
leatherette kit—Bonney Forge & Tool 
Works, Allentown, Pa.—TIndustrial 
Distribution, September 1948. 


Flexible Couplings 


For Light Load Applications 
Within Rated Capacity 


Neoprene inserts are said to provide 
the maximum of flexibility and shock 
absorption in new type C-O flexible 
couplings. The couplings consist of 





& versatile 
-| Bee flexible 
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and ' This low-cost 16” DURO Band Saw 
Re- 
ical has a wide range of uses — and 
Ns. P ° If 
rs many special features 
hed vy 

a: ' 
mon 3 a Ideal for quick-changing times—here is 
vad 3 . es} an efficient machine for cutting tubing, 
“a “ai aS... - extruded shapes, bar stocks, metal 
on, Tges = sheets, casting gates, plastics, brake lin- 


ings, hard rubber, slate, fibre and many 
other materials. Can be adjusted to ob- 
tain standard wood cutting speeds by a 
slip of a lever. Some of its special features 
include: Heavy machined cast iron trun- 
nion; special roller blade guides which 
reduce blade crystallization and lessen 
blade breakage; new design which per- 
mits all adjustments to be made from 
‘ front while saw is in operation; New 

Departure Ball Bearings; Upper wheel 
a | ' mounted in machined dove-tailed ways 





with adjustable steel gibs; many other 


30x | Oe advantages. Metal cutting speeds: 230 
ize nl i and 596 R.P.M. Wood-cutting speeds: 
des ae ? 2300 and 5960 R.P. M. 

we _ < Send for Catalog—for full details and prices 
cu- \ os ¥ on the DURO 16” Metal Cutting Band Saw. Also 
tor, \ : lists specifications and prices of complete line 
The . ’ i" of DURO single and multi-spindle Drill Presses, 
wand . A Circular Saws, Jointers, Routers, Shapers, Grind- 
4 ers, Lathes, Scroll Saws, Flexible Shaft Units and 
a Portable Electric Drills. 
tial 
‘ity 

ide MACHINE TOOL DIVISION 
- DURO METAL PRODUCTS CO., 2679 N. KILDARE AVE., CHICAGO 39, ILL 

a ALSO MAKERS OF DURO HAND TOOLS 
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REFRIGERATION 


helps you serve better 


BRUNRER 
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REFRIGERATION 
Guess we say refrigeration units are 
most interesting because they look 
so much alike yet offer so many an- 
gles to be considered and checked. 
Our point is this: More and more 
industrial production processes re- 
quire refrigeration. No matter what 
the application may involve, suc- 
cess stems from the unit selected. 
Your customers depend upon 
you to recommend and deliver 
equipment that you both can have 
confidence in. 


UNITS ARE MOST INTERESTING 


Brunner representatives can offer 
refrigeration units proven through 
years of dependable service in a wide 
range of applications...competi- 
tively priced yet embodying design 
features that outstrip the field. 
Prompt delivery, too. Build busi- 
ness with Brunner... write us. 


BRUNNER 
MANUFACTURING CO. 


Utica 1, New York, U.S.A. 




















only three parts. Two die cast bodies 
engage a molded neoprene insert by 
means of drive pins and slot in the 
driven member. The design prevents 
extrusion of the neoprene insert and 
provides shock and overload protection 
for the delicate instrument parts as 
well as considerable misalignment. 
The coupling is said to be able to 
handle low torque requirements in 
small-space applications. Coupling 
dia is g-in. and bore sizes from }-in. 
to g-in. are available—The Climax 
Flexible Coupling Co., Cleveland, 
Ohio.—Industrial Distribution, Sep- 
tember 1948. 


Lubricator Valve 


Dispenses Oil Or Grease 
Without Valve Alteration 


A new lubricator valve is said to deliver 


a positive metered amount of oil or 
grease to each bearing in lubricating 
systems and dispenses all lubricants, 


| from light oil to heavy greases, through 
| the same valve without alteration. It 
| is fully hydraulic, through flow valve, 


with no pockets or crevices to retard 
lubrication, and is installed directly 
into the bearing. It does not require 
special guns to introduce lubricant to 
the system. It operates as well under 


| temperatures from zero to 300-deg. F. 


Hand Crimper 


—Titeflex, Inc., Newark 5, N. J.—In- 
dustrial Distribution, September 1948. 
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For Working In Areas 
Cramped Or Confined 


| A new 45-deg. angle hand crimper 
AND WATER | has been designed especially for work- 


| 
| 


i 


COOLED MODELS | 28 i@ confined or cramped areas. 
Crimping, seaming, bending, forming 
Ya HP. TO 25 HP. } and straightening operations, the man- 


SINCE 1906 
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Ermeto Fittings at 


SOLDER 


@ Designed especially for high 
pressure and excessive vibration, 
Ermeto fittings hold their pres- 
sure-tight seal beyond the burst 
strength of the tubing itself. 

Available in all types of fit- 
tings from ‘8 to #2’ for use 
with steel, aluminum, stainless 
and copper tubing. 


Ermeto fittings are reuseable 
... quick attachable ... permit 
the use of thin-wall tubing in- 
stead of expensive, heavy piping. 


|) ae CLT ae 


me Weatherhead 


CLEVELAND 8, OHIO 


PLANTS AT CLEVELAND, OHIO ¢ ANGOLA, INDIANA « COLUMBIA CITY, INDIANA ¢ HOUMA, LOUISIANA e ST. THOMAS, ONTARIO, CANADA 
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THE 


WHITE 


TOOL & SUPPLY CO. 
MILL SUPPLIES 
7 ; 


TG 


TOOL AND SUPPLY C0 


— 


CLEVELAND, OHIO 


CATALOG 
CUSTOMERS 


gear 


It has been our privilege . 
to bring to completion 

in 1948 another catalog for 
The White Tool & Supply 
Co., Cleveland, Ohio 


Just another item in 
the long array of evidence 


that proves 
LEADERSHIP 


PROSPERS WITH 
LEADERSHIP 


The Lakeside Press 
R. R. Donnelley 
& Sons Company 


350 EAST TWENTY-SECOND 
STREET, CHICAGO 16, ILL. 
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ufacturer points out, can be done 
with the new lightweight hand tool. 
Made from fine grade tool steel, the 
new crimper features a concave line 
running to the back of the crimper 
jaw which makes it possible to work 
“hard-to-get-at” edges encountered in 
sheet metal and aircraft work. The 
handle curves to fit the operator’s 
hand, and length, overall, is 94-in. 
Models are available with jaws either 
34 or 24-in. wide—Roesch Tool Prod- 
ucts, Los Angeles, Calif—Industrial 
Distribution, September 1948. 














Centrifugal Clutch 


Features Automatic Operation 
And Foolproof Construction 


Easily adaptable to a wide variety of 
power applications, a new centrifugal 
clutch features automatic operation, 
inter-directional drive and foolproof 
construction simplicity, according to 
the manufacturer. It utilizes an ex- 
panding, self-energizing shoe and is 
suitable for use with electric motors 
or internal combustion engines. It is 
recommended especially for small 
powered units from fractional. to 34 
hp. such as loading conveyors, scoot- 
ers, etc., which require a high starting 
torque yet a relatively low operating 
torque-—Saginaw Products Corp., 
Saginaw, Mich.—Industrial Distribu- 
tion, September 1948. 


Welders’ Clamp 


It’s Spatter-Resistant 
Durable And Long-Lived 


Early replacements of clamps, necessi- 
tated by spatter formation, will be 
sharply reduced by the use of a new 
anti-spatter welders clamp, the manu- 
facturer claims. The clamp’s new 
forged steel, heat-treated frame is said 
to provide greater durability and 
longer service. The clamp prevents 
the formation of spatter which or- 
dinarily accumulates on clamps while 
welding operations are underway. It 
is manufactured in 2, 4, 6 and 8-in. 
openings.—The Cincinnati Tool Co., 
Cincinnati, Ohio.—Industrial Distri- 
bution, September 1948. 





GOOD 
REASONS 


for HOME RUBBER'S 
Strong Distributor Support 


GOOD Products 


Home Rubber Products are recognized and accepted thereby providing distributors with an 
“in” to industrial users of Belting, Hose and Packing. This recognition and acceptance has 
been earned through superior performance. More than sixty years of specialization in the 
development and manufacture are back of “Home Rubber.” 





ition 
tion 


va GOOD Margin of Profit 


ugal 


r The long experience of distributors looking to “Home Rubber” as their source of supply... 
n, 


me the completeness of the line and its adequacy in meeting the wide-range needs of industrial 
) 

a users plus an adequate margin of profit are responsible for the loyal, enthusiastic support of 
sd Home Rubber Distributors. This line has proved an assured means of building an attractive 


Ag’ repeat order business in mechanical rubber goods. 


tors 


mal GOOD Merchandising 


» 34 
00t- 
ting 
iting 
Orp., 
ribu- 


Because of its long and close relations with its distributors, Home Rubber is fully cognizant 
of distributor problems and requirements. Home Rubber merchandising is designed to help 
its distributors and establish cordial relations not only between manufacturer and distributor 
but also between distributor and user. The good will which has long since been established 
for “Home Rubber” and its products is a priceless asset and fully appreciated by “Home 
Rubber” distributors. 


HOME RUBBER PRODUCTS 
tant BELTING HOSE PACKING 


ived Transmission Steam . . Suction . . Garden Sheet and Rod. . Water 

Conveyor Water. .Spray. . Air. . Acid Hot and Cold. . Steam 

Elevator Chemical Fire. . Gasoline Air and Acids 
Brewers. . Sandblast 


S€SSI- 
l be 
new 
anu- . O.” ... The ORIGINAL BLACK SHEET PACKING... 

se again “IN STOCK” for immediate shipment 

sai 

and ee eS 
= Dr ee ee 
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“ J-jome RUBBER COMPANY, Factory TRENTON, N. J. 


8-in. 
So; OFFICES: NEW YORK: 80-82 READE ST., CHICAGO: 168 N. CLINTON ST., 
jistri- * LONDON, ENGLAND: 107 CLIFTON ST.; FINSBURY, E. C. 
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they say it’s 
SLICK AS A WHIPPET! 


the New FORD 


WHIPPET 


#7 = ELECTRIC HOIST 


i The new FORD Whippet Electric Hoist is fast, 
safe, rugged, dependable. Low in first cost—in oper- 
ating and maintenance upkeep. It's your way to sell 
reduced materials handling costs, a big part of pro- 
duction expense. Capacities from 250 to 2000 pounds. 
Send today for a copy of folder DH-1325 for all the facts. 


ForD Chain Block Divi- 
sion also offers a wide 
range of high quality 
spur-gear, screw and 
differential hoists— 
other special hoisting 
equipment. 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Know the Answers 
to quiz on page 130 





A. METAL CUTTING SAWS: 


1. Circular metal saws may be used 
for all three types of operation. 


2. It’s true. 


3. “Chatter” might be caused by any 
one of the four conditions listed. 


4. That one is true, too. 


5. Eighty surface feet per minute 
was the right answer. 


6. False. The fit of the saw on the 
arbor must be snug, but not with 
a ten-thousandths clearance. Three- 
thousandths is nearer the mark, 
though some work with as much as 
six-thousandths clearance. 


7. Solid steel and segmental, espe- 
cially in cold cutting. 


8. False. Thirty to forty fpm would 
be a better speed, and safer, too. 


B. WOOD CUTTING SAWS: 

1. It’s the truth. 

2. If you checked 1100 rpm you were 
right. 


3. True, too. The planer saw leaves 
a very smooth cut on all types of 
cutting because of the hollow 
ground sides. 


4. “Edger” is another shop name for 
the rip saw. 


5. That one is true, too. 


6. That slight round is to prevent 
cracking. 


7. False. Each can be used only for 
the operation for which it is in- 
tended. 


8. (a) cutting teeth; (b) point; (c) 
gullet; (d) back; (e) face; (f) 
taker tooth. 





Stepping Stones 
to Successful Selling 





Reflections of a veteran sales- 
manager, culled from bulletins to 
his salesmen. 


Remember names and faces; though 
I’m sure no one needs to tell you 
how important that is, nor how fruit- 
ful of new or added business. 





SOCKET CAP SCREW 


CHICAGO Safety Plus 


saves 
low SOCKET SCREW PRODUCTS 


SOCKET SET SCREW 
e for 


Well centered burr-free sockets of controlled width and 
depth with hard surfaces which resist the most strenuous 
wear—speed assembly time. 


Accurately formed threads of uniform pitch diameters well 
within Class 3 limits—speed assembly time. 


Closely controlled concentricity tolerances assure equal SOCKET HEAD SHOULDER 
distribution of stress and permit the use of small counter- 
bores and more accurate tapping to speed assembly time. 


Your customers can reduce weight and 
add strength to their products with 
lighter, stronger Chicago ‘SAFETY 
PLUS" Screw Products. 


Chicago “SAFETY PLUS’’ Products Include: 


Socket Head Cap Screws * Socket Set Screws ° Stripper 
Bolts or Shoulder Screws * Square Head Dog Point Set 
Screws * Socket Pipe Plugs * Keys for ‘SAFETY PLUS” 
Socket Products * Hexagon Head Cap Screws, Steel and 
Brass * Square Head Cup Point Set Screws * Headless 
Set Screws °* Fillister Head Cap Screws * Flat Head Cap 
Screws * Taper Pins * Milled Studs * Semi-Finished 
Hexagon Nuts, Steel and Brass * Semi-Finished Hexagon 
Castellated Nuts. 


Our merchandising policy is based on complete 
cooperation with the distributor—Write for details. 
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No one that I ever knew was not 
; ™ let down when I failed to remember 
ae _ him, and his name. Everyone, on the 


THE CASE OF THE DOUBTFUL CONTRACT other hand, is complimented by being 








remembered by name. 

ng The memory for faces and names 
comes easier to some of us than to 
other. However, it’s important to train 
yourself along this line. You can do 
it by concentration and practice. 

Personally, I seldom had difficulty 
in remembering faces. A man’s name, 
though, didn’t register as easily. Want 
to know how I improved my “name 
memory”? 

Well, I’d write the name on a card 
of the company with which the man 
was connected. I’d try to get that 
name pinned in my memory so that | 
wouldn’t forget it the next time we 
met. Sometimes I was_ successful, 
sometimes not. But when the name 
did escape my memory I always was 
able to look at my card before enter- 
ing the prospect’s office. Then I'd 
know better than to call him “Mr. 
Schicklegruber” when his name was 
“Schilgerber’’. 

Try it yourself. It may not cure you 
completely, but it will certainly im- 
prove your memory for names. 


METALITE * BELTS 


change protitless grindin 
seit aatieiide iainene 


This cutlery manufacturer couldn't figure any profit, using set-up 
wheels, in a proposed contract for rough and finish grinding 
sheath knives. Then he considered the belt backstand method 
with Metalite* Cloth Belts and saw how he could do it at a 
profit. Here's why: 


OPERATIONS — Rough and finish grind all surfaces on sheath 


knives from rough steel forgings. 


ORIGINAL METHOD — No previous production figures avail- 
able but past experience with set-up wheel production costs 
indicated job could not be done at price demanded. 


BELT BACKSTAND METHOD 
BACKSTAND — Hammond Model 3. 
CONTACT WHEEL—Behr-Manning Hard Density 12" x4" x14". 


ABRASIVE BELTS —- Metalite Cloth Durabonded 4"x 118". 
Roughing — Grit +60 X Heavy Duty. 
Finishing — Grit +100 X (greased). 
IMPROVEMENT — Contract became profitable business. 
1. Production volume 60% above "profit-level” estimate. 
2. Production costs 45%, below “profit-level” estimate. 





packed in a carton makes possible a 
quick and clean way of serving cus- 
tomers. Packages are numbered from 
#3 to #32 inclusive and the number 
of the package indicates the ball size 
as well.—SKF Industries, Inc., North 
Philadelphia 32, Pa. 


CONVEYOR CHAIN — A circular 
outlines conveyor chain of various 
types, both special and standard, de- 


REMARKS — Management extremely well pleased — requisi- tailing the features of each, including 


tioned additional units immediately. 


You can check the advantages of the belt backstand method 
with Metalite* belts right in your own plant. Write, phone or 


engineering, tooling and production. 
—Black Chain Co., Cleveland, 17, 
Ohio. 


wire us for a free demonstration. 
CARBIDE MICRO-MILLS—Both in 

* Reg. U.S. BEHR-MANNING © TROY, N. 7. the straight shank and the taper 
phone mount series are explained and de- 

DIVISION OF NORTON COMPANY) é a es eee gi 

scribed in a bulletin, “16-W”. The 
folder contains information on cut- 
ting speeds, uses, applications, cau- 
tions, etc.—Severance Tool Indus- 
tries, Inc., Saginaw, Mich. 


PROTECTIVE EQUIPMENT - of 
an industrial nature is listed and de- 


THE BELT METHOD IS THE BETTER METHOD 
... AND THE BETTER BELT IS METALITE 
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- Engineering Cooper tion 
— The Right Hoist For the Job 
— Help on Any Sales Problem 


a 


Here's a plan that's really new! It's an extra Coffing sales 
help to put you on the road to quick, sure increases in 
hoist sales to all markets! 


It involves no more than an easy-to-use single sheet form 
—one sheet of facts and figures gives you the complete 
cooperation of experienced Coffing engineers, the full 
backing of a Coffing division set up especially to handle 
your problems in selecting and selling. 


Here’s How It Works! 


When your customer tells you his hoist problem, the form 
sheet makes it easy to jot down all the needed data. Pass 
that along to Coffing for a hoist dation that can 
be depended upon. You'll get customer satisfaction ... 
repeat sales and profits. 





If the problem is really tough, you'll get on the spot 
service of these Coffing experts, personal attention that 
follows through until the Hoist problem is solved. Check 
with Coffing today— get full details of this exclusive 
Coffing help that means extra sales, extra profits for you! 





The Complete Coffing Line 
for More Sales in More Markets 





inp 


COFFING COFFING COFFING 
SAFETY-PULL QUIK-LIFT SPUR-GEARED 

RATCHET ELECTRIC HOISTS 
LEVER HOISTS HOISTS 


14 Models 17 Medels 7 Models 
%teilStonsCap. ‘to 2 Tons Cap. ‘% to 5 Tons Cap. 


Plus 
HOIST JACKS © MIGHTY MIDGET PULLER 
LOAD BINDERS ¢ DIFFERENTIAL CHAIN HOISTS 
TROLLEYS 


COFFING HOIST COMPANY: DANVILLE, ILLINOIS 





A QUARTER CENTURY OF QUALITY 
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Soften up and 
sign orders LA 
when you tell them 
this story... 


MOLY SHOVELS, SPADES and SCOOPS 


WEAR BETTER — made with miracle tough 
Mo-lyb-den-um Steel blades and finest selected 
Northern White Ash handles. 


STAND UP LONGER on the job because re- 
Tebiclae-te Mmm -Jale Mn (oN -vile ER 7111 A Lolole MME) cal ltTThZ- 
aelsrtistionfielsmes-telitla-m 

ARE EASIER ON THE WORKER... lighter 
relate Mmuilelel-Mm Atta Mm ilsl-Mm ola-leltielemm clellelsla-s 





and yet when bought direct from the 
Moly distributor . . . actually COST NO 
MORE THAN ORDINARY SHOVELS when 
these are bought locally. 


scribed in the firm’s new catalog, a 
guide to accident prevention. Among 
the 64 pages in the book are 16 pages 
explaining correct safety procedures, 
—Chicago Eye Shield Co., Chicago 
12, Ill. 


CARBIDE TOOLS—A new catalog, 
No. 48, 70-pages long, illustrates in 
detail and describes the manufac- 
turer’s line of cemented carbide tools 
of several kinds for various applica- 
tions—Kennametal, Inc., Latrobe, 
Pa. 


ELECTRIC MOTORS — A handy 
guide for the quick selection of elec- 
tric motors contains relevant data on 
general purpose motors suitable for 
every industry. The 12-page bulletin 
provides detailed specifications cover- 
ing squirrel-cage induction motors 
and application data, range of sizes and 
speed torque curves, etc.—Allis-Chal- 
mers Mfg. Co., Milwaukee 1, Wis. 


FLEXIBLE COUPLINGS—Data on 
all the flexible couplings for direct 
connected drives handled by the man- 
ufacturer are contained in a new 
four-page index. One of its features 
is a table showing how to select the 
right size couplings.—B. F. Goodrich 
Co., Akron, Ohio. 


| LIGHTING EQUIPMENT — Cata- 
, log No. 48 covers the manufacturer’s 
| line of lighting equipment, including 
| unilets, conduit fittings, reelites, etc. 
| —Appleton Electric Co., Chicago 13. 


| VALVES, FITTINGS -—and §acces- 


woop | 
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sories of the corrosion resistant, stain- 
less steel type, are set forth in a new 
80 page catalog which gives complete, 
concise information on the company’s 
line. A tab-indexing system makes it 


| easy to obtain information in dimen- 


sions, finished weights, etc.—The 
Cooper Alloy Foundry Co., Hillside 
S, ..F. 


SET AND SCREW CAPS-A folder 
contains interesting information on 
the application of multiple-spline and 
hex socket set and cap screws.—The 
Bristol Co., Waterbury 91, Conn. 


FASTENINGS — Non-ferrous and 
stainless steel fastenings are described 
and illustrated in a new 32-page cata- 
log. Included are dimensions, packag- 
ing data, etc—The H. M. Harper 
Co., Chicago 18, IIl. 


SCREW THREAD INSERTS—A 
12-page booklet contains the latest 
design data, tables, applications, and 
illustrations of the firm’s screw thread 
inserts.—Heli-Coil Corp., Long Island 
City 1, N. Y. 
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—IN THE FAMOUS 
SECRET SERVICE SERIES 


4 POPULAR NUMBERS 


AVAILABLE NOW 


IN BRASS, as in steel, the basic superiority of 
Master Laminated Construction stands out strong 
as Gibraltar . . . here are brass padlock values 
that are outstanding in the industry! 


® Recommend Master padlocks — the finest for 
protection of plant and property. Special keyed- 
alike and master-keyed systems built to order 
in a week or two. 


Sold only through distributors, 


No. 8 + $1.00 Retail 


Small, compact, laminated BRASS 
padlock and featuring finest brass 
cylinder, pin tumbler security. Pre- 
cision built to one-half thousandths 
of an inch. 1-3/16” case. 


No. 2 © $1.50 Retail 


Powerful, laminated BRASS pad- 
lock. Finest brass cylinder, pin 
tumbler security. Heavy brass lock- 
ing lever, Extra-strength riveting. 
1%," case. 





No. 4 «- $1.25 Retail 


Strong, dependable, laminated 
BRASS padiock with finest brass 
cylinder, pin tumbler security. Pat- 
ented protection against jarring 
open. 112” case. 


Make sales faster with 





Master Padlocks —— 


EVERY ONE AN OUTSTANDING VALUE 





No. 6 ¢ $2.00 Retail 


Ruggedly built, laminated BRASS 
padlock. Finest brass cylinder, pin 
tumbler security. Extra heavy brass 
locking lever. Riveted under 150 
tons pressure. 2” case. 





Associated Locksmiths 
of California 
PRESENTS TO 
MASTER LOCK CO. 
his certificate of merit 


in recognition of the 
Outstanding effort to 





Master Jock Company, Milwaukee, Wis. © World's Leading Padlock 
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KLEINS 


FOR MEN WHO WANT 


e Ever since the first communication and 


power lines were strung, Klein Pliers have 


been the favorite tools of electrical workers. 


Today, Klein Pliers are made with the 


same exacting care that has won these tools 


their reputation for high quality. 


Klein Pliers are still preferred by skilled 


workers in every field as they have been 


“since 1857.” 


No. 201. Original pattern 
husky Klein Side Cutting Plier. 
Square nose. Made in five 
sizes—5, 6,7, 8, and 9 inches. 


No. 201 NE. The lomaee 
“streamlined” Klein Side Cut- 
ting Plier. Made in five sizes 
—5, 6, 7, 8, and 9 inches. 


| No. 242. Klein Oblique Cut- 
ting Plier (heavy-duty pattern). 
A very useful tool that cuts 
close. Length, 6 inches. 


' No. 203. Klein Long Nose 
Plier. Long reach of jaws per- 
mits getting into difficult places. 
Made in 6 and 7-inch sizes. 








NEW LINES 
taken on by 
DISTRIBUTORS 











The Hajoca Corp., Philadelphia, Pa., 
has been appointed distributor for 
Nordstrom lubricated plug valves in 
the entire trading area served by 
Hajoca. 


The Rust-Oleum Corp., Evanston, III., 
makers of rust preventive products 
for industrial and general uses, an- 
nounce the following new distri- 
butorships: 


* Sieg-Peoria Co. 
Peoria, IIl. 


e Harrison Paint Co. 
Baton Rouge, La. 


* Central Tool Supplies 
Battle Creek, Mich. 


* Buckley Factory Supply Co. 
Pontiac, Mich. 


e J. E. Dilworth Co. 
Jackson and Vicksburg, Miss. 


¢ John N. Thorp Co., Inc. 
New York, N. Y. 


¢ Probst Supply Co. 
Marion, Ohio 


e Spencer Paint & Glass Co. 
New Castle, Pa. 


¢ American Wallpaper Co. 
Uniontown, Pa. 


¢ Murfreesboro Supply Co. 
Murfreesboro, ‘Tenn. 


¢ Logan Hardware & Supply Co. 
Huntington, W. Va. 


F. L. Murdock & Co., Tulsa, Okla., 
has been appointed to handle the 
Hewitt Rubber Division line as in- 
dustrial and oil field distributors of 
hose, conveyor and transmission 
belting, and packing. 


Pulver Machinist Supply Co. has been 
appointed distributors of grinding 


i wheels manufactured by The Car- 
E | _ borundum Co. 


i 
The Klein Pocket Tool Guide, 
showing the Klein line and con- 
taining useful tool information, 
will be mailed on request. 


Tool Sales Co., Detroit, Mich., has 
been made distributor for Rigid 
live centers, a product of the Rigid 
Products Co. 


The Washington Belting & Rubber 
Co., Tacoma, Wash., has been 
made a distributor in the Seattle 

(Continued on page 177) 


Established 1857 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1948 





SIMONDS CIRCULAR SAWS 
UP TO 16” IN DIAMETER 
are individually packaged and 


completely protected by tough 
SIMONDS corrugated board...can’t be 
c= AND scratched or dulled. 


manne 


s SAW AND STEEL CO- 
proweuno, wae® 


SIMONDS Fe thea attr 
NARROW 
BAND SAWS 
come in this bright 
red flat package 
protected om 
injury to blade, 
teeth, or weld. 


SIMONDS DADO HEADS 


in standard sets, are packed 

in a sturdy wooden case... 

fully protected against damage... 
ready for immediate use. 


SIMONDS is set up to give you delivery 
of Packaged Narrow Band Saws and 
Packaged Circular Saws... right now. 

These compact, colorful new Simonds 
packages are plainly marked with sizes 
W/ and specifications. They are easier 
Ps and safer... both for you and your 
customers... to handle in and out 
of stock. And every saw goes onto 

the job as fit as it left the factory. 
What's more, you save packing time 
and cost. So get in touch with the near- 
est branch office... and order Simonds 

Packaged Saws today. 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. 
Green Street, Chicago 7, Ill.; 416 W. Eighth Street, Los Angeles 14, 
C€alif.; 228 First Street, San Francisco 5, Calif.; 311S. W. First Ave., 
Portland 4, Ore.; 31 W. Trent Ave., Spokane 8, Washington. 
Canadian Factory: 595 Se. Remi St., Moatreal 30, Que. 





T— SIMONDS— 


SAW AND STEEL CO. 


FITCHBURG, MASS. 
Other Divisions of SIMONDS SAW AND STEEL CO, 
making Quality Products for Industry 





~—" 
gern SAN ONO STE, co" Grinding omreum, renga wacove . : r 
Fornace Stools «ed Grains SIMONDS ALSO MAKES: “Red Tang” Files + “Red End” Hacksows ° 
“Bive Tip’’ Bits & “Red Circle’’ Shanks for Simonds Inserted-Point Saws 
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rm Satisfaction Means Repeat Sales! 


This American Reduction Drive installation was 
made entirely from standard stock parts sup- 
plied by an American Distributor. User says 


“Installation was a matter of minutes.’’* 


*Name on request. 


AMERICAN 
REDUCTION 
DRIVE 


1. Can be Delivered from Stock § =‘? J 


DRIVE 
“~A" 


DRIVE 
nage 


2. Simple Installation 

3. Competitive Price 

4. Space-Saving Design 

5. Quick, Easy Speed Changes 
6. Fewer Parts to Stock 


1. Less Weight to Handle 


for more power transmission 
sales—CHECK ALL 7! 


Do the speed reducers you handle give you extra selling 
advantages necessary for higher power transmission 
sales? Check all 7 advantages of American Reduction 
Drives before you decide! American Reduction Drives 
enable your customers to get driven speeds below 154 
r.p.m. with standard stock equipment. Installation is 
simple—no special engineering is necessary. No bulky 
foundations or supports are needed. Patented compact 
design provides extra floor space. Maintenance costs go 
down because the primary belt drive absorbs equipment- 
damaging shock loads. Best of all, American Reduction 
Drives are easy for you to stock. There are fewer sizes— 
and less weight to handle! 


For high, profitable power transmission sales, check all 
7 first! Write for the complete drive selection data con- 
tained in the American Reduction Drives Handbook, today. 


4218 WISSAHICKON AVE. © PHILADELPHIA 29, PA. 


WY 


f- —— Pe ’ 
V-BELT SPEED REDUCTION Ss FLAT BELT 
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area of the Fiske Bros. Refining Co. 
line of “Lubriplate”. 


The Rossman Industrial Supply Co., 
Seattle, Wash., now is distributor 
for the Phister Mfg. Co. complete 
line of fire extinguishers. 


Cragin & Co., Seattle, Wash., re- 
cently have taken on lines active 
in the welding field, including the 
Westinghouse line of welding ma- 
chines and rods; the Prestolite line; 
Purox welding machines and rods; 
and the Eutectic line of low-heat 
rods. 


Washington Hardware Co., Tacoma, 
Wash., recently assumed the dis- 
tribution of the complete Dumore 
line of the Coffing Hoist Co. 


Chas. H. Harden & Co., Seattle, 
Wash., has taken on the Wilbur- 
Williams line of industrial paints. 


The following appointments as dis- 

tributors have been made by The 
United States Electrical Tool Co.: 
e A. W. Helebush and Wm. Greer, 
both with headquarters in San 
Francisco, made distributors in 
California, Arizona and Nevada. 
eH. D. Wixson, with headquar- 
ters in Detroit, appointed for the 
state of Michigan and the Toledo, 
Ohio area. 
e Wm. Duff Shapiro, with head- 
quarters in New York City, ap- 
pointed distributor in Metropolitan 
New York. 


New distributors recently appointed 
by Boice-Crane Co. include the 
following: 

e Industrial Supply Corp. 
Tampa, Fla. 

¢ Georgia Supply Co. 
Savannah, Ga. 

e W. A. Akhurst Co. 
Vancouver, B. C., Canada 

eM & E Supply Co. 
Tulsa, Okla. 

e Ernest F. Donley’s Sons, Inc. 
Cleveland, Ohio 

¢ Bonded Scale & Machine Co. 
Columbus, Ohio 

e Walter Tips Co. 
Austin, Texas 

e Meyer Supply Co. 
Chicago, Ill. 

e Haven Saw & Tool Co. 
Fresno, Calif. 

eA. A. A. Saw & Tool Service & 

Supply Co. 

Chicago, Ill. 

e Deutscher & Sons 
Jamaica, N. Y. 

eFahrney Martindale Hardware 

Co. 

Hamilton, Ohio 





YOUR INDUSTRIAL CUSTOMERS expect a quick, firm ‘grip in the 
vise they choose. They get it with Parker—along with other 
“action” features. 


For instance, the swivel base, brake-type locking, that swings 
to hold the work in any joint in a 360° circle. Also, the entire top 
of the vise is covered by renewable steel jaws. When worn, 
grooved or gouged, another set can be pinned on for “new vise” 
performance. Massive strength is assured by the solid-cast under- 
portion of a Parker Vise—and the tension spring handle is 
non-pinch. 

Yes, you can assure an extra lot of vise performance when you 
display, recommend and sell Parkers—and they sell for keeps! 
New additions coming soon—a great, new line of hinged pipe vises 
and woodworking vises. Parkers are sold by leading distributors. 
The Charles Parker Co., Meriden, Conn. 


ku 
Parkers are unit packaged—easy to stock ay 
and deliver—factory-new to your customer. J 





PARKER VISES 


America's First Vise Maker 
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Discover How te10- Seal’ 


HOSE CLAMPS 





More than one skeptical jobber has seen the light — for 
here is a superior hose clamp whose four basic sizes fit 
practically all ordinary requirements — an engineered hose 
clamp which appeals to the reason and pocketbook of the 
customer with these advantages — 


© 
« UNIFORM 
, CLAMPING 


: Aero-Seals are self-locking and vibra- 
tion-proof, have extra long take-up 
and are available in both slotted and 
wing-nut type of worm-drive. 


EASY TO 
INSTALL 


You can install an 
Aero-Seal with one 
hand if you want to 
— and fast! They're self-feeding once 
“the clamp-end engages with the 
worm. No loose parts to drop. 


True tangential take-up and curved 
saddle form provide absolutely uni- 
form clamping action around 360°, 
leak-proof, ideal for thin-walled tubes. 


USE AGAIN 
and AGAIN 


Nine lives is noth- 

ing for Aero-Seals, 

They're ready to go 
back to work after plenty of hose 
changes. Also available in. stainless 
steel for marine use. 


Put an Aero-Seal in a customer’s hands and he'll 
buy it — it’s a precision job of engineering applied 
to a simple, everyday problem. No ordinary hose 
clamp can match its advantages. 





|] FREE SAMPLE: 


Please send free sample by 
return mail without obligation. 





COMPANY 





ADDRESS 





BREEZE CORPORATIONS, INC. 
AIRCRAFT STANDARD PARTS CO. DIVISION 


outh Sixth Street 


CITY & STATE 
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¢ Townley Hardware & Supply Co. 
Ronceverte, W. Va. 

¢ Florida Machinery Corp. 
Miami, Fla. 

e Universal Supply Co. 
Beckley, W. Va. 


ej. H. Sherburn 
Brownwood, Texas 





FROM THE 


wa FILES wx 


25 Years Ago 


The eight-hour day came to the 
steel industry, led by United States 
Steel. The day, formerly, had been 
twelve working hours long. 

A feature of the intensive safety 
campaign in the city of Baltimore 
were schools of instruction conducted 
for superintendents, foremen and mas- 
ter mechanics connected with the in- 
dustrial plants of the city. 

The Hardware & Supply Co. of 
Akron, moved into its newly con- 
structed office building and warehouse 
on South High Street in Ohio. 

“Double Your Sales By Doubling 
Your Sales Force”, was the general 
theme of an article in MILL SUP- 
PLIES by J. R. Hopkins. An inter- 
change of experiences between large 
industrial advertisers had shown that 
only a small percentage of prospects 
were called upon by distributor sales- 
men. 

A committee of public-spirited and 
prominent Chicago men began work 
toward the establishment in _ their 
city of an American school of the in- 
dustrial arts. The school would not be 
limited in its artistic scope, but would 
be designed to meet the needs of in- 
dustries. 

Among the “Annoying Experiences 
of a Mill Supply Dealer’, only the 
‘hard-boiled purchasing agent’ took 
precedence over “competition with di- 
rect selling manufacturers’ as the No. 
1 ‘fly in the ointment.’ 

Belting, hose and packing ship- 
ments to foreign countries increased 
sizeably in the first half of 1923, as 
against exports for the corresponding 
period of 1922. 

“Sales meetings on Saturday after- 
noons or at any time which may prop- 
erly be listed as ‘off-hours’ are the 
‘bunk’””—was the opinion of one 
manufacturer’s representative of the 
time who had had long experience in 
calling on mill supply dealers. 











@ Note that these Engineer's 
Pattern “Superrenches’ are thin 
enough to operate jam nuts. 


the 
ates 


 F | YOU GET 


fety 


= STREAMLINED 


nas- 

of 
‘On- WITH 
use 


ne WILLIAMS 

eral “” 9 

i Superrenches 

ter- f 

Awkward, hard-to-reach adjustments present no 
problem for these streamlined “Superrenches”. 
ind - a Forged from alloy steel, they are light in weight 
cir ‘ a. . yet their strength is equal to that of the strongest 
be i ‘ wrenches made. Available in all popular patterns, 
val re with openings from 3/16” to 3-1/8”. “Superrenches”, 
with highly polished heads, are handsomely finished 


in durable chrome plate, over nickel. 


ed ' (This standard signature appears in all Williams advertising) 


J. H. WILLIAMS & CO., BUFFALO 7, N. Y. Qistiibulded Loeryuhere 
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aggressive, hustling 
fufacturing business has tool problems. The 
mrss to feel sorry for is the one that hasn’t any. 


Bring your problems to Clark. 


just consider that here is as fine a set- “up as 
e.: can find for practical tool research—Clark’s 
multitude of machining operations in building 
axles, transmissions, wheels, housings, gears and 
forgings, fork trucks and industrial tractors, railway 
ear trucks. If anybody should “‘know the score” on 
® ools, we should—and we do. We build our own 
: E tools—Celfor Tools. None better— 
F we know. 


There’s an easy, no-cost way to get 
all Clark’s extraordinary experience 
working for you—just ask Clark. 


CLARK EQUIPMENT COMPANY 


CELFOR TOOL Division 


BUCHANAN, MICHIGAN 


OTHER PLANTS — BATTLE CREEK, JACKSON, BERRIEN SPRINGS, MICHIGAN | 
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10 Years Ago 


The September Sales Guide Issue 
featured sections on “What To Sell’, 
“Where To Sell It” and “How It’s 
Used.” Among the products listed 
were power transmission equipment, 
production equipment and supplies, 
power plant equipment and materials 
handling equipment and supplies, con- 
cluding with a section on “Where to 


| Sell Maintenance and Service Equip- 


ment.” 

Members of the Connecticut Mill 
Supply Club held their annual outing 
at the Brooklawn Country Club in 
Bridgeport. Luncheon and a golf tour- 
nament featured the day’s activities. 

The Cameron & Barkley Co. of 
Tampa, Fla. laid claim to being the 
first company ever to receive an order 
placed via commercial air transport. 
The flight took place in 1914. 

Third prize in the National Win- 
dow Trimming Contest was won by 
the Perth Amboy Hardware Co., 
Perth Amboy, N. J. 

Billings & Spencer Co., of Hartford, 
Conn. acquired the Windsor Auto- 
matic Co. of Windsor, Vt. The 
Windsor company’s principal product 
was listed as the ““Di-matic’” automatic 
screw machine. 








| Aug. 27-Sept. 11—Canadian National 
| Exhibition, Exhibition Park, To- 
ronto. 


Sept. 8-10—Railway Electric Supply 


Manufacturers Association, Hotel 
Sherman, Chicago. 


Sept. 13-17—Instrument Conference 
and Exhibit, Instrument Society of 
America, Philadelphia. 


Sept. 19-22—Allied Railway Supply 
Association, Sherman Hotel, Chi- 
cago. 


Sept. 20-23—American Mining Con- 
gress-Metal Mining Convention and 
Exposition, San Francisco. 


Sept. 27-Oct. 1—Third National Plas- 





“ASK YOUR © 
LUNKENHEIMER 
DISTRIBUTOR’... 


At right, is one of a series of 
ads appearing monthly in 
these leading technical papers 
reaching over a half million 
readers: 


POWER 


SOUTHERN POWER 
& INDUSTRY 


MECHANICAL ENGINEERING 
INDUSTRY & POWER 
NATIONAL ENGINEER 
CHEMICAL ENGINEERING 


PAPER INDUSTRY 
& PAPER WORLD 


FOOD INDUSTRIES 
SUGAR 


HEATING, PIPING 
& AIR CONDITIONING 


OIL & GAS JOURNAL 
CALIFORNIA OIL WORLD 
PETROLEUM ENGINEER 
PETROLEUM REFINER 
PETROLEUM WORLD 
TEXTILE INDUSTRIES 
TEXTILE WORLD 

MILL & FACTORY 


FACTORY MANAGEMENT 
& MAINTENANCE 


INDUSTRIAL DISTRIBUTION 
PURCHASING 

INDUSTRIAL EQUIPMENT NEWS 
RAILWAY PURCHASES & STORES 
RAILWAY MECHANICAL ENGR. 


MARINE ENGINEERING 
& SHIPPING REVIEW 


PACIFIC MARINE REVIEW 
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LUNKENHEIME 


200 LB. BRONZE UNION BONNET 





Complete i 
® Circular 
Lunke heim, 


a Copy or w 


oformati 
No. § 44 


tite us direcr 





Every LUNKENHEIMER ad- 
vertisement directed to your 
market repeats that import- 


ant suggestion.... “Ask Your 


Lunkenheimer Distributor.” 


ESTABLISHED 1862 


THE LUNKENHEIMER & 


—=QUALITY’=— 
CINCINNATI 14, OHIO. U.S.A. 


NEW YORK 13. CHICAGO 6 
BOSTON 10 PHILADELPHIA 34 


EXPORT DEPT. 318-322 HUDSON ST, NEW YORK 13.N. Y¥. 


‘+s IN BRONz 
E 
GATE Vaive 
__DESIGN 
rn 
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tic Exposition, Grand Central Pal- 
| ace, New York. 
| Sept. 28-Oct. 1—Iron & Steel Engi- 
| neers Exposition, Cleveland. 


Oct. 2-10—Construction Industries 
| Exposition, Sam Houston Coliseum, 
Houston. 


Oct. 4-9—Fifteenth Southern Textile 
Exposition, Textile Hall, Green- 
ville, S. C. 


| Oct. 5-7—National Contract Hard- 
ware Association, Palmer House, 
Chicago. 


That’s the story of Hein-Werner Hydrau- Oct. 5-7—Industrial Packaging and 
lic Jacks in your customer’s plants. One Materials Handling Exposition, Ho- 
: tel Sherman, Chicago. 

man can lift 50 tons as a one hand oper- 


ation with a powerful, easy-operating | Oct. 11-13—Semi-Annual Conven- 
H-W Hydraulic Jack | tion, American Society of Tool 


| Engineers, Biltmore Hotel, Los 
Absolute dependability is a known factor in every Hein- Angeles. 


Werner Industrial Jack—guaranteed by strict factory | " ; ; 
testing at 112 times rated capacity. The test is proof of the | Oct. 12-16—Fifth National Chemical 
rugged strength that is built into H-W Jacks . . . in the | Exposition, Coliseum, Chicago. 
exclusive Heinite Piston that withstands ten times the wear Oct. 12-16~Nationsl Hestease Show, 
of conventional cups or packings . . . in the solid steel Grand Central Palace, N. Y. Citv. 
base . . . in the pressure tested malleable iron top nut : 
and handle socket. Oct. 25-29—National Metal Exposi- 
Yes, 50 tons of dependable tion, Convention Hall, Philadelphia. 
pressure can be easily har- : . 2 
nessed to pushing, pressing, Oct. 25-30—National Business Show, 
bending operations or hundreds Grand Central Palace, New York. 
iP nc Oct. 29.—National & American Asso- 
ee een oem ciations, Regional Meeting, Areas | 
and 2., Westchester Country Club, 
Rye, N. Y. 


Nov. 16.—National & American Asso- 
ciations, Regional Meeting, Chi- 
cago, Ill. 
Made in models of 142, 
3, 5, 8, 12, 20, 30, 50 
and 100 tons capacity. 
Write us for complete 
details. 
































CVORALUIC SdtEAS. 


HEIN-WERNER CORP. | 


“L'VE Come To EXPLAIN ABOUT THAT MIXUP 
WAUKESHA. WIS. | Tee WIM, 
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Circle © Bolts and Nuts... both standard 
and special...are manufactured on the latest 
precision machinery. They are held to close 
tolerances that assure easy installation and 
dependable service. 


BUFFALO BOLT COMPANY 


North Tonawanda, N.Y. 
SALES OFFICES IN PRINCIPAL CITIES 


Export Sales Office: Buffalo International Corp., 
Vv 50 Church Street, New York City 


(8) BOLTS 
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Abrasives - Grinding 





"7 
wilk NORTON [/iltéffied 
orctodd DIAMOND WHEELS 


fast cutting action plus long life — that’s what you get with the 

Norton Vitrified bonded diamond wheel — that’s why this pat- 
ented Norton development will enable you to cut costs on many of 
your carbide tool and die grinding jobs. 





For the offhand grinding of single point tools, for the grinding of chip 
breakers (wheels 1/4” and wider), and for many internal, cylindrical 
and surfacing jobs you'll find that Norton Vitrified diamond wheels 
can really cut costs. 


Why? Because the vitrified type of bond, used so widely in other 
Norton wheels, gives a diamond wheel with these outstanding fea- 
tures: (1) a rigidity that gives dimensional accuracy to the work 
being ground, (2) a porous structure to promote faster and cooler 
cutting and (3) positive adhesion between the vitrified bond and the 
diamond grains which insure a long, useful wheel life. 


The 138-page Norton handbook “Grinding Carbide Tools” is full 
of useful information. Write for a copy — no obligation. 


© NORTON 
DISTRIBUTOR 


Be This advertise 
© ment and severc 
& similar ones ar 
* carrying th 
% Norton diamon 

| .e : ©. wheel story t 

bere ee A GTR s, over 290,000 « 
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hin ULM ae nee CA MMM ed ame §=©§ «YOU can furnis 
. diamond whee! 
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i SESS ina a ae 


ENGINEERED TO DO THE JOB RIGHT! 


Like all Roper pumps, Series ‘“‘H” models embody simplest design 
and principle — yet have all the refinements necessary to assure 
dependable, economical operation under high pressures. Spur 
gears provide high volumetric efficiency, and operate in axial hy- 
draulic balance. Roller bearings and bronze wear plates — two on 
each side — reduce friction for handling heavy loads. Hydraulic 
action continuously lubricates journal and bearings. 


Roper Series “H” pumps are recommended for pressures up to 
1000 Ibs. p.s.i. when pumping lubricating oils . . . are designed to 
operate at direct motor speeds. They are used widely for all types 
of hydraulic mechanisms, steel mill equipment, and in oil field 
gathering line service. External relief valves are usually recom- 
mended for all high-pressure installations. 


Send for Literature 


Specifications and dimensions 
on series ““H” and other models 
of Roper pumps are contained 
in illustrated booklet. Your 
copy awaits your request. 
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Charles S. Haggarty 


Charles S. Haggarty, 
Atkins Branch Manager 


Charles S. Haggarty, former mana- 
ger of the New Orleans branch of 
E. C. Atkins & Co., died on July 21, 
the result of a stroke suffered on his 
80th birthday. 

Born in Ypsilanti, Mich., on July 
18, 1868, Mr. Haggarty worked, in his 
youth, for railroads in Beaumont and 
Orange, Texas, later becoming asso- 
ciated with a lumber company at Call, 
Texas. He was promoted to sales man 
ager within two years. He started 
traveling the saw milling districts in 
east Texas for E. C. Atkins & Co., 
and upon establishment of its branch 
at New Orleans in 1912, he became its 
manager. 

Surviving are a son and a sister. 


John Martin, 
Distributor Aid 


John Martin, 54, supervisor of tele- 
phone and counter sales at Squier, 
Schilling & Skiff, Newark, N. J., in- 
dustrial supply firm, died suddenly of 
a heart attack at his home in Newark 
on July 3. 

Mr. Martin was formerly a partner 
in the firm before it was incorporated. 
He had been associated with the firm 
for 18 years, having started as head of 
the shipping and receiving depart- 
ment. 


Dana R. Johnson, 
W. J. Foss Co. Executive 


Dana R. Johnson, vice-president 
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and general manager of the W. J. 








MORGAN 


ACROSS-THE-COUNTRY 
t 4 O F 4 T * 2 e 


North, east, south, or west—there’s always a 
market for the MORGAN line of vises and 
they fit into any distributor’s sales plan. 
MORGAN VISES are nationally-advertised 
—nationally-known and used everywhere. 
Fifty-five years of right manufacture recom- 
mend every MORGAN VISE you sell and 
every vise that leaves our plant has our un- 
conditional guarantee for a life-time of good 
service. Make MORGAN VISES the back- 
bone of a successful business. A clear-cut 
sales policy—prompt attention to all orders 
—that’s the right start for your profitable 
selling. Get the MORGAN story today. We 
urge users to buy through their local dis- 
tributor. 


® Machinists’ Bench 

@ Combination Pipe 

@ Sheet Metal Workers 
® Woodworking 


@ Quick Action 

@ Solid Nut Continuous 
Screw 

@ Garage Vise 


MORGAN VISE CO, 112 *.«80"s. CHICAGO 6, U.S.A. 
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Foss Co., of Springfield, Mass., died 
on June 22. 

Mr. Johnson, it will be recalled, 
was a “regular” at the National As- 
sociation Conventions. 


G. K. Sanderson, 
Buffalo Firm Official 


Gordon K. Sanderson, 68, associ- 
ated for 50 years with the Buffalo 
mill supply firm of Enos & Sanderson 
Co., died on July 13. He had been 
stricken ill while on vacation. 

Mr. Sanderson was born in Darien 
Center, New York. The firm had 
been founded by his father, Charles 
H. Sanderson, and George Enos in 
1895. 

Surviving are a daughter and a 
sister. 


Norman Beard, 64, 
| Supply Firm President 


Norman. Beard, 64, president of 
Factory Equipment, Ltd., Toronto, 
Ont., died of a heart attack on July 
22 after collapsing in his home. 


| C. C. Blackwell, 64 
Moore-Handley Official 


| C. C. Blackwell, 64, vice-president 
| of Moore-Handley Hardware Co. died 


| in Birmingham on July 13. He was 
| well known in business and industrial 
ON | circles. 


Mr. Blackwell was a native of Mid- 
: —_ | way, Ala. 
and in other heavy-duty steam hose applications where ummter- | 
rupted service is of paramount importance. The special armored- 


insulated construction of this hose gives it greater strength, dura- 
bility and safety than conventional types provide, without im- | N EWS 
pairing its flexibility. Recommended for pressures up to 150 lbs., | 
and regularly furnished with Mulconroy High Pressure Hose | 


Couplings. 


“DYNAMITE” Steam Hose, Style 801. Tube is special heat- 
resisting compound, reinforced with continuous spiral of steel 
wire, and insulated by woven asbestos lining. Cannot buckle or 
collapse. Carcass is extra strong combination of rubber and duck. 
Cover consists of multiple layers of braided wire, surrounded by 
spiral of half-round galvanized steel. Sizes 44” to 3”. Other styles 
for higher temperatures and pressures. 











-ONROY MEANS MORE 

NESS FOR You 
Wherever the requirements call for greater resistance to temperature, pressure 
and wear than conventional rubber or all-metal hose can give, you can sell a 
Mulconroy Special Hose Construction that will insure the desired results. 
Send us your inquiries, and we will cooperate promptly in helping you 
secure this extra business. 





“MULCONROY Siarud... WHERE OTHERS S. CUSTOMERS of Mills & Lupton 
posgoue — Supply Co., Chattanooga, Tenn. are 


MULCONROY CO. (GC, ) Hee Saati Stacellll | i es 
5329 JEFFERSON ST., PHILADELPHIA 31, PA. |. inane 
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AL "MEET THE 
NEW ALLEN BOX" 


EN "YOUR GUARANTEE OF 
GETTING GENUINE ALLENS” 


wARNING im 


Allen-TYPE screws 
aren't necessarily 
Allen-MADE. Gen- 
vine Allens in the 
new distinctive 
black & silver box. 


OLD ONLY THROUGH 
LEADING DISTRIBUTORS 


ar onn 1 V2 
NEW YORK, CLEVELAND, DETROM, CHICAGO, LOS ANGELES 
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Allen 
Distributors 


industrial magazines, 


This new box in which all Allen 
Head screws, keys and Allenuts* 
are now packed is designed to add 
modern eye appeal and provide a 
package that won’t show grease 
and finger marks. 


It is a carefully planned step in our 
program to identify Allen products 
...and emphasize the difference 
between screws that are merely 
Allen-type and genuine Allens. 


Because so many users want Allen 
screws and suppose they are getting 
them so long as a distributor sup- 
plies hex socket screws, we urge 
you to tell your customers about 
this new box... the easy way to 
identify genuine Allens. 


*Patent applied for 





Sell the 


| Right 


dresser 


every time! 


YOU'VE GOT a solid selling 
advantage when you stock 
Desmond dressers and cutters: 
Desmond makes the only com- 
plete line of grinding wheel 
dressing and truing tools. That 
means selling the right tool for 
the job—for every job. This fact 
—plus Desmond’s long-standing 
jobber distribution policy—is 


your best assurance of profitable 
repeat business, year after year. 


Desmond unvarying standards 
of quality have made another 
name famous: Simplex steel slide 
vises, furnished for a wide range 
of requirements. 


Sell Desmond — and sell the 
right tool for the job. 


THE DESMOND-STEPHAN MFG. COMPANY, URBANA, OHIO 





DRESSERS 





= 


the only complete line of grinding wheel 


& CUTTERS 


y, 











| 


Charles Bond 


| Employees of Chas. Bond 


Honor Company Founder 


The employees of Chas. Bond Co., 
Philadelphia, Pa. recently presented 
Mr. Chas. Bond with a bronze plaque 
in commemoration of his 60 vears of 
continuous service with the company. 
Mr. Bond, who is 85, founded the 
company and is its present head. 

His son, C. Carter Bond, vice-presi- 
dent and general manager, has been 
with the company continuously for 
40 years. His son, Chas. Bond, Jr., 
has been with the company since his 
discharge from service—which consti- 
tutes three generations active in the 
business. 


.Mau-Sherwood Supply Co. 


Celebrates 40 Years 


The Mau-Sherwood Supply Co. of 
Cleveland, Ohio, currently is celebrat- 
ing its 40th business anniversary. 
Founded in 1908 opposite Cleveland’s 
old Telephone Company Building on 
West 3rd Street, the mill supply house 
has grown considerably in size, service 
and business stature. 

The company can boast of an en- 
viable employee service record. More 
than 20 percent of its employees have 
been with the firm for more than 
20 years; almost 40 percent have 
served for over 10 years. H. Bruce 
Castle, secretary, is one of the older- 
timers in the company; he’s been there 
since it was founded. George A. 
Hirth, manager of purchases, also is 
a veteran, with 30 years of service. 

The company itself has grown from 
its 15,000 ft. of warehouse space on 
West 3rd Street to its present 75,000 
ft. of space at 800 Lime Road. Com- 
pany officers include Ellis E. Busse, 
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DIAMOND HAND TOOLS WHEEL TYPE SIMPLEX 
AND NIBS ORESSERS STEEL-SLIDE VISES 


Gr 


president; and Howard S. and John 
D. Williams, vice-presidents and sons 
of founder Howard S. Williams, Sr. 





curren TYP TYPE ORESSERS 
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Right Now!... 
UNION IS 
BUILDING 
BUSINESS 
FOR YOU 


ed . 
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of 
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Ms During 1948, in foremost, they'll see, prominently fea- ho 0 er é 

ry. carefully selected magazines, tured in every ad, this all- : : 

1’s oer we 1 : tas 0 tti t ] 

Ss Union is puiilishing * total of important advice: “CoNnTACT ig | | | ng 00 

Ise 1,168,200 hard-hitting, full- YOUR LOCAL DISTRIBUTOR.” 

. , . * 

ice page-and-color sales messages Union’s fast-growing promo- will outperform 
tis tousersofcuttingtoolsthrough- tion is carefully planned to SP 

re out industry. maintain the distributor’s key F | 

oe When your customers read position in the sales picture. 

ve these messages — as they surely And as this promotion snow- 

ice will —they’ll see striking illus- balls along you'll find continued 

wa trations pointing upthedramat- 100% cooperation building big- 

A. ically repeated fact that: “No ger business for Union Cutting : 

” OTHER CUTTING TOOL WILL Tools—and bigger volume and : . 

on OUTPERFORM A UNION.” And __ profits for you. UNION TWIST DRILL COMPANY 
on : 

00 Athol, Massachusetts 

m- - - id — —— ny MILLING CUTTERS » GEAR CUTTERS + TWIST DRILLS 
se, e@ own and opera ° MANU 4 Division, Mans ’ . - 

in BUTTERFIELD DIVISIONS, Derby Line, V1., Rock Island, Quebec. Manufacturers of Taps, Dies, ee ee et ee 


Screw Plates, Reamers 
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“TAILOR MADE”. 
feu 
INDUSTRIAL USE 





W. L. Hutton 


| Hutton Named To Sales By 


GLOBE WOVEN BELTS 


are made for a particular use. 
The “measure” and “fit” are based on long 
years of experience in practical usage and con- 
stant research in belt engineering. Globe Woven 
Belts, like a fine suit, are long in wear and per- 
fect in service. It will pay you to look at samples 
and inspect the record. 
For instance, check the advantages of these 
favorites in the Globe line of quality. 


| Thomas Truck & Caster Co. 


W. L. Hutton has been appointed 


| vice-president and general sales man- 
_ ager of Thomas Truck & Caster Co. 
| of Keokuk, Iowa and Buffalo, N. Y. 


For the past three years Mr. Hut- 
ton has been president of the Hutton 


| Wheel Corp. of St. Louis, which te- 


cently was purchased by the Thomas 
Co. and combined with the Buffalo 


| subsidiary, Buffalo Caster & Wheel 
_ Corp. He was sales manager of 
| Thomas Truck & Caster Co. before 


_ going to St. Louis and prior to that 


* KANRY-TEX: rhe superior belting for 


food processors. 


” SOLID-WOVEN WHITE COTTON: 


“Tops” for light conveyor purposes. 


* ENDLESS WOVEN: no slippage: no 


vibration ... for high-speed use. 


* CELLULOSE COATED: For bakery and 


candy manufacturers, 


Many other GLOBE beltings 
are available to meet the needs. 
of your customers. It will pay 
you to handle the Globe line 
of Woven Belting. Write today @ 
for full particulars. ) =< 
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_ was a manufacturer’s representative of 
| material handling equipment in Chi- 
_ cago and St. Louis. 


Mr. Hutton will make his headquar- 


| ters and live in Keokuk, where the 


executive offices of the Thomas Co. 


| are located. 


Westinghouse Appoints 
Ebersole and Cheney 


Russell E. Ebersole has been named 
general manager of lamp sales for the 
Westinghouse Electric Corp., Bloom- 
field, N. J. and Harold G. Cheney 
has been appointed assistant man- 
ager of lamp sales. 

Mr. Ebersole succeeds William J. 
Massey, who retired after 50 years with 
the company’s lamp division. He will 
take over the direction of the firm’s 
lamp sales activities, including com- 
mercial engineering, and advertising 
and sales promotion. 

Mr. Cheney, for the past four years, 
has been assistant to the general lamp 
sales manager and supervisor of lamp 
sales contract. He got his first job 
as an accountant in the engineering 
department of the Westinghouse 
Lamp Division in 1920. 
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Distributors who handle wire rope say... 


AMERICAN STEEL & WIRE COMPANY 


Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY 


San Francisco 


Tennessee Coal, Iron & Railroad Company, Birmingham, 
Southern Distributors 


United States Steel Export Company, New York 


UNITED STATES STEEL 


Erelliy, Pefprmed 


@ Yes, U-S-S American Ticer Branp Wire Rope 
really sells. And any user can tell you why. 

Made by the world’s largest manufacturer of 
wire rope and backed by the vast research, engi- 
neering, and production resources of United States 
Steel, Ticker Branp is as fine as any wire rope 
money can buy! It possesses not just one, two, or 
three . . . but all of the characteristics essential to 
efficient, tireless operation, long service life and 
low-cost maintenance. 

If you are not now carrying TIGER BRAND, we 
believe you'll find it to your immediate advantage 
to do so. You can quickly obtain either Excellay 
Preformed or non-preformed Ticer BRanp in all 
sizes and for all purposes by getting in touch with 
the office nearest you. 


AMERICAN 
TIGER BRAND 
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2917 East 79th Street © Cleveland 4, Ohio 
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by which our. customers and distributors profit. 


Pee. 





* 


/, TOP QUALITY FASTENERS 


Being alert to better methods and improved facilities. Development 
of the Kaufman Process in our plant—providing new toughness 
and uniform accuracy by single and double extrusion. And we 
concentrate on making a few items well. 


2, SERVICE Sr 


Making an abused word mean something. We're not an 
perfect, but your “wanted dates” are our bosses. Not pas 
big—we can be flexible. Growth chart below proves {-— 
customer satisfaction—sales increases continuing even i. 
after war period. 


44-44 


3 PRICING Bessy 
e aasee 


Maintaining an honest “competitive” position aeser 4G 
in the field. You do not pay more for Cleve- 

land Fasteners — yet “Top Quality” is not an 

empty phrase. 


4 SPECIALIZATION 
ze 


Keeping “expert” in producing ee co 
only Cap Screws, Set Screws and ?, 
Milled Studs, plus some “specials” 
made to customers’ designs. Here 
again, this growth chart proves the as 
soundness of our formula. + 





You’re welcome to our 


sees! 











latest Catalog ““G”’. 4 
- 4 
| H | ar é howd line shows 
sees sezatz=: BH b 6 Wake 
maiett the first Beltmaker mac : 4 , tA 
< Sina ce elt ie ; 
CLEVELAND CAP SCREW WAREHOUSES 
Philadelphia ¢ 1209 Olive Street e POplar 5-7530 , 10 0 
Chicago ¢ 112 North Green Street «© HAYmarket 0613 : 


Ask your jobber for Cleveland Fasteners 
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@ DOUBLE Your Sales 


@ DOUBLE Customer 
Satisfaction with 





3 lad oe 
“Sed Mon is 
Se a ys. | 


AGGRESSIVE SALESMANSHIP 
helps the customer to more efficient 
production, keeps business at a high 
level, says E. Maurice Tiller, sales man- 
ager of S. B. Hubbard Co., Jackson- 
ville, Fla. 





|G. E.’s Lamp Dept. 


| Adds Five Sales District 


DARNELL 
CASTERS 


AND WHEELS 


Five new sales districts have been 
added to the nationwide sales setup 


| of General Electric’s Lamp Depart- 


ment, and managers have been named 
for each of the newly established dis- 


| tricts. 


The new sales districts, headquar- 
ters cities, and persons appointed to 
licad.each district: are as follows: 

Chicago Sales district: T. D. Scarff 
as manager and D. J. Bowden assist- 


_ ant manager; a new Midland Sales 


The reputation 
of Darnell 
Casters for 
durability, effi- 
ciency and 
economical op- 
eration assure 
you continued 
repeat business. 


DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST. NEW YORK 43. N.Y 
36 N CLINTON, CHICAGO 6. !LL. 
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distnct, Chicago, with D. O. Dice, 
manager; Jowa-Illinois Sales district, 
Davenport, with F. C. Horton, man- 
ager; Wisconsin Sales district, Mil- 


| waukee, with W. B. Gustafson, 


manager; and Indiana Sales district, 


| Indianapolis, with J. M. Lime, man- 
| ager. 


A. H. Meyer will continue in an 


advisory capacity to the managers of 
| the new districts. 





IT’S A CHANGE OF LOCALE for 
John M. Carter, store manager at Farr 
& Reid Co., Providence, R. I., who 
was once inside salesman for Wm. 
Toole Co., Pawtucket, R. I. 
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mM” than 775,000 times in 1948, the 

magazines your tool customers read 
most... MACHINERY, AMERICAN MACHINIST and 
MILL & FACTORY, will give Card Distributors 
a helping hand. See how we tell each read- 
er to get in touch with you. 

See, too, how this new Card advertising 
makes it worth while for a tool user to con- 
tact you. The promise of benefit inherent 
in the idea “CARD Taps — The Certified* 
Cutting Tools” gives the tools you sell a 
competitive edge. The story of the double 


S.W. CARD 


MANUFACTURING CO. 


Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL COMPANY 


check on all Card Taps by the Pittsburgh 
Testing Laboratory builds greater confi- 
dence in all Card Tools, and in you as their 
distributor. 

This advertising is only the beginning of 
a campaign to deal the Card Distributor in 


on more profitable tool business. 








\ IRI »] 
Lhe Corkified . 
Culling Fools 


*by the Pittsburgh Testing Laboratory 


Alto mokersof DIES + SCREW PLATES 
DIE STOCKS . TAP WRENCHES 
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Byron W. Forbes 
General Tool Co. 


T™ HI-TEST 
STEEL CHAIN 


TM steel Loading Chain 
is fabricated from electrically butt- 
‘welded carbon steel links. The short 
links permit tight binds when used 
with a load binder. It is a favorite in 
the lumber industry for loading and 
binding logs, and wherever a short 
link chain is required. TM Steel 
Loading Chain will pull stiff before 
breaking. Easily identified by a brass 
tag located in every 20 ft. of chain. 
4 TM Hi-Test Steel Chain is man- 
ufactured from C-1017 steel butt- 
welded links. High tensile strength 
and long wearing qualities enable it 
to withstand proof tests far greater 
than those of ordinary low carbon 
steel chain. Its use in mines, oil fields 
and lumber camps and by original 
equipment manufacturers is evidence 
of its exceptional strength as a small 
diameter chain. Easily identified by a 
brass tag located in every 20 ft. 


* TM Wire Rope End Chain adds 
economy... safety...flexibilityand long 
life to your complete wire rope-winch 
assembly. The entire chain and the 
hook is made from Taylor Made Hi- 
Test Steel. It’s heat-treated—it’s tough 
and has greater resistance against 
wear than proof coil or BBB chain. 


S$. G. TAYLOR CHAIN CO. 


Dept. M-9 Box 509, Hammond, Indiana 
. 


™M WIRE ROPE 
END CHAIN 


Tayior Mape— 








Names Forbes To Sales 


Byron W. Forbes has been ap- 
pointed sales manager of the General 
Tool Co., Portland, Ore., after five 
years with the company in all depart. 
ments from shipping clerk to outside 
salesman on industrial accounts. 

Mr. Forbes now has 16 salesmen in 
the department working under his di- 
rection. Ten men are on the outside, 
four on the counter and two on the 
city desk. 


New Chicago Sales Office 
For Economy Pumps, Inc. 


Economy Pumps, Inc., of Hamil- 
ton, Ohio, has opened a new sales 
office in Chicago, and has appointed 2 
new distributor in Grand Rapids, 


| Mich. 


Beldon S. Tucker has been ap- 
pointed district sales manager for the 
Chicago office, which will be located 


| at 105 West Monroe St. Prior to 
| joining the firm’s sales department, 
| Mr. Tucker was in charge of sanitary 


works construction for the Institute of 
Inter-American ‘Affairs in the Amazon 


| Valley of Brazil. He holds a civil en- 


gineering and master of science degree 


| from Ohio State University. 


Bruce Hetler is the new Economy 


| distributor for Western Michigan. Mr. 


Hetler has been active in the pump 
industry for over 25 years. He will 
make his headquarters at Grand 


| Rapids. 


| Pabco Names Perrine 
| To New Executive Post 


L. F. Perrine has been appointed 


| to the newly created post of manager 


of the Paint Division, The Paraffine 


| Companies, Inc., Creation of the 
| new executive position is in line 
| with the firm’s expanding paint manu- 
| facturing program. 


Mr. Perrine has been associated with 





e 
“THE BEST BY TEST 
ALLOY # hain SINCE 1873.” 
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| the paint business all his business life. 








correct lubricating 


equipment Is an 


investment in 
increased production— 


and good business too! 


Today, your customers know that if they are to hold 
their break-even point, every phase of production and 
maintenance must be analyzed. They know that inade- 
quate, old-fashioned methods of lubrication result in 
bearing failure and lost production time. They know 
that these lost man-hours add to costs and take from 
profit. 


Don’t sell “‘greasing equipment”—Sell Lincoln Lubri- 
cating Methods as an investment in lowered costs and 
increased production. Now is the time to establish 
yourself as a Lincoln Wholesaler — The Wholesaler 
who can help industry to higher profits through proper 
lubrication methods . . . It’s good business, too. 


here’s how LINCOLN backs you as a distributor! 


4. You deal with a company with a sound 
policy, geared for wholesaling. — 


3. You sell proven products—engineered for 
hard service—built of the finest materials 


—backed by Lincoln's guarantee, 
6. You get the services of a national organiza- 


to give technical advice and engineering 
counsel when you need it. 
When you become a Lincoln Wholesaler 


you capitalize on all these advantages. 
Write teday for complete information. 





) 
@ APPLY THE RIGHT LUBRICANT e IN THE RIGHT QUANTITY e AT THE RIGHT TIME 


1. M. LINCOLN ond 
Trode Nome CENTRO-MATIC 
Reg. U. S. Pat. OFF, 











Lincoln is the originator of the Kleenseal Miviaese ma icil 147-41. lcmae).. la hd \ 


Surface Check Grease Fitting — the new, Leaders in Lubricating Equipment fora Quarter Century 
modern fitting with the ball in the top. 5701 NATURAL BRIDGE AVE,, ST. LOUIS 20, MO. 
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BETTER BALANCE 


As every Industrial Distributor knows, it isn’t 


“how much” you carry in stock but “what’’ that 


really counts. 


The key to profitable selling lies in the ability to distinguish 
between “‘live’’ and ‘“‘dead”’ items in any particular sales area and 
to keep your stock well balanced. This is especially important in 
the case of fast-selling products that are bought by the thousands, 


like bolts, nuts, screws and cotters. 


Lamson & Sessions, through its nation-wide sales organization, keeps 
posted on buying habits and fastener requirements in différent sec- 
tions of the country. Consequently, Lamson salesmen can often help 
Industrial Distributors choose the fastest-moving fastener products. 


for their particular area and weed out the ‘‘dead’’ ones. 


This special “stock balancing” service is yours for the’: 


asking . . 


or by writing direct to the factory. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio ¢ Birmingham e Chicago 
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. either through Lamson representatives’ “*}~ 





A. L. Hawk 
Manhattan Rubber Makes 


| Appointments In West 


A. L. Hawk has been appointed 


| assistant to the Western District man- 
| ager in Chicago and R. B. Hazard as 
| manager of Distributor Sales, Western 
| District for 
| Both men have been associated with 


Raybestos-Manhattan, 


Raybestos-Manhattan for many years. 
Mr. Hawk has been manager of Dis. 


| tributor Sales, Western District, while 


Mr. Hazard has represented the As- 
bestos Textile & Packing Division in 
the Minneapolis territory. 


R. B. Hazard 


Power Drives, Inc. 
Moves To Larger Quarters 


Power Drives, Inc. has moved to 
larger quarters in Buffalo, N. Y. at 562 
South Park Avenue. 

The firm specializes in the distribu- 
tion of power transmission equipment. 
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ORDINARY BELT —y A Ps Bondor 
ply st UNEQUAL 
sna WORKER ply ry , \ B E lr 
three SLACKER plies” ply stresses EQUALIZED” 
all plies working ase TEA 
Potent Nos .978.912- 200,804 


Compensation Principle 
.--Prolongs the Life of This Belt 


This 16” Condor Compensated Belt is operating the 
main drive in a large southern lumber mill. Note the 
two large idler pulleys are putting considerable strain 
on this belt. However, when the photo was taken, this 
Condor Belt had already been in service 3 years. The 
pleased owners reported, 


“This belt has outworn all others and looks good for at 
least three more years.” 


On lumber mill drives, factory line shafts, big pumps, 
generator drives, etc., Condor Compensated Belts 
“outwear the field”, because they are engineered for 
equalized ply stresses. 


In regular belt construction, the outer plies take ex- 


cessive strain when flexed over pulleys. The inner plies 
“relax” as the inset shows. Condor’s Compensation 
Principle insures equal pull in every ply regardless of 
size of pulleys or load and tension. Make Condor Com- 
pensated your choice for drives demanding extra belt 
strength and long service. 


Manhattan offers a range of four driving tension sur- 
faces on rubber transmission belts. Also Endless Cord, 
Non-Spark, Oil-Proof and Acid-Proof constructions. 
Belts can be factory-made endless or field vulcanized by 
the Condor-Weld method. All Manhattan endless belts 
have the patented Extensible-Tip outer-ply splice which 
prolongs belt life 3 to 10 times. Literature on request. 


RAYBESTOS- MANHATTAN unc. 


MANHATTAN | 


MANHATTAN RUBBER DIVISION 


PASSAIC, NEW JERSEY 
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John G. Seiler 


Tube Turns, Inc. 


| Elects Seiler 


John G. Seiler has been elected 


| executive vice-president of Tube 


Turns, Inc., Louisville, Kentucky. 
A native of Louisville, Mr. Seiler 

became associated with the firm in 

1930. A year later he was appointed 


| sales manager. He was made vice- 
| president at the beginning of World 


CAPACITY 


Production with 


700 STANDARD WORM HOBS! 
In Stock Ready for Use send I List 


Get our 12 page Bulletin 
No. 9 showing all dimen- 
sions in detail. These hobs 
are not for sale, being solely 
for customer use. 


Jobbers! 
Please Write 
for 
Prices, Details 
etc. 


War II, and general sales manager 
in 1945. 

He is a member of the executive 
board of the American Supply & Ma- 
chinery Manufacturers’ Association; 
and a member of the American Weld- 
ing Society, Drop Forgings Associa- 
tion, Army Ordnance Association, In- 
ternational Acetylene Association, 
American Standards Association and 
the American Society for Metals. 


Army Ordnance Spent 
$38 Billion in Five Years 


In World War II, the Ordnance De- 
partment of the United States Army 
grew from a small group with practi- 
cally no interest in industrial produc- 
tion, into a many-faceted organization 
which purchased about $38 billion 
dollars worth of goods and service in 


_ the short period of five years. 


The department handled design, 
procurement and supply problems 


| greater than those met by a number 
| of the nation’s leading industries. 


Moreover, the department’s activi- 


| ties did not end with the war. Since 
| World War II closed, ordnance in- 
| stallations have included a new manu- 


facturing arsenal and a new proving 


| ground. 


The world’s greatest electronic com- 


| puter, by the way, recently was in- 


CICERO, ILL. 
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stalled in the department’s Aberdeen 
Proving Ground in Maryland. 
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A FREE FOLDER merchandising. 
Veld ON SIMPLIFIED, q That’s why Remington Rand brings you at 


Ocla- Z this time complete, authoritative informa- 
, In- PROFIT-PROVED 5 tion in concise, readable form on the means 
— SYSTEMS FOR oe of achieving real control of each and every 
. phase of your sales program! With these 

SALES CONTROL | simplified Sales Control methods you don’t 

, - have to trust to luck that all prospects are 

covered . . . all accounts serviced promptly 


and completely .. . all your lines or items 


tells you sue are given a strong play. Visible sales con- 
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HOR TR Oey te 
St ath. 


A pivoted motor base drive j 
» with Schieren Duxbak beltingy 
on the pulleys transmits power{ 


with minimum strain on bearé 


ings and belt. This means less 
wear... longer life. sso... ttn! 


© GY Duxbak’s Pulley Grip 
Schieren Duxbak belting has a 
clean, uniform, pore-like surfac 


» that really takes hold of a pulley. 
©) This pulley grip enables the belt to} 
carry heavy loads at lower tension. © 


[EJ Automatic Tension Control 


The Rockwood pivoted motor base ¥ 
instantly adjusts belt tension to, 


meet changes in load. It makes the 


belt lean into the heavy loads; then‘ 


lets it relax to the least tension re- 


quired, when the load returns to! 


normal. 


Write for further wmformation® 
on complete drives, leather belting,» 
packings or leather specialties of 





| FOR DEMON 





STRATION and experiment, the welding shop at J. E. Haseltine’s 
Seattle branch is compact and complete. 


Hazeltine Improves Seattle Setup 


The J. E. Haseltine & Co. branch 
in Seattle has just completed an out- 
standing job of “face lifting” on its 
branch at 510 First Avenue South. 


| The firm has given up the basement 


space and has taken on the second 
floor in its place. This has enabled 
management to move stock generally 
backward and upward, along with the 
offices, making way for a representa- 
tive display and counter in front. The 


total space now occupied is 12,000 
sq. ft. 

With more space available, the 
branch is going into more of the 
staple lines carried in the home office 
in Portland, such as machine bolts, 
nuts and cap screws, etc. of which 
adequate stocks now are carried in 
Seattle. Branch Manager J. H. Tad- 
lock now has five full-time outside 
salesmen handling the firm’s lines. 





a 


: 


DISPLAY complements the counter area, and vice versa; at Haseltine in Seattle, 


with offices and stock. “upstairs”. 
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Preferred, specified and used 
in mass production by— 


® The Automotive Industry 
® The Aviation Industry 
® The Electrical Industry 
® The Farm Implement Industry 
® The Home Appliance Industry 
® The Railway Industry 
Sold by Leading Mill Supply Distributors 


Oren tia com Goria 





CLEVELAND 


THE STAN DARD TOOL (0: 


Warehouses: New York + Detroit - Chicago 
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L. L. McDowell 


Ducommun Advances 


L. L. MeDowell 


L. L. McDowell, formerly assistant 
superintendent of warehouse for the 
Ducommun Metal & Supply Co., Los 
Angeles, Calif., has been made ware- 
house superintendent, replacing H. A. 
Steele, who has been promoted to 
chief of plant protection. 

Mr. McDowell has been with the 
company for 10 years and has worked 
up from plant maintenance man to his 


| present position. 


Bower Tapered Roller 

Bearings have a reputation 

for superior performance 

that means customer satis- 

faction and repeat business! 

There is no sales resist- 

ance when you point out the Bower— J, TWO ZONE 

CONTACT for perfect alignment. 2. EXTRA DEEP OIL 

GROOVE for ample lubrication. 3, ROUNDED FLANGE 

SHOULDERS to prevent noise and chipping and mirror 
smooth SUPER FINISH eliminating run-in period. 

Check your Bower stocks today and call your nearest 
Ahlberg branch. Through its branches all over the country 
Ahlberg All-Bearing Service offers you 
experience, engineering service, and 
bearings for every type of bearing ap- 
plication, as well as exclusive distribu- 
tion of Bower—the roller bearings that 
means business. 


3026 WEST 47TH STREET 
CHICAGO 32, ILLINOIS 
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| Church Heads All Sales 
| At Weatherhead Co. 


Heyliger Church, vice-president in 


| charge of sales, has been advanced to 
| executive head of all sales divisions, 
| both foreign and domestic, of The 


Weatherhead Co., Cleveland, Ohio. 
R. P. Gibson, formerly vice-presi- 


| dent in charge of the automotive sales 
| division and manager of Weather- 


head’s Detroit office, has been ap- 
pointed vice-president and _ general 


| sales manager. Mr. Gibson will carry 


Heyliger Church 
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MANUFACTURED BY 


EVERLASTING VALVE CO. 
49 Fisk Street 
Jersey City 5, N. J. 


\frede-Merk ““EVERLASTING''—REG. U. S. PAT. OFP. 


Mr. Distributor: 
there’s a good profit for you 
in EVERLASTING VALVES! 


That's largely because of their long and nation-wide acceptance 
by industry. And that, in turn, is due to their fine performance and 
service records in a great diversity of applications. On top of that, 
EVERLASTING Valves are now nationally advertised with full- 
page ads— to better help your sales! 


Because EVERLASTING Valves never let users down in service 
value, they never let distributors down in sales value. When you 
stock the EVERLASTING line — it includes valves for general serv- 
ice and boiler-room requirements — you are in a position to supply 
something on which plant engineers and maintenance men are 
already sold . .. but good/ And you'll find EVERLASTING’s 40 
years of experience and prestige in the valve field a good builder 
of customer confidence in your own service. 


If you are interested in steady turnover at Good Profit, send for 
supplies of bulletins covering the EVERLASTING line of valves — 
and distribute our literature to your customers. You'll never put a 
postage stamp to better use — nor find a better time than now to 
use it! sind 


ro 


GIVE “EVERLAST. 
ING ‘SERVICE. 
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bias Ms RS 


R. P. Gibson 


on his new activities from the home 
office in Cleveland. 

M. C. Peterson, who recently joined 
the company as sales manager of the 
Industrial Hose division, has been 
appointed assistant general sales man- 
ager. 

Two new appointments also have 
been made in the engineering de- 
partment of the firm: John D. Bald- 
win, Jr. as chief product engineer, and 
Charles H. Crawley as chief design 
engineer. Both gentlemen have been 
with Weatherhead since 1927. 


BRANCHES OF 


Threadwell Announces 


| N D U hy TRY | 3 oO R TH FE S E / New Line of Products 


A new line of products, consisting 
/ of standard, conventional type fixed 
INDUSTRIAL BRUSHES gages, has been announced for manu- 
/ facture by the Threadwell Tap & Die 
AND BROOMS / Co., Greenfield, Mass., according to 
ece | Carl J. Linxweiler, general sales mana- 
er. 

, The line includes plain plug and 
ring gages, thread gages, snap gages, 
dial indicator snap gages and special 
fixed size gages. They will be dis- 
tributed by Threadwell dealers and in- 
dustrial supply houses throughout the 

U. S. 





~ 
te 


6 leaning and maintenance equipment is one of the 
most necessary items in plants, mills, public buildings, 
and all such spots. The distributor's job is to see that his 
customers get the very best of this equipment for the out- 
lay. CAPITAL Industrial Brushes and Brooms have a 
long-time reputation for good service—good wearing— 
GOOD SELLING! No limit to selling opportunities nor 
selling seasons ... we urge users to buy through their 
local distributor. 


INDIANAPOLIS 


BRUSH and BROOM MANUFACTURING CO. A cut-away model of a pump has inter- 

Corner Brush and Broom Sts. Indianapolis est for James L. Murdock and Milton 
ESTABLISHED 1890 R. Austin, Inside salesmen for Dillon 

Supply Co., of Raleigh, S. C. 
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THIS CARTON IS PACKED WITH 


REPEAT BUSINESS FOR YOU- -- 





FNON-LINK 
OSITIV 


“POSITIVE” 


..- the market for 
Beau SPRING WASHERS 


—the accepted type of fastener—is immense 

and constantly expanding. Almost every one 
of your customers who buys nuts, bolts and screws—indus- 
trial plants, machine and equipment manufacturers, etc.,— 
now uses or can be sold BEALL KANT LINK SPRING 
WASHERS. 


One sale leads to another and to continuous repeat busi- 
ness for industrial distributors. 


BEALL HELICAL SPRING WASHERS is the only type 
that has adequate “live action”, regardless of wear, break- 
down of paint, scale, rust and bolt stretching. 





Nationally advertised to industry and purchasing agents. 


IN STOCK in all standard sizes (in cartons and bulk); 
carbon steel, stainless steel, Everdur, Duronze and other 


metals. 


BEALL 001 DIvIsION 


HUBBARD & COMPANY © EAST ALTON, ILL. 
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Every factory and shop you call on, large or small, needs 
this time and money saving Kit. It cuts keyways in gears, 
milling cutters, pulley hubs, collars, couplings, etc., dy 
hand, in one minute. 


Inquiries are pouring in from our consumer advertising in 
all the leading shop magazines. 


Are you making the most of this opportunity for quick 
volume, extra profit, excellent repeat business? If not, get 
in touch with us at once. 


The du MONT CORPORATION 


GREENFIELD. MASSACHUSETTS 
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John E. Manchester 


Manchester Rejoins 
Machine Tool & Supply Co. 


John E. Manchester, formerly with 
the Machine Tool & Supply Co., 
Tulsa, Okla. for a period of 17 years, 
but who has been engaged in other 
business interests for the past two 
years, again has joined the staff of the 
Machine Tool & Supply Co., and in 
his previous position as store manager. 

Mr. Manchester has had wide expe- 
rience in various aspects of industrial 
supply distributtion. Prior to journey- 
ing to Tulsa almost 20 years ago, he 
was employed in the distribution of 
equipment tools and supplies in St. 
Louis. 


Thomas Truck & Caster 
Names Murphy To Sales 


Edward G. Murphy, who has been 
Maine representative for Thomas 
Truck & Caster Co., of Keokuk, Ia., 
has been appointed Eastern Field 
sales manager. 

Mr. Murphy joined the Thomas Co. 
in 1945, coming direct from more than 
five years. of service in the Armed 
Forces. Prior to the war, he was with 
the Ford Motor Co. and in the New 
Departure division of General Motors. 
He is a graduate of Bates College. 


Alpha Metals 
Names Kirkeby To Sales 


Marvin H. Kirkeby of 437 Oliver 
Street, South, Minneapolis 5, Minn., 
has been appointed a sales representa- 
tive of Alpha Metals, Inc., Brooklyn, 
ie A 

Mr. Kirkeby will represent the 
firm’s line of solders in the territory 
of Minnesota and North and South 
Dakota. 
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QUAKER PRE-TESTED PRODUCTS FOR INDUSTRY 
ARE PERFORMANCE-PROVED THROUGHOUT THE NATION 


It may be called the Oven Test,”’ but to the buyer of Quaker Rubber Products 
it means producing rubber with the ability to withstand heavy static loads. 


In making Quaker Rubber Hose it results in compounds of controlled speci- 
fications that will hold couplings over long periods of time . . . prevent hose 
from relaxing and allowing couplings to loosen. In packings, this pre-testing 
assures finished products that will hold their shape, will not relax, readily 
withstand pressures without the danger of blowouts. 


This is only one of eighteen rigid tests that raw materials and finished 
products musf pass before receiving the Quaker stamp of approval. Pre- 
testing provides quality and long service . . . assures worthwhile dividends 
for you through higher plant efficiency, lower operating costs. Call in your 
nearest Quaker distributor for hose, belting and packings. 


QUAKER RUBBER CORPORATION 


PHILADELPHIA 24, PA. * New York 7 * Cleveland 15 * Chicago 16 * Houston 1 
Western Territory 
QUAKER PACIFIC RUBBER CO. * San Francisco 10 * Los Angeles 21 ° Seattle 4 


QUAKE 
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WHAT QUAKER) 
Pre-Tested Products 


mean to 


STEADY GRIP 
-. - LESS SLIP 


Quaker V-belts and flat 
belting are pre-tested to 
provide plenty of grip, 
plenty of pull for more 
power. Pre-tested rubber 
stays flexible, withstands 
aging and abrasion. 


TIGHT-SEALING 
OPERATION 
Quaker pre-tested pack- 
ings for all purposes keep 
pressure in...stop leaks on 
valve stems, piston rods, 
flanges. Made of pre-test- 
ed materials for long life. 


LONG SERVICE 
AT HIGH PRESSURE 


Quaker hose provides low- 
cost handling of steam, air, 
liquids, volatiles. Pre-tested 
rubber remains pliable, 
flexes easily, combats 
breakdown. 


ENGINEERING 
SERVICE 


When belting, hose, and 
packing problems bog 
down efficiency in your 
plant, call your Quaker Dis- 
tributor for a quick solution. 


RUBBER PRODUCTS 


custom made for every industrial use 








Weinberg & McKee 


ABRASIVE —meag meee Ly SUPPLY COMPANY 
Newark, New Jer: 
AIRCRAFT — SUPPLY COMPANY 
Wichita, Kan 
ALLEN SUPPLY COMPANY 
Cedar Rapids, low 
ALLIED TOOL & ABRASIVE COMPANY 
Los Angeles, California 
ALMQUIST BROS. 
Los pal ong California 
ANCHOR RUBBER COMPANY 
Dayton, Ohio 
THE BALBACH COMPANY 
Omaha, Nebraska 
BALDWIN SUPPLY er a al 
Charleston, West Virgi: 
BARRETT-CHRISTIE CO [PANY 
et Illinois 
HARDWARE COMPANY 
Joliet, Illinois 
WALTER R. CARR Seeman 
San Francisco, Califo 
CENTRAL RUBBER SUPPLY COMPANY 
Indianapolis, India 
— PULLEY & ‘SHAFTING COMPANY 
Ming . Illinois 
ARDWARE COMPANY 
ya emg New York 
CLEVELAND TOOL & SUPPLY COMPANY 
Cleveland, Ohio 
COGGINS & OWENS COMPANY 
Baltimore, Maryland 
——, HARDWARE COMPANY 
or onawa: . 
CROSBIE COMP ANY — 
Washington, D. C. 
R. C. DUNCAN ead 
Minneapolis, Minnes 
ELLFELDT MACHINERY. € SUPPLY COMPANY 
Kansas City, Missouri 
THE FAETH COM a 
Kansas City, Missou 
FUCHS MACHINERY. & SUPPLY COMPANY 
Omaha, Nebraska 
GALIGHER COMPANY 
Salt Lake a4 Utah 
GENERAL MEINERY COMPANY 
Pittsburg, Kan 
GLOBE MACHINERY & SUPPLY COMPANY 
es ptoines. Iowa 
ALBERT GUNTHER a. 
Baltimore, Marylan 
THE F. HALLOCK ‘COMPANY 
Derby, Connect 
HARTER FOUNDRY & & MACHINE COMPANY 
HARRIS JRON é SUPPLY COMPANY 


HARRIS PUMP & SUPPLY 
Pittsburgh, ———_ 
A HARRIS COMPANY 
HART INDUSTRIA ANY 
L SUPPLY CO: 
Oklahoma City, Oklahoma - 
HARTFIELD-HEALY COMPANY 
Buffalo, New York 
HAVEN SAW & TOOL COMPANY 
akland, California 
HAYS SUPPLY ne 
Memphis, Tennesse 
HOUSCH INDUSTRIAL SUPPLY COMPANY 
Evansville, Indiana 
INDUSTRIAL te COMPANY 
*‘chmond, Virgi 
INDUSTRIAL SUPPLY COMPANY 


Salt Lake Ci 
IOWA MA CHINERY a SUPPLY COMPANY 
Des — Iowa 
JONES & AUERBACH, INC. 
Newark, New Jersey 
KASPER & KOETZLE, INC. 
Brooklyn, New York 
M. D. LARKIN COMPANY 
Dayton, Ohio 
LEWIS SUPPLY COMPANY 
Memphis, Tennessee 
LINDQUIST Wy ee ed , COMPANY 
Bridgeport, oy 
MA poy SUPPLY ‘COMPANY 
Sey os SALES % & § SUPPLY COMPANY 
MACHINISTS TOOL & a 
Los Angeles, Californ seeiemaonend 
MANUFACTURERS SUPPLY COMPANY 
Grand Rapids, Michigan 





Compiled Catalogs 


MARSHALL-NEWELL ~ nee ta COMPANY 
San Francisco, Califor: 
McCONKEY-DOCKER & ‘COMPANY 
Phoenix, Arizona 
McJUNKIN SUP PPLY COMPANY 
Charleston, West Virginia 
MECHANICAL SUPPLIES COMPANY 
Cincinnati, Ohi 
METROPOLITAN “SUPPLY CORP. 
Los Angeles, California 
F. MEYER & — COMPANY 
Peoria, Illinoi: 
MEYER SUPPLY "COMPANY 
Chicago, Illinoi 
MID-STATES INDUSTRIAL CORPORATION 
Rockford, Illinoi: 
MILL SUPPLY & MACHINERY COMPANY 
St. Louis, Missouri 
MIZE SUPPLY COMPANY 
Waynesboro, Virginia 
MORRIS ABRAMS, INC. 
New York City, New York 
R. C. NEAL CO., IN' 
Buffalo, New York. 
NEAL & BRINKER COMPANY 
New York City, New York 
W. S. NOTT eg «toned 
Minneapolis, Minneso' 
OLIVER qe & TOOL COMPANY 
Buffalo, New 
PACIFIC TOOL & SUPPLY ay <i 
Oakland & San Francisco, Calif. 
PATRON. TRANSMISSION COMPANY 
New York City, New York 
PEDERSEN — COMPANY 
Chicago, Illinoi 
PERTH AMBOY HARDWARE COMPANY 
Perth Amboy, New Jer 
PHILLIPS & — SUPPLY COMPANY 
Wichita, Kansa 
PRODUCTION TOOL & SUPPLY COMPANY 
St. Louis, Missou 
PULVER MACHINISTS SUPPLY COMPANY 
Chicago, Illinois 
od gone INC 
Miami, F 
RICKERT INDUSTRIAL SUPPLY COMPANY 
Milwaukee, Wisconsin 
STACY SUPPLY COMPANY 
Springfield, Massachusetts 
STANDARD EQUIPMENT & SUPPLY co. 
Hammond, Indiana 
STANDARD ers ~‘ aed COMPANY 
Pittsburgh, Pennsylva 
STANDARD-SHANNON “SUPPLY COMPANY 
ety Pennsylvania 
STANDARD SUPPLY & EQUIPMENT COMPANY 
Baltimore, Maryland 
STAR MACHINERY -_aeaieaaatal 
Seattle, Washingt 
STEEL SALES & S PLY COMPANY 
Kansas City, Missouri 
STELLHORN COMPANY 
Toledo, Ohio 
WM. H. TAYLOR COMPANY 
Allentown, Pennsylvania 
TAYLOR SUPPLY COMPANY 
Baltimore, Maryland 
TERRE HAUTE HEAVY HARDWARE 
Terre Haute, Indiana 
GEO. S. = INC. 
El Paso, T: 
TOOL SHOP ‘HARDWARE COMPANY 
Detroit, Michi 
TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 
TRIPLEX SUPPLY ee 
Milwaukee, Wiscons' 
TRANTER MANUFACTURING COMPANY 
Pittsburgh, Pennsylvania 
WARNER RNER HAR DWARE COMPANY 
Minneap a Minnesota 
J. M. WARREN & COMPANY 
Troy, New York 
WA Ss, INC. 
Wichita, ey 
W. T. WEAV: ee SONS 
Washington, D. C. 
A. V. WIGGINS COMPANY 
Syracuse, New York 
J. T. WING & COMPANY 
Detroit, Michiga 
YARROW INDUSTRIAL SUPPLY COMPANY 
Philadelphia, Pennsylvania 
ZONNE ELECTRIC TOOL COMPANY 
Los Angeles, California 


© Tools Made of HIGH SPEED STEEL. are priced in red. 


WEINBERG & MChEE, Ixc. 


610 W. VAN BUREN ST. 


CHIGAGO 7, ILL. 
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NO PUZZLE to Hugh Hendrix, floor 
manager at Harry P. Leu, Inc., Or- 
lando, Fla., is this hand drill, complete 
with stand and attachments. 





American Steel & Wire 
Names Graf, Anderson 


Earl M. Graf and Walter C. An- 
derson recently were appointed to 
newly created sales positions in Amer- 
ican Steel & Wire Co., Cleveland, 
Ohio. 

Mr. Graf will serve as director of 
wire rope sales for the Eastern district 
of the United States. Mr. Anderson 
will be director of construction mate- 
rial sales for the same district. They 
will work with the company’s sales 
offices in New York, Buffalo, Pitts- 
burgh, Baltimore, Philadelphia and 
Boston. 

Mr. Anderson started work for the 
company in 1921 as an office boy in 
the N. Y. sales office and has been 
associated with the company, since, 
in various sales capacities. Mr. Graf, 
a veteran in the wire rope sales field, 
has been associated with American 
Steel & Wire Co. since August 1946. 





SALES PROMOTION ideas occupy 
Merrill Wilcox at the R. C. Neal Co., 
Buffalo, N. Y. 





Milwaukee Electric Tool Corp. 
Presents the NEW, IMPROVED 
Milwaukee HOLE-SHOOTER 


Record Breaking Performance in ON-THE-JOB TESTS 
Reveals Big Sales Potential for This Fine Tool 


Milwaukee 
HOLE-SHOOTER 
Leadership 


More than twenty-five years ago the trade- 
name “HOLE-SHOOTER” was used to 
describe a MILWAUKEE light-weight 
drill — under 5 Ibs. 


It was a highly advanced and perfected 
tool — lighter, more compact, more pow- 
erful than any other tool of its class at 
the time. 


The HOLE-SHOOTER immediately won 
the preference of mechanics everywhere 
and stands today with the same high 
quality reputation. 


The new improved Milwaukee HOLE- 
SHOOTER lives up to its fine name. 
Remember — at all times — “If it isn’t 
a MILWAUKEE, it isn’t a HOLE- 
SHOOTER.” 











Yes — this new HOLE-SHOOTER set an all-time high in performance and 
endurance in a recent competitive test. Placed in service — on a production 
line — operated continuously 24 hours a day for 3 weeks — the Milwaukee 
HOLE-SHOOTER heavily out-performed and outworked rival makes doing 
the same work, The competing drills required maintenance attention 21 times 
to the HOLE-SHOOTER’s one, in the same period of working hours. 
There’s real proof of the working endurance built into this new, improved 
HOLE-SHOOTER—a tool that’s destined to go places in sales all over America, 


Quick Facts On the NEW IMPROVED Milwaukee HOLE-SHOOTER 


Y/, inch capacity with more power than any other pistol-grip drill — 
equipped with Milwaukee-built AC or DC, Universal Type motor, standard 
115 volt — net weight 314 Ibs. — equipped with Jacobs chuck — aluminum 
housing — available in five speeds, ranging from as low as 650 r.p.m. to as 
high as 5000 r.p.m 

Distributors — the new Milwaukee HOLE-SHOOTER offers a sensational 
profit opportunity. Write — TODAY — for complete information, 


Milwaukee Electric Tool Corp. * 5340 W. State St., Milwaukee 8, Wis. 
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_SELL ECONOMY__ 


and you build 
volume sales of 














You sell.your customer a 

better, more economical 

fastening job with Western 

Socket Cap and Set Screws. 
Internal wrenching permits flush-to-surface applications in 
those hard-to-get-at corners; extra strength means fewer 
screws will carry the load. All of which adds up to faster as- 
sembly, savings in time, money, manpower. 


You get orders through these other advantages, too: 


@GREATER STRENGTH... Western 

Socket Screws are made of alloy steel, heat- ( 

treated in electric atmosphere-controlled fur- he y 
naces for maximum tensile strength plus high 
Izod impact value. 


\ 


@STREAMLINED SAFETY... Western 
Socket Screws do away with the hazard of 
protruding boltheads on exposed moving 
parts and shafts. Products become safer, better 
looking, to meet the needs of post-war design. 


Western carries complete and extensive stocks of socket 
cap screws, set screws, stripper bolts. A few distributor 
territories are open. You'll like Western products and 
policy. Write for catalogs and full details — today. 





Western Automaticy 
Machine Screw Company \\ 


se) 


722 Lake Ave., Elyria, O. 


Precision Screw Products; Parts and Assemblies Since 1873 
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THE DISCHARGE END of Carbor- 
undum’s continuous tunnel kiln, show- 
ing a portion of the elaborate control 
cquipment and the many _ thermo- 
couples which aid in maintaining ac- 
curate temperature control. 


Carborundum Creates 
New “Zone Firing’ Method 


The research personnel of three 
divisions of The Carborundum Co, 
have combined their scientific experi- 
ence to create a new type of kiln for 
the production of grinding wheels, in- 
troduced under the company’s devel- 
opment and modernization program. 

The kiln embodies new and more 
accurate “zone firing” methods for 
scientific control of the firing cycle, 
a critical point in the manufacture of 
grinding wheels. By use of the new 
kiln, product quality is improved and 
production techniques are made more 
efficient. Quality improvements are 
reflected by increased uniformity in 
the grinding wheels produced. By 
means of the new “zone firing’ 
method, duplication of wheel quality 
is controlled to an exact degree and 
greater latitude is provided for the 
development and selection of bonds. 

The company’s management fore- 
casts drastic reductions in the firing 
cycles required for grinding wheels. 
Firing cycles have been reduced in 
time to one-third and as little as one- 
twelfth of that normally required and, 
it is claimed, additional efficiencies 
will result from the organization of 
grinding wheel production on a 
“straight-line” basis. 


Kauffman Transferred 
By Federated Metals 


Lawrence J. Kauffman has been 
promoted to assistant manager of 
operations at Houston, Texas of the 
Federated Metals division, American 
Smelting & Refining Co. 

Mr. Kauffman, formerly scrap pur- 
chasing agent at the firm’s Pittsburgh 
plant, will be under the direction of 
John J. Harutan, manager. His specific 
responsibility will be control of all 
scrap purchasing in the Houston 
area. 
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Selling welding electrodes or rods in 
volume is a matter of knowing—or 
knowing where to find—the answers 
to welding questions. PAGE distributors 
and their salesmen have—in PAGE 
Field Service Men—a good, reliable 
source of up-to-date information. 


Monessen, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh Portland, San Francisco, Bridgeport, Conn, 


to welding rod sales 


Another PAGE advantage is the com- 
pleteness of the line. Specializing in 
PacE-Allegheny stainless steel, PACE 
offers an electrode or gas rod for prac- 
tically any welding job. 

For electrodes, rods or information 
about their use... 


Get in touch with PAGE 


PAGE STEEL AND WIRE DIVISION 
AMERICAN CHAIN & CABLE 
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Front & Rear Views of Series 23100-A Compensating Heavy-Duty Chuck 


Things were 


going 


to the “DOGS” 


... Until Skinner brought out 
the new Compensating Power 
Chuck. This new power chuck 
not only replaces “dogs” on mass 
production lathe work, but does 
such jobs more easily, quickly 
and accurately. The unique 
Skinner design allows 1%" com- 
pensation, per jaw, for positive 
gripping of rough stock with 
normal variations in size and in 
centering. 


The chuck body is a one-piece 
steel forging. The center is hard- 
ened and ground high speed steel, 
and fits into a precision ground 
Morse taper hole in the center 
plate. The husky center plate 


is also hardened and ground and 
is bolted to the chuck body with 
six sturdy screws. This construc- 
tion, plus selected alloy steels, 
properly heat-treated for jaws 
and all internal parts, is your 
assurance of maximum accuracy 
and output for. jobs requiring 
heavy cuts at high speeds with 
carbide tooling. 


The Series 23100-A Compen- 
sating Power Chuck saves pro- 
duction time and costs while 
reducing operator fatigue. It will 
pay to investigate this new 
Skinner production tool which 
has already gained wide accept- 
ance in the mass production field. 








Complete details onSkinner Power 
Chucks, rotating and non-rotating air 
cylinders, valves, filters and all other 
Skinner chucking and vise equipment 
are contained in Catalog No. 60. 
Write for your free copy today. 





TheSkinnerChuckCo. 


346 CHURCH ‘STREET, NEW BRITAIN, CONN. 


HAND & POWER OPERATED MACHINE CHUCKS~AIR CHUCK 


# 


EQUIPMENT~-FACE PLATE JAWS~ MACHINE VISES 


216 
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Robert L. Moog 


Geo. D. Roper Corp. 
Names Moog Manager 


Robert L. Moog has been appointed 
Eastern Division manager for the Geo. 
D. Roper Corp. Pump Division. Mr. 
Moog will take charge of the N. Y. 
office, 55 W. 42nd St., where he will 
supervise sales of the firm’s rotary 
pumps in New York State, Connccti- 
cut and Northern New Jersey. 

Mr. Moog has been with the Geo. 
D. Roper Corp. since 1930 and has 
worked in various capacities in the 
production, engineering and sales <lc- 
partments. 

Lester B. Hyde, who has been divi- 
sion manager of the territory for the 
past 14 years, is retiring from active 
business. 

Harry Rieck Jr. 
Joins Hajoca Corp. 

Harry Rieck Jr. is covering the in- 
dustrial territory in South Jersey for 
the Hajoca Corp., Philadelphia, Pa. 


Mr. Rieck is operating out of the 
firm’s Bridgeton branch. 





THEIR SALES DRIVE on special 


catalogue items occupies John R. 
Vaughn, sales manager and W. M. 
Gaillard, assistant sales manager of Far 
quhar Machinery Co., Jacksonville, 
Fla. 
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All Steel 
STANDARD 
* 
EXTRA HEAVY 
* 
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FAMOUS FOR RELIABLE PERFORMANCE 


Here's the assured quality your customer 
wants. Both standard and extra heavy 
Capitol Couplings assure trouble-free 
starting and a product that screws up 
quickly and easily to make leak-proof 
joints. Be sure you have an adequate 
stock of Capitol Pipe Couplings, Pipe 
Unions and Pipe Caps. 


COMPETITIVELY PRICED 
PROMPT DELIVERY 


REPRESENTATIVES IN PRINCIPAL CITIES RIGINATORS 


a 
7 


ii We, : \ Se STEEL PIPE UNIONS 
\ QUARTER | ‘ta! ee aN » ee: 
\ : a BO CaN , NS ae LN 


ID STEEL COUPLINGS 
-ENTURY 


)F PROGRESS 


POPULAR PRICES 
UNIONS * COUPLINGS © NIPPLES * KWIK-HEAT COILS 


CAPITOL MANUFACTURING & SUPPLY CO., COLUMBUS, OHIO 
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Continuous Advertising 


Keeps “al 


Yq Inch £ 
Wall Drill 


For drilling metal, plastics 
and wood. Penetrate faster, 
leaving clean, accurate holes 
. . . Will not stall under 
hand pressure . . . are light- 
weight and easy to handle. 
Available in 4%" to 14%” 
capacities. 


Cut everything 

from wood to 

steel. Model 60 

can be equipped 

as table saw, 

shaper or bench 

grinder. Excellent 

for crating, ship- 

ping, mainte- 

; nance. Capacities 
Model 60 from 2” to 412”. 


MALL SCREWDRIVERS 


Compact, lightweight, 
streamlined tool with pistol grip. 
Slip clutch releases screw when 
predetermined tightness is 
reached. 


PORTABLE 


POWER Tools 


CO ee 


to 


INDUSTRIAL PLANTS 
MACHINE SHOPS 
WOODWORKING PLANTS 
INSTITUTIONS 

BUILDERS 


A complete line of competitively 
priced, lightweight, Quality Electric 
Drills, Circular Saws, Flexible Shaft 
Grinders and other tools backed by 
a 26-year record for stamina and 
performance. 


Our program of continuous adver- 
tising in the Saturday Evening Posi 
and Colliers and in leading trade 
papers produces a steady stream of 
live leads for Mall Distributors. 
Effective catalog material, mailing 
pieces, circulars, window and coun- 
ter displays, signs, newspaper mats, 
electrotypes . . . and missionary 
work with your salesmen assure 
Mall Tools a high turnover with 
substantial profits in any location. 


Mail Coupon at once for FREE 
Booklet “Mall Portable Power 
Tools” and full details of our dis- 
tributor set-up. 


MALL TOOL COMPANY 


BB. P. 
Geared 
Head 
Grinder 


MAIL THIS COUPON TODAY! 


Mall Tool Company ; $-48 
7802 South Chicago Avenue 
Chicago 19, Illinois 


Please send me Catalog giving full information about Mall 
Portable Power Tools. 


Mall Flexible Shaft 
Grinders put more power 
and less weight in the 
hands of the operator. 
Larger, more powerful, 
totally enclosed motor 
is mounted on portable 
stand. Lightweight, in- 
terchangeable working 
tools available for grind- 
ing, wire brushing, sand- 
ing, buffing, polishing 
and many other uses. 


Address 





Name of Company 


7802 South Chicago Avenue 


Chicago 19, Illinois 
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Maurice C. Hendershott 


Chisholm-Moore Names 
Hendershott To Sales 


Maurice C. Hendershott has been 
appointed to the Chicago office sales 
organization of the Columbus Mc- 
Kinnon Chain Corp. and Chisholm- 
Moore Hoist Corp., ‘Tonawanda, 
N. Y. Mr. Hendershott will make his 
headquarters at Minneapolis, Minn. 

He will handle the industrial chain 
and automotive lines, along with hand 
and electric hoists and specialized ma- 
terials handling equipment. 


Taylor-Parker Opens 
Branch At Danville 


Taylor-Parker Co., Inc., Norfolk, 
Va. industrial supply firm, has opened 
a new branch at Danville, Va. New 
offices and warehouse is located at 
133 East River Road, Danville. 

R. E. Campbell, formerly with Al- 
lison-Erwin Co., Charlotte, N. C., 
has been appointed branch manager. 
The new quarters, erected by Taylor- 
Parker in Danville, consist of a one- 
story steel and cinderblock structure 
on a lot 80 by 100 ft. Display facili- 
ties are included since the building 
is on the junction of two main high- 
ways near the Main St. Bridge. 

According to E. L. Parker, presi- 
dent, the firm plans an active sales 
program which will be inaugurated 
with a week-long meeting to be held 


LOOKING OVER ORDERS at the 
Taylor-Parker Co., Inc., of Norfolk, 
Va. are E. J. Ryan, (left) city sales 
manager, and Leo Hartman, salesman. 
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— When your customers purchase bolts and nuts, 


cture these two requirements are likely to be foremost: 
facili- (1) Smooth, uniform threads, and (2) Sharp-cornered 
ding . . 
high- % * heads that are easy to grip. 
_ | ' Bethlehem Bolts will satisfy them on both these 
sales *& points. They’re made from tough steel by men with 
rated years of bolt-making experience. What's more, 
held Bethlehem’s line of bolts and nuts and allied prod- 
ucts is all-inclusive, covering hundreds of types 
and sizes of headed-and-threaded items, sufficient 


BET MM LEH EM to meet practically every fastenings need. 
STEEL BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by 


Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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every 
customer 
is two 


customers 








Every man you call on needs PYRENE 
for factory and for home 


It’s easy to think of every 

customer as John Business 

*Executive, period. You make 
sure, of course, that he has 

the proper Pyrene* Extin- 

guisher for every fire hazard 

in his plant, his office, his 

trucking fleet. 

But John Business Executive 

is John Citizen, too. He has a 

home, an automobile, and may- 

be a summer camp or a boat. 
If he is concerned about proper 

PyrENE protection for his busi- 
ness, why shouldn’t he be 


equally concerned about proper * 


PyYRENE protection for his 
personal property ? 

You’ll make a lot of 
PyRENE sales if you remember 
that every customer is two 
customers... because both of 
them know that nationally- 
advertised, nationally-famous 
PYRENE is a product they need 
and a name they can trust! 
There’s a Pyrene Extinguisher 
for every fire hazard. Portable 
and Wheeled Units—Manual 
and Automatic Systems. 


REMIND YOUR CUSTOMERS TO TEST 
THEIR FIRE EXTINGUISHERS REGULARLY 


*T.M. Reg. U S. Pat. Off. 





PYRENE MANUFACTURING 


COMPANY 


581 Belmont Ave., Newark 8, N. J. 
Affiliated with C-O-Two Fire Equipment Company 
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at the Norfolk Yacht and Country 
Club. Sessions will be held afternoons 
and evenings and will feature talks, 
demonstrations and expositions by 
representatives of leading suppliers. 

The firm recently issued a new cat- 
alog of 710 pages. The catalog was 


| published by R. R. Donnelley & Sons 


Co., Chicago. It is 8 by 11 in. and 
bound in a blue cloth cover with 
white lettering. It has a 41-page index 
and includes technical information 
of assistance to production and main- 
tenance men. 

The catalog is the second issued by 
the firm, the first having been pub- 
lished eight years ago. It includes 
machine tools, production equipment, 


| maintenance and general supplies. 


Mr. Parker also announced the ap- 
pointment of E. J. Ryan, former sales- 


| man, as manager of city sales. 


| New Quarters in Houston 
| For Cutler-Hammer, Inc. 


Cutler-Hammer, Inc., of Milwau- 
kee, Wis., has opened new quarters 
for its Houston sales office at 2415 
San Jacinto St., Houston 2, Texas. 

The new quarters provide expanded 


| facilities for the company’s sales activi- 


ties in that area. 

P. G. Green will manage the office 
as a branch of the company’s Dallas 
district sales office. 


Campbell To Represent 


| Black Mfg. Co. 


James Campbell has been named 


| direct factory representative of The 
| Black Mfg. Co., Baltimore, Md. Mr. 
| Campbell will represent the Black 
| Arrow line of paint spray equipment 


and welding apparatus in Southern 
Indiana and Southern Ohio, with 


-headquarters at Cincinnati. 





ITEMS IN STOCK are checked by 
Bob Williamson, counter salesman and 
Frank Delaney, Jr., son of F. T. Del- 
aney, vice-president and manager of 
the industrial supply department at 
Mills & Lupton Supply Co., Chat- 
tanooga, Tenn. 





The H. W. Mills & Co., is one 
of over 100 aggressive mill supply 
houses that has taken advantage 
of Dayton’s complete information 
program designed specifically to 
help mill supply salesmen make 
more sales. Each one of these 
companies has found that this 
unique Dayton meeting, in addi- 
tion to stimulating sales, equips 
the salesmen with product infor- 
mation and sales suggestions that 
are useful long after the meeting. 

The Dayton Information Pro- 
gram is complete, fast moving, 
interest holding. It includes mov- 
ing pictures, chart talks, slides 

. even a true-or-false quiz that 
lets the salesmen check the infor- 








mation they have obe 

is informative. It is ent@eE 

Your salesmen will like Tt4§ 

over 1500 other salesmen 
Whether your sales force 

sists of five or 50 sales peopley 

outside and counter personnel gas 

we will be happy to schedule 

program for them. To insure-eg 


Sales personnel of H. W. Mills & Co., watching 
the Dayton moving picture “Specialized for 
V-Belts”, one of two movies in the program. 


early showing, we urge you toe 
write or call your Dayton District 


Office now. The Dayton Infor 


mation Program is one reason 


why Distributors do better with 3% 


Dayton. So if you are not already 
a Dayton Distributor, write today 
for the address of our nearest 
District Office. The Dayton 
Rubber Company, Dayton, Ohio. 





wor'd 


V-Belts. 
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THE MARK OF TECHNICAL EXCELLENCE tN NATURAL ANDO SYNTHETIC RUBBER 
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The Caster with a Stubborn Streak 


SG Sn Like a spoiled brat, it balks and drags— 


e refusing to be led, pushed or pulled. 


You go one way, it goes the other. 
And when you force the issue with brute 


strength, it shrieks to high heaven. 


Every Bond caster is designed to meet a 
specific operating condition. This Bond all- 
steel caster is made to stand up under severe 
treatment. Double ball races provide easy 
swivelling . . . smooth steering on the turns. 
It’s pressure lubricated. 

Get the caster that’s exactly right for each 
operation. Get the free Bond catalog K-38. 
Sent on request. 


BOND FOUNDRY & MACHINE COMPANY 
MANHEIM + PENNSYLVANIA 
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Charles Cromwell 


Cromwell Heads Division 
For Threadwell Co. 


Charles Cromwell has been ap- 
pointed division sales manager for the 
Threadwell Tap & Die Co., Green- 
field, Mass., for the north central 
territory including Illinois, Wiscon- 
sin, Minnesota, Missouri, and Iowa. 

Mr. Cromwell has been associated 


| with the Threadwell organization 


since it was acquired by the Sheffield 
Corp. about two years ago. Prior to 
that he spent many years with the 
Sheffield organization in Detroit. 


N. I. C. B. Studies 


| Industry Decentralization 


Plans for the geographic dispersion 


| of plants and their decentralization 
| of operation are already underway in 


a large segment of America’s industry, 


| according to a study of the subject 
| just completed by the National In- 
|. dustrial Conference Board. Approx- 


imately one out of four of the 148 
manufacturing companies (28 per- 
cent) covered was found to have’ a 


definite policy of decentralizing plant 


| facilities. 


Actually, over half (58 percent) of 
the cooperating companies reported 


| they are already decentralized. Many 


of them attribute their geographic 
dispersion to the acquisition of going 
companies, or surplus war plants, 
rather than to deliberate policy deci- 
sions. 

(Decentralization refers to the “‘geo- 
graphic spreading out of a company’s 
physical plant facilities”. Migration, 
or the transfer of a large part of an 
industry from one section of the coun- 
try to another, the study points out, 
is not considered decentralization. ) 

The degree of decentralization 
“varies greatly” in different industries 
and is dependent to considerable ex- 
tent on .the nature of the product. 
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SALES 0 


Flexible Shaft 
Equipment 


Bench Grinders 


g 


Precision Since 1840 


PPORTUNITIES, 


with the complete line of 


BRADFORD 


ELECTRIC TOOLS! 


Drills 4 Grinders 


Braprorp’s complete line of precision-made elec- 
tric tools gives you a sales prospect at every turn. 141 
separate tool models make it easy for you to supply the 
right tool to fit each customer’s work requirements. No 
other line of electric tools gives you so many market 
opportunities. 


More than 100 years of precision machine tool manu- 
facture stand behind the production of Bradford Electric 
Tools. Each tool model combines top-quality materials 
with skillful design and sound engineering. Your cus- 
tomers will approve Bradford design, construction, per- 
formance, price. Make it your business to do more busi- 
ness with Bradford—the complete line of modern elec- 
tric tools. Write today for details. 


Write tox your free copy of the fully 
illustrated complete Bradford Tool Cata- 
log. You'll see exactly how Bradford Tools 
fit into your market's sales potential. 


Buffers 


Drill Stands 


Triple Tool 
Sander-Polisher-Drill 


THE BRADFORD MACHINE TOOL COMPANY 


655 Evans Street . . . . . Cincinnati 4, Ohio 
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FOR SAFETY PLUS 





For instance, industry groups which 
report a large degree of decentraliza- 
tion include: chemicals, drugs and 
pharmaceuticals, rubber and rubber 
products. 

Industries which are generally cen- 
tralized, according to survey results, 
are: machinery (except electrical), 
iron and steel, and petroleum refining. 

The principal advantages claimed 
by companies with deliberate decen- 
tralization policies include: proximity 
to important new markets; tapping 
new sources of labor; greater efficiency 
in smaller plants; improved human 
and public relations; and the oppor- 
tunity of segregating unlike operations 
in separate plants. 

The reasons emphasized by cen- 
tralized manufacturing companies for 
their policy of consolidating rather 


| than spreading out are: greater efh- 
| ciency of large, integrated plants in 
| their particular industry; greater ex- 


for better rubberized Work Gloves, look for the HOOD 
Trade Mark—a sign of quality since 1896. Styles to suit every 


requirement. Send for folder. Order from your jobber. 


HOOD RUBBER CO., WATERTOWN, MASS. 


7 A Division of the B. F. Goodrich Company 











CAR 
MOVERS 


Always Good Selling . . . 


Selling is always profitable because each type 
of BADGER Car Mover fills a particular need. 
There is the POWER KING — the NEVERSLIP 
— the SLIPPROOF — and the ADVANCE 
Safety Car Wrench all very necessary equip- 
ment in a railyard. Help your customers with 
sidings to speed loading and unloading. Your 
effort will be amply rewarded and we deliver 
promptly. BADGER Car Movers are widely 
advertised which helps distributor sales. 








ADVANCE CAR MOVER COMPANY 


© ome ae Om oad on 0. an On Oe 
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| pense of building and stafing new 
| plants as compared with the expan- 


sion of existing facilities; difficulty 


| of coordinating the various units; and 


immobility of skilled labor. 

The geographic breakdown shows 
that in recent years the southern and 
western states “have received a larger 
share of the new industrial plants than 
in the years prior to 1940.” The north 
central states “held their own,” while 
the northeastern states experienced a 


moderate decline. 


The study notes a trend toward lo- 


| cating manufacturing plants in the 


smaller cities and towns. Cities and 
towns with 10,000 to 100,000 popu- 
lation are reported to be the most 


| popular places for plants established 


from 1940-47. Only one-third of the 
plants built or acquired since 1940 
by the companies surveyed are in cities 


of 100,000 and over. 











AC 
_ 


CUSTOMER SPECIFICATIONS are 
checked by Charles R. Moore, district 
representative for Raybestos-Manhat- 
tan Co., (right) with R. G. Marr, out- 
side salesman of Cameron & Barkley 
Co., Jacksonville, Fla. 








A Steady Market...and Profitable 


&p FOR CORNING MILL SUPPLY GLASSWARE! 


Have ‘you considered Corning Mill Supply 
Glassware in the light of its profit possi- 
bilities? If not, you are missing a sure bet. 
There is a steady market for it in all indus- 
trial areas. It is inexpensive to stock, easy 
to sell. And the mark-up is ample to keep 
you interested. 

This complete Corning line now includes 
Corning and PYREX brand gauge glasses, 
lubricator glasses, MACBETH brand flat 
gauge glasses, PYREX brand sight glasses 
and oil cups. Practically every industry re- 
quires these products. So do householders who 
operate boilers. The market is a steady one. 

Corning has cultivated this market for 
years. Its products have acceptance because 
they are dependable and competitively 
priced. They are continually advertised. 
Corning’s line is a good line to handle. 


STOCK UP NOW! 

All Corning Mill Supply Glassware is dis- 
tributed through strategically located stock 
carrying distributors. Their names and loca- 
tions are available on request. They will be 
glad to advise you on your stocking problem. 
A request to Corning will bring prompt 
response. 


CORNING STANDARD GAUGE 
GLASSES are made for moderate 
pressure service on boilers, vats, 
tanks, coffee urns, etc., where pres- 
sures do not exceed 200 psi. 





PYREX HEAVY WALL GAUGE 
GLASSES are designed for all the 
services listed above but for pres- 
sures up to 600 psi. 





PYREX RED LINE GAUGE 
GLASSES magnify the water level 
and stand out in dark inaccessible 
places—handle pressures up to 500 
psi. 





PYREX HIGH PRESSURE 
GAUGE GLASSES are recom- 
mended for pressures up to and in- 
cluding 500 psi. They remain crystal 
clear under adverse conditions. 





MACBETH BRAND FLAT 
GAUGE GLASSES resist pitting, 
etching, fogging and staining to re-; 
tain clarity for long periods under 
pressures up to 2000 psi. 





PYREX BRANDSIGHT GLASSES 
are available for low pressures and 
high temperatures as well as for 
high pressure service. They are de- 
signed for ovens, absorption columns, 
reaction kettles, furnaces, pressure 
vessels, stills and tanks of any kind 
where safe, internal visibility is 
required. 








PYREX BRAND OIL CUP AND 
LUBRICATOR GLASSES are made 
in sizes ranging from 4” to 6” in 
diameter to close tolerances. They 
provide high visibility and long life 
on machine operations. 





ovRex ato Lume 


CORNING GLASS WORKS e CORNING, N.Y. 


SALES OFFICES: NEW YORK * CHICAGO « SAN FRANCISCO 


MILL SUPPLY GLASSWARE 


TECHNICAL PRODUCTS DIVISION: GAUGE GLASSES + GLASS PIPE « LIGHTINGWARE + SIGNALWARE 
LABORATORY GLASSWARE + OPTICAL GLASS « GLASS COMPONENTS 


ee. stocked by leading suppliers everywhere 
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Larson 
Newton 


Files Bring Repeat Orders 


Only satisfaction to the customer 
completes the first sale and brings 
repeat orders. 


The consistent performance of 
CARSON NEWTON FILES have 
been doing this for 38 years and 
in the face of all the claims made 
for files today they stand on the 
same basis as always which is— 


THERE IS NOTHING BETTER. 


The line is complete in sizes, 
shapes and cuts and in Swiss 
American and Rotary patterns giv- 
ing you a line that can furnish the 
proper file for any filing job that 
your trade may have. 


You will find the CARSON NEW- 
TON line a profitable and a satis- 
factory one to handle. 


Our Sales Policy 


Sold Through 
Distributors 


CARSON-NEWTON CO. 
BELLEVILLE, N. J. 
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SETTLED in new quarters is Milton 
M. Dubin, president of the Lincoln 
Supply Co., Providence, R. I. 


Open House Marks 
Lincoln Supply Move 


A three-day open house in April 
marked the opening of the Lincoln 
Supply Co.’s new quarters at 129 Dyer 
St., Providence, R. I. Milton M. 
Dubin, president, and George Kroll, 
vice-president, served as hosts to more 
than 500 plant officials and workers. 

All lines handled by the Providence 
supply firm, featured by pneumatic 
tools and controls, were displayed. 
Some of the tools on display were 
brought in from the Cleveland Tool 
Show by supply manufacturers. 

Supply manufacturers’ men assisted 
the Lincoln sales staff in answering 
queries and demonstrating products. 
Refreshments were served. 

Lincoln Supply’s new quarters, all 
on one floor, contain 3,000 sq. ft., 
double the area of store and ware- 
house occupied before. Display room, 
a loading dock on a street in the rear, 
and free parking space are included in 
the present location. 


Allegheny Ludlum 
Changes Sales Personnel 


Truman B. Brown has been ap- 
pointed assistant district manager of 
sales for the Detroit, Mich. territory 
of Allegheny Ludlum Steel Corp. and 
Roger S. Ahlbrandt has been named 
to succeed Mr. Brown. 

Max J. Pischke, former manager of 
warehouse and jobber sales, was named 
district manager of sales for the Pitts- 
burgh territory, succeeding Mr. Ahl- 
brandt. 

Mr. Brown, formerly, was assistant 
manager of cutting and tool steel 
sales with offices in Pittsburgh. 


K. M. and R. C. Brower 
Named By Whitlam Mfg. Co. 


K. M. and R. C. Brower have been 
named sales representatives for the 
J. C. Whitlam Mfg. Co., of Wads- 
worth, Ohio. They will handle the 
states of Indiana and Kentucky, with 
the exception of Covington in Ken- 
tucky. 





for corrosion? 


VERY year, rust and corrosion exact a terrific toll from in- 

dustry . . . billions of dollars in fact. But you can easily cut 

your plant's contribution—and it is a contribution—by using 
Koppers Industrial Protective Coatings. 

For example, here’s how Koppers Bituplastic* protects metal, 
concrete or masonry: Bituplastic (it's not a paint) coats exposed 
surfaces with a tough film. This protective film is thick; three 
coatings of Bituplastic build up a seamless, non-porous sheath 
nearly 1/16” in thickness—a sheath that not only resists water, but 
the assaults of sun, salt air, condensation, atmosphere, weather, 
and acid or alkaline fumes. 

Read the list of other advantages offered by Bituplastic. And 
for complete data, including suggestions for use and rate of 
coverage, send for our new Bulletin on Bituplastic. 


8 Other Advantages of Bituplastic... 





1. It is a highly-refined, easily- 4. It is applied cold with brush 
workable coal-tar pitch coat- or spray. 


Ing. 5. It is tire retardant. 


2. It covers heavily; 1/64” toa 6. It does not crack at minus 
a coat, or about 5 times the 50°F. or sag at 500°F. 
thickness of ordinary paint. 7, It is practically odorless and 


, 3. It does not “alligator” or tasteless. 
: KO POE RS check. 8. It dries quickly. 


*Trade-Mark Reg. U. S. Pat. Off. 


| KOPPERS COMPANY, INC., Dept. 909T, Pittsburgh 19, Pa. 





DISTRIBUTORS! Industry is rapidly becoming more and more “corrosion-conscious” ... 
Koppers sales records for Protective Coatings show that. And Koppers makes 6 
Protective Coatings for industrial maintenance — all of which are sold through in- 
dustrial distributors. Write for full information. 
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For work on metals, 
alloys, wood, plastics, 
Plugs in 


stone, horn, bone, etc. 
any AC or DC socket. 





CTU 2 


A good production tool. Has every- 
thing—speed, power, versatility and 
pencil-point precision. Constantly 
cooled by forced air, the 44 runs cool 
and smooth all day long. Weighs 2 
pounds, 842” long, 20,000 

r.p.m. $31.50. In wood 

carrying case with acces- 

sories $42.50 





3 HANDEE 


Hi-Power 


A big fellow. Fast, powerful. 
sturdy, for continuous work. 
Has ample power to drive a 
22" diameter wheel. Weighs 
3 pounds. 10” long, 

17,000 r.p.m. In case 

with assortment of ac- 
cessories $42.50 


HANDEE 


First tool of this type and today’s finest. 
For precision work. Also gets into hard- 
to-reach places to make repairs on ma- 
chinery. Weighs 12 oz. 6%” long. 
25,000 r.p.m. With 7 accessories $20.50. 
Handee with 40 accessories in carrying case $27.50. 


CHICAGO ACCESSORIES 


Grinding and mounted wheels, sanders, steel cutters, etc.—the most 
complete line to fit any power tool—over 500 of finest quality—all made | 
in our own plant. 








Write for literature and attractive franchise open on all 
nationally advertised Chicago Wheel products 


CHICAGO WHEEL & MFG. CO. 


Est. 1895 
1101 W. Monroe St., Dept. MB Chicago 7, Ill. 
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W. F. Sewert 


Wickwire Spencer 
Advances W. F. Sewert 


W. F. Sewert has been appointed 
manager of hardware products for the 
Wickwire Spencer Steel Division, ‘The 
Colorado Fuel & Iron Corp. 

Mr. Sewert has been with the com- 
pany since 1923. He will continue to 
operate from the New York office at 
500 Fifth Ave., New York 18, N. Y. 


Executives and Salesmen 


Move Up In Woodbury & Co. 


Aside from physical changes in the 
building of Woodbury & Co., of Port- 
land, Ore., in which the general offices 
have been moved backward and up- 
ward to allow for an extensive display 
room at the front entrance, there have 
been a number of changes in and ad- 


| ditions to the executive and sales staffs. 


Fred Holcomb, vice-president and 
formerly sales manager, has dropped 
most of his duties at the parent com- 
pany to assume the management of 
the wholesale hardware company that 
Mr. Woodbury established some years 
ago and which is operated out of the 
new Woodbury building built before 
the war. 

Art Hawes has been made merchan- 
dise manager, a newly-created position. 


Harold J. Llewellyn 





There is no line of Industrial 
Rubber Products more complete 
than the Thermoid Line! 


This makes your selling job far easier. You 
meet every need of every customer from one 
nationally-advertised source of supply. You 
don’t have to jump from line to line, or 
from story to story. 


Thermoid’s complete line has been built upon 
the practical experience of Thermoid’s en- 
gineering and manufacturing organization in 
meeting industry’s problems in many fields. 
For over sixty years Thermoid has been 
constantly making good products better— 
and perfecting new products for every 
new requirement. 


The Thermoid line includes: Transmission Belting - F.H.P. and Multiple 
V-Belts « Conveyor Belting « Elevator Belting » Wrapped and Molded Hose 
¢ Custom Molded Products- Industrial Brake Linings and Friction Materials. 


Main Offices and Factory * Trenton, N. J., U.S.A. 


Western Offices and Factory * Nephi, Utah, U.S.A. 


Industrial Rubber Products «+ Friction Materials « Oil Fieid Products 
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He will have charge of stock and slow- 
moving items as well as building op- 
eration. 

Lyle Peterson has been moved up 
from salesman to the position of pur- 
chasing agent. 

Harold J. Llewellyn has been ad- 
vanced from merchandise manager to 
sales manager. He is an ex-Navy man. 
Under his jurisdiction is a recently-cre- 
ated department for power tools, cater- 
ing to the light manufacturing trade 
BREAK PROOF : ah the hobbyist. W. G. Elliott, thor- 
SHOCK PROOF C rew rive rs ‘| oughly experienced in this line of mer- 
chandising, will be in charge of the 
new department. 

George Madison has been put on 
@ Big business . .°. little business . . . territory adjacent to Portland; Jerry 
Baker has been assigned coast terr- 
tory; Ray McCandliss will work in 
the Eugene territory and Ed. Hesse on 
city territory. 








e ALL business . . . is buying more Vaco 





screw drivers! And the magic name ‘‘Vaco”’ 
is your best bet for greater dollar volume 
in the months ahead. Why? Because you 
can fill every order . . . including stock or O. G. Schwenk Named 


custom built To ae from one source | To Aid Weatherhead, Jr. 
with the finest screw and nut drivers made. | O. G. Schwenk, general production 
More than 250 stock styles and sizes! All manager of The Weatherhead Co., 
handles of fire-safe, break and shock proof has been named assistant to A. J. 
Ambery|* plastic! Blades of heat treated Weatherhead, Jr., the president of the 
chrome vanadium steel meet U. S. Gov- Cleveland, Ohio, firm. ar 
ernment specifications! And each tool per- For ten years prior to joining the 
company, Mr. Schwenk was consult- 
ing industrial engineer with the firm 
of Albert Ramond & Associates of 
Chicago. He is a member of the Amer- 
ican Management Association, Con- 
trollers Institute of America, Ameri- 
can Institute of Accountants, and the 


28 colorful pages of newly designed drivers ee ae d National Association of Cost Ac- 
and other tools. Complete listings of all stock F \ es 


p: items! Application tables for all drivers to we, 3 . countants. 

‘fit the driver to the screw.’ An invaluable ; VY aie Mr. Schwenk joined the Weather- 
RE Oe > « MO TOE saclay” A. ~ —/ head Co. in 1944 as chief industrial 
Ww ory engineer. Later he was appointed con- 
troller, more recently general produc- 

tion manager. 
> Vaco REVERSIBLES... typical of many The responsibilities formerly car- 
~ —ear Vaco pro gg 0g nga ried by Mr. Schwenk will be assumed 
Oa the other. New innenchengealle bit “es eo by R. J. Finnegan, who has been ap- 
available for Phillips and regular styles. pointed general production manager. 


fectly designed and balanced for easy 
operation, 

















FIRE-SAFE Handles... Vaco Ambery!* 
handles are listed under the reexamination 
service of Underwriters’ Laboratories . . . 
end the old nitro-cellulose fire hazard that 
barred many plastic handle drivers from 
large shops. Handles available in a wide 
variety of sizes. 














BERYLLIUM Drivers .... with practically 
same strength as ordinary drivers . . . but 
will not spark. The opening wedge to many 
large orders! 


DISPLAYS ... There's a Vaco display for 
every purpose! Square blade, round blade 
and recessed head blade displays shown 
here are sure-fire business getters on any 
counter. 


*Trode Mark Registered 


All Items Fully Covered In Our New Catalog 


317 East Ontario St., Chicago 11, Illinois 











O. G. Schwenk 
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INSLEY standardizes on 
J&L Wire Rope to help operators 


dig more profits 


oh 
& 
oe 
| 
3 


There are fewer replacements... less time 


lost with J&L 


Insley—the world’s largest exclusive man- 
ufacturer of small excavators—has stand- 
ardized on J&L Wire Rope, because more 
and more operators demand equipment 
that will stay on the job! Insley knows that 
when excavators go down for wire rope 
replacements, operators’ profits go down 
too. 

To build “‘equipment that makes jobs pay” 
Insley Manufacturing Corporation, of 
Indianapolis, Ind., demands stamina and 
quality for every part—including the best 
in wire rope. 

J&L Precisionbilt Wire Ropes are built to 
absorb snap loads safely. They are designed 
to wind and rewind evenly on quick- 
reversing drums and travel over sheaves 
smoothly. Every strand on these ropes is 


‘teecécionbibe Wire Rope 


made from a special J& L quality-controlled 
steel and drawn to exacting tolerances of 
1/1000”. Then stranded on high-precision 
machinery, these wire ropes have uniform 
diameters that even up the wear all along 
the working length, reduce localized abra- 
sion and stay on the job longer. 

J&L manufactures wire rope for every 
purpose: Excavating, material handling, 
marine uses, logging, mining and oil country 
applications. Whatever your needs, you’ll 
find it profitable to consult with J&L 
engineers first regarding your requirements. 
We maintain a complete wire rope service 
for every field of application. Write to: 
Jones & Laughlin Steel Corporation, 420 
Jones & Laughlin Building, Pittsburgh 30, 
Penna. The coupon is for your convenience. 


JONES & LAUGHLIN STEEL CORPORATION 
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Jones & Laughlin Steel Corporation 
420 Jones & Laughlin Building 
Pittsburgh 30, Pennsylvania 


Please send me information about 
J&L Precisionbilt Wire Rope. 


NAME 





ADDRESS. 





CITY. 





STATE 











Sd 
. Carbide drill picture 
up to date! 


and prices on carbide tipped and solid carbide — 
drills. Pere 








All Super Twist Drills are shipped with 
complete instructions on recommended 
applications, speeds and feeds. 


same m ven GUUPER os res 


SUPER TOOL COMPANY 


21650 Hoover Rd., Detroit 13, Michigan > 5210 San Fernando Rd., Glendale 3, California 
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THE GRINDING WHEEL DEPARTMENT of the Campbell Hardware & Supply 
Co., Seattle, Wash., has grown rapidly since it was established under the direction of 
Manager Don Williams, (center). Clarence Haverstock (left), Mr. Williams’ assistant, 
is in charge of stock control and purchasing. R. Ekholm, Pacific Northwest division 
manager for Norton, lends a few words of sage advice. 


New Warehouse Planned 
By Moore-Handley Hardware 


Moore-Handley Hardware Co., Bir- 
mingham, Ala., plans to construct a 
$300,000 warehouse in Nashville, 
Tenn,. on a six-acre tract along the 
Louisville & Nashville Railroad. 

The building for the Nashville divi- 
sion, which was opened last January, 
will have approximately 100,000 sq. ft. 
of floor space, including offices. Con- 
struction will get underway in the near 
future. 


J. E. Dilworth Co. 
Distributes New Catalog 


J. E. Dilworth Co., with offices in 
Memphis, Tenn., and Jackson and 
Vicksburg, Miss., is distributing its 
new catalog “E” which contains 1093 
pages, of which 59 are devoted to the 
index. The catalog lists products of 
more than 600 _ nationally-known 
manufacturers. 

The catalog, the fifth to be issued 
by the firm, required more than 18 
months to compile and print. 


THE MAJOR PART of the organization at the Klamath Falls, Ore., branch of the 
Fred E. Barnett Co., of San Francisco, poses in the autumn sun. From left: John 
Childers, Austin Stewart and Jack Pennington, warehouse and services; M. P. 
Leonard, manager; Patricia Hull and Ruby Westfall; and M. D. Druliner and D. R. 


Woodcock, salesmen. 





| 
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MORE PROFIT With These 
Power-Packed 
Tools 


STREAMLINED 


Model 500 


%-Inch Elec- 

tric Drill with 

Jacobs Key 

j Type Chuck. 
Complete Weight 


$3405 


Model 250 = “-Inch Electric 
Drill with Jacobs Key Type Chuck. 
Complete Weight Only 3% 
Pounds. Small Diameter Body for 
Close-Quarter Drilling. 


Price-Power-Performance 


These drills are the latest in 
streamline design. In its capacity 
range, each represents an ad- 
vancement in the combination of 
high power, quality and refine- 
ment in construction, and long-life 
performance. Due to the shape, 
size, and light weight, each offers 
a new handling ease and conven- 
ience that readily appeal to the 
user. These drills are what you 
would expect at much higher 
prices. 


Write for details on these low-price, 
quality-built, guaranteed Portable Elec- 
tric Drills. 


ELECTRIC TOOLS, INC. 
255-59 West 79th St., Chicago 20, Ill. 


Fractional HP Motors—Electric Drills—Polishers 
Sanders—Spin-A-Brush 
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It’s easy for you to make money with Sheet Lubricator. 
Every plant that pours babbitt is your prospect for this time 
and money saver .. . and you can count on repeat orders from 


every sale. 


Sheet Lubricator is a 12” square of bronze wire screen with 
cones of lubricating graphite attached in staggered formation. 
It’s used to make any babbitt bearing into a graphited, self- 
lubricating bearing that runs smoother, many times longer . . . 
may cut oil consumption as much as 90 per cent! 


Y 4 easy fo use a PA or 


Just trim the bronze screen to bearing 
size . . . put it in the mold . . . pour 
babbitt as usual. Metal flows around 
Sheet Lubricator. The bronze wire and 
graphite cones become integral parts 
of the bearing. 


The ends of the graphite cones and 
the babbitt contact the shaft. As the 
cones wear with the babbitt, they cover 


Easy fo sell 


Anyone can sell Sheet Lubricator. Its 
use and advantages are so obvious that 
no mechanical knowledge is necessary. 


Easy handling, foo 


Sheet Lubricator comes in one sheet size, 
12 sheets to the box. Boxes are plainly 
labeled. It’s easy to identify the cone 
height. 


Write for free sample . ~ . data sheet . 


Lubricator can be a mighty sweet deal for you. 


Randall Graphite Bearings, Inc. 


609 W. LAKE ST., Dept. 936 


the entire bearing surface with a film of 
lubricating graphite. When oil is added, 
friction is reduced almost to zero. 


No special skills or equipment are 
needed to use Sheet Lubricator. Cost per 
bearing is increased less than 10 per 
cent, far offset by longer bearing life 
. . . fewer shut-downs . . . reduced oil 
consumption. 


Prospects quickly see what savings they 
get and how easy it is to use Sheet 
Lubricator. 


You line up years of profitable repeat 
orders every time you get a new customer 
for Sheet Lubricator. 


. . and details of how Sheet 


CHICAGO 6, ILLINOIS 
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CALLERS at Congdon & Carpenter 
Co., Providence, R. I., industrial sup- 
ply counter are attracted by display 
wall partitioning off sample room. . . . 


WHERE MATERIAL HANDLING 
equipment and other large items are 
given prominent display space for 
convenient inspection in a_ well-lit 
room... 


—— 








WHICH FEATURES small industrial 
supply items such as precision tools, 
behind glass, in immaculate wall cabi- 
nets. The firm values its display facili- 
ties. 





Black Mfg. Co. 
Names Reeve Its Agent 


Richard H. Reeve has been ap 
pointed direct factory representative 
of the Black Mfg. Co., Baltimore, Md. 

Mr. Reeve will represent the Black 
Arrow line of paint spray and welding 
equipment in the Metropolitan New 
York area. He will make his head- 
quarters at 106 W. 56th St., New 
York, N. Y. 





“The most widely used 


pipe in America” 


NATIONAL 


STEEL PIPE 


enter 

Sup- 
isplay For sixty years, NATIONAL Pipe has 
— maintained its position of top pref- 
erence. Why? Because as better steels 
have been developed and pipe mak- 
ing processes have been perfected, 
these improvements have been con- 
stantly reflected in U-S-S NaTIONAL 
Pipe, and consequently, better pipe 
service. 

No better pipe. for general all- 
round use has even been produced. 
That is why for the hundred-and-one 
jobs around industrial and commer- 
cial buildings of all kinds, where 
honest dependable pipe performance 
is required, NaTionav Pipe has be- 
ell-lit 4G. : , as come synonymous with faithful, 

’ money-saving service. 











tative NATIONAL TUBE COMPANY 


, Md. PITTSBURGH, PA. 


Black Columbia Steel Company, San Francisco, Pacific Coast Distributors 
Iding United States Steel Export Company, New York 


SEM UNITED STATES STEEL 
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NOW OUR METALWORKING 
ALL-RESIN FIBRE ABRASIVE 


DISCS 
ALSO HAVE THE MICH K 
RED COAT ie 


You score another sales hit 
with this hard-hitting clincher. 


Yes, Michigan DISCS are now 
RED—the same sparkling red- 
wine color that is going over 
so big for Michigan Belts. 


That's the famous Michigan 
Red Coat! 


That means your customers 
can now see the difference as 
well as tell the difference in 
these sharper tougher DISCS. 


Latch onto this modern money- 
making up-and-coming line. 
Write for our deal and a Red 
Coat sample Disc* today! 


*Specify size and grit number, 


Plus val 
ROLLS, SHEETS AND 
LAPPING COMPOUNDS 


Michigan Abrasives are supplied 
in Belts, Discs, Rolls and Sheets— 
either paper or cloth backed—and 
in Silicon Carbide, Aluminum Oxide 
and Garnet—in full range of 
standard grit sizes. 

Michigan Abrasive Lapping Com- 
pounds are tops in their field— 
come in 13 standard grits in Sili- 
con Carbide. 


ABRASIVES 


MICHIGAN ABRASIVE CO. 


1111 BELLEVUE AVE. + DETROIT 7, MICH. 
Phone: MElrose 3131 





| 
| 
| 
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SALESMEN OF THE J. G. Christopher Co., Jacksonville, Fla., distributors of indus- 
trial rubber products in that area, recently traveled to Akron, Ohio by auto for a 
three-day visit to the main plant and offices of The B. F. Goodrich Co. The gentle- 
men, seated, are: C. W. Brees, B. F. Goodrich; D. H. George, salesman, J. G. 
Christopher; J. M. Flounders, Goodrich hose sales manager; W. W. Schaller, Atlanta 
district salesman and Fred Anderson, both of B. F. Goodrich. Standing, are: J. R. 
Sparks, of the Christopher Co.; G. B. Moule, Goodrich; J. W. Bevis, R. F. White, 
D. J. Blasingame, C. H. “Sam” Jones, R. A. Gray, W. B. Coker and H. J. Doherty, 


of the J. G. Christopher Co. 
Mall Tool Co. 


Names Ross Manager 


R. E. Ross has been appointed 
branch manager at Seattle, Wash., 
for the Mall Tool Co., to succeed 
Brooks L. Stevens, who resigned. Mr. 
Ross had been on the company’s sales 
staff out of the Chicago main plant 
before his recent advancement. 

He will supervise Mall sales and 
service in Western Washington, 
Alaska, and British Columbia from a 
new plant at 7783 14th Ave. S. 


SLEEK-LOOKING, but with high util 


ity value, the machinery display and demon- 


Behrends Joins | 
Taylor Forge & Pipe Works 


E. (“Ed”) L. Behrends has joined 
the general sales department of Tay- 
lor Forge & Pipe Works, which op- 
erates plants at Chicago and Carne- 
gie, Pa. 

Formerly, Mr. Behrends was vice- 
president of George B. Limbert Co. 
Later he became manager of the 
Western Supply Division of the Lum- 
mus Co., operating the former Lim- 
bert facilities. 


stration of Mill Supply & Hardware Co., Trenton, N. J., on May 11 and 12 drew 
more than 200 of its customers who buy—and use—the items in its lines, 











@ CLE-FORGE High Speed Drills had been giving 
good performance on this job—drilling holes 1%” deep 
in cast iron at 80 f.p.m., with an average of 245 holes per 
grind. One of our Service Representatives, how- 
ever, believed that even better results could be obtained 
by using another type of CLE-FORGE High Speed Drill 
(also a stock item). By following his recommendation 
the average number of holes per grind was increased to 312. 
<> Cleveland Service Representatives are trained to 
help you increase your production and reduce your 
costs. Contact our nearest Stockroom, or... 
Telephone Your Industrial Supply Distributor. 


THE CLEVELAND TWIST DRILL CO. 

1242 East 49th Street Cleveland 14, Ohio 

Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas 1 + San Francisco 5 
Los Angeles 11 + London W. 3, England 





ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER CLEVELAND TOOLS 


\\ \ \ 4) Cem 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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W. T. Bell 


Bell Completes 35 Years 
With Goodyear 


William T. Bell, manager of dis- 
tributors’ sales and a charter member 
of Goodyear Tire & Rubber Co.’s me- 
chanical goods division, recently com- 
pleted 35 years’ of service with the 
company. He received his service 
award from E. J. Thomas, Goodyear 
president. 

Born in Doylestown, Ohio, Mr. 
Bell joined Goodyear in 1913, when 
the company first organized its me- 
chanical goods division. Previously, 


! | he had worked for the old Diamond 
For Peak Solder Sales It Ss Kester | Rubber Co., Akron. 


| Mr. Bell also is in charge of the 
: Cored | companys induction program for me- 
i ill by supplying Kester | 
Build customer good wi 


Sol er 1 : 5 : 





Solder by — 
d demand for Kester st I = 
a Sas nent by the recognized ey ea 
str 4 
a. on Solder backed by 4 half century 
experience. ; 
Any soldering problems? Refer your customers 
pi Technical Department. No obligation. 


Standard For Industry Since 1899 


ER 
KESTER en 


SOLDER 4214 Wrightwood Ave., Chicago 39, Il. 


Factories Also At “Just brought along my own moral 
Newark, New Jersey @ Brantford, Canada support—they applaud all my sales 


arguments, little asides and humorous 
anecdotes.” 
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Better Machines-Better Blades 


“MAR VELsaws. 


Regardless what type hack saw machines and 
metal-cutting band saw machines you use, MARVEL 
BLADES will improve performance. There are sound 
reasons why this is true; practical reasons that are 
easily understood and demonstrated. 


MARVEL High-Speed-Edge Hack Saw Blades, with 
a genuine high-speed-steel cutting edge integrally 
welded to a tough alloy steel body, are both fast- 
cutting and positively unbreakable. This construction 
permits greatly increased speeds and feeds and 
tauter blade tensioning. Still, they last much longer 
than ordinary blades. 


MARVEL High-Speed-Edge Hole Saws, with this 
same unbreakable construction and heavy-duty 
arbors, have the extra strength required for drill 
press and lathe use...rapidly saw holes from %’ 
to 41/2" diameter thru steel of up to 1" thickness. 


MARVEL Band Saws are of selected quality. They 
come ready for use, pre-welded to size for each 
make and model saw. Individually boxed, they are 
protected against kinking, rusting or damage to 
teeth! 


Write for Blade Catalog Sheet. 


ARMSTRONG-BLUM MFG. CO. 


5700 BLOOMINGDALE AVE. * CHICAGO 39, U.S. A. 
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MASTER SERIES 
HEAVY DUTY 
BOX WRENCHES 


SELL them to Manufacturers for 
Original Equipment Service Sets 


to go with machine tools, diesel engines, power plants, 
construction equipment, refrigeration plants, airplanes, 
trucks, tractors, ships and other lines. 


SELL them for Maintenance Jobs 
in Many Fields —in mills, factories, railroad 


shops, shipyards, mines, utility plants, etc. 


Light weight with great strength and sure grip are at- 
tained in OTC MASTER SERIES BOX WRENCHES of 
high grade alloy steel, properly heat-treated. 12-point 
accurately broached openings prevent slipping, spread- 
ing or twisting of wrench. Improved handle stop and 
positive safety locking feature eliminate chance of handle 
turning on stub end of wrench, or slipping off. Cadmium 
plated with heads polished. The finest tools of this type 
available. Complete range of sizes—1%" to 3%". Seam- 
less Steel Tubular Handles—3 sizes fit all 60 different 
wrench heads. 

OTC PULLERS, Pulling Attachments, Service Sets and Special 
Tools also add to the big-volume profits of the OTC Line. 


Your Customers are Being Told to Look for the OTC Dis- 
tributor Sign — in our extensive advertising 
in industrial trade journals. 


Werite for the OTC Merchandising Plan. 


OWATONNA TOOL CO. 


312 Cedar St., Owatonna, Minn. 
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REMINDERS are jotted down by 


Jack Darden, salesman for ‘Taylor- 
Parker Co., of Norfolk, Va. 





lig Appoints C. E. Brock 
St. Louis Branch Manager 


Carl E. Brock, Jr. has been ap- 
pointed branch manager at the St. 
Louis office of the Ilg Electric Ventil- 
ating Co. H. L. Branigin, former St 
Louis branch manager is retiring after 
serving the company for over 25 years. 

Mr. Brock has served a two-year ap- 
prenticeship with Ilg in the Pittsburgh 
office. He holds a B.S. degree in 
Commercial Engineering from the 
Drexel Institute of Technology. 


Taylor Joins Wiss 
West Coast Force 


Frank J. Taylor of Seattle, Wash., 
has been added to the West Coast 
sales organization of J. Wiss & Sons 
Co., Newark, N. J. manufacturers of 
scissors and shears. 

Formerly, Mr. Taylor was with 
Talon Fasteners, General Mills and 
Union Oil Co. 





SERVICE RECORD of Chester F. 
Ford, manager of industrial supplies 
for Congdon & Carpenter, Providence, 
R. I., is 29 years. 





SERVICE WATER INLET AND OUTLET 


NEW WATER HEATER HOOK-UP 


PRODUCES MORE HOT WATER .. . CONTROLS TEMPERATURE 


The B & G Type “WU” Instantaneous Water Heater 
(water to water heat transfer) is equipped with a 
B & G Booster which pumps boiler water through 
the properly baffled shell, thereby greatly increas- 
ing the capacity of the Heater. Large volumes of 
hot water are produced by an amazingly small unit. 


trolling service water temperature. A hot water 
control, installed in the hot service water supply 
line, starts the Booster whenever service water 
temperature goes below the desired degree. The 
Booster pumps boiler water through the shell of 
the Heater until service water is again at the correct 


temperature. 
Slashes material and labor cost! 
Because of pumped circulation, the connecting pipes 
and fittings are radically reduced in size. Hence, 
material cost is trimmed to the bone and cutting 
and threading can be done on the job. No storage 
tank needed—another substantial saving. 


Write for capacity and dimension data. 


Controls service water temperature! 
The Booster also provides a means of closely con- 


B & G REFRIGERATION COMPONENTS 


B & G manufactures a complete line 
of Condensers and Chillers — unit 
diet anteniches exalnows end ) illustrated is the Series CRF Conden- 
maintenance men! Seven sind ser. Engineering data furnished on 
outstanding features—Stand- . sagen. 

ard Motors — Mechanical 
Seal — Spring-type Flexible 
Coupling — Interchangeable 
Parts— Compact Design — 
Easy to Service — Competi- 
tive Price. Write for catalog. 


B&G SERIES 1522 
CENTRIFUGAL PUMP 
Here’s pump _ performance 





BELL & GOSSETT COMPANY 
Dept. AR-35, Morton Grove, Illinois 


Hyidre-Fic WATER HEATERS 


B & G Heaters furnish low-cost 
hot water for process work ine 
plants the country over. 


e « e CENTRIFUGAL PUMPS... 
REFRIGERATION COMPONENTS 
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PROFITABLE . .. EASY TO SELL 


Harrington “Peerless” Hoists sell fast and stay sold... 
assuring a profitable repeat business . . . because they are 
built to rigid specifications by specialists in the design 
and manufacture of Hoist Products. Write for our interest- 


ing Distributor Proposition. 
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“CUM ALONG” 
ELECTRIC HOIST DIFFERENTIAL HOIST LEVER PULLER TROLLEY 


THE 


HARRINGTON 


COMPANY 
PHILADELPHIA 30, PENNSYLVANIA 


Makers of Hoists since 1876 
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ORDERS AT the retail counter are 
written up by Paul Stock and Coley 
Wilson of Dillon Supply Co., Raleigh, 
N. C. 








| Andrews Machinery Co. 


| Names Fox To Sales 


: Sey i 
| Malcolm Fox, active in the selling 


| and rental divisions of the Star Ma- 

| chinery Co. since 1946, has been ap- 
pointed sales manager for the An- 

| drews Machinery Co. at Seattle, 

| Wash. 

| Before moving to Seattle during 


| the war Mr. Fox was engaged in the 


East in the construction business. 


Distributor Firm 


\Incorporates In Spokane 


Cliff M. Rogers, William W. Trues- 
dell and Donald J. Martin, all of the 
Industrial Products Co., Seattle, 
Wash., have purchased a_ half in- 
terest in the Towne Equipment Co. 
of Spokane, Wash., an industrial sup- 


| ply business operated by Robert j. 
Towne. 


The firm was incorporated on April 
1, 1948 as the Towne Equipment 
Co., with store and warehouse located 
at 520 West Second Avenue, Spokane. 

Robert J. Towne is president, gen- 


| eral manager and buyer; Frances E. 
| Towne is treasurer and Cliff M. 
| Rogers is vice-president. 


The company has three outside in- 


| dustrial salesmen and one inside on 
| the counter and phone. It specializes 


in material handling equipment, me- 


| chanical rubber goods and _ power 


transmission equipment. 


A CORNER of the interior of the 
Towne Equipment Co. showing its 
modern facilities for display and storage. 
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to REPUBINC i as 


Other Republic Products include Pipe, Sheets, Tubing, Hot Rolled and Cold Drawn Bars— Carbon, Alloy and Enduro Stainless Steels 
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Here are six outstanding Ingersoll-Rand products with a big 
market in practically every industry. Why not take full advan- 
tage of this very salable line? 


Send for full details on the money-making possibilities, sales 
and advertising cooperation and engineering help in becoming 
an authorized Ingersoll-Rand distributor for any or all of these 
products. 


‘ apRy 


Outstanding Product of the Year-ELECTRIC “/MPAC I TOOL 


I-R distributors are profiting by this amazing new 
product. Their regular customers are buying the 
Impact Tool for every conceivable job—nut run- 
ning — reaming — tapping—screw driving — hole 
saw work—etc. It is easy to sell because it per- 
forms so well. Sold with standard sockets, chuck 
and other attachments with special accessory 
equipment available. Every type of plant is a 
prospect. 


Size 4U 


There’s a MOTORRPUMP for Every Job 


This line of pumps is widely used and well- 
known in all industries for circulating water, 
petroleum products, coolant, etc. There’s a wide 
range of types, sizes, mountings, and drive com- 
‘binations from which to select the right pump 
for the job. Many special features have been 
developed to meet the needs of particular indus- 
tries. Its compact unit assembly and rugged 
construction contributes to high efficiency and 
low operating and maintenance costs. 


Size 2RV3 





Handy, Money-Saving UTILITY JACKHAMER 


Here is a new, lightweight (only 14 lbs.) air- 

operated rock drill that packs a heavyweight 

wallop, a favorite with construction crews, main- 

tenance men, millwrights, electricians, plumbers 

and similar workers. It’s a fast operating rock 

drill that is easy to handle, uses standard Jack- 

bits and star drills and is adaptable to hundreds 

of jobs—tearing out brick work; breaking con- 

crete; drilling holes for anchor bolts and con- " 
duit; chipping and scaling metalwork; and many Size J-10 
others. The J-10 makes hand drilling obsolete and 

saves your customers’ money. 





BUILD YOUR BUSINESS ON THE Ingersoll-Rand LINE 
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BUSINESS = 


Gig Busines? 


FOR YOU 

























COMPRESSORS and VACUUM PUMPS for All-Round Utility 


Where there’s a need for air pressures up 
to 1000 lbs. there’s an opportunity for you 
to sell a dependable, compactly designed, 
highly efficient I-R Type 30 Compressor. 
The compressor line includes electric or 
gasoline driven units—base plate or tank- 
mounted—portable trailer units with rubber 
tires—caster and steel wheel mounted 
units. Their many uses include operating 
pneumatic chucks; starting diesel genera- 
ting sets; operating control instruments; 
operating pneumatic tools; spray painting 
and a host of others. 


dL 














Size 234x4 


For General Industrial Use— 


MororfioweP 


Here’s a complete range of blowers in 72 sizes that 
will provide your customers with up to 4500 cu. ft. of 
air per minute. The MOTORBLOWER is correctly de- 
signed to maintain air at even pressures, even though 
air volume is frequently varied. Reliable operation and 
low cost, easy maintenance is provided in the design 
and construction of this blower—a reliability which 
insures customer satisfaction with the products you 
handle. 











Size 32G3 


Best Yet— suUPIRJET DOMESTIC WATER SYSTEMS 


These are new compact, self-contained units for pump- 
ing water from shallow and deep wells up to 120 ft. 
From only three pumps in the line you can supply 
your customers with facilities for pumping up to 1270 
gallons of water per hour. They are simply designed for 
easy and fast installation and extremely low mainten- 
ance. Be sure to get the complete story on this new, 
fast selling item. 


tay 


Size JPS25A 








bate ersoll-Rand 


11 BROADWAY, NEW YORK 4, N. Y. 
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a really COMPA CT valve 


FOR ‘CLOSE-TOLERANCE™ 


STEAM 


Where close regulation of steam 
pressure is important — and 
space-saving a big advantage 
— K&M’s Type 481 is the valve 
to use. It’s an internal pilot- 
operated pressure-reducing 
valve designed to meet just such 


requirements. 


Type 481 is widely used in in- 
dustrial process services, in 
marine applications, and as a 
primary valve on two-stage re- 
ductions for heating. Changes 
in pressure reduction are made 
by a simple setting of the hand- 


wheel. 


DIMENSIONS 


REGULATION 
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PARABOLIC INNER VALVE 


insures reliable control on high or low load 
requirements. 


SINGLE-SEAT DESIGN 


insures tight shut-off on dead-end services. 


EASY MAINTENANCE 


All working parts easily removable and re- 
newable without removing valve body from 
line. 


Write for full technical details — and for the 
100-page Kieley & Mueller catalog, “Auto- 
matic Equipment for Pressure and Level 
Control.” 
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Walter O. Buehler 


Gorman-Rupp Co. 


| Advances Buehler 


Walter O. Buehler has been elected 
vice-president in charge of enginecr- 
ing for the Gorman-Rupp Co. of 
Mansfield, Ohio, manufacturer of 
centrifugal pumps. 

Educated in Germany, Mr. Buehler 
is responsible for many new pump de- 
velopments, including specially de- 
signed propeller-type pumps for flood 
control and pumps for city water serv- 
ice and sewage handling. Formerly 
with Fairbanks-Morse, DeLaval Tur- 
bine Co., Economy Pump Co. and 
Carver Pump Co, he resigned as vice- 
president of the latter in order to 
accept the new post. 


N. I. C. B. Reports 
Productivity Increase 


Physical output per man hour at 
present exceeds that of a year ago for 
slightly more than two-thirds of all 
companies cooperating in the latest 
survey of business practices conducted 
by the National Industrial Conference 
Board. Only 10 percent of the com- 
panies surveyed report a decline, while 
the remainder indicate no change. 

Compared with the prewar period 
1939-41, slightly more than three- 
fifths of the companies surveyed report 
increased productivity, while slightly 
more than one-fourth indicate a de- 
cline. The remainder report no 
change. 

Many factors have contributed to 
the higher level of productivity, the 
survey points out, but that most fre- 
quently mentioned is improved equip- 
ment and tools. ‘The majority of com- 
panies indicate that the workers are 





a 


Let’s bet on a sure ates 
..the American salesman! 





America’s new national pastime seems to be 
“razzing the salesman”. 


Know-it-alls tell us that salesmen have grown 
permanently fat and lazy. Pessimists say sales- 
manship is dead. They state that, once present 
pent-up needs are satisfied, we'll be unable to 
create sufficient buyer demand to maintain our 
200 billion dollar national income. They even 
claim that our 90 billion dollars of ‘free’ money 
(over and above our requirements for food, 
clothing, shelter, savings, etc.) will go begging 
for want of salesmanship. 


Let's look at the facts! 


Salesmen worked harder during the war than 
ever before. Their services, in moving their 
companies’ products to war plants, were vital 
factors in victory. 


Every concern which emerged from the war with 
its customer list reasonably intact, did so because 
Mr. Salesman “sold” his company when he had 


Certifiea 


*In 1940 American business had 3,188,854 
salesmen. Today it employs 2,750,000. On 
the basis of present national income and 
the 90 billion dollar “‘free’’ market, 9 sales- 
men must sell 4 times as much today as 10 
sold in ’40. Obviously—we need one million 
more salesmen—NOW! 


Since rDR\ 1869 
ows vo 


Sanity In Every Link 


nothing else to sell. 

Since the war, salesmen have withstood his- 
tory’s greatest buyer onslaught. In many cases, 
they’ve made “enough critical merchandise for 
two” satisfy four customers. All in all, they’ve 
done it well! 


In other cases they’ve introduced new prod- 
ucts .. . sold them, kept new industries alive. 
They’ve disregarded rumors, loose talk, false 
fears. 


Since the days of the Yankee Traders, America’s 
salesmen have met every challenge. They’ve sold 
us from 13 struggling colonies to the mightiest 
nation. They’ve licked wars and panics. They’ve 
given us the world’s highest living standards. 


Now, in the face of the greatest selling oppor- 
tunity of all time—it’s illogical, it’s silly to doubt 
their ability to carry on. 


America can confidently entrust its prosperous 
future to AMERICAN SALESMEN*. 


VR SQ OR 


Vice Pres., Charge of Sales 


P&P-5043 


CLE VELAND [HAIN 


The Gleveland (hain & Mfg Co. 


Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cee 
land 5, Ohio * The Bridgeport Chain & Mig. Co 
Bridgeport 1, Conn. * Seattle Chain & Mtg. Co.. 
Seattle 8, Wash. +» Round California Chain Co. * 
So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N. J. 
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Accepted Profitable Lines 
COMPASS SAWS 


WOOD CUTTING - METAL CUTTING 








Here is a line of blades made in three styles that 

have found ready sale to your trade. Metal cutting go 

made in 14 and 24 teeth, Metal and Wood cutting made in 14” 
—10 teeth. This is a combination blade. Also regular Wood. 
Cutting blade. All specially Spartanized for toughness and 
hardness. Handles and blades also packaged and sold sepa- 
rately. These handles are of cast aluminum well balanced 
and light. 


AN ADJUSTABLE 
HACK SAW FRAME 





Here’s The INSIDE Story 


Unique... Advanced! 


Scientifically Engineered! 


This shows the two positions of the frame and illustrates the 
large bearing surface which prevents bending. The steel drill 
rod telescopes through the tube and back into the handle, giving 
a bearing surface of 9” when a 10” blade is used, and a 7” for 
a 12” blade. The feature guarantees that the frame remains 
rigid at all times. Backbone cannot twist because the locking 
pin goes from the top of the handle, through the rod and back 
into the casting. Large holding surfaces at each end of the 
blade prevents its turning or wobbling in the work. 


Sold Only Through Distributors 
SPARTAN SAW WORKS 





SPRINGFIELD, MASS. 
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better supplied with tools than in the 
prewar period. The trend generally is 
toward better-quality products — 
often require elinleed wan hours 
unit although instances of simpli wd 
tion are mentioned. 

Some of the leading industries most 
heavily represented among the 67 per- 
cent of the companies reporting higher 
labor productivity than in 1947 are 
automobiles and equipment, industrial 
machinery, machine tools, office equip- 
ment, paper and steel. 

Prominent among the 23 percent of 
the companies reporting no change 
from a year ago are leather and prod- 
ucts and textiles. The 10 percent of 
the companies reporting lower pro- 
ductivity are widely scattered among 
different industries. 

Incentive wage plans are credited 
with having been “largely responsible” 
for increased output in some cases. 
In a few instances, the survey notes, 
“fairly accurate comparisons are possi- 
ble between day work and piece work, 
and each time the results of the former 
are regarded as unfavorable.” 

Another reason cited for increased 
productivity for some companies has 
been a reduction in labor turnover. 
High-caliber supervision and effective 
channels of communication also are 
considered “important.” 


Walker-Turner 
Advances Whitfield 


Kenneth F. Whitfield, formerly 
assistant general sales manager has 
been appointed advertising and sales 
promotion manager of Walker-Turner, 
division of Kearney & Trecker Corp., 
Plainfield, N. J 

Mr. Whitfield is a graduate of 


Newark College of Engineering and 
has worked in an executive capacity 
with Walker-Turner for 15 years. 











































Kenneth F. Whitfield 
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“ | HACK SAWS BAND SAWS ‘TOOL BITS 


eased 
; has 
over. 


ctive 


It's the results obtained from any product that bring 
repeat business and profits to you and Spartan 
results do just that. 


Spartans give increased efficiency, faster produc- 
tion and greater economy in metal cutting. Made of 
the best steel obtainable, Spartanized Heat Treat- 
ment and their teeth are milled accurately, evenly 
and carefully. 

The New Spartan Tool Bits in one year’s time have 
produced sensational results and definitely 
proven themselves profit makers. 


Spenrans 


Sold only through Distributors with 


Full Protection to Stocking Distributors 


SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 


SO MUCH SAWING AT SO LITTLE COST 
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MADESCO 
BLOCKS 


stand the gaff 


wire 
rope 
blocks 


manila 
rope 
blocks 


a block for 
every purpose 
. . . designed to fit 

your needs . . . with prompt, 


efficient service. 


Send for complete catalog... 


MADESCO 


TACKLE BLOCK COMPANY 


A quarter EASTON, 


century PENNSYLVANIA 
of service 
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STAFF CHANGES at the Lorenz Co. 
include promotions for C. F. Mills, 
Stanley Miller, O. E. Fristoe and B. A. 
Davidson. 


Lorenz Co. 
Makes Staff Changes 

Stanley Miller has been appointed 
operations manager, a new position in 
the firm of the Lorenz Co., Klamath 
Falls, Ore: distributors, in one of sev- 
eral staff changes introduced recently. 
Mr. Miller has had many years of ex- 
perience with the company, including 
practically all departments. O. E. 
Fristoe, also a company-trained man, 
succeeds to Mr. Miller’s last position 
on the country order desk. 

Brebner Sacther has been appointed 
to the position of credit manager. He 
joined the company directly from col- 
lege, entering the billing and book- 
keeping department. After his return 
from the Navy, he entered the pur- 
chasing department as assistant to 
Martin Brauner, purchasing agent. 

C. F. Mills, company-trained, suc- 
ceeds Mr. Saether as assistant pur- 
chasing and claim agent. 

B. A. Davidson has been made chief 
accountant, directly assisting R. T. 
Premo, treasurer and auditor. 


Coletta Joins 


Welles Supply Co. 


James N. Coletta has become affil- 
iated with Welles Supply Co., Elmira, 


| N. Y., in the capacity of district sales 


manager. 

The concern, which is headed by 
Gillett Welles, handles a wide variety 
of industrial supplies. 





A NEW WELDER has interest for 
J. O. Edge and J. M. Rogers of the 
welding department, Pye-Barker Sup- 
ply Co., Atlanta, Ga. 












ONLY THE E-ZEE STILLSON 


can grip /2 to Ipipe 
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r WITH ONLY ONE SETTING 
A. 
THE E-ZEE STILLSON IS THE ONLY STILLSON 
THAT CAN DO ALL THIS: 

ited @ grip and work three sizes of pipe, up to 
nin 1”, with one setting of the adjustment 
rath nut.* PIVOT ACTION 
1d @ grip and work two sizes of pipe, up to ipa alesis 
a 2”, with one setting of the adjustment WORENOP| S SIZES OF! FIRE — 
lee nut.* WITH A’ SINGLE SETTING. 

E. @ grip and work pipe when jaws are open FINGER. - TIP: PRESSURE 
lan, wider than pipe diameter. AT POINT “A” GIVES 
tion @ grip and work with jaw opening nar- MMRERTASE RELEASE, 
— rower than pipe diameter. oe pen 
He @ doesn't lose original setting when jarred, (hen nee 14” 18” 24° 
a? bumped, or dropped. tar cae 
turn 
pur- 
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ONLY THE E-ZEE CHAIN TONG 
| can turn pipe right or left at one setting 


= 








hief 
" WITHOUT ADJUSTMENT 
snes Turns pipe right or left at one setting—without adjust- 
ONLY THE ment 
afhil- ---Has ratchet action 
ira, E-ZEE «Has 25% greater chain wrap than any other wrench 
ales CHAIN TONG , , , 
ENCH Chains will not jam under pressure 

| by WR ----Permits handling pipe in corners, coils and banks, where 
ety offers all these no other wrench can operate 

plus features §& .... Adjustment nut and bolt is provided for those rare cases 


where a tight chain is required. 


















THE E-ZEE MODEL RN 


An automatic self-adjusting and 
self-locking wrench . . . covers 
practically the entire range of 
5 open end wrenches. Perfect 
ratchet action. 8” size will take 


nuts from 7/16” to 15/16”. 
Sizes Available: 6” 8” 


E=ZEE SLIP JOINT PLIERS 


® Drop Forged Steel 

@ Milled Jaws insure a Clean 
Tooth Form 

@ All Pliers are Heat-treated 
and Hardened 

@ Available in Dull Nickel 
Plated Polished Finish with 
Drawn Blued Handles 

Sizes Available: 6” 8” 


















E-ZEE TOOL MANUFACTURING CORPORATION 


for 
the 136 LIBERTY STREET, NEW YORK 6, N. Y. 


i FACTORY: 148 WEST RIVER ST., PROVIDENCE 1, R. I. 
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istributors Wanted 


Rich opportunity 
for sale of well known 


CEMENTED CARBIDE | 
TOOLS and BLANKS 


QUICK FACTS 


¢ Considerably more pro- 
duction than other car- 
bides* — easily proved on 
your customers’ machines. 


¢ Complete range of 
standard sizes and styles of 
tools and blanks. 


¢ Priced right in line with 
other carbides. 


e Attractively packaged 
and clearly marked for 
convenient selection and 
stock handling. 


¢ Well advertised for 
years in leading industrial 
publications. 


¢ Prompt service on all 
your requirements. 


¢ Full cooperation from 
our engineering and sales 
departments on any tool or 
application problem. 


*Production reports in our 
files. 








largest share of carbide tool business in your 
territory. Just put TECO on trial among your 
non-metallic and metalworking customers ‘ 
and it sells itself by its tremendous increase 
in production over other carbides. Many 
plants are standardizing on TECO Cemented 
Carbide after convincing tests. The swing to 
this remarkable carbide is growing fast. Get 
in on it. 


PROTECTED TERRITORIES OPEN. Write us 
today for details of TECO franchise, men- 
tioning the major lines now handled. 


TUNGSTEN ELECTRIC CORP. 
564 39th St., Union City, N. J. 


Manufacturers of Tungsten Carbide — from ore to 
finished material — for over a quarter century. 


TECO Cemented Carbide can bring you = 


CEMENTED 
CARBIDE 
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Theodore W. Becker, Jr. 


Becker Named To Sales 
By Ideal Industries 


Theodore W. Becker, Jr., has been 
appointed New York District sales 
manager of Ideal Industries, Inc., 
Sycamore, Ill. The Ideal office in 
New York City is located at 61 E. 
11th Street. 

Mr. Becker, a graduate of Rutgers 
University, has had more than ten 
years of industrial selling experience. 
Previously, he had been. associated 
with the Western Electric Co., Har- 
vey Hubbell, Inc., and more recently 
as middle Atlantic District manager 
for the Thomas & Betts Co., Inc. 


Harper & Reynolds Corp. 
Celebrates 80th Year 

In May, this year, the Harper & 
Reynolds Corp. of Los Angeles quietly 
celebrated its 80th Birthday. The 
firm, primarily a wholesale and retail 
hardware enterprise, has sold indus- 
trial supplies from the beginning and 
such supplies now constitute 50 per- 
cent or more of its business. The de- 
partment now travels 14 outside sales- 
men who sell none of its other lines. 

Shortly after the Civil War, Charles 
F. Harper arrived in Los Angeles from 
Columbus, Miss. In 1868, together 
with a partner by the name of Brierly, 
he opened a small hardware store and 
tin-shop in a one-story, adobe build- 
ing at what now is 152 No. Main St. 
on the exact spot where the present 
building now stands. 

Mr. Harper was a tinsmith by trade 
and made all his own tinware. Al- 
though the name of the company 
changed several times in earlier years 
as the original Brierly interest changed 
hands, the name “Harper” always has 
survived. 

In the fall of 1880, C. C. Reynolds 
came to California and bought in the 
next year. That was when the name 
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that licks the toughest sanding jobs 
— this SMOOTH COMBINATION 


SIOUX resin BOND 


Abrasive Discs 


Cut faster with less effort. They're flex- 
ible, tough, long lasting, non-loading, 
give maximum cutting action and 
remain cool. It's the ideal 

een disc for any and all 
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High Speed Sanders 


& oon . Ball-bearing construction, heat treated alloy 


tly steel gears, permanent lubrication. Cyclone 

we fan for increased ventilation and patented 

sui a Sei A/a ee tool spindle lock for changing discs. 3 
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lustrated) No load speed 4250 R. P. M. 

~ Sold only through Universal motor operates on A.C. or D.C. 
: ‘ —— Overall length 15'’—weight 13% lbs. A 

med authorized SIOUX distributors very popular model. 
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became Harper & Reynolds Co. Soon 


*PRECISION BRAND “over-the-counter-goods” after, a disastrous fire forced the firm 


| to move to Spring Street while the 

M U S @ W, R F | old location was being rebuilt. More 

| property was acquired to give frontage 

a ~ on both Main and Los Angeles Streets, 

and later on the side adjacent. The 

building itself was added to and made 
three stories in height. 

At present the company is known as 
the Harper & Reynolds Corp. William 
| B. Joyce, Jr. is president; S. T. Exley, 
| Jr., executive vice-president; E. G. 
Norberg, vice-president; Ralph Judd, 
sales manager, and C. H. Hobson, gen- 
eral purchasing agent. 





Arthur B. Flowers Heads 
Jackson Mfg. Co. 


Arthur B. Flowers recently was 
appointed president and treasurer of 
i al the Jackson Mfg. Co., Harrisburg, 

in the dispenser carton Pa., to fill the post left vacant by the 


: recent death of John E. Core, Sr. For- 
Packaged in PRACTICAL easy-to-use “4#, /2# and merly, Mr. Flowers was executive 
1 lb. dispenser cartons. Simply pull wire from vice-president and treasurer of the 
joke Col :co Co (- Me MMB Zo)? MB el-1-Lo MB | aU M3 (0 tele lotde Mere ttle (-1-5 company. 
precision-drawn. Also available in 2#, 54 and Mr. Flowers joined the Jackson 
catchweight coils. Order now for immediate ship- | organization in 1917 as company ac- 
ment from stock. | countant and was made a director in 


PACKAGE GOODS DIVISION 1926. He was elected secretary .and 

SOLD THRU treasurer in 1938, until he became 

DISTRIBUTORS PRECISION STEEL WAREHOUSE, INC. executive vice-president and treasurer 
4417 W. KINZIE STREET CHICAGO 24 in 1946. 

William L. Fritz, associated with 
the company for the past 37 years, 
continues as vice-president, and D. N. 
Shuler, as secretary and assistant treas- 
urer. Mr. Shuler has been with the 
firm since 1920. 

Charles F. Schnepp, a sales repre- 
sentative since 1947, has been ap- 
| pointed sales manager, and Paul D. 
| Kister, assistant sales manager. Mr. 
| Kister, formerly, was secretary to the 
| secretary and treasurer. John E. Core, 
| Jr., has been appointed trafic man- 
| ager. 








14 Reasons Why 
MOTO-T00L SELLS FASTER 


“Pocket-Size Machine Shop” Produces Profits 


Dremel’s famous Moto-Tool .. . the little electric grinder 
that does big jobs . . . proved itself during the war by help- 
ing to set production records at General Electric, Westing- 
house, Remington Arms, Ford and other plants ... also used 
by the Armed Forces. Wherever bench work is done in 
removing metal, polishing or grinding by hand, there is a 
market for another Dremel Moto-Tool . . . and a continuous 
demand for Dremel accessories. 


LOOK AT THESE 14 MOTO-TOOL FEATURES 





































































@ Patented automatic e Easily replaced @ Sliding snap 

chuck lock pin. commutator brushes. type switch. 

@ instant-action, @ Dust-filtered air- @ Handy hanger 

wrenchless chuck. cooling system. hook; cord protector. 

@ Oil-less, sealed, @ About 27,000 @ Weighs only 13 oz. 

trouble-proof bearings R.P.M. Cuts cleaner .. . shaped to fit the 

@ Oversize armature - »« . Saves cutters. hand. 

shaft, hardened, @ Sturdy, shockproof @ Dynamically bal- | 
ground and polished. bakelite housing. anced for vibration- APPROX. | 
@ 110-volt, universal @ Housing has ‘’pen- less operation. 27,000 | 
type motor. cil type’’ finger grip. ’ | 


R. P. M. 


MOTO-TOOL KITS PROVE POPULAR 


Moto-Tool Kit No. 2, with 23 accessories (high speed steel 
cutters, grinding wheels, polishing accessories) and 
heavy-duty professional Model 2 Moto-Tool in natural 
finish, hardwood case .. . list price $23.50. Moto-Tool 
No. 2, with one emery point... list price $16.50. Moto- 
Tool Kit No. 1 is again available . . . has Model 1 
Moto-Tool and 34 accessories .. . list price $17.50. Model 
1 Moto-Tool with one wheel point. . . list price $9.85. THE FINE SELLING FEATURES 
of wrenches are pointed out to Charlie 
Craton, new salesman at Battey Ma. 
L chinery Co., Rome, Ga., by S. P. Wil- 
DREMEL MFG. CO., ¢ Dept. T-438-J ¢ Racine, Wis. liams, counter salesman. 


Write Today for Catalog and Distributor Prices 
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“ TOLEDO THREADERS 
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Worker using Toledo 3-Way Threader, capacity ¥,"" to 1” 
pipe; also on the job, Toledo No. 1A Ratchet 1” to 2° 
ith the Threader, and Toledo Thread Cutting Oil. 


— @ A good tool saves labor... keeps the 
mechanic satisfied... gets the job done 
faster and better! 

That’s why today more than ever it pays 
to tool up right with TOLEDO Pipe Tools 
... to keep production UP and costs down. 

These are the easy-threading tools 
relied on by thousands of better mechanics 
for nearly half a century. Engineered to 
produce clean-cut accurate threads... with 
long-life dependability. Sell genuine 
TOLEDO pipe threading and cutting tools 
and dies for every need... including 
power drives and power pipe machines, 
The Toledo Pipe Threading Machine Co., 
Toledo, Ohio. New York Office, No. 2 


Rector Street Building. 
RELY ON THE LEADER a 


TOLEDO 


FOR PRECISION PIPE TOOLS 
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Keys Now Cadmium Plated 
COTA CALE 


+e EVI . fF y S 


The Blue Devil blue 
ribbon seal on socket 
screw products is your 
guarantee that they 
are the highest quality 
obtainable. 


Blue Devil socket key kits now have cadmium plated keys— 
another first by Safety Socket Screw Company, which gives 
the user an even better product. Makes keys rust resistant, 
easier to find on the work bench. 

Available in three standard Blue Devil kits: 


No. 7—Seven hexagon sizes from 1% to 74 inch. Keys 
cadmium plated. In leatherette case. 

No. 8—Eight cadmium plated hexagon keys from °4 to 
3¢ inch—in heavy cloth case. 

No. 11—Eleven cadmium plated hexagon keys in sizes 
from 34 to 5% inch—in heavy cloth case. 





Sold through Industrial Supply 
Distributors 


SAFETY SOCKET SCREW COMPANY 





4452 N. KNOX AVENUE e CHICAGO 30, ILLINOIS 
11 Park Place New York 7, N. Y. 
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TREASURER, manager and _ purchas- 
ing agent at The Cascade Industrial 
Supply, Inc. of Klamath Falls, Ore., is 
H. H. Pernell. The firm was incorpo- 
rated in March, 1946. 





Oliver Iron & Steel Corp. 
Names New Manager 


Paul H. Startzman has been ap- 
pointed general manager in charge of 
operations at Oliver Iron & Steel Corp. 
Mr. Startzman is resigning from his 
partnership in the firm of Drake, 
Startzman, Sheahan, Barclay, Inc., 
New York engineering specialists in 
material handling and allied industrial 
operations. 


King Hardware Co. 
Elects McManus To Office 


W. W. McManus has been elected 
vice-president and general manager of 
King Hardware Co., Atlanta, Ga. John 
L. Watson, assistant treasurer, was 
elected treasurer. 

Mr. McManus has been associated 
with the company since 1919 and has 
held official positions as secretary, treas- 
urer, vice-president and treasurer. Mr. 
Watson has been with the company 


| since 1934. 





Sis 8 


THE DAILY ORDER BOOK is 
checked by H. O. Smith and B. E. 
Wolfe at the Jacksonville, Fla., branch 
of Cameron & Barkley Co. 
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‘TAP IN ON Increased SALES 
and PROFITS with 


(BESL 


® Besly's ability to have stock taps in your hands 
within 24 to 48 hours after you place your order 
means more sales for you from smaller inventory— 
in other words greater profit from a smaller invest- 
ment. 

Besly, the leading tap manufacturer in the Middle 
West, is strategically located, with its plant in Beloit, 
Wis.—within 24 to 48 hour delivery radius of most 
major metal working markets. ‘“Stock’’ taps are 
shipped on receipt of order; special high speed taps 
that can be ground from hardened blanks (tables 
302-303) within 24 hours; other high speed “specials” 
made from bar steel, within 3 weeks! 

With the Besly line every factor that wins user 
preference is yours to sell . . . complete line, fast 
service, dependable quality and practical tap en- 
gineering counsel. 


cTAPS 





A COMPLETE LINE 


In one well-balanced line, Besly offers a full selection of high 
speed steel taps, both stock and ‘'specials''. A complete stock 
of carbon taps is included in the Besly line. Besly gives you 
the fast service in quantity that appeals to the big tap user. 
And Besly's unique ''Tailored-to-the-Territory'' inventory plan as- 
sures you of maximum turnover with minimum investment. 





¥ 
«/, 


“7 BESLY FIELD ENGINEERS are factory-trained tap 
"specialists who not only know tap application, but also 
! know every phase of actual tap making. They help 

you sell and service every customer. 


Whether standard or “special, the quality of Besly 

a precision-made taps is assured by the use of specially 

SN selected steel, properly heat treated. Every tap is 
Te rigidly inspected. 


— 


The extensive knowledge of Besly Field Representatives is 
backed by Factory Engineers, available for counsel at any 


time. With Besly you sell the right tap . . 


SBESLY TAPS © 


. made right. 


BESLY TITAN ABRASIVE WHEELS 
BES LYRA Bee eS 


ANDO ACGESS OR 1S 


CHARLES H. BESLY & COMPANY, 118-124 N. Clinton Street, Chicago 6, Illinois 


Factory: Beloit, Wisconsin 
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OR ete’ 


Easy to Sell and They Stay Sold 


WV | E PACKAGED IN 
INDIVIDUAL CARTONS 


The Complete “BULL DOG” Line 


MACHINISTS @ TOP SWIVEL JAW © COMBINATION PIPE 
HINGE PIPE © WOOD WORKERS @ UTILITY 





For 80 years Prentiss have 
proven to be high quality 
vises that have stayed sold 
and brought distributors re- 
peat profitable business. 


Now with the new improved 
features, Prentiss has re- | 
sulted in today’s outstand- | 
ing quality vises. 





The Prentiss line is | 
| 


Made to Sell 
Made to Satisfy 
Made to Last 


IN A FEW SECTIONS 
TERRITORIES ARE OPEN 
ARE YOU INTERESTED? 






¥ ; 
oceea we 


>) 


i 


, 


The Sales Policy is 100% through Distributors 
PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 
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A. M. Pollard 


Electric Steel Foundry 
Names Pollard Manager 


A. M. Pollard recently was made 
manager of the Eugene, Ore., branch 
office of the Electric Steel Foundry 
Co., Portland, Ore. Prior to his ap- 
pointment he had been in Portland, on 
the production end of the stainless 
steel branch of the firm’s operations. 

Mr. Pollard has had a long tenure 
in the industrial supply business. At 
one time he was associated with the 
Klamath Machine & Locomotive 
Works, industrial supply department, 
Klamath Falls, Ore., where he learned 
his salesmanship. Following that he 
established himself in business in Kla- 
math Falls, as the Cascade Industrial 
Supply Co., which he sold, subse- 
quently, to go with Electric Steel. 


R. C. Neal Co., Ine. 
Appoints Collins L. Hall 


Collins L. Hall has been appointed 
to the staff of R. C. Neal Co., Inc., 
of Elmira, N. Y., to specialize in serv- 
ice for the grinding and general abra- 
sive field customers in the firm’s Elmira 
office territory. Mr. Hall’s background 
on the subject included more than 
twenty-five years in the abrasive in- 
dustry. 

He spent eight years with the Carbo- 
rundum Co., covering the entire 
United States and possessions, spe- 
cializing on both government and 
railroad service. 


Bearing Expert Harms 
Joins General Tool Co. 


John D. Harms, bearing specialist 
and service man formerly established 
in his own business in Seattle, has 
joined The General Tool Co., of Port- 
land, Ore. For a time Mr. Harms was 
with Russell Bros., in Sacramento. 

Another new man taken on recently 
by the company is James P. Mc- 
Carthy, salesman. Mr. McCarthy hails 
from Detroit, where he had been 
connected with the J. W. George Ma- 
chinerv Co. 











Some Ropes Foot you 


U-W 6X/9 FILLER WIRE CABLE = _f yp 
WITH HEMP CENTER IS OK FOR i 


TACKLE BLOCK FALLS BECAUSE 
IT 1S SUFFICIENTLY FLEXIBLE 


AND FATIGUE RESISTANT 
lade 
nch 
dry 
ap- 
|, on 
less 
"At 
the 
tive 
ent, 
vial FOR TRUCK ANDO TRACTOR WINCH 
~ Ez. 74 LINES U-W 6X19 FILLER WIRE 
ae ee «(WITH I.W.R.C. 1S BETTER BECAUSE 
te 1: F 2 THE METALLIC CENTER ADOS MORE 
en GE? ZS STRENGTH AND RESISTS CRUSHING 
od (’™d Zur — CAUSED BY DRUM CROSS WINDING 
han Fx <a a> = 
in SRS we 
b0- = SS ‘ual 
tire 
pa For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 
UPSON-WALTON IS THE ONLY MANUFACTURER OF ALL 4eee 
Wire Rope, Tackle Blocks, Wire Rope Fittings, Brattice Cloth. 
alist We invite you to let us engineer your problem jobs. 
hed Copyright 1948—The Upson-Walton Company 
has 
ort- 
i THE UPSON-WALTON COMPANY 
“4 Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 
rails Main Offices and Factory: Cleueland 13, Okie 
Ma. 114 Broad Street 3525 West Grand Ave. 241 Oliver Building 


New York 4 Chicago 51 Pittsburgh 22 
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4 REASONS 


WTS DOW] GRUP 


LL EVERY DART... is precision-machined to a true ball joint... then spheri- 
cally ground to give wide, true-bearing surfaces. Reason why Darts fit snugly 
without excessive wrenching . . . are always leakproof. 


2. EXTRA-WIDE BRONZE SEATS... resist pitting, electrolysis and corrosion 
... Stay drop-tight. 


EXTRA-HEAVY SHOULDERS... shrug off wrench abuse through dozens 
of installations. 


PRACTICALLY INDESTRUCTIBLE . . . body and nut of air-refined, high 
test malleable iron resists stress, stretching and wrenching ... ensures that 
connections will stay tight. 


a 
y 


aL/ f 
mI 


When you sell Darts you are selling the 
quality union that means year after year 
repeat business. 


lly 


Li 


E. M. DART MANUFACTURING CO. 
PROVIDENCE 5, RHODE ISLAND 


UNIONS 
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COUNTER SALESMAN Bud Servits 
takes pride in the show room and 
counter at J. E. Haseltine & Co.’s Spo- 
kane branch, laid out under the expert 
guidance of Manager Glenn Wilson. 





Red Star Products, Inc. 
Purchased by Rockwell 


The Rockwell Mfg. Co. of Pitts- 
burgh announces that it has _pur- 
chased Red Star Products, Inc., of 
Norwalk, Ohio. Red Star makes a line 
of radial arm saws marketed under 
the trade name “Multiplex”. 

The acquisition rounds out the 
line of woodworking power tools 
manufactured by Rockwell’s Delta 
Mfg. Division, Milwaukee. 

The sale was effected through an 
exchange of stock. While Red Star 
will operate as a Rockwell subsidiary, 
it will not lose its corporate identity. 
Red Star’s former president, Ralph 
R. Roemer, will be retained in a con- 
sulting capacity. Ralph G. Caouette, 
manager of industrial engineering for 
the Rockwell enterprises and a former 
Delta official will act as general man- 
ager of the Norwalk firm. All sales, 
distribution, and advertising of “Mul- 
tiplex” radial arm saws will be han- 
dled by Delta. 

Red Star brings to seventeen the 
number of Rockwell subsidiaries and 
divisions. The new member has ap- 
proximately 35,000 sq. ft. of floor 
space and employs about 100 persons. 





oe oS 


INDUSTRIAL SHEARS in a new 
shipment are opened for inspection 
before stocking by George Winship, 
Jr., son of President George Winship 
of Fulton Supply Co., and W. L. 
Tanner, on counter sales. 








A PARTIAL LIST OF V-R PRODUCTS 


V-R CARBIDE AND a 


TANTUNG CAST ALLOYS Diss, Balls and Rings 


Extruded Rounds 

Bushings and Burr Blanks 
Special Tools and Wear Parts 
Standard Tools 

Boring Tools 


Cutoff Tools 

F 6Pitts- 

IS pur- "an 

ar of Vi ; r’'s a — Carbide Spring Forming 

: ools 
's aline 
t , 
under " iste; b d Scribers and Punches 


Shell End Mills 


Bull Dog Tool Holders 


ut the © ; - ° . — 
tools . ° tak ; Wire Drawing Dies 


F dl ’ ady 
Delta q is Mandrel Nibs 


Scalping Dies 


igh an 
‘d Star 
sidiary, } 
lentity. TANTUNG Standard Blanks 
Ralph ; Standard Tools 


a con- 

ouette, World's Finest Carbides (originator of Steel Cutting Carbides). oan tet 
ing for Special Tools 
former , 
1 man- 
1 sales, 
“Mul- 


e han- 


Complete line of V-R carbide tools and blanks. “Ip Precision Castings 
Complete line of Tantung cast alloy tools and blanks. 


— Solid carbide spring forming tools. 


es and 
las ap- 
f floor 
ersons. 


Standard tool holders. 
Precision cast Tantung wear parts. 
Personalized V-R Engineering Service. 


National business paper and direct mail advertising. 


oon Oo wu kh WO WN 


Cooperative V-R Branch Offices located 
in principal cities, 


Specialized distributor selling aids. 


ASCOLOY-RAMET oF or nrien tse 


An affiliate of The Fanstee! Metallurgical Corporation and The Vanadium Alloys Steel Bidsiny 
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“SURE we're shipping 


from stock!” 


HARGRAVE 
“I” BAR CLAMPS 


(Patented) 
No Waits—No Delays! Now you 
can again obtain immediate de- 
livery of these favorite industrial 
clamps. 


ad ad 


The Hargrave Bar Clamp is 
designed for the hard, everyday 
grind of production. It is rapid 
and powerful. Notches in web Crocker-Wheeler Names 

permit quick action, no slipping. | |: Packard District Manager 


Screw is steel, heat treated to C. Porter Packard, Canton, Mass. 
prevent battering of thread. Open- has been appointed district manager 
ings from 2 feet to 10 feet. of the Boston office territory of the 
| Crocker-Wheeler Electric Mfg. Co., 
Write for Catalog of complete line. | | division of Joshua Hendy Corp. 
| Mr. Packard has been with West- 
4032 Montgomery Rd. inghouse and with the Petroleum 
Cincinnati 12, Ohio | Heat & Power Co. of Stamford, Conn. 
| He joined Crocker-Wheeler in 1938. 


C. Porter Packard 























Orgill Bros. President 


LONG TIME NO SEE. oe AG | | Serves On Committee 


. but Dirt, Dust, and Grit are y ADVERTISING Edmund Orgill, president of Orgill 


there, regs in en and ’ LIKE THIS Bros., Memphis, Tenn., will serve as 
crevice of your machinery and pe member of a new advisory committee 


seat to the Secretary of Commerce for the 
the powerful CLEMENTS- / : distribution of merchant steel prod- 
CADILLAC blower-suction fA ucts. 
cleaner. Use it regularly ; DESIGNED 10 The committee will make recom- 
for cleaning motors,  agendllal STIMULATE mendations to the secretary for the 
machinery, genera- eaten hag BUYING INTEREST allocation of such scarce items as nails, 
tors, switchboards, we IN THIS NEEDED steel roofing, fence, barbed wire and 
woodworking AND MUCH IN- DEMAND hay ties. 
machinery, CLEANING TOOL 


tool bins, } d AW : 
stock a Teint C rn H 


etc. . eas) 

















APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 











E STOCK a 
B 


TIME + MON A Made in 5 models IF You 
let with attachments for WANT A 


every cleaning job. 


PORTABLE COMBINATION 


BLOWER-SUCTION CLEANER SELLER | "a. 


WRITE US | - 
CLEMENTS MFG. CO. 8 FoR DETAILS | = Crvcereg 


6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL. | 
“The boss suggested I get a little ex- 
ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR DATA perience outside for a while.” 
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FASTER ADJUSTMENTS 
GREATER PRECISION 
, * a BETTER PERFORMANCE 


Mass. 

anager 
of the aie 4 
i j and a Bigger Market 
a @ @ @ @ 

West- Pas Here are two new H & A tools brimful of eye appeal, with outstanding design, 
oleum mc ; construction and performance features that will bring big savings in time and 


Conn. effort plus increased profits to woodworking plants, contractors and builders 
1938. BP who use them. 


The smart design gives a ‘‘new look” to these tools that attracts attention and 
creates interest. A careful inspection of tools’ features does the rest. 


Be sure you have these tools on your floor and in your window to ‘‘cash-in” on 
the publicity and advertising that will appear in August American Builder and 
Woodworking Digest. Write at once for complete details and prices. 


H&A 14’ Band Saw 


With mammoth sized 20” 
x 23” tilting table e 45% 
more working area than 
any 14” Band Saw to date 
@33% more vertical clear- 
ance than any other band 
saw of comparable size 
(12)4" table to guard) e 
Cast iron and cast alumi- 
num construction for rug- 
gedness and rigidity e 
Quality precision ma- 
chined parts for durability 
and accuracy. 


H & A Model 2800 
8’ Tilting Arbor Saw 


A streamlined beauty with practical features professional woodworkers 
have been asking for e Large table with extensions for handling ripping 
operations up to 24 inch width e One piece roller glide rip fence e Self- 
locking handwheel adjustments e Trundle floor stand for wheelbarrow- 
like portability. These and many other exclusive H & A feawres acclaim 
the saw as the very best available. 





636 W. Kirkwood St. Fairfield, lowa 
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HY-PRO ENGINEERING increased production 
from 1,000 pieces per tap 
to 12,000 pieces per tap 


PART: Check nut for air-conditioning fan blade. 


PROBLEM: Stringy consistency of 1020 steel caused the 3 and 4 flute 
taps, used on this job, to pick up and seize often breaking 
the tap on the 1st or 2nd piece. Production never exceeded 
1,000 pieces per tap. Did the Hy-Pro Sales Engineer think 
it possible to design a tap that would increase output 
per tap? 

HY-PRO SOLUTION: Samples sent to the Hy-Pro Engineering Depart- 
ment were studied and tested. They suggested using a 
two flute spiral point tap with a special Hy-Pro finish. 
Manufacturer reports average production per tap now 
exceeds 12,000 pieces. 


Above is a typical example of how the Hy-Pro Sales Engineer can 
help increase threaded-hole production. His expert engineering counsel 
backed by the most up-to-date tap production methods combine to 
solve tapping problems rapidly and profitably. 


All Hy-Pro Taps are gone from tough uniform quality high- 
speed steel and given one of the Hy-Pro exclusive 
surface treatments. 


Each tap is completely inspected by the lat- 
est electronic quality control equipment, your 
assurance that there will be no dimensional vari- 
ance in Hy-Pro Taps of a stated size. 

















These precision manufacturing methods 
plus the ability of the Hy-Pro Sales Engineer to 
prescribe the correct tap for your particular job 
means sustained accuracy on your production line 
resulting in higher productivity from your tap- 
ping machines. 


Let Hy-Pro solve your tapping problem—call 
a Hy-Pro Sales Engineer today. 


Order from your distributor. 


NEW BEDFORD, MASSACHUSETTS 


A SUBSIDIARY OF CONTINENTAL SCREW COMPANY 


~ 
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BOUT WITH A BIT and brace holds 
the attention of C. G. Dick and L. M. 
Fowler, counter salesmen for Pye-Bar- 
ker Supply Co., Atlanta, Ga., in a 
spot inspection of a new shipment of 
tools. 





Woodbury & Co. 
Reorganizes Department 


Woodbury & Co., Portland, Ore., 
have reorganized their steel depart- 
ment, making it practically a separate 
operation within the company. The 
mild sheet division has been put un- 
der the management of Collin Chis- 
holm, formerly of the Columbia Steel 
Co. The alloy tool steel division is 
under William McKinley, at one time 
with Crucible Steel. 

For the purpose of handling these 
wares, along with other steel products 
and certain heavy. goods like hoists, 
conveyor belts, etc., the firm has 
leased from the government 11 bays 
in the huge structure maintained on 
Swan Island. The bays are each 50 by 
300 ft., making a total of 165,000 sq. 
ft. under cover. Another 71,000 sq. 
ft. of area lies outside, all under crane- 
way. 

Twenty men now are employed in 
the steel department, as against the 
five who worked there not so long 
ago. 














L. M. Clark, Dayton Rubber Co.’s 
New England representative, to Rob- 
ert Robertson, salesman at Parsons 
Bros., Bridgeport. 


TRAINING HELP is extended by { 

















Operation of production machinery in 
the presence of moisture, steam and 
acids has always been a serious prob- 
lem in many processing industries. There 
are a number of LUBRIPLATE lubricants 
that satisfactorily meet these unfavor- 
able operating conditions, thereby 
protecting machine parts against rust 
and corrosion. Write for interesting 


particulars. 


LUBRIPLATE 


tely reduce fric- 


Lubricants ange a minimum. 


tion and wear 

lower power 6° 

pone the life of equipment BR 
ee. 

finitely greater egret 

PLATE arrests progressive wear 


LUBRIPL ATE 
i arts 
icants protect machine P 
nn wt destructive oction 
nd corrosion. This featur 
po puts LUBRIPLATE far out in 
front of conventi 


LUBRIPLATE 


Lubricants are © 
nomical for reaso 
possess very sg 

ut! propert es. 
PLATE goes a long way. 


4 
PEALERS FROM COAST TO cons 


Nsy, gO 
“Ty Your CLASSIFIED rererHont 





onal lubricants. 


tremely eco* 
n that they 
life and “stay 
A little LUBRI- 








(Advertisement) 


WITH LUBRIPLATE 
EVERYONE IS your 
PROSPECTIVE CUSTOMER 


While a few products in the LUBRIPLATE line will 
satisfy the great majority of industrial lubrica- 
tion requirements, there are always special condi- 
tions that must be taken care of. Moisture, extreme 
heat and extreme cold, acid or other chemical con- 
ditions, high speeds and unusually heavy loads are 


typical. There are LUBRIPLATE Lubricants to take 
care of themall. 


* + * * * 


The salesman selling LUBRIPLATE Lubricants often 
gets many new customers by offering LUBRIPLATE 
products that do the trick for tough applications 
where conventional lubricants have failed. Natur- 
ally the user is tickled to death and tries LUBRI- 
PLATE all over the plant. The better performance 
and greater economy resulting from the use of 
LUBRIPLATE keeps it in and the salesman enjoys con- 
tinuous orders from a regular user. 


* * * * * 


The Industrial Supply Salesman cannot finda better 
door opener than LUBRIFLATE Lubricants. They save 
the user money in less replacement of parts, fewer 
shut-downs for repairs, higher speed operation, 
lower power consumption and less lubricants used. 
Nor can that salesman find a better sales volume 
builder. Lubricants run into money and are con- 
sumed continuously. They are ideal repeaters. 


* x * * 


If the house you sell for is a LUBRIPLATE Dealer, 
give the line a fair portion of your time. It will 
pay you well. LUBRIPLATE is a business builder. 
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LIGHT DUTY 
CHUCKS 


Independent 
4 Jaw 


= FOR PRECISION 


Universal 
3 Jaw 







Sizes 


 *®° PRODUCTION 


MEDIUM DUTY 
CHUCKS Westcott Chucks are pre- 
Independent cision built to meet the 
eit, exacting requirements of 
metal working. You can 
recommend Westcott with 
confidence. Now available 


in the most used sizes. 


Universal 
3 Jaw 
Sizes 

4”"—12” 


Complete catalogue, No. 
701 for your trade. 


Combination 
3 and 4 


WESTCOTT CHUCK CO. 


600 E. Walnut St. Oneida, N. Y. 


Jaws 
Sizes 8” —16” 














266 


WritLock CORDAGE COMPANY 
New York 


46 South Street ° 
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Winston Hoover, Jr. 


Winston Hoover, Jr. 
Joins Dabney-Alcott Co. 


Winston Hoover, Jr., has joined the 
Dabney-Alcott Supply Co., Memphis, 
Tenn. as a partner in the firm, and 
N. O. Pugh has joined as office man- 
ager. 

Formerly, Mr. Hoover was sales- 
man with the Riechman-Crosby Co., 
Memphis. He made his headquarters 
in Sikeston, Mo., where he will con- 
tinue to live and represent his new 
connection. 

Dabney-Alcott Supply Co. was or- 
ganized two years ago by Lee Dabney 
and Harry Alcott. They recently ex- 
panded their business and moved into 
larger quarters at 32 West Iowa St. 

Mr. Pugh, formerly, was associated 
with the Dixie Mill Supply Co. of 
Shreveport, La. 


Capital Stock of Anker-Holth 
Purchased by Creswell 


Jay Creswell, president of Pneu- 
matics Inc. of Plymouth, Ind., has 
purchased all of the capital stock of 
the Anker-Holth Mfg. Co. of Port 
Huron, Mich. from Mrs. Lillian R. 
Birkenstein and her associates. 

Mr. Creswell has been manufactur- 
ing air cylinders and air valves for a 
number of years and has acquired the 
Anker-Holth business to add hydraulic 
cylinders, mill type cylinders, rotating 
cylinders, chucks and additional air 
valves to the group of products he 
offers to industry. 


Midwest Tool & Mfg. Co. 
Moves Plant 


G. E. Sheldrick, Jr., vice-president 
of Midwest Tool & Mfg. Co., an- 
nounces the removal of manufacturing 
operations, key personnel and execu- 
tives offices to a new and larger plant 
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S ELL your customers Griffin Hack Saw Blades and 
Band Saws for dependable performance and long 
cutting life. The satisfaction these blades deliver will 


GRIFFIN dest Buy BLADES 
come back to you in highly satisfying repeat sales. 
This year, the 68th in Griffin’s history, finds Griffin ps warcagetd crga: coon 
Blades giving users greater value, greater satisfaction ; 
than ever before. Share in this satisfaction by stocking Fee culling hardest, toughest cl- 
: 7 . loys. Power machine and hand 
this well accepted, advertised line. The line that meets 


frame sizes. 
all competition, fills every metal-cutting need, with a 


_ GRIFFIN SPECIAL ALLOY 
minimum of patterns necessary to stock. Molybdenum High Speed Steel 






















Write today for full information as to available Grif- 


For most economical production 
fin territory. 


metal-cutting. Power machine and 


hand f izes. 
General Sales Agent and irame sizes 


JOHN H. GRAHAM & CO. Inc. 


DEPT. A, 105 DUANE ST., NEW YORK 7, N. Y. 


IMPROVED NEW GRIFFIN 


Hand saw blades as flexible as 
soft-back, tough as all-hard. 


GRIFFIN NON-STRIP 


De Hand saw blades whose teeth do 
+d not break out, even when sawing 


thinnest sheet or tubing. 


















GET THE GRIFFIN PRICE LIST 
20 pages. Full descriptions, sizes, widths, 
weights. Also useful selection tables, etc. 
Write for your copy today. 
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A VINCENT DRESSER 





MORE SALES 
FOR YOU... 


There is a style and size of Vincent Dresser 
for every job. This means that on every appli- 
cation, by using the right dresser, your custo- 
mers will get maximum satisfaction. It also 
means that no matter what your customer's 
needs, you have just the dresser to sell him. 


There is a bonus of several extra dressings 
from every Vincent Dresser Cutter, too. Made 
of special steel and heat treated to exact 
hardness, these cutters stand up on the tough- 
est applications. 


Stock the entire line of Vincent Dressers 
and Cutters for immediate delivery to your 
customers . .. and for sure repeat sales. 


| STEEL PROCESS COMPANY 
Heat Treaters of Metals—300 Tons Capacity Daily 
Produceré of GRINDING WHEEL DRESSERS AND CUTTERS ¢ HSS TOOL BITS 
CONICAL CUTTERS AND HOLDERS « DIAMOND DRESSING TOOLS 


TUBE CLEANER CUTTERS © HIGHWAY SURFACER CUTTERS — 





2424 Bellevue Avenue Detroit 7, Michigan 
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with added facilities and increased 
production capacity. Their new ad- 
dress effective now is Midwest Tool 
& Mfg. Co., Upper Sandusky, Ohio. 

Mr. Sheldrick reports that city 
growth and expansion of the firm has 
made their Detroit plant and location 
inadequate for the accomplishment of 
plans they have for the future. The 
firm has been manufacturing metal 
cutting tools and other products in the 
city of Detroit since 1911. 


Edward Valves Breaks 
Ground for New Laboratories 


Construction has been started on 
a new building to house the metal- 
lurgical, physical and chemical labora- 
tories of Edward Valves, Inc., East 
Chicago, Ind., a subsidiary of the 
Rockwell Mfg. Co. The facilities will 
be used for research and development 
work on Edward and Nordstrom steel 
valves. 

The new two-story building will 
nearly triple the present Edward re- 
search facilities. A large section of 
the building will be set aside for phys- 
ical laboratory experimental set-ups. 

Design of the building is such that 
all interior walls will be flush with 
steel work, sashes, etc., on the ex- 
terior of the building. A new library 
for research material is included. 


Frederick Johnson Co. 
Names L. R. Pechstein 


Louis R. Pechstein has been ap- 
pointed selling agent for the state of 
Oregon to cover the hardware, auto- 
motive and industrial jobbing trades, 
working out of Portland, for the Fred- 
erick Johnson Co., Seattle, Wash. 

In additions to its new Portland 
office, branches of the firm are lo- 
cated in Salt Lake City and Denver, 
with the head offices at Seattle. 


x om 



















: For the first time ever! 


NOW YOU CAN SELL 
ALL THE G-E FLUORESCENT 
LAMPS YOU WANT! 














ip- 


O need to wait any longer! Now you 
can sell all the G-E fluorescent lamps 
your customers want! 


NOW'S THE TIME to help them fill those 
empty sockets, replace blackened, burned 
out tubes and go ahead with plans for 
lighting modernization. 





FOR THE FIRST TIME since General Electric 
introduced this sensational new light 
source ten years ago, production has at 
last caught up with the tremendous de- 
mand. 


NEW FACTORIES now in operation are turn- 
ing out G-E fluorescent lamps by the mil- 
lions — all manufactured to those high 
standards of quality that have made G-E 
the first choice of buyers everywhere. 
G-E LA M e S (Only slimline and circline are still 
scarce). 
SEE YOUR G-E LAMP SUPPLIER 


G FE N . n A L 4 LE C T & i C topay. Your customers 
are easier to sell and stay 


sold when their lamps 
bear this mark of quality 
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This ad in leading Magazines 


Pre-sells your customers | 


Vick up the Order with 4 


Demonstt ation 


SKM Drill 
oday / 





ry OE ak 


“itis ac paige abet ome 





PERE EER EONS ER RIE Oe 





FLUXES 


for PRODUCTION 
MAINTENANCE 
REPAIR 


Industry needs ALLEN Fluxes—it needs the 
vast experience, gained over more than 50 
years of right manufacture and that has 
developed some 130 formulas to meet any 
problem or condition which might arise. 
Our Technical Staff is ready to advise and 
consult with your customers on special 
problems. Send for our Meta! Charts which 
show the melting point of all soders—they 
are free. Be ready to serve industry with 


SORTING INVOICES, preparatory | ALLEN Fluxes. 
to compiling sales analysis statistics, is | 
one of Kay Ryan’s assignments at Par- 
sons Brothers, Bridgeport, Conn. 

















Payment Terms Change By 
Manning, Maxwell & Moore 


Manning, Maxwell & Moore, Inc., 
has introduced a change in terms of 
payment. Instead of its former terms 
of 30 days net they become 30 days 

| net with a cash discount of one per- 


| cent for payment within 10 days from L B. ALLEN CO. Inc. 


| date of invoice. : 6731 BRYN MAWR AVE. 
These terms apply to all “Budgit CHICAGO 31. ILL 


and “Load-Lifter’” products and _te- 
placement parts. ‘They do not apply 


to “Shaw-Box” engineered cranes, or | Awe i j a by | e Now 


special purpose equipment. 


STOCK _C. J. Tagliabue Corp. | and 


| Opens New Sales Office Better Than Ever! 


THE MAGOR LINE | The C. J. Tagliabue Corp. (N. J.) | 


has opened a new sales office at 150 


AND DIG A NEW | Broadway in New York City. The 


| company is a wholly-owned subsidiary 


SA LES GO LDM i N EF Rov nan ee Instrument 


Seymour $mitx 

L. M. Hackenberg, Tagliabue’s oh . = 
Customers demand Magor Brands | New York district oar mena will és <snap-Jock 
by name. They know they'll get supervise activities of the new sales ( 
tough, durable,dependableshov- = office which serves the greater metro- PLIER-WRENCH 
els, scoops and spades. Stock the politan area. 
simplified Magor line and meet ; B 
their demands. | ie sae : CAPACITY 


INDICATOR 
FEATURE— 
1. Swivel Jaw 


e ARROW _o TS holds odd- 
& shaped pieces. 
e BULL’S EYE 2 . Capacity Indicator 
: pre-sets jaw spread. 
e GOLD TARGET : . Release unlocks jaws in- 
; < stantly by a touch of the 
@ 4518 ‘ finger. 


Tremendous grip. Use as a plier 
or, when locked closed, for holding 


‘ : articles to be drilled, welded, greend, } 
MAGOR a etc. 1000's of uses around 
. : home, farm, garage, shop. ™ 


CAR CORPORATION 9 No. 2607, 7", $1.75; No. ~ SP stant 


2610, 10”, $2.25. LOCK 


SHOVEL DIVISION | FROM BUYING to sales M. D. Kin- "MD RELEASE 
50 CHURCH ST., NEW YORK 7,N.Y. | mer assists in both departments at the SEYMOUR SMITH & SON, INC. 
\ — — | Baldwin Supply Co., Charleston, 


W. Va. / F 900 B Main St., Oakville, Conn. ij 
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DRILL HIGHLY ABRASIVE .MATERIALS WITH 


SOLID CARBIDE 
TWIST DRILLS= 














You'll Find Type “C” Ace Drills More Efficient 


Only through Ace Drill Corporation’s you peak efficiency when drilling abra- 


unique “ground from the solid” process sive non-ferrous metals and plastics. 


is the solid carbide twist drill possible. The economy of using solid carbide 
Ace TYPE “C” Drills are solid carbide twist drills is evident in the continuous 
and are constructed with a heavy web production possible with these harder, 
and fast spiral, polished flutes to assure more wear-resistant drills. 
Ace produces Hi-Brinell drills for drilling hardened steel and spiral fluted 2393 





drills with spiral fluted carbide tips for abrasive non-ferrous material. 





* WRITE -FOR THE DESCRIPTIVE FOLDER x 


ACE DRILL corporation 


MANUFACTURERS OF GROUND-FROM-THE-SOLID DRILLS AND REAMERS 


DETROIT 27, MICHIGAN 
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HOW YOU 


oeiiaeaial can make 
en ‘— MORE 


MONEY 
Selling 


Variable-Speed Transmissions 


WITH CEMENTED CARBIDE TIP 








@ Your customers know that there is a 
right speed for any machine operation. 


®@ To help them maintain the correct, 
most efficient speed for increased pro- 
duction and smoother operation, sell 
STANDARD Variable Speed Transmissions 
—simple, low cost, patented, mechanical. 
Absolutely positive in maintaining proper 
speed ratios. 


@ Boosts Production 25-40%. 





Standard Transmission Equipment Co. 
78 W. Union St., Pasadena 1, Calif. 


MAL-LEAD BOLT ANCHORS LITTLE MAJOR TURNBUCKLES Please send me without obligation complete 


details on this profitable line. 
ARRO EXPANSION BOLT COMPANY 
30 Boone Ave. SEE YOUR DISTRIBUTOR Marion, Ohio 

















) 


REINFORCED INSERT 
TYPE SPOUTS WITH 


BODY MADE OF 
ONE-PIECE 
SEAMLESS STEEL 


b THREADS 


6 
6 
6 
6 
6 
6 
\ 
0 
6 
6 


MACHINE-cuT 


BOTTOMS ELECTRICALLY WELDED 10 
BODIES-GUARANTEED NOT TO LEAK 


It is EAGLE original welded 


design from spout to bottom! 


EAGLE WELDED STEEL BENCH 
OILERS are built on the original 
welded steel construction princi- 

les which Eagle has used for 
ofty years. 

They are positively leak-proof 
and provide long, dependable 
service under hard usage. 1, 14, % 
and 1 pint capacities. 4", 6", and 
9" spouts. Bent or flexible spouts 
also available. 


Order from your distributor. 


EAGLE MANUFACTURING CO. 
Dept. ID 948 
Wellsburg, West Virginia 


i a a a a a) 


@lts mechanical and 

combustion superiority for 

sO many purposes have so 

firmly established the prefer- 

ence of this torch with profes- 

sional mechanics of all trades, 

that it is known wherever blow 

torches are used as the one-and- 
only “Mechanic's Favorite!” 


Sold through leading 
D a a jobbers everywhere 


CLAYTON & LAMBERT MFG. CO. 


17116 DIXIE HIGHWAY e+ LOUISVILLE 10, KY. 
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News! For new sales-profits 


Now you can stock mill length bronze rods 
and tubes — and fill orders with exact 


length, custom-cut to any size! 














AMPCO'S CONTINUOUS 
CAST ASARCON 773 


Solid bronze rod from 12°’ diameters 
up, and tubular bronze rod from 1°’ 
o.d. up. In mill lengths: 261°", 524°", 
1047%,"’. A good, all-purpose bearing 
metal meeting SAE 660 specifica- 
tion. Nominal Analysis: 83% copper, 
7% tin, 7% lead, 3% zinc. 











to go td any lengths- 


to give your customers Asarcon-773 
eee Ampco’s continuous-cast 
bronze rods and tubes 


Your customers buy with an eye to 
savings. And with Ampco’s new 
bronze rod and tube stocking-plan 
you offer them savings that bring 
in business. 


Here’s how it works: Up to now 
your customers have had to buy 
bronze rod and tube in 13 inch 
lengths — no matter how much or 
how little they need. But they no 
longer have to pay for waste lengths. 
Ampco supplies you with mill lengths 
which you can cut to size to your 
customers exact requirements! 


There’s a constant demand for 
bronze rod and tube — for main- 
tenance and toolroom work. Stock- 
ing mill lengths also opens the way 
for you to go after short screw-ma- 
chine production runs. So you're 
sure to cash in on a profitable vol- 


lj 
Non-sparking 
safety tools 
Fabricated , 


assemblies 


6 












Corrosion- 
resistant pumps 





<r 


Castings 


ume of business — with Asarcon 
bronze rods and tubes. 

In addition to purchase-savings, 
you offer your customers the special 
advantages of continuous-cast stock: 
practically no scrap due to metal 
faults, longer tool life, less machin- 
ing operations. Asarcon 773 is pro- 
duced for Ampco Metal, Inc. by the 
American Smelting and Refining 
Company of Barber, New Jersey un- 
der a patented process. 

Get started on this profitable plan 
today. It’s offered now for the first 
time. Be the distributor in your area 
to profit from this opportunity — 
the one who is ready to meet your 
customers’ demands for custom-cut 
Asarcon rod and tubes. Write for 
full details on Ampco’s stocking and 
handling plans. Ampco Metal, Inc., 
Dept. ID-9, Milwaukee 4, Wisconsin. 


Specialists in en- 
gineering, produc- 
tion, finishing of 
copper-base alloy 
parts and products. 





Sheet, cast- 
extruded-rod 
Welding 
electrodes 
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SYVZRON 


“Profit-Making” 


PORTABLE 
POWER 
TOOLS 


Electric Hammers 





For DRILLING 
CUTTING 
CHIPPING 

in concrete and masonry. 


10 times faster than by hand. 
No gears, cams, brushes, etc. 
Just ONE working part— 

“THE PISTON” 


Gasoline Hammer 
Paving Breakers 


100% 
Self-Contained 





No Compressor 
No Hose 
No Battery Box 
No Cable 


BUSTING 
Concrete 


CUTTING 
Asphalt 
DIGGING 
Clay, Shale 
Hard Pan 
Frozen Ground 


TAMPING 
Backfill 





Electro magnetic Ex- 
ternal Models for Forms. 
Equipped with quick- 
acting vise clamps. 3600 
vibrations per minute. 


Flexible shaft Concrete Mass Vibrators. 
engine or electric motor driven. 7,200 
to 10,000 vibrations per minute. 


For details—write to— 


SYNTRON CO. 


900 Lexington, Homer City, Pa. 

















Among the distributors’ men who attended the 15th Distributors’ Training Clinic 
held at The American Pulley Co. plant recently were, bottom row: Myron Baron, 
Central Eng. & Supply Co., Passaic, N. J.; A. V. Simmons, The Henry Walke Co., 
Norfolk, Va.; Grover Dillon, Jr., Dillon Supply Co., Raleigh, N. C.; C. F. Hathcock, 
Jr., Odell Mill Supply Co., Greensboro, N. C.; C. F. Kingsman, J. A. Zehmer Co., 
Birmingham, Ala. Second row: C. G. Hinkle, Greenville Textile Supply Co., Green- 
ville, S. C.; N. L. Abell, United Electric Supply Co., Inc., New London, Conn.; 
C. W. Stucki, J. M. Cranz Co., Inc., Buffalo, N. Y.; Tom Sanford, Textile Mill 
Supply Co., Inc., Charlotte, N. C. Third row: J. E. Williams and E. J. McCorkle 
of The American Pulley Co.; D. G. Johnson, F. Hallock Co., Derby, Conn.; E. A. 
Hannsz, Texas Belting & Supply Co., Inc., Houston, Texas; C. L. Greene, Jr., The 
American Pulley Co. and Kenneth Dickey, United Electric Supply Co., Inc., New 
London, Conn. Back row: G. P. Weishaar, C. F. Fox, Ill, W.:L. Connell and L. P. 


Wells, all of The American Pulley Co. 





Campbell Co. Changes 
Sales Force Personnel 


Some changes in its salesman set-up 
were introduced recently at Campbell 
Hardware & Supply Co., Seattle, 
Wash,. by Robert Allen, sales man- 
ager. 

Harold Bonetto now is on the city 
desk, having moved up from the ware- 
house. 

Milton (“Bud’’) White also has 
come up from the warehouse to the 
sales desk. 

Frank Door, who had been on the 
city desk, now is out on territory in 
the Pasco, Wash., area. 

The sales department, by the way, 
is much impressed with the results 
obtained from the firm’s new monthly 
house organ, “Campbell’s Industrial 
Supply News”, started last April. It’s 
being mailed to a list of 2,000 at 
present and is all of 16 pages long. 


Goulds Pumps Marks 
Centennial Anniversary 


Goulds Pumps, Inc. is celebrating 
its Centennial Anniversary this year 
at Seneca Falls, N. Y., home of the 
first all-metal pump in the world, cast 
two years after the first Seabury S. 
Gould founded the company. 

In an interesting “history” of the 
firm, the company points out that 
men and women employees presently 
at work in the plant are the third, 
fourth, even the fifth generation of 
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the families represented on payrolls 
of the Goulds pumps factory of a full 
century ago. (Equal Rights for 
women were in operation in Seneca 
Falls sometime before the 19th 
Amendment.) 

The firm’s factories were destroyed 
by a disastrous fire in 1870 and for a 
while it looked like the end of a 
promising enterprise. But Seabury S. 
Gould directed the planning and 
erection of new buildings, using stone 
and brick, and he incorporated in 
them many advanced ideas about fac- 
tory construction. He was, in fact, 
directing head of the Gould industry 
for 50 years. His son, James H. Gould, 
the elder, succeeded him. 

The third president of the com- 
pany, Seabury S. Gould, II, was re- 
sponsible for construction of the firm’s 
No. 2 plant, a feature of which was 
its own rail sidings to facilitate load- 
ing and unloading. 

Norman S. Gould, fourth president, 
learned the business “from the ground 
up” by starting in sales, traveling 
through the country for two years 
and finally being given charge of the 
Boston office. He succeeded his father 
as president in 1908. Seabury S. 
Gould, III, also began his training in 
sales. At the time of his death he was 
vice-president and secretary of the 
company. 

Seabury S. Gould, III, who began 
work with Goulds Pumps, Inc. in 
1936, was in charge of the Philadel- 
phia office for several years. 











NICHOLSON ROTARIES 


STYLES 


A wide range of shapes and sizes from which 
to ch Name al t any rough or delicate 
finishing operation that is “bogging down” a 
customer's production and Nichol will come 
up with a Rotary File or Bur that will save both 
time and money. 








§ 
l 
4 
1 
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STEEL 


Nicholson regular Rotary Files and Burs are 
made from a special grade of high-speed steel, 
expertly hardened and carefully shaped. 


. 


ey 
a 
P Y 


The Nicholson system of identification makes 
for easy ordering. The first symbol identifies 
the style or shape of the head; second, the 
diameter of the head; third, the length of the 
head; and fourth, the coarseness of the cut. 


eRe, 














cuTSs 


Available in either Hand Cut (for use on tough, 
dense materials) or Ground-from-Solid (for non- 
ferrous metals). Three degrees of coarseness: 
coarse (C), medium (M), and fine (F). Expert 
hand-cutters form the teeth of Nicholson Rotary 
Files; precision machines grind the flutes of 
Nicholson Burs. 


SHANKS 


Standard shanks are 4” in diameter. Nicholson 
also has a complete line of Rotary Files and 
Burs with %” shanks. These “little fellows” 
are ideal for relatively delicate power filing. 
They, too, are made from high-speed steel— 
with one degree of coarseness only. 


TRADE-MARK 


The famous Nicholson trade-mark is your assur- 
ance of finest quality obtainable. Keep in mind 
that Nicholson Rotary Files are carefully shaped, 
true-centered, tely cut org d, expertly 
hardened. 





USERS GET ALL THESE ADVANTAGES IN 


AND CUT AND MACHINE GROUND 








NICHOLSON FILE CO., 91 ACORN ST., PROVIDENCE 1, R. I. 


(In Canada, Port Hope, Ont. ) 
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‘FIRE PREVENTION 
SEQUIPMENT... 


? Complete Protection 


SAFE... MODERN... 
ECTION 
FOOLPROOF! PROTECT 
CAN 


Proper storing of combustibles 
can save lots of money for in- 
dustry. DIENER Fire Preven- 
tion Equipment guards against 
this fire hazard—spotted right 
they give positive protection. 
You can sell DIENER equip- 
ment in every plant you call 
on—the cost is negligible com- 
pared with the security it 
gives to life and property. Ap- 
proved by Underwriters Lab- 
oratories and Associated Fac- 
tory Mutual Fire Insurance 
Co. Loose leaf catalog sheets 
are available—write! 


PERFECTION 
EXCELSIOR 
CAN 





? FOAM TYPE 
§ EXTINGUISHER 


4 
$GEO. W. DIENER MFG. CO. 


? 400-420 N. Monticello Ave. Chicago 24, Ill. 
. 








XLO SPRING WIRE 
is being used suc- 
cessfully to make an 
endless variety of 
springs and wire 
forms. 


JOHNSON research 
and laboratory tech- 
nicians are constantly 
studying wire prob- 
lems to the end that 
JOHNSON WIRE 
will meet exactly 
every requirement of 
the user. 


JOHNSON 


SBIEEL AND. WERE COMPANY, tex . 
WORCESTER 1, MASS. 


Philadelphia Detroit Akron 
Houston Los Angeles 


Cleveland 
Tulsa 


New York 
Atlanta 


Chicago 
Toronto 
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Albert R. Cranks 


Threadwell Names Cranks 
District Representative 


Albert R. Cranks has been ap- 
pointed district representative for the 
territory of western Pennsylvania, 
New Jersey, Delaware, Maryland and 
District of Columbia for the Thread- 
well Tap & Die Co. 

Mr. Cranks joined Threadwell after 
16 years experience in the tap and 
die industry. 















Standard Electrical Tool 
Names Holtmeier Manager 


W. J. Holtmeier has been ap- 
pointed Eastern District manager for 
the Standard Electrical Tool Co. of 
Cincinnati, Ohio. 

Mr. Holtmeier will handle the 
states of Connecticut, Northern New 
Jersey, Rhode Island, Metropolitan 
New York, Eastern Pennsylvania and 
that strip of New York State that 
extends from New York City north, 
including Peekskill, Beacon, Pough- 
keepsie, Albany, Troy, Schenectady. 








PRICE DISCUSSION occupies J. E. 
Gregory, of billing; G. L. Parker, Jr., 
salesman, and C. L. Parker, Sr., vice- 
president at Taylor-Parker Co., Nor- 
folk, Va. 








ARMSTRONG-BRAY 


STEELGRIP 









PLATEGRIP 


FLEXGRIP 


SUREGRIP 


Complete lines of products that sell every day 


ARMSTRONG-BRAY & CO. is a manufac- 
turer of staple items, of products needed 
daily where power belts, conveyor belts 
are used, wherever gears, wheels or pul- 
leys turn. It is from such products that in- 
dustrial Distributors enjoy continuous 
daily sales and profit. It is on such items 
that distributors must be ever mindful of 
handling, billing and similar indirect costs. 


ARMSTRONG-BRAY Lines are complete— 
not just one but both types of belt lacing; 
not a few gear and wheel pullers but 
many fast-selling industrial automotive 
and special types. By standardizing on 
Armstrong-Bray products you can get all 
your needs from one reliable source, can 
avoid the expenses of buying, from many 
suppliers, can save in buying, transporta- 


tion, clearing, checking and handling costs 
—more profit on every sale. 


STEELGRIP Flexible Belt Lacing—is easily 
applied, anywhere by anyone. All you 
need is a hammer. 12 sizes. In standard 
boxes with 2-piece rocker hinge pins and 
a a"78° pin included. Handy packages 
and long lengths are available. 

PLATEGRIP FASTENERS for heavy duty 
conveyor and elevator belts—available for 
belt thicknesses of 4%" to 142". These 
PLATEGRIP FASTENERS are ti ll 


WIREGRIP Belt Hooks—come on cards with 
extra blue aligning strips that assure per- 
ject alignment ‘of hooks and also prevent 
hook loss from handling. Wiregrip Hooks 
can be applied with any standard make 
lacing machine. 6 sizes. 


ARMSTRONG-BRAY Gear and Wheel 
Pullers provide an easy and efficient way 
to pull wheels, gears, pulleys, bearings, 
etc. from shafts; they save time, save irre- 





strong and easil appt with special 
hand tools. PLATEG FASTENERS make 
a tight joint that is flexible and strong. 
This type of joint not only distributes the 
load uniformly across the belt but also 
conforms readily to shape rollers, trains 
or crown pulleys. 


Write for Catalog 


Pp parts, prevent battering of ma- 
chines and equipment. 12 types, 41 sizes 
and capacities including: CHAINGRIP 
universal pullers, STEELGRIP Rigid Arm 
Pullers and 2 or 3 drop forged steel arms, 
and many automotive, refrigeration, oil 
burner and other special purpose pullers. 


ARMSTRONG-BRAY & CO. 


5356 Northwest Highway 
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| Multi-Spindle 20” Drill Presses—Capacity: steel, 
| %; cast iron, 1. One to six spindles of 6” 


» Bi 

| 15” Drill Presses—¥2"" capacity Jocobs Chuck, 
4%" spindle travel; four speeds, 600 to 5000 

| RPM. with 1740 R.P.M. motor. 


14” and 16” Band Saws—6] to 5300 S.F.P.M. 
according to model. Table tilts 45°. Dynam- 
ically balanced wheels, — : 


Radial Saws—for wood, plastic; cut 44" deep 


travel. Spindle nose to table 25”. Hand or 
power feed. Five spindle speeds. 


Grinders—Ball bearing models in 10”, 7” and 


6" wheels. Ample clearance, guarding and 
§ dust protection. 


10” Tilting Arbor Saw—Depth of cut, 3%”. 
Blade-arbor tilts to 45°. Self-indexing miter 
gauge. 1 H.P., 1 phase; 1'2 H.P., 3 phase. 


Radial Drilli—reaches 62°’ for wide bulky work. 


with 12” blade. 21'2” ram travel, rips 38” | Head tilts 45°, 414” spindle travel, 42" Jacobs 


wide, cuts any angle. 1, 12, 2 or 3 H.-P. 


Chuck. Sixteen spindle speeds. 


20" Floor Model Drill Presses—Capacity: steel, | 
34”; cast iron, 1. 6” spindle travel, hand or 
power feed. Five speeds. 


6” Jointer—Planes accurately; rabbets 12” deep. 
Cuts ribbon thin, handles narrow strips safely. : 
Quick set-up and locking. 


- Lathes—wood or plastic; soft metal spinning; 
gap swing 15", 12” over bed; 38” between 
centers. Speed ranges 290-3750 R.P.M. 


Radial Metal Cut-Off Machines—414" clearance 
depth with 12” wheel, cutting are up to 1"; 
21%” ram travel. 1, 142, 2 or 3 HP. 
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Die and 
pattern shops 






Machine 
shops 















aera 
Maintenance 
| departments 


Box and crate | 
departments” | 






a ee 
WALKER-TURNER | 
LIGHT MACHINE TOOLS 


Service and 
repair shops 












In almost every manufacturing plant—in practically every 
industry where metal, wood or plastic is drilled, cut or shaped, 
Walker-Turner Light Machine Tools are on the job. Adapt- 
able to the most unusual or difficult problems in die, pattern 
and machine shops, in box and crate, service, repair, mainte- 
nance and other areas, Walker-Turner will meet the most 
exacting requirements—give years of service. Sell Walker- 
Turner Light Machine Tools right down the line in your cus- 
tomers’ plants. Kearney & Trecker Corporation, Walker- 
Turner Division, Plainfield, New Jersey. 


LIGHT 
MACHINE 
pole} &. 


@ 1206 
DRILL PRESSES— HAND AND POWER FEED 
RADIAL DRILLS + RADIAL SAWS 
BAND SAWS— FOR WOOD OR METAL 
RADIAL METAL CUT-OFF MACHINES + MOTORS 





SOLD ONLY BY AUTHORIZED INDUSTRIAL 
MACHINERY DISTRIBUTORS 
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PATENT 
PENDING 


Now: An iron so light, so well balanced, its weight FROM SALESMAN on the road in 1926 
is scarcely noticeable. When customers call for an | ‘0 industrial supply manager for the Wash- 
iron for long delicate work where fatigue works | ston mage Co., Tacoma, Wash. for 
against quality, HEXACON FEATHER WEIGHT BAN- | <2!) Tiree years, sums up the career of 
TAM is the answer. The | {0 7 uScion. 

new BANTAM is completely 
eaineeianinns: tities comfortable, more practical Kearney & Trecker Corp. 

HEXACO - Weight than a pencil iron and re- . 
5% oz. (less cord). 40, or 60 Watts. quires a transformer. Write Purchases Walker-Turner 
Both ¥” and 4” tips furnished. for prices and discounts, to- Kearney & Trecker Corp. of Mil- 
Ask for literature on complete line waukee, one of the world’s largest 
of screw tip, plug tip and hatchet builders of machine tools for milling 
irons. and boring, has purchased the Walker- 
Turner Co., Inc. of Plainfield, N. J. 
HEXACON ELECTRIC CO, F Announcement of the outright ac- 
: ~ quisition was made by Francis J. 
138 W. CLAY AVE., ROSELLE PARK, N. J. j ann Trecker, president. The Walker-Tur- 
y ner company manufactures a line of 
light machine tools for industrial and 

home workshop uses. 

The Walker-Turner plant, which 
will continue its operations as the 
Walker-Turner division of Kearney & 
Trecker, occupies 180,000 sq. ft. and 
employs about 400 persons. All fa- 
cilities will remain in Plainfield and 
* the key to || general supervision will continue un- 
the power ane || der the present management. 


speed of ATLAS 


Car Movers is Earlier this year, Kearney & Trecker 
the “compound 


anne denn celebrated its 50th Anniversary. It was 
within sete organized as a partnership in 1898 


between Edward J. Kearney and Theo- 
CAR dore Trecker, and it employs approx- 
MOVERS imately 1700 persons. 
They continue to be Dividend Payments 


Show Increase 
E Cc Oo x ©) MY good business se Cash atid publicly re- 


ported by U. S. corporations in April, 

» a Oo D U C T S$ Moving freight cars is an all-the-time || 1948 amounted to $456 million, an 
job for shippers and receivers of || increase of 14 percent over the amount 

freight. ATLAS Car Movers can give paid out in April, 1947. 

Socket Screw Products valuable aid to your customers. who In the three months ended April 


are profitable selling . . . have sidings—they can keep freight— || 30, 1948, according to the Office of 
si tacts ania i a tian aiaee sometimes perishable—on the move to Business Economics of the Depart- 


products to work for you. Industry needs prevent delays and spoilage. Our dis- ment of Commerce, cash dividends 
wasd. ECONOMY Products will hele your tributors, who are fully protected, reap || rose to $1.25 billion—13 percent more 


1 

customers to operate more efficiently and good profits all year round selling the than the $1.1 billion distributed in the 
more economically. Stock them today... ° 

Socket Set Screws .. . Socket Cap Screw ATLAS. same period last year. 

. « « Headless Set Screws... 


The fi includ 1 blicl 
ECONOMY MACHINE PRODUCTS CO. || | APPLETON-ATLAS CAR MOVER CO. reported aah dividend payments 
W. 


, SOSH Ons Sa Oe. ich account for about 65 percent 
5217 Lawrence Ave. Chicago 30 MILWAUKEE 4 . . . WISCONSIN of all gross cath dividends paid. 
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EXCLUSIVE 
FRANCHISE 


FOR DISTRIBUTION OF 
FEDERAL-MOGUL BRONZE BARS 


There’s a new sales and profit opportunity 
with Federal-Mogul bearing-bronze bars: 


NATIONALLY-KNOWN NAME ® HIGHEST QUALITY 
PRODUCT @ COMPLETE LINE @ GOOD PROFIT MARGIN 
@ SALES PROMOTION SUPPORT @ EXCLUSIVE FRANCHISE 


We have been specialists in bearing metals for 
49 years. Federal-Mogul bearing-bronze bars 
provide finer uniform grain structures, freedom 
from hard spots and blow-holes, and uniform 
wall thicknesses. They give maximum number 
of bushings per bar at lowest machine cost and 
assure maximum performance. 








By use of permanent holds, temperature and 
analyses controls, quality is maintained through- 
out all manufacturing operations. Our bars, 
each 13” long, are machined all over—inside 
and outside diameters and ends. Available in 
over 400 sizes and in a wide range of alloys. 
including many S.A.E., A.S.T.M. and various 
government specifications—they cover practic- 
ally every bronze bar requirement. 













Write or wire 
for complete details 


This profit-making, exclusive franchise 
is still available in several territories 
for aggressive distributors — write or 
wire us for full information AT ONCE. 





Mtoqutl 









FEDERAL-MOGUL CORPORATION, 11057 SHOEMAKER, DETROIT 13, MICH. 
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A case ~~ How a Disstoneer helped 
boost production 50% 


history 
from the 


note book Feeding felt into machine equipped with a 


14-blade gang of Disston Circular Knives 


eS et 





*« 


of a 


He may be able to do as much for your customers 


Helping distributors improve the cutting operations of their customers is an 
important part of Disstoneer service. The customers benefit from increased 
production and lower costs. Distributors benefit from increased sales and profits. 
Here is a typical instance of Disstoneer service: 

The American Felt Company, Detroit, was cutting 4” to 1’ wide and 4” thick 
strips of felt from rolls 400 to 500 feet long. The method used was slow, for 
it permitted the cutting of but one strip at a time. Widths were inaccurate. 
Knife sharpening was frequent and down time very costly. 

A Disstoneer showed how several strips could be cut at a single operation. wien You seua A 
The recommendation was adopted. Now the company is cutting up to 25 DISSTON PRODUCT YOU 
strips at a time, and have several gangs set up to cut various widths. Disston . 
Knives stood up far longer; sharpening was reduced to but once in 7 days; SELL g 


down time was cut almost to zero; the felt strips are clean-cut and accurate DIITON 
...and production has been increased approximately 50% with a considerable STEEL 


reduction in knife costs. SKILL 


A Disstoneer is available to work with your salesmen in improving the cutting and 
operations of your customers... and without charge or obligation. Write SERVICE | 
2 


for further particulars. 


HENRY © ss U'\ & SONS, INC., 923 Tacony, Philadelphia 35, Pa., U.S.A. 


Canadian Factory: Toronto 1, Ont. 
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Felt strips come out clean-cut and 
of uniform size. 











A. Ray MacPherson 


MacPherson Made Manager 
Of Thermoid Division 


A. Ray MacPherson has joined the 
Thermoid Co. of Trenton, N. J. as 
manager of its Industrial Friction Ma- 
terials Sales Division. 


A NEW TRAP 
JOINS A 
FAMOUS LINE -=~9 


ark Traps 


INTRODUCING THE NEW CLARK “60° 





Prior to joining Thermoid, Mr. | 
MacPherson was sales manager of | 
Standco Brake Lining Co. of Hous- | 


ton, Texas. Prior to that he was with 
Raybestos-Manhattan for many years 
in various capacities. He has spent 
most of his adult life in the brake 
lining business. 

For five years he manufactured and 
sold his own brake lining under the 
trade name of “Brake Friction”. 

Mr. MacPherson will make his 
headquarters in Detroit, Mich. 


Munnell & Sherrill 
Increase Sales Force 


Munnell & Sherrill of Portland, 
Ore., have materially increased their 
sales force during recent months. 

Rolf H. Reirstad, a former industrial 
supply salesman, is a new man on city 
territory. 

Wally McClelland, trained in the 
company, has been given the north- 
western territory. 

William Cameron, former tire sales- 
man, and John Warren, formerly a 
salesman for Union Oil Co. have been 
hired for the Eugene, Ore., office. 

C. V. Murray, formerly in the real 
estate business, has been put on the 
Eastern Oregon territory. 


Contracts Awarded 
For New W. & B. Plant 


M. J. Kearins, president of Whit- 
man & Barnes, Detroit, Mich., has 
announced the letting of contracts 
for the immediate construction of the 


A small trap with big trap fea- 

~. tures. Positive seating with 
guided disc. Equipped with 

\ two inlets and two out- 
lets for easy installa- 
\. tion for horizontal, 
vertical or angle 


your guide in se- ‘ ot ~ connections. 
lecting the proper : . a 
trap or valve for Series “70-T 
your drainage need 
Glark, Write today 
for complete 


story on Clark 
Traps and Valves. 


THE CLARK MANUFACTURING CO. 


1844 EAST 38th STREET ¢ CLEVELAND 14, OHIO 


TRAPS — FLOAT, INVERTED BUCKET, OPEN BUCKET 
AND VACUUM ® REDUCING VALVES e STRAINERS 
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BUYERS 


...the customers you prefer 
prefer WITT quality CANS! 


@ Customers are doing more than 
“just looking” these days. Gone is 
that “snap-at-anything” attitude. 
They‘re examining critically .. . 
with a sharp eye for cost and quality. 
That naturally brings them . . . and 
us... to WITT Cans. 


© Compared with any other Can, 
the rugged durability of Witt Cans 
means genuine economy. WITT 
Cans are quality-made from the 
finest materials. A tough, one-piece 
body of heavy gauge steel is further 
strengthened with deep, rolling cor- 
rugations . . . reinforced with shock 
absorbing steel bands . . . hot-dip 
galvanized with an extra heavy 
coating of purest zinc by the su- 
perior hand-dipped method 
topped with a sturdy, one-piece lid 
and firmly attached handles. Guar- 
anteed to outlast 3 to 5 ordinary 
Cans, WITT Can quality and 
value is evident to the most cost- 
conscious buyer. 


SORES I Bin bet Ran Ci i pe i$ ae MOAT 


ANS 
124%, 20, 27, 
and 33 gal. 
capacities 


and (0 gal. 
capacities 


OILY WASTE 
CANS 


standard equip- 
ment in leading 
Industrial plants. 
Seven sizes, from 
y ~. 
y. p- 
proved by Factory 
Mutual and Un- 
derwriters’ Lab- 
oratories. 





firm’s new one-story manufacturing 
building, 360 by 630 ft., and a new 
two-story office building, 50 by 180 
ft., on a 26-acre site at 40600 Ply- 
mouth Road and the Pere Marquette 
railroad, Plymouth, Mich. 

The project, which will cost ap- 


| proximately $2.5 million, is in con- 
| nection with the 100th Anniversary 
| of the firm of Whitman & Barnes, 
| now a division of United Drill & Tool 


Corp. 


Wickman Mfg. Organizes 


Wickman Corp. Activities 
The Wickman Mfg. Co. recently 


| has been organized to take over from 


The Wickman Corp. all activities in 


connection with the manufacture and 


sale of diamond wheels and related 


| products. Headquarters of the new 
company is at the same location as the 





THE WITT CORNICE COMPANY 


CINCINNATI 14, OIG 
“ORIGINATORS OF THE CORRUGATED CAN“ 
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Wickman Corp. and the personnel 
throughout the organization remains 


| unchanged. 


Officers of the new company are 
A. C. Wickman, president; Hans 
Mandel, executive vice-president; Har- 
old Godwin, vice-president and E. H. 
Freedheim, secretary. 


Link-Belt Lets Contract 


For New Texas Plant 

A contract for the construction of 
a modern new plant for the Link-Belt 
Co., to be erected on a 10-acre plot 
of ground in the 5100 block of Way- 
side Drive in Houston, Texas, re- 
cently was given Vivrett & Vivrett. 

Included in the project will be a 
one-story, all steel factory building 
with three bays, and a two-story office 
section of masonry construction in 
front. The plant proper will include a 
modern machine shop, structural steel 
shop and large warehousing facilities. 
The new plant will comprise approx- 
imately 45,000 sq. ft. of floor space. 





COUNTER FACE DISPLAY is a 
feature of the Weaks Supply Co., city 
service department at Monroe, La. 
Behind the counter are C. L. Spring- 
field, R. C. Gregory and W. W. Rein- 
bolt. 








ITS HARPER 
EVERLASTING 


FAST: on GS 


TO 


Everlasting Fastenings 
Resistance to Rust and Corrosion Attractive Appearance 
Resistance to High Temperatures Easy to Clean 
Non-Magnetic High Strength 
Non-Sparking Long Service 
Re-Usable Lower Ultimate Cost 
Resistance to Fatigue Common Steel - Low First Cost 
PROMPT SHIPMENT FROM STOCK. Bolts, Nuts, Screws, Washers, 


Rivets and Accessory Items in Brass, Bronzes, Copper, Monel, Stainless. 


* Harper maintains stocks of over 5,000 different items in Chicago and New York... 


large quantities of each. Others being added constantly. Specials made to 
order from ample stocks of raw materials. Write for catalog. 


THE H. M. HARPER COMPANY (95,4 
MORTON GROVE, ILLINOIS (Suburb of Chicago) Anniversary 
585 WASHINGTON STREET, NEW YORK 14, NEW YORK 


Atlanta, Cambridge, Cincinnati, Cleveland, Dallas, Denver, Detroit, Grand Rapids, 
Los Angeles, Milwaukee, Philadelphia, $?. Lovis, San Francisco, Seattle, Toronto (Canada) 
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HARPER 
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The industrial supply department has 
its own shipping and receiving unit 
manned by Fred Lighthall, Lou Chris- 
tiano and Alfred Kramer. 


H. H. Weisberg, president, and R. A. 
Beardsley, of the supply department, 
discuss products during an inspection 
of industrial supply stocks. 





Facing the counter are the look-through 
display windows, permitting passers-by 
to see assortment of large items dis- 


played on floor. Customers visiting 
counter are encouraged to inspect dis- 
played machinery and products. 


Plywood-faced counters, display boards 
fcaturing names of major suppliers with 
samples of products, mark the indus- 
trial supply division of Onondaga Sup- 
ply Co.'s new quarters in Syracuse, 
N. Y. Fast moving items are kept on 
shelves at the left. 





N. Y. Belting & Packing 
Names Ray Caldwell 


Ray Caldwell has been appointed 
representative of the New York Belt- 
ing & Packing Co. for the company’s 
northeast district. ‘The area embraces 
New England, metropolitan New 
York, Northern New Jersey and East- 
ern Pennsylvania. 

Mr. Caldwell has held positions 
with Bendix Aviation Co., Western 
Electric Co., Quaker Rubber Corp. 
and Barr Brothers. 

In his new position, Mr. Caldwell 
will supervise the distribution of sev- 
eral hundred industrial rubber prod- 
ucts produced by the firm. He will 
make his headquarters in New York. 


Federated Metals 
Expands In Southwest 


A new production unit of Federated 
Metals, division of American Smelt- 
ing & Refining Co. has just gone into 
operation at the company’s expanded 
Houston Plant, located at 9000 Mar- 
ket Street Road. The facility will 


manufacture solders, bearing metals, 
battery metals, lead ingot, type metals, 
and special white metal alloys. 

The 22-acre Houston site was pur- 
chased in contemplation of the ex- 
panded activities now taking place 
within the firm’s long range develop- 
ment program planned to keep pace 
with the industrial growth of the Gulf 
Coast area. Federated plans to stock 
the full variety of products presently 
manufactured at its other plants 
throughout the country. 


Adam Cook’s Sons, Inc. 
Celebrates 80th Year 


Adam Cook’s Sons, Inc. of Linden, 
N. J., manufacturers of quality lubri- 
cants, currently is celebrating its 80th 
year in business. 

The firm was founded in Albany, 
N. Y. in 1868, one of the first manu- 
facturers of lubricating greases and 
oils. Today it manufactures a diversi- 
fied line for industry. Its home plant 
is at Linden, whence it moved some 
years ago. 
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with 


TO 


Flexible Shaft Equipment 


Every day, new uses for Stow Flexible Shaft 
equipment are being found. Every day, acces- 
sories for each new operation are needed. 
This means new, growing sales opportunities 
for you! 

With Stow Flexible Shaft equipment, your 
customers will get real dependability. Stow 
equipment is modern, clean looking and 
soundly engineered. But most of all, it’s 
dependable. Distributors service expense can 
be cut to the minimum. For Stow equipment 
is built to stand up and give satisfaction on 
full-time production. 


New STOW STREAMLINER 


nN 


It's portable . . . goes to 
the job. Does work ranging 
from grinding to end-brushing. 
Has ball-bearing handpiece with detachable 
wheel arbor; quick change to any of 4 shaft 
speeds; enclosed, ball-bearing, self-lubricating 
motor; handy, high-side tool tray. Comes in 
high or low pedestal, suspended or bench 
mounting. Choice of power and speed ratings. 


STOW Flexible TOOL SHAFT 


Connects quickly to a spare motor or 
portable power unit. Interchangeable wheel 
arbor on ball-bearing handpiece gives wide 
range of adaptation such as: Grinding, buff- 
ing, sanding, polishing, drilling, routing, 
scouring and end-brushing. 

STOW Flexible DRILL 
EXTENSION Shaft 

For drilling in hard-to-get-at places. 

Attaches to any electric or pneumatic 


drill. Takes 90° collet-type angle head 
or 45° angle head. 









FIND OUT what the Stow Distributor Proposition 
offers you. Write now for full information. 


STOW 


MANUFACTURING CO. 
5 Shear St., Binghamton, N. Y. 
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Four executives in the average metalworking plant must say “yes” 


before you make a sale 


Here’s how your suppliers’ advertising in American reaches 
Machinist 


and presells most of these buyers tor you 


When 643 metalworking companies replied to a 
recent American Machinist survey, they listed 
2,877 executives who have a major voice in pro- 
duction-equipment purchases . . . an average of 
4.4 officials per plant that must be sold on your 
equipment before you make a sale. 


Multiply the number of metalworking plants in 
your territory by four, and you'll have a good 
idea of how many calls you’d be racing to make if 
advertising in magazines like American Machinist 
were not working for you. 


Eighty-two per cent of American Machinist’s 
28,000 subscribers, for example, have the same 
titles and job responsibilities as 81 per cent of the 
2,877 executives these 643 companies listed. And 
you can be sure that most of the important metal- 
working buyers in your territory, read American 
Machinist regularly, and study your suppliers’ 
advertising in its pages. Because this advertising 


takes the first three of these ~ sale steps for you 


... it lets you concentrate on steps four and five. 
The result? You don’t have to see as many people. 
You can spend less time with those you do see. 
You make more sales and cash bigger checks every 
payday. So keep your eye on American Machinist, 
and never forget how much your suppliers’ ad- 
vertising in this leading metalworking magazine 
helps you in boosting your sales and your income. 
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* THIS IS YOUR T0P SALES PARTNER IN YOUR BIGGEST MARKET 





Would you like to see some examples of the advertising your suppliers are 
running in American Machinist? Just write to Reader Service Dept., American 
Machinist, giving us names of the manufacturers who make the products 
you sell, and we will send you copies of their recent advertisements. 














The McGraw-Hill Magazine of Metalworking Production 
McGraw-Hill Building, New York 18 

ABC 

ABP 
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Challenge any prospect! 


Tell your prospect there’s no lifting 
problem .within the capacities of the 
‘Load Lifter’ Electric Hoist it cannot 


solve. 


Granted the man you're talking to 
has installation difficulties. Assume it’s 
a tough round-the-clock lifting job 
with every load near capacity in a 
spot where hoist failure means pro- 
duction stoppage with its resultant 
loss. Then it’s a job made-to-order for 
the ‘Load Lifter.’ 


Should your prospect ask you why 
you're so sure a ‘Load Lifter’ is the 
hoist he needs, explain that it’s not 
only the rugged strength of this hoist 
but the many special features built 
into it that insure continuous, trouble- 
free service. Tell him, too, he'll not 
find these features in their entirety in 


any other hoist. 


Get all the facts about his installa- 
tion difficulties and his load-handling 
problems. Send them to us. Our en- 
gineers will recommend the ‘Load 
Lifter’ best suited to his needs. 


Are you well supplied 
with Catalog No, 215? 


If not, write for more. 


my: LOAD LIFTER 


Hoists 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges, Hancock Valves. 

Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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STOCK ROOM at Washington Belt- 
ing & Rubber Co.’s new building in 
Seattle was laid out for easy handling. 
Seattle Distributor 
In New Building 


The Washington Belting & Rub- 


ber Co., Seattle, Wash., branch, re 


cently moved into its new building 


at 2763 First Avenue South. 


The building is 60 by 150 ft., one 
story and basement. The main floor 
is served by a craneway on one side 
the full length, with a mono-rail at 


right angles from the main door. 


More space is available to the firm 
than at the old place on Occidental 
space more than ample for 


Street, 
offices and further expansion. 


Lammert And Krause 
Named By Pittsburgh Firm 


J. H. Lammert was recently elected 
vice-president, and John Krause, Jr. 
was appointed assistant manager of 
at Oliver 
Pittsburgh, Pa. 

Mr. Lammert will continue to serve 
as general purchasing agent, a posi- 
tion he has occupied since 1935. He 
began his career with Oliver in 1905 
He has worked 
in the mailing departments, sales de- 
partment, order entry department and 


sales, industrial fasteners, 
Iron & Steel Corp., 


as a messenger boy. 


purchasing department. 


Mr, Krause joined the firm in 1927. 
In the sales department he has most 
recently served as sales office man- 


ager, industrial fasteners division. 








BELTING and power transmission are 
the forte for Fred B. Klerker and John 
J. Stock, partners in Central Belting & 
Supply Co., Richmond, Va. 








| JOINTS 


TIGHT PIPE 





Plasgon a 
powerful, flexible, 
plastic pipe joint 
cement... insures a 
tight, permanent 
joint for pipes, 
valves, and fittings 
subject to high pres- 
sures and heat. Plas- 
gon is proof against oil, steam, 
gasoline, kerosene, and other com- 
mon solvents ... is not weakened 
by shock or jarring .. . never be- 
comes brittle. 


NOTE: No heating, thinning, or 
special treatment . . . Plasgon- 
sealed joints are easily taken apart. 


Write today for your FREE sample 
of Plasgon and complete informa- 
tion. 


Samuel Cabot, Inc. 


2341 Oliver Building 
Boston 9, Massachusetts 
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build new sales volume 
sell KENNAMETAL 
MASONRY DRILLS 


Building Contractors, Elec- 
tricians, Plumbers, Road Builders, 
Plant Maintenance Men, Pest Control 
Operators, Glaziers, Masons use 
them eevee 


to cut cost, and save man hours on 
tough masonry jobs. Their dia- 
mond-like Kennametal edge stays 
sharp up to 100 times longer than 
steel . . . drills stone, slate, lime- 
stone, brick, micarta, asphalt, tile, 
plaster, up to 5 times as fast. They 
take the muscle, back-work, and 
high cost out of hole drilling. Make 
holes more perfect—smooth, true, 
sharp edged. Sizes 14"" to 144". For 
hand braces, drill presses, rotary 
drills. 


Write for bulletin DK on the KENNADRILL., 
Drop us a card now. 











KENNAMETAL Arc iatrowe PA 



























TO PUT YOU IN 
THE SALES PICTURE 


Reliance’s national advertising in 
leading trade magazines is con- 
stantly helping distributors to build 
lock washer sales. This advertise- 

| ment is an example. Write for 
Price List 501. 





YOUR RELIANCE DISTRIBUTOR 
has American Standard Spring Lock 
Washers in the Red Seal Package 
and owes yOu 

DEPENDABLE, SPEEDY SERVICE 





He is a good backer-upper, and a dependable 
source of supply for prompt delivery of Reliance 
Spring Lock Washers in the Red Seal Package with 
a quality guaranteed certificate enclosed. Years of 
friendly customer relations between us and your 
Reliance dealer have built up a confidence that 
money can’t buy. Proven service and quality speak 
for themselves, and have brought the Reliance 
dealer and ourselves increased business and many 


satisfied customers. So when it comes to Spring 





Lock Washers, your Reliance dealer can meet your 


demands. The name of the Reliance dealer in your 





territory will be forwarded upon request. 


OFFICES AND PLANT MASSILLON, OHIO 


Sales Offices: New York « Cleveland + Detroit * Chicago St. Louis » San Francisco « Montreal 





EATOM MANUFACTURING COMPANY 








DRAKO 


Reg. U. S. Pat. Off. 









é “Unbrako” Knurled Socket 
¥ Head Cap Screw. 








Knurling of Socket 
Screws originated with 
“Unbrako” in 1934. 














WIDELY SPECIFIED & USED 





“Unbrako” Hollow Set 
Screw with Knurled Cup 
Point. Pat'd and Pat's Pend- 
ing. 





SOLD THROUGH INDUSTRIAL 
DISTRIBUTORS . . . 


Yes, these Products sell fast and stay sold . . . make friends 
for you... assure a steady, repeat business. To make your 
sales effort easier, we provide complete plant facilities, 
effective sales promotion activities, consistent business 


paper advertising and prompt, courteous service to you and 
your customers. 


“Unbrako” Socket Screw Products—manufactured from high-grade 
alloy steel, to close tolerances—have these outstanding advantages: 
(1) INTERNAL WRENCHING . . . that permits compact designs . . . 
saves space, weight, materials and costs. (2) KNURLING . .. an 
exclusive “Unbrako” feature—which on the head of the “Unbrako” 
Cap Screw speeds assembly, and on the threads or points of the 
“Unbrako” Set Screws assures positive Self-Locking. (3) SELF- 
LOCKING ... all of our patented “Unbrako” Set Screws, regardless 
of point, are excellent Self-Lockers—they “won't shake loose”. Sizes 
available in a full range of diameters, lengths, thread series and/or 
types of points. 

Any type of “Unbrako” 
Screws can be furnished in 
alloy steel, brass, stainless 
steel, monel, bronze, or most 


any material your customer 
may require. 





“Unbrako” Stripper Bolt or “Unbrako” Hollow Set 
“Unbrako” Square Head Set Shoulder Screw with Knurled Screw with Knurled Threads. 
Screw. Head. Patent Applied for. Patented. 


OVER 45 YEARS IN BUSINESS 
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THROUGHOUT INDUSTRY 


READY-MADE TO MEET PRACTICALLY EVERY 
SHOP REQUIREMENT . . . 






















The popular “Hallowell” Work-Benches 
are of sturdy steel . . . —and this fine, 
readymade line is practically inde- 
structible — combines unusual utility, 
convenience and neat appearance. 
' There are literally hundreds of styles 
from which to choose, making it possible 
to meet the most exacting needs of your 
customers. 


— wrt = “= we 





. “Hallowell” Work-Bench of 
Ask for your copies of the “Unbrako” _—_steei—with lower shelf, 





; _ “ back and end pieces .. . 
5 and Hallowell Catalogs a keep drawer is extra. Pat’d. and 
them handy for ready reference. Pat's Pending. 


rr ae 
or 





ot 
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The Extensive and Modern Plant 
BEHIND THE PRODUCTS 


OVER 45 YEARS IN BUSINESS 


JENKINTOWN, PENNA. BOX 519 
BRANCHES: CHICAGO DETROIT INDIANAPOLIS ST. LOUIS SAN FRANCISCO 
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Your Customers Know 7 
and Want KEY-TITE 


























Your Customers Year ‘round 
Makes Sales for You 


ee 
om, 
hy Sy 
RX 


You don’t have to explain Key-Tite to your 
customers. Continuous Key-Tite advertise- 
ments tell them about this fine. leak-proof 
sealing compound. Lack of time probably 
keeps you from frequent calls on each cus- 
tomer, but Key-Tite advertising does the 
job in your absence. Stock sufficient sup- 





plies of this excellent sealer. Key-Tite’s 


pre-selling makes sales and profits for you. 
Distributors: Write for available 


territories and liberal free sample. | 


KEY COMPANY 


2621 McCasland Ave., East St. Lovis, Ill. 











NEW 4-SPEED Srrandflex 
FLEXIBLE SHAFT MACHINES 


ae {~~ 


provide the newest and only outstanding improvement in 
Flexible Shaft Machinery in 25 years. It’s another Strand 
step forward in quality precision tools for faster, easier and 
more economical production work. The Strandflex 4-Speed 
gear drive employs a patented, new type of quick change 
gear drive utilizing 4 POSITIVE speeds by a unique and 
easy method of instantly changing from one speed to another. 
Powered with totally enclosed ball-bearing motors (having 
speeds from 850 to 9000 R.P.M., depending on motor) 
means years of smooth, trouble-free service. Send for Bulletin 
No. 43-A for full details. 


Standard 3 speed counter shaft type Strand machines also 
available for portable rotary power at constant speeds for 
grinding, buffing, drilling, wire brushing and rotary filing, in 
all types and models from 4 to 3 H.P.—for every specific 
requirement. Send for Catalog No. 30. 






Distributors in all principal cities 


N. A. STRAND & CO. 
5001 NO. WOLCOTT AVE. 
CHICAGO 40, ILL. 





(Stra nad 
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George W. Smith, Jr. 


De Laval Steam Turbine Co. 
Elects Smith President 


George W. Smith, Jr. has been 
elected president of De Laval Steam 
Turbine Co., Trenton, N. J. Mr. 
Smith succeeds H. L. Watson, who 
has retired after 35 years of active 
service with the firm. Mr. Watson will 
continue to be part of the company’s 
management in the capacities of a di- 
rector and chairman of the executive 
committee. 

Before becoming associated with 
De Laval in 1947 as assistant to the 
president, Mr. Smith served succes- 
sively as vice-president and director of 
the White Motor Co., as works mana- 
ger and a member of the executive 
committee of the Victor Talking Ma- 
chine Co. (now Victor Division of 
RCA), as manager of two divisions of 
Bendix Aviation Corp., as a director 
of the Ohio Crank Shaft Co., and as 
chief engineer of the Naval Aircraft 
plant at the Philadelphia Navy Yard. 
More recently Mr. Smith has been en- 
gaged in industrial engineering con- 
sulting services as the senior member 
of the New York firm of Smith & 
Wood, Inc. 


Greene, Tweed Co. 
Names Gallagher Manager 


Walter B. Gallagher, for the past 
two years their Philadelphia sales rep- 
resentative, has been appointed sales 
manager by Greene, Tweed & Co., 
North Wales, Pa., manufacturers of 
packings. 

Prior to association with the com- 
pany, Mr. Gallagher was on the sales 
staff of the Philadelphia Electric Co. 
He succeeds Howard Josephson, who 
resigned the position recently to as- 
sume presidency of the Howard As- 
bestos Co. 
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eicalD No. 65R provides 


fast get-ready, perfect threads on 1 to 2” pipe 


@ It’s all set to size in just 10 seconds to cut per- 
fect pipe threads on 1," 1%," 1/4" or 2" pipe. Work- 
holder sets instantly — only 1 screw to tighten on 
pipe—no bushings. Rimaip 65R is self-contained, 
no extra dies to haul around or lose. Fast accu- 
rate threads on iron, steel, brass or copper pipe 
or conduit, with surprisingly little effort. It’s the 
threader most of your customers want—a real 
money-maker for you. 


— || res 











Sulphur- Lard 
RIGESIL (Ridge Oil) 
for better threads. 


[ea 2. eee SOS )h(UellU ee lle 
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RIESID economy sad 


. - and four real work-saver features, too 


@ The riwaip housing guarantee is just one of the 
reasons why the rimaip heavy-duty pipe wrench 
is the favorite of men who know fine tools—all 
over the world. Note the easier-work features: 
adjusting nut in open housing spins easily in all 
sizes, 6” to 60"; handy pipe scale on hookjaw; 
instant - action non-slip non-lock jaws; powerful 
comfort-grip I-beam handle. No wonder Ritaips 
are the most popular pipe wrenches made. Your 
customers prefer them, too. 












Handy end wrench for 
pipe in coils or against 
flat surfaces. 
















. 
UNCONDITIONAL GUARANTEE 


If this Housing ever 
Breaks or Distorts we 


will replace it Free 
THE RIDGE TOOL CO 
ELYRIA, O. 








“Put in one 
‘Budgit’ Hoist!” 


Tell your prospect — who may need a 
dozen hoists to do his lifting — to put 
in one ‘Budgit’ Electric Hoist in a stra- 
tegic spot on his production, assembly, 
or inspection lines. 


Tell him to note how much faster 
the work moves along, how many 
minutes are saved every hour and 
you'll give convincing proof that 
‘Budgit’ Hoists do increase production 
and lower operating costs. It won't 
take your prospective ft long 
to harig up other ‘Budgit’ Hoists at 
each and every one of those dozen 
places in his plant where production 
slows up while his workers expend 
their energies in manval lifting. 





You might show him, too, how easy 
it is to test the time-and-money sav- 
ing qualities of ‘Budgit’ Hoists. How 
he simply hangs them up, plugs into 
the nearest electric socket, and uses. 
Since ‘Budgit’ Hoists are complete lift- 
ing units in themselves, he'll have no 
installation costs. And hammer away 
at the fact that ‘Budgit’ Hoists pay 
for themselves over and over again 
in the long years of 
trouble-free service 
they give. 


Need more copies of 
Bulletin No, 371? If so, 


write us. 


‘BUDGIT’ 
if Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges, Hancock Valves. 

Consolidated Safety and Relief Valves and 
‘American’ industrial instruments, 
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BELT WAX 


(yar rey 


OuD 





REGULAR USE 


Saves Operating 
Money for Users .. . 


These are the important things to the man 
who must watch operating costs . 
saving belts . . . increasing power 
- « « making money. Convince your cus- 
tomers who use flat belt drives that CAN- 
TOL Belt Wax will give them better trac- 
tion and consequently longer belt life 
and you have life-time customers. Plant 
men who have been using CANTOL for 
more than 45 years still say it’s the best! 
Let us send details. 


@ We urge users to buy through 
their local distributors. 


CANTOL WAX PRODUCTS CO. 


BLOOMINGTON @ INDIANA 








“he MILWAUKEE 







DIE FILER 


Model FS with new 
All-Purpose, Deep- 
Throated Overarm 
performs all tool and 
die-making opera- 
tions efficiently, at 


MILWAUKEE 
PROFILE 
GRINDER 


Built for Precision 
Grinding — Available 
in two models — 


STANDARD and HIGH 


SPEED . . . for mounted stone wheels and dia- 
mond or carbide wheels respectively. 


Your Customers Need BOTH Machines 
RICE PUMP & MACHINE CO. 
Division of Milwaukee Chaplet & Mfg. Co. 
MILWAUKEE 4, WIS. 


MILWAUKEE 


1031 S. 40TH ST. @ 


DIE FILERS - PROFILE GRINDERS 
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CLOVER COATED ABRASIVES -— in all 
grains, grades, backings of paper and 
cloth, coatings, sizes and shapes—in 
rolls, sheets, belts and discs. Also resin- 
bonded fibre discs. 





CLOVER LAPPING AND GRINDING 
COMPOUNDS — in twelve grades from 


microscopic fine to very coarse. 


When you concentrate on CLOVER 
Abrasives...you buy at lowest prices 
and sell at maximum profit. 

Selling abrasives is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


FREE! 


Complete Handbook, 
without propaganda, 
on Coated Abrasives. 





CLOVER MFG. Cco., Norwalk, Conn. 


Vb itiite. 
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, What is the effect of arsenic in lead-base bearing 


alloys? 


tin bear- 


, The addition of arsenic to the lead-antimony 
ubstan- 


ing metal alloys gives them the important property of s 
tially retaining their strength and hardness at elevated temper 


atures. In this respect they then approach or equal the conven- 


tional tin-base alloys! 


Federated “G" and "S” lead-antimony- 
ys adequately re 


arsenic bearing allo 
reat variety of applications. They 
alloys in hardness and strength 
tests also 


eratures. Fatigue 
over other lead- and tin- 





h-tin babbits for 4 9 
e usual lead-base 
h operating temp 
y of these alloys 


place hig 
far surpass th 
properties at hig 
show the superiorit 
base babbitts. 


bearing metal composition, 
complete line its research 
ght bearing metal for 


Federated produces virtually every 
‘base. From this 


both lead-base and tin 
and field staffs will recommend the ri 


your job. 
call Federated first. 


aring metal problem, 
cross the nation. ** 


When you have 4 be 
principal cities a 


Twenty-five sales offices in 


METALS 








Res oe ea, 
ok ¥ : 








Say 






ei? 
Pak ee e 
s 















INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1948 





























* 300 TWIN 
BENDS 


FINISHED 
PRODUCT 


uated 


CHECKING ITEMS < on + gaidion or- 
With Two DI-AC RO BEN PERS der are T. W. Noel, purchasing agent, 
A difficult production problem of pieces are completed per hour—600 and C. R. Hardesty, assistant, at James 
forming two bends in a long length Individual bends. McGraw, Inc., Richmond, Va. 
of tubing was solved by “teaming pjE-LESS DUPLICATING” Often 


up” two DI-ACRO Benders as illus- . . 
crated. This duubGeming exmep- Does it Quicker WITHOUT DIES | Domestic Air Express 


ment saved installation of special Our steady advertising has created a | Up In First Quarter 


broad market among your customers for 
machinery. Two accurately formed ey ; oe 
bends are obtained in one operation DIACRO Benders, also Brakes and A gain of 11.6 percent in air ex- 


—without distortion of the tube and esl ~~ without die press shipments handled in domestic 


at a cost competitive to power catalog and complete airline service for the first quarter of 
operated equipment. More than 300 dealer information. 1948 has been reported by the Air 
Write for Catalog—"DIE-LESS DUPLICATING" a Division of Railway Express 

gency. 
€DI-ACRO is pronounced "*DIE-ACK-RO"™. An estimated total of 977,858 ship- 


dispatched during the 
OLACRO. SX ey ments was Pp B , 
PRECISION MACHINES three-month period for the nation’s 
& € ONEIL- IRWIN MFb. CO. ~ scheduled, centificated airlines, com- 
“cess ume 312 EIGHTH AVENUE LAKE CITY, MINNESOTA | pared with 875,653 shipments in the 
- —_— similar "47 quarter. Gross revenue 

was up 7.5 percent. 


C ALL ON March air express trafic handled 
B a>. over the nationwide domestic airline 

© For accurately fie? 5 55 a system increased 10.5 percent. 
balanced | / * : Lovejoy Tool Co. 


Purchases New Plant 


SHEAVES to. | eo : As part of its general expansion 

ho ae i Sos program, the Lovejoy Tool Co., Inc. 
and V-Belt ad ee te Sy has purchased a new plant which will 
for Cast lron allow maximum production of its in- 
serted-tooth type milling cutters 


PU LL EYS through the use of additional modern 


ee : & machines and methods presently be- 
| GALL ON . Rae Vit ing installed. 
. - The three-story fire-proof buildin 
: 3” to 102” DIAMETERS is of brick, pane hr ae steel it 
struction, with 33,000 sq. ft. of floor 
space. The new plant is adjacent to 
Lovejoy’s former plant on Main 
Street, Springfield, Vermont. 














Drives 





Pyott can meet your cast iron pulley requirements promptly. 
Available types include split and solid hub, single and multi- 
ple arm, wide and narrow face, flanged, tapered and step 
cone as well as tight and ball bearing loose pulleys. All are 
perfectly balanced and may be operated at running speeds 
up to 6000 FPM, depending on diameter and type of pulley. 
Pyott Cast Iron Pulleys are machine molded up to 72” diam. 
eter and 24” face width. Larger sizes or unusual designs floor 
molded, requiring no patterns from pulley user. With your 
inquiry, send a dimensional sketch and indicate your delivery 
requirements. 








Catalog available on request 
PYOTT FOUNDRY & MACHINE CO. 


Established 1896 & 328 N. Sangamon St., Chicago 7, Illinois WITHOUT LOSS of a single day’s 
o , ae production, Lovejoy Tool Co. moved 
a ge ee oe ee e to its new plant in Springfield, Vt. 








MBIAN VISES 


COLUMBIAN MACHINISTS’ VISES 


Columbian Malleable 
Iron MACHINISTS’ 
VISES are guaranteed 
unbreakable! In addition 
to their exceptional 
strength, Columbian en- 
gineering has built into 
these vises the finest 
mechanical perfection 
and special features ap- 
preciated by users. 
Made in all standard 
sizes — 3" to 8” jaw 
widths equipped with 
replaceable tool steel 


Le 








jaw faces. 
X- 
ic COLUMBIAN HINGED PIPE VISES 
of Long Pipe Jaws made of tool steel are 
ir furnished in 14" to 2" size up to and 
SS including the VY 3’ to 414" size. Self- 
locking hook is “easy working and 
p- unbreakable. Malleable iron cast- 
1€ ings provide extra strength. 
5 Cold rolled steel screw and 
n- handle. Sizes for holding 
ne pipe size from |," up to 
1e 12” inclusive. 
COLUMBIAN WOODWORKERS’ VISES 
2 urpo' in - posi toe — Rapid Act- 
ne ca ing Columbian Woodworkers’ 
COLU MBI c ee Vises are finding increased uses 
ARE SOLD : oment for equi in many plants particularly for 
w ng . the more ordinary types of pattern 
THROUG columbian h work. These durable low cost 
U ments. ly vises are sturdily built with jaw 
on 19) | ST Rl B n P P , 
openings up to 12 inches. 
‘ill on 
in- 
ers 
m 
De- 
n- 
OI 
to i 





COLUMBIAN “804” STEEL WELDED COLUMBIAN HOMESHOP VISES 


WORKSHOP VISE Sturdily designed, balanced strength and attractive appear- 
ance. A complete range of sizes, jaw widths 3’, 314" and 
4"; jaw openings 34", 4’, 414", for home workshop, 
garage and general use. 


This all purpose vise is al/ steel fabricated by arc welding. 
Engineered for strength, accuracy, long life and greatest 
usefulness. Jaw width — 4 inches; jaw opening — 5 inches; 
weight — 20. lbs.; finished in bright ‘‘Columbian” red. 


THE COLUMBIAN VISE & MFG. CO. 


9025 BESSEMER AVENUE . : CLEVELAND 4, OHIO 


THE WORLD’S LARGES MAKERS OF VISES 
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SULFLO 


=1 


THE MODERN 
CUTTING on 
Fon 


THREADING PIPE ; 


OTHER SULFLO 
QUALITY PRODUCTS 


SULFLO ALL-PURPOSE 
(Cutting Compound) 
PENETRATING OIL 


PIPE JOINT COMPOUND 
(Regular & Oil Types) 


SOLDER FLUXES 
(Liquid & Paste) 


LAYOUT LIQUID 


OAR POISE Ob BRE” CI AEE RIYA” 























CUTTING OIL 
PRODUCTS 


FOR STEADY PROFITS 
AND — 
REPEAT SALES 


The SULFLO line of cutting oils is recog- 
nized and pted th ghout the indus- 
try—it is the “preferred” oil of Master 
Plumbers and of Maintenance and Produc- 
tion Engineers. It provides Industrial Dis- 
tributors with products of proven high 
quality and performance. 


SULFLO NO. 1 
For hand threading, tapping and 
brush on jobs 
This patented cutting oil with active undis- 
solved sulphur in suspension saves time 
and tools. Cuts perfect threads. 
SULFLO MACHINE-KUT 
For all types of pipe 
threading machines 
This SULFLO product is also recommended 
for machining of high alloy steels. It is 
a culedined fluid type cutting oil, trans- 
parent on work. 
SULFLO NO. 2 
For machine use only 
of lighter density than No. 1. 


Where oil of “SULFLO Patented Type” is 
desired. 


SOLD TO THE TRADE 
THROUGH SELECTIVE OUTLETS 


SULFLO, INC. 


ELIZABETH 4, N. J. 





COLLIS cctionens 
SLEEVES 
SOCKETS 


We have the proper unit 
in a wide variety of 
types and sizes...... 


Help your customers to fill today’s Im- 
portant production needs ... supply the 
proper unit from the complete COLLIS 
line. COLLIS equipment is made by men 
skilled in making taper products and 
long service is assured by the very per- 
fection of their manufacture. We give 
prompt attention to all orders. 


THE COLL/S COMPANY 


CLINTON, IOWA 




















It’s Easier to Sell 


KELLER POWER HACK SAWS 


New Patented Feed Control 
Saves Hack Saw Cutting Time 


Keller No. 3 Hy-Duty Power Hack Saw 
$375.00 with motor fob factory. 


Prompt delivery. 


Your customers can save many 
hours on their cutting jobs by using 
the new Keller # Hy-Duty Power 
Hack Saw with adjustable feed 
control. An easy turn of a hand 
wheel applies the proper pressure 
to the saw blade. This pressure 
can be varied from 0 to 70 pounds 
for cutting everything from thin 
wall tubing to heavy 6%" x 6%” 
bar stock. The adjustable feed 
control assures maximum cutting 
speed without injury to saw blade 
and effects real time saving. 


OTHER MONEY MAKING FEATURES 
Other features include automatic lift on reverse stroke . . . quick acting 


swivel vice . 


. . trouble-proof chip-free vane type coolant pump... 


new adjustable foot lift to saw frame .. . automatic safety stop switch. 
Write for full details of this fast selling money making line of Keller 
Power Hack Saws. Write Dept. S 98 for free bulletin. 


Saks Service . ‘hol Eo. 


2363 UNIVERSITY AVE. 


ST. PAUL 4, MINNESOTA 





| 
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-WHITNEY- 


LEVER PUNCHES 


Good business guaranteed 
when you sell this line 


WHITNEY Punches are the best known 
and most universally used on the market. 
There is a type to do any specific job— 
neater, quicker, and better. Applications 
are so wide and varied and the workman- 
ship and quality of our tools so reliable 
that users always get full satisfaction with 
whatever WHITNEY Punch they employ. 
Our service is prompt—returns are good. 


hand 
bench 


¢ channel 
hammer ° 
. 


angle iron 
close corner 
thinner’s round 
skylight 
ventilating tank 


square 
button 
flange 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 








x. 


eer nt 
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CURTIS 


ME a 2Od 


The speed, ease of hand- 
ling and accurate con- 
trol of Curtis air-powered 
Hoists and Cylinders 
step up production. Curtis Air Hoists provide: 

Low original cost 

One-man operation 

Wherever a lifting, pulling Immunity to abuse by overloading 

or pushing operation is 

involved, CURTIS Air 

Hoists save time and 


labor; cut load-handling 


Capacities to 10 tons 
Light weight 


Lowest operating expense 





Finger-tip control 





Pendant, bracketed or rope-com- 
costs. pounded types 


oo = 





Send for Bulletin C-7 on Curtis Air Hoists, 
Air Cylinders and Air Compressors. 


eS Feral 5s 


} CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manviocturing Company 
} 1911 Kienten Avenue, St. Louis 20, Missouri 


! Please send me Form 


PNEUMATIC MACHINERY DIVISION; ©” 2 Curtis Ai 


Hoists, Air Cylin- 
of Curtis Manufacturing Compony ders and Curtis Air 
1911 Kienlen Avenue - «+ St. Louis 20, Missouri | Compressors. - 
ly 


94 Years of Precision ES RRR. cnseonconammmmmmnncrennes 
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MANY TYPES OF PROTECTIVE GLOVES 
IN OUR LINE 


PROTECTIVE 
CLOTHING IN 
GREAT ASSORTMENT 
FOR ALL PARTS 

OF THE BODY 


Industrial 


OLD H 


STEEL ( GRIP 
ts 


FINGER GUARDS | 


GET QUICK ATTENTION 
AND SALES ACTION... 


%* Let us give you the complete FINGER 
GUARD story—then see the profit 
possibilities for yourself. The bulletin 
featured is but one of numerous bul- 
letins we have of our complete line. 
Included is a 20-page catalog. You’ll 
want them all. 

FINGER GUARDS give protec- 
tion to fingers and thumbs in burring, 
grinding, buffing, sanding, assembly, 
machine, punch press, and many other 
factory operations. That means you 
have an item that gets you in and 
gets you sales in one factory after the 


other—and you make quantity sales . 


as you go. 
FINGER GUARDS open doors 
wide for the sale of OLD HICKORY 
STEEL-GRIP Safety Clothing that 
you will read all about in our catalog. 
STEEL-GRIP Safety Clothing is well 
designed, comfortable, and durable. 
Every need is amply provided for 
due to our long experience in the field. 


Steel-Grip offers the most complete 
line of Protective Work Handlers and 
Safeguards. 














1642 Garfield Bivd. 
Danville, Ill. 


GLOVES COMPANY 
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James D. Hodges 


| Hodges Made Manager 
By Herman Nelson Corp. 


James D. Hodges has been ap- 
pointed Eastern Divisional Manager 
of the Herman Nelson Corp., Moline, 
Ill. line of portable heaters and port- 
| able ventilators. 

For the past three years Mr. Hodges 


| has been service manager of the Port- 
| able Products Division. Prior to his 
| connection with the company he was 
| a Captain in the Corps of Engineers 


and saw extensive duty. He is a grad- 
uate of the University of Illinois. 


Western Machinery Co. 
Rearranges Warehouse 


The Western Machiner 
branch at Spokane, Wash., te which 
H. A. Myers is manager, has com- 
pletely rearranged its warehouse, built 


_ about two years ago. It has ben divided 


| into two sections; one section, 


about 


| half, is now devoted to engine repair, 
| Diesel or gas, marine, stationary or 


truck. Here engines are completely 
rebuilt, with new parts, where neces- 


| sary, from stock. 





An electric trolley system through- 
out the building has been installed 


| with an electric hoist pick-up, to speed 


up service throughout shop and ware- 
house. 


Textile Mill Supply Co. 
Commemorates 50 Years 


The Textile Mill Supply Co., Char- 
lotte, N. C., distributors of industrial 
equipment tools and supplies, cur- 
rently is celebrating its first half- 
century in the field. 

With its original floor space tripled, 
its staffs and departments enlarged 
and its facilities constantly growing, 
the North Carolina distributors look 
forward to another great period of ex- 
pansion in the industrial South. 
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HUB TYPES 


BELT WIDTH (INCHES) 








One-piece flanged and split tapered ici a 3 4 5 
hub permits easy installation and “ 
removal from shaft. / SD $D SD 








SD SD SD 
SD SD SF 
SD SD SF 
SD SD SF 
SF SF SF 
SF SF SF 
SF SF SF 
SF SF SF 
SF SF SF 
SF SF SF 
SF SF SF 
SF SF SF 
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INTERCHANGEABLE “SORE-GRIP” HUBS 


Now, you can carry a stock of both pulleys and sheaves with the same inter- 
changeable ‘‘Sure-Grip” hub as used with our ‘‘Sure-Grip"’ Sheaves. 


1. No additional stock of hubs needed. 
2. No increase in price over standard pulleys. 
3. Just three hubs take care of bore range from 1/2” to 25%”. 


““Sure-Grip"’ Pulleys—cast iron with crowned face—are available in stock as 
listed in table. 


For further information, write 


T.B. SONS COMPANY 
CHAMBERSBURG, PA. 


BRANCHES: 


BOSTON, MASS. * NEWARK, N. J. ° PITTSBURGH, PA. 
CLEVELAND, OHIO ° DETROIT, MICH 
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Safety 
— BELT 
HOOKS 


Safest because: 
Hooks are rigidly 
held in accurate align- 
ment by patented steel 
binder bars before, during and 
after application, distributing ten- 
sion uniformly across the belt, 
assuring maximum traction and 
minimum wear. Patented 
binder bars lap over belt end, 
prevent fraying. Sizes for all belts. 
Cost no more than ordinary belt 

hooks. Write for circular. 


Safety Lacing Machines Apply All Makes 


SAFETY BELT-LACER CO. 


5388 N. MENARD AVE. CHICAGO 30, U. S. A. 





/ ae mplete 
over 35,000 dozens available 


for immediate delivery including 


iol anes arell| types 


Corning Standard Low Pressure 
Pyrex Red Line Pyrex Heavy Wall 
and Pyrex High Pressure in rellmsielate! 
ard diameters. With our own cutting 
aUitiaremelivemelaiareiiare mele) luil-ahemm o1eel68) ob 
made on- special 


MacBeth Flat 


es and Pyrex 


shipments can* be 
lengths. Our 
glasses, Pyrex Oil Cup glass 


rele am lataltle (=; 


sia Sight’ glasses 
for Swift Service, write 


SWIFT 


LUBRICATOR .CO., INC. 
24 Home Street Elmira, N.Y. 


Whatever your re- 
quirements wire Le) ¢ 


icilselalelars 
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< 
A WELDING DEPARTMENT has 
been set up by the A. W. Davis Sup- 
ply Co., Portland, Ore., under the direc- 
tion of Jack Donnelly, who previously 
was with the Lincoln Co. for eleven 
years. 





New Building 
For Campbell Hardware 


Plans have been drawn up by the 
Campbell Hardware & Supply Co., 
Seattle, Wash., for the construction 
of a new building to be located at 
Fourth Ave. South and Lander St. in 
the heart of the city’s industrial sec- 
tion. 

The building, of reinforced con- 
crete, will be approximately 120 ft. 
by 270 ft., two stories high, in part- 
Adjoining it will be a parking lot 60: 
ft. by 270 ft. It will be located on 
railroad trackage and the avenue side 
will feature a large loading and unload- 
ing platform for trucks. 


Industrial Supplies, Inc. 
Finish Re-Decorating 


Industrial Supplies, Inc., Memphis, 
Tenn., distributors, have completed 
re-decorating the exterior and interior 
of their offices and warehouse at Front 
and Poplar Streets. The exterior has 
been painted aluminum, the inside 
white and tan. 





ISLAND DISPLAY features machine 
tools at the Dixie Mill Supply Co., 
New Orleans. 





COMPRESSION GAUGE COCK 


House Heating Types Heavy Pattern 
Nos. 1A and 3A Nos. 2, 3 and 4 


Without Stuffing Box— Soft Metal Seat | 
& 


4 
in 


COMPRESSION GAUGE COCK 


‘ Heavy Pattern—Nos. 5, 6 and 7 : : 
R h B Self-Cl ’ R hB Self-Cl 
ee eee With Stuffing Box— Soft Metal Seat pieciciictowaninain oc aiilte 


WATER GAUGES WATER GAUGES 
Nos. 2A and 5A ; Nos. 2, 5 and 10 
House Heating Type—lron ‘ Heavy Pattern—lron Wheel. 
Wheel. For pressures up to mr \ For pressures up to 150 Ibs. 
75 lbs. Made also with shanks ys ol No. 5 made also with shanks 
up to 1%” under Hex. ; up to 2%” long under Hex. 


POP SAFETY VALVE a POP SAFETY VALVE 
No. 2010—Up Discharge Made To No. 2020—Side Discharge 


A. S. M. E. 
Specifications 


CHECK YOUR STOCK FOR FALL REQUIREMENTS 


Most of Consolidated’s customers will stock up on boiler trimmings 





shown above for the rush of fall heating business. We carry in 
quantity stock the items shown, in a wide range of sizes, as well 
as a variety of types. Better get set... 


WRITE TODAY FOR OUR FOLDER ON THIS LINE 


r) ae 
BRASS COMPANY. 
DETROIT 9, MICHIGAN ~ As 
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Here’s a big, profitable 
market for you! 


Stainless Steel 
MACHINE SCREWS 
and Hexagon Nuts 


IT 


Od ¢ 


Manufacturing facilities on 
premises assure you of 
prompt delivery... 


In scores of industries, old and 
new, the demand for stainless 
steel fasteners is increasing 
every day. Profit from this large 
and growing market by selling 
the Allmetal line. We carry the 
largest stock in the country of 
stainless fasteners and can as- 
sure you of prompt delivery. 
To make your selling job 
easier, Allmetal stainless fast- 
eners are nationally advertised 
in leading industrial publica- 
tions and directories. Write to- 
day for our free 83-page catalog. 


Nationally Advertised! 
Electronics 
Electrical Manufacturing 
Product Engineering 
Chemical Engineering 
Industrial Equip. News 
New Equip. Digest 
Largest, most complete stock 
in the nation... 


SEND FOR FREE CATALOG 








A FAST 


SELLER! 


Replacement Switch 
for Small Sump Pumps 


and Cellar Drainers 


AUTOMATIC L-210 Float Switch is a 
rugged, trouble-free utility switch for gen- 
eral light duty. Your customers will like it 
because it is built to outlast average pumps. 
It is ideal for small sump pumps and cellar 
AUTOMATIC L-210 — Grainers where a small switch of high ca- 
FLOAT SWITCH pacity is desired in place of a starter. 


@Two-pole, light snap action You can safely recommend L-210 for any 
@Molded phenolic case use within its capacity —it will not let you 
Cee SS ry Saas down. With 2 poles, it cannot short circuit 
@Silver-to-silver contacts . ° e 

Siieennetn tnaten Cena eet deat motor and burn it up. Attractive discounts 








I @000000000000000000000006 


are used by all leading l 
“| manufacturers. . . : 
‘| selling new pumps, sell | 
< AUTOMATIC CONTROLS | 
‘ with them. a 


©. 








VIKING | crginators 


of the DESIGN THAT MADE 
ROTARY PUMPS FAMOUS! 





ALLMETAL 


SCREW PRODUCTS CO., INC. 
33 Greene St., New York 13 


Spectalists in Stainless” 
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eso SUUIT DEND LATHES 


ATTACHMENTS 





ers 


FOLLOWER AND CENTER RESTS 


rl & 


9” X 3’ MODEL A BENCH LATHE 


Selling costs go down and profits go up when you sell South Bend 9” Lathes, Drill Presses, 
and other shop tools. Their wide demand among all metal working industries, private 
shops, garages, service shops, and large and small shops of all types assures you a profit- 
able volume. More South Bend Lathes are sold than any other make. Also, a wide variety 


of practical attachments, tools, and accessories brings you plus sales and repeat business. 
4 


SQUARE TURRET TOOL BLOCK 


Adequate representation on a selective distribution plan 
is sought in all terrjtories. Write for complete informa- 
tion about selling this profitable line of shop equipment. 





CENTERS AND DRILL PADS BALL BEARING LIVE CENTER 


COOLANT PUMP MILLING ATTACHMENT UNIVERSAL TOOL BLOCK 


SOUTH BEND LATHE WORKS & £ 


Building Better Tools Since 1906 * 555 E. MADISON STREET, SOUTH BEND 22, INDIANA NEW 14” DRILL PRESS 
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ne ed by any standard . . . SNAP- 
ITE has no equal. Snaps on! Snaps 
off Saves liquid, air, steam and time. 


SNAP-TITE is a swivel connection for 
air, water, oil, grease and steam. Avail- 
able with automatic shut-off valve in 
coupler and nipple, eliminating turning 
on and off the main supply valve. Re- 
placeable “‘U’’-type packer assures posi- 
tive seal. Sizes 14%” to 1”. 


If you use hose, you need a SNAP-TITE 
Coupler. Write TODAY for catalogue. 


1770 
French 
3... 
Erie, 
Pa. 











For many years the name DASCO has been a guarantee 
of fine tools. All are made of the best steel .. . diamond 
point tested for hardness . ... electrically tempered. They 
are nicely finished and individually numbered for easy 
reference in re-ordering. 


SOLD BY LEADING JOBBERS 











DAMASCUS STEEL PRODUCTS CORP. * ROCKFORD, ILLINOIS 
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R. S. Drummond 


Drummond To Head Branch 
Of Crocker-Wheeler Co. 


Ralph S. Drummond has been 
named manager of the Cincinnati 
branch office of Crocker-Wheeler 
Electric Mfg. Co., Ampere, N. J., di- 
vision of Joshua Hendy Corp. Prior 
to his association with Crocker- 
Wheeler, Mr. Drummond was sales 
manager of the Dynamotor Corp. 


New Warehouses Set 


Up By Wendt-Sonis Co. 


Two new warehousing facilities have 
recently been set up by the Wendt- 
Sonis Co., Hannibal, Mo., manufac- 
turer of carbide cutting tools. J. J. 
Gardenhire has been appointed man- 
ager of the Chicago warehouse located 
at 1361 West Lake St. 

In cooperation with Eastern Carbide 
we warehousing facilities are now 
available at 909 Main St. New 
Rochelle, N. Y. Walter Ruppel and 
Tony Allen are in charge of the New 
Rochelle operation. 

The new warehouses have been set 
up to provide faster servicethrough 
the maintaining of stocks of standard 
carbide tools in the area. 





























“Better make it soon if you can, Mr. 
Wissly, the rug’s giving way!” 




















ALEXANDER 


Salutes the modern 
Distributor Salesman 
of mill supplies... 


He is an unusual man. He combines sound training in fundamentals 
with considerable product experience. He knows about Alexander 
famous leather products—beltings, packings and industrial leather. 


He knows that by nature, by original choice, by long-established 
custom and generations of experience, leather is the best means of 
mechanical transmission and that among leather belts, Alexander's 
stand in the front rank of quality. 


He knows there is an Alexander leather He knows that an Alexander manage- 


belt or product specifically made to meet —_— ment sales engineer is at his call to pro- 


the needs of every industry. vide him with better selling tools—to 


He knows that the Alexander national ad- conduct sales meetings when needed. 
vertising program never ceases to tell the 


We salute the MODERN Distributor Sales- 
ultimate user of the advantages of an 


f mill lies—and thank him f 
Alexander product and the value of its re ee eT ee a 


trademark. his cooperation. 


ALEXANDER BROTHERS 
406 NORTH THIRD STREET, PHILADELPHIA 23, PA. 


FOUNDED 1867 


BRANCH OFFICES 
NEW YORK * CHICAGO * CHARLOTTE * DALLAS 
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loiluys Beil Seller 


carbide tipped / 
adjustable 








Design of Wendt-Sonis Ad- 

justable Reamers assures out- pedis 
standing performance of reaming 
operations. Cuts are smooth and true to | carBipe 
close tolerances. Generous chip clearance 
allows maximum stock removal. In addi- 
tion all these features are helping to make 


Wendt-Sonis Adjustable Reamers “Today’s | cainpinc BACKING 





W-S BLADE DESIGN 





EASIER STRONGER 








Best Seller.” 


REPLACEABLE CARBIDE-TIPPED CUTTING BLADES—A _ new tool can 
be had by replacing worn blades. One piece of carbide, heavily backed with 
high speed steel, runs the full length of blade. Diamond lapped cutting 
edges insure free cutting action — longer life, 


ADJUSTABLE TO CLOSE TOLERANCES — Threads precision ground from 
the solid permit close blade adjustment. Maximum expansion allows greater 
number of re-grinds per tool. Special safety lock-nut permits easier replace- 
ment and positive locking of inserted blade. 


AVAILABLE IN THREE STYLES — Straight shank, taper shank and shell 
type for reaming any type of material. Also available in right and left hand 
spiral flutes in straight and taper shank styles. A wide range of sizes for 
almost every reaming job. 


Write for W-S Catalog No. 646 Revised 


Contains full specifications and prices on Wendt-Sonis Carbide 
Tipped Adjustable Reamers and the complete W-S line. Write: 


WENDT, SOonis 


CARSGIDE CUTTING TOCis 


CAREFUL PACKING insures against 
damage in shipping, says G. 'T. Jacobs 
and W. B. Ellis, of the packing de- 
partment of Mills & Lupton Supply 
Co., Chattanooga, Tenn. 





| Flexible Steel Lacing Co. 
| Appoints Hickey 


William W. Hickey now represents 


_ the Flexible Steel Lacing Co. in the 
| New England and New York territory. 
| He succeeds John Ramsey, who has 
| been transferred to the executive sales 
| office in Chicago. 


Mr. Hickey’s appointment came 


after intensive training in the com- 


pany factory which manufactures steel 
belt lacing, V-belt fasteners, belt cut- 


| ters, belt tools, etc. He is a graduate 


of Rensselaer Polytechnic Institute 
and has been a sales engineer with 
Nash Engineering Co. for more than 
ten years. 


| Lufkin Appoints 
_Hazen To Sales 


Harry L. Hazen, Cleveland, Ohio, 


| has been appointed sales representa- 


tive of the Lufkin Rule Co., Saginaw, 


| Mich. He will handle the firm’s line 


of hardware and mill supplies through- 
out the state of Ohio. 
Mr. Hazen was formerly associated 


| with The George Worthington Co., 
| Cleveland, Ohio, as an_ industrial 


‘buyer. 


BORING TOOLS © CENTERS @© COUNTERBORES © SPOTFACERS ¢ CUT-OFF TOOLS 
DRILLS © END MILLS © FLY CUTTERS © TOOL BITS © MILLING CUTTERS. © REAMERS 
ROLLER TURNING TOOLS ¢ SPECIAL BITS 





Harry L. Hazen 
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GOULDS NEW TYPE 
CELLAR DRAINER 


Has the features that make selling easy 


THE DESIGN of this cellar drainer or sump pump 
makes sense. We took the pump unit out of the sump 
pit and put it on dry land where it operates best. 


CONVENTIONAL SELLING FEATURES GOULDS NEW TYPE 


Vertical submerged type pump Sump pump or cellar drainer 





1. Nothing in sump pit but 
suction pipe and float. The 
moving parts—pump and 
motor—are out of reach of 
silt, sand, coal dust, ashes, 
etc., that collect in pit. 








Motor not over the sump Fig. 3231 


pit. Vapor, moisture or 
fumes from the pit do not 
rise through the motor. 





Unit may be set away from 
sump pit. By using a longer 
pipe between suction elbow 
and pump, you can install 
the pump up to 8 feet from 
the pit. 

















Sump pit and strainer easy 
to clean. Unscrew suction 
pipe and float. Lift out of 
pit. Two simple operations 
and you can clean both 
strainer and pit. 





ADDITIONAL SELLING FEATURES 
1. Positive self-priming 
2. Bronze fitted—non-rusting 
3. Standard electric motor 











Write Pump Headquarters for Form No. 4266-J for 
complete information on this new Goulds pump that 
sells itself. Goulds Pumps, Inc., Seneca Falls, N. Y. 
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IT PAYS 10 


Sel/ 


Steel Collars BUT QUALITY 


Pot'd. & 
Pots. Pend. 


io Pat'd 
“Hallowell” Solid Steel Collars, attractively proportioned 
throughout, are precision-machined so faces run perfectly 
true . . . are also highly polished all over . . . yet they 
cost less than common cast iron collars; 3” bore and smaller 
are made from Solid Bar Stock and fitted with the famous 
“Unbrako” Knurled Point Self-Locking Socket Set Screw ...a 
set screw that, once eens holds and stays tight to make 
sure the collar won‘’t shift on the shaft. “Hallowell” ...a 
“buy word” in shaft collars . . . available in a full range of 


sizes for 
IMMEDIATE DELIVERY 


Ask for the name and address of your nearest ‘‘Unbrako” and 
“Hallowell” Distributors 


OVER 45 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PA. BOX 519 HEAVY-DUTY 
CHICAGO DETROIT INDIANAPOLIS ST. LOUIS SAN FRANCISCO INDUSTRIAL 














MATERIALS 
HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equip- 
ment field tor a quarter of a century. @ These heavy trimmers prove 
Write for full information on this profit- their mettle in lasting service. 6” 
able line. to 12" long for varied industrial 
uses. Hardened and tempered, 
nickel plated or polished steel 
blades, straight or bent handles 
... manufactured in both hot 
drop forged solid steel and in- 
laid blade patterns. 





Ask also about our solid steel 
and inlaid blade tinners’ snips. 


THE HENKEL-CLAUSS CO. 
FREMONT, OHIO 
Wew York Offices: 1107 Broadway « WAtkins $-6797 


4 i 
Torpedo Electric en gles 2 1-Beam Trolley in Sper Gear Hoist. Cjttihbe 


‘Hoist. C four models, plain gh speed, high 
:250-, $00- and pn etggag tL oad or geared types in quality, in capaci- 
a cist, with a large capacities from 1, ties ny from 
through 10 tons. Y% through 20 tons. SHEAR QUALITY 


CONCO ENGINEERING WORKS re 


Conkey & Co., Division St.. Mendota, Illinois 
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THE BILLINGS & SPENCER COMPANY, HARTFORD 1, CONNECTICUT, 
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FOR SALE: 
Set-up time! 


“YANKEE” 


ANGLE VISES 


One look at this “Yankee” Angle 
Vise and any shop man sees a set-up 
shortcut. It’s the quick way on small 
jobs. Just two easy steps. (1) Lock 
work in the vise, machined square 
and true on base, sides and front end. 
(2) Tilt for any angle up to 90° and 
engage positive adjustment lock. 
Work is then set up for any job, or 
series of jobs... hand work on the 
bench; for drilling, milling, grinding 
or sawing at the machine. 


Quick-release swivel base for bench 
use. Work moved from bench to 
machine, transferred to next opera- 
tion, without disturbing alignment. 
No mistakes, no waste. 


Available in two sizes... 2’’ and 
234” jaw widths . . . with or without 
swivel base. Each vise equipped with 
hardened steel V block for holding 
round stock. 


Sold through industrial distributors 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


SEED  Soeereeenas 


Beg U3. Pen OM. 


YANKEE TOOLS 
NOW PART OF 
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C. William Lucy 


Lucy Named District Head 
By Ideal Industries, Inc. 


C. William Lucy has been ap- 
pointed Cincinnati District sales man- 
ager by Ideal Industries, Inc., with 
offices at 626 Broadway, Cincinnati, 
Ohio. 

Mr. Lucy’s former experience in- 
cluded an association with the Star 
| Expansion Bolt Co. and the General 
| Electric Co. He will train and work 
| with wholesalers under Ideal’s plan of 
selective sales distribution. 





| Taylor Supply Co. 
| Holds Crab Feast 


| More than 200 members and guests 
| of the Taylor Supply Co., distributors 
of Baltimore, Md., were on hand re- 
| cently to participate in a repeat per- 
formance of the firm’s “Crab Feast”, 
which was held at Lynnwood Park on 
August 14. 
A feature of the event was the iden- 
tification cards presented to those in 
attendance, a circular card (king-size) 


| that introduced one guest to another 
| on one side, while on the other was 


| printed a road map sketch directing 
| the participants to the locale for the 


| affair. 





SO WELL-KNOWN to city trade is 
A. H. Edmiston, with Fulton Supply 
Co., Atlanta, Ga. since 1916, that he 
transacts most of his business now by 
telephone. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1948 





THE B13. 8 TURNER 


Ce 


RFOR 
NEW IN PRINCIPLE, DESIGN, AND ne MANC. 


WITH “CARBURETOR CONTROL” 


Features the exclusive adjustable air 
syphoning tube which enables the 
pot to operate at a pressure of only 
20 to 30 pounds as compared with 
40 to 60 pounds for old style models. 
Tube can be moved back and forth 
in the burner... permits instant bal- 
ancing of the gas and air mixture by 
actually syphoning air from the out- 
side to meet widely varying fuel and 
job conditions. Important because 
it means more perfect combustion... 
a more intense flame, concentrated 
at the proper point and not distrib- 
uted over the entire coil . . . elim- 
inates carbonization... insures 
longer coil life. Turner No. 275 Fire 
Pot will melt 20 pounds of lead in 3 
minutes; has fuel capacity of 9 pints; 
takes 6” melting pot. 


COMPARE THESE FEATURES 


@ Flame control valve adjusts the 
flame to any desired heat. 


® Construction assembly permits 
quick, easy accessibility and cleaning. 


®@ Burner coil is made of extra-heavy 
seamless steel tubing. 


@ Tank is of unusually strong con- 
struction... pump is heavy blow- 
proof brass. 


Made by the manufacturers of 
the nationally known line of 
Turner Blow Torches. 


THE TURNER BRASS WORKS 


Since se70 

















RUBBER-CUSHIONED 
Brigh thoy 
CLEANS - BURRS 
FINISHES . POLISHES 
In One Operation 











~ In Reducing Costs 


Saving Time 


Improving 
Product- Quality 








Complete your abrasives service to custo- 
mers, particularly in these days when manu- 
facturers and sub-contractors are anxious to 
keep down mounting costs. Time saving 
Brightboy does the job— CLEANING, 
BURRING, FINISHING, POLISHING, in 
one operation; achieving both conventional 
and special finishes; shaping to contours; 
working to close tolerances. 


You can do your customers a real service by 


ROBERTS 


suggesting the simpler, faster production 
methods which Brightboy offers through the 
all-in-one action of its rubber and abrasive. 
You can sell Brightboy very profitably, right 
now, to the rapidly growing number of pros- 
pects and customers in your territory who are 
continually reading Brightboy advertising in 
metal-working magazines. Write us imme- 
diately for information on the interesting, 
profitable Brightboy Distributor-Franchise. 


BRIGHTBOY INDUSTRIAL DIVISION 


WELDON ROBERTS RUBBER CO. 
Newark 7, N. J. 


: \NISHING. 
e* a) 
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NORTHERN 


TO ADD PROFIT si uereic 
TO YOUR PRESENT Earnings HI-LIFT 


HOISTS 


A valuable tool for Lumber Companies—Sash and~ 
Door Factories—Veneer and Plywood Companies 
—Meat Packers—Casket Companies—Furniture 
M facturers—Box, Crate, Basket, and Paper 
Companies—Army, Navy, and Air Corps—Saw 
Manufacturers — Foundries — Publishers and 
Printers—in fact almost anywhere saws are used. 








The Foley Automatic Saw Filer is the ONE 
machine that files hand saws, band saws, and 
cross-cut circular saws and also joints uneven 
teeth as it files, bringing them to an even height 
and spacing. Saws must be sharp to be efficient 
and the Foley not only keeps them sharp, but 
they run cooler and cut faster. Think of the wide 
field you can cover with this highly serviceable 
machine. The Foley is an all-season seller that 
will do business for you throughout the year. 


Convince yourself of its sales value. Write for 
holder giving the details and ask about our dis- 
tribution proposition, including 30-Day Trial Offer 
to your customers. SALES OPPORTUNITY 


: : value fr you in oving You oo SAVE EXPENSIVE 
FOLEY MFG. CO. goo leg | SET-UP TIME 


Machine time—only the time 

in which the machine is actually 

a s producing—is dependent 

BALL a ihe a upon set-up time. Northern 

BEARING : : | Hi-Lift Hoists are at least as 

7 < important as good cutting 

tools, jigs and fixtures, —be- 

cause they can help reduce 
set-up time. 


VA [ Y eS ee Capacities range from 500 
G R F Ie D a a S$ | Ibs. to 15 tons. Hi-Lift design 


permits use in low headroom 


Accuracy and Performance jecaticns, —or adds 12” to 


Records already established = 36" 12 the effective height of 
your building. 



































In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- pocoseoesee=s 
lished fine records where accuracy and performance eseeenn aT YOUR REQUEST \ 

2 D CATALOG ¥ 
count. These grinders are all powered by Valley Motors \ chaos crones—Hh, \ 
and every unit is built to a single high standard of quality. \ oe Sect Hoists" rover Or andling ‘ 
This means complete satisfaction in service which builds | \= poet canoe - 


profitable demand for these efficient, low-cost tools. loons 





NORTHERN 


Valley Electric Corp. ENGINEERING WORKS 


2615 ATWATER ST. 


4221 FOREST PARK BLVD. © ST. LOUIS 8, MO. niin ililiin av 
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Gornam’s long experience plays a vital part in pro- 














10 

jn ducing these superior Tool Bits. Great care must be 

- exercised in the selection of metals and in proper heat 
treatment. GORHAM High Speed Steel Tool Bits are 

to made and guaranteed to meet any and all require- 

of ments for a particular need. They have already dis- 


tinguished themselves in many specialized applications 
and the scope of their ability is constantly broadening. 
Sales possibilities are getting bigger and better every 
day for the GORHAM Line —let us give you all the facts. 


of 


ter 








4 
7’ 


A Sse ee == =----== GORHAM STANDARD For the Commercial Field 
( \nacawaeeneenmnne GORHAM M-40-B For Heavy Cuts in Hard Material 
See enn en eewen== GORHAM GORMET For More Abrasive Materials 


‘ 
4 


GORHAM TOOL CO., 14400 WOODROW WILSON, DETROIT 3, MICH. 
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' © | *% NATIONALLY- USED 
\ * INDUSTRY-PROVED 


N + A COMPLETE LINE 


YOUR MEN CAN SELL ‘ . 
a asweld Equipment 

\ conforms fully with 

standards of Under- 


writers’ Laboratories. 


tHis "PROFIT LINE” 


Ee. 


Choice dealer 
territories still 
open. Write 
for details. 


a 


LQ FT 


at " 
“GAS CUTTING AND WELDING TORCHES ‘; 


Build extra sales volume with Gasweld equipment 
..- It’s a fast-selling, good-profit line. Increasing 
use of welding and cutting tools opens many 
new markets. 

All operations are simplified by Gasweld’s 
exclusive FREE-FLOW jet mixer. It assures superior 
performance. Forged headsand rearends of torches 
stand more hard use—/onger—with less maintenance. 

Distributors get maximum results and profits 
through our tested plan of sales co-operation. 
Give your men another good line to sell. 


Wall Chemicals Division of 
THE LIQUID CARBONIC CORPORATION 
3110 South Kedzie Avenue Chicago 23, Illinois 


Write today for free copy of 
the new Gasweld Catalog and 
full information on prices and 
discounts. 








TIPS for ROPE 
PURCHASERS 





Harry C. Goodale, Jr. 


| Goodale To Represent 
American Swiss Co. 


Harry C. Goodale, Jr., has been 
named middle western sales repre- 
sentative of American Swiss File & 
Tool Co. of Elizabeth, N. J. Mr. 
Goodale will make his headquarters 
in Detroit. 

He has had many years of experi- 
ence both in sales and shop work. 
Formerly, he was manager of Lord- 
Taber Co., Inc., electrical manufac- 
turing concern, and prior to that he 

| was employed in the experimental 

| division, Bell Aircraft Corp. and by 
the Chevrolet M. & A. Division of 
General Motors. 


Quaker ‘Rubber Corp. 
Plans Office, Warehouse 


The Quaker Rubber Corp. will 
erect a one-story sales office and ware- 
house of masonry and structural steels 
on an L-shaped tract facing Naviga- 
tion and Portwood, in Houston, Texas. 


You can’t tell a book by its cover— The building will require about 
-50,000 sq. ft., almost all the building 
site purchased recently from the Dun- 
igan Tool & Supply Co. for $32,000. 


Work will begin on the structure 


nor can you judge good rope by its ex- 
terior appearance. That’s why the repu- 
tation of a Manufacturing Company is of 


paramount importance. 

For 144 years, Fitler has produced the 
highest quality rope manufactured from 
the finest fibers obtainable. 

Look for the registered Blue & Yellow 
Colored Yarn Trademark in all Fitler 
Brand Pure Manila Rope. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 


Manufacturers of Quality Rope since 1804 


NEW YORK @ CHICAGO @ LOS ANGELES @ SAN FRANCISCO 
NEW ORLEANS @ HOUSTON @ PORTLAND 





| shortly and it is anticipated that the 
new facilities will be ready for use 
within a year. 

| The firm, with a factory in Phila- 
delphia, manufactures from rubber 
several thousand items for industrial 
use distributed throughout the South- 
west from the Houston branch, lo- 
cated at 2315 Polk. 


Standard Tool Co. 
Names Haskins To N. E. 


Ernest W. Haskins, Jr. has been 
appointed to cover the New England 
territory as representative for the 
Standard Tool Co. of Cleveland, 
Ohio. 

Mr. Haskins succeeds H. W. Elder, 
who is retiring after 22 years of serv- 











ice to the company. - 
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These case histories are 
typical of many reports made by users of 
Keystone Specialized Lubricants. Each report 
tells of savings effected by improved operating 
results—lower production costs, increased life 
of bearings, reduced consumption of lubri- 
cants. Each report is further proof that ‘“The 
true cost of a lubricant is measured by its 
performance in the bearing rather than the 
price in the container.” 


RESISTS CARBONIZATION 


A New Jersey electric cable 
and conduit manufacturer 
used a heat transfer oil that 
lasted only one or two 





weeks. Then he tried Key- 
Ke Me 49 LIGHT — Most stone No. 49 Light. Unit 
vance evelopment in ° 
air compressor lubricant. ran 6 weeks between oil 
Assures minimum of carbon ar 

resieus on valves and cages changes at a minimum 
under the most severe op- 

erating conditions. Greatly temperature of 350°F. 
hauias® “ime between over- =F fficiency increase: 300%. 


SUPPORTS EXTREME PRESSURE 


Dairy homogenizers in a 
Florida plant required oil 
change every week due to 
2500-pound pressurein unit. 
ow Four months after Key- 

KC Ne. 2—Paramne stone KLC No. 2 was in- 
— F. NT r-t~ stalled; original application 
was still lubricating the 
unit. Efficiency increase: 
16 to 1. 





heat, pressure and moisture. 
Used for bearings and en- 
closed drives of dairying 
and machine tool equip- 
ment, generally. 


INCREASES EFFICIENCY OF 
AMMONIA COMPRESSORS 





KEYSTONE No. 1 1.M.0.—For 
ammonia compressors. Low 
cold test (minus 20°F.) and 
substantial film body. Re- 
sists vaporization at oper- 
ating temperatures. 


A Western ice cream manu- 
facturer reports that since 
the application of Keystone 
No. 1 Ice Machine Oil, his 
ammonia compressors have 
served continuously 24 
hours a day, 365 days a 
year for 6 years. Total 
service time: 52,560 hours. 
Machines are still in excel- 
lent condition. 


RESISTS ALKALIES 


GREASE 
eed 


i 
vA 





KEYSTONE No. 84 MEDIUM — For 
ball and roller bearings, 
Water-repellent grease with 
melting point on. 
mately sour. test 
minus 40°F. 


Southern wood-treating 
plant had to grease roller 
bearings on wheels of “‘dry- 
ing cars” each trip, due to 
effects of salt water and 
their vaporizing process. 
Keystone No. 84 Medium 
was applied, gave satis- 
factory lubrication for 9 
round trips. Efficiency in- 
crease: 18 to 1. 


DOES NOT “THROW-OFF” 


IRI EW SI 
eee 


\ye 





KEYSTONE No. 15 MEDIUM — For 
bearings in heavy-duty 
service. ea poms es 
[wy MR. 

ash and 
conditions. 


re test. For a 


Florida operator of drag 
line equipment lost valuable 
time when lubricant on hoist 
and swing drum bearings 
“threw-off”; fouled cab, 
got on brake bands. When 
Keystone No. 15 Medium 
was substituted, 50 pounds 
did the work which form- 
erly required 300 pounds. 
Efficiency increase: 6 to 1. 


The Keystone Distributor near you will be glad to co-operate in making Keystone 


Specialized Lubricants available to your customers. 


KEYSTONE LUBRICATING COMPANY, Est. 1884 2\st, Clearfield & Lippincott Streets, Philadelphia 32, Pa. 
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We have a 
copy for you- 


_===<za 


. « facts about industry's 
rating of gauges that you 


will want to know... 


You may well have read some of the 
Marsh advertisements contained in 
this folder. Brought together they 
teli a story about gauge preference 
in field after field of industry that is 
important to you. Everyone who 
handles pressure gauges will find 
this presentation profitable reading. 


Your copy, sent on request, will 
demonstrate two things: (1) that 
Marsh Gauges are the right gauges 
for you to handle, and (2) that 
Marsh, through such advertisements 
as these, drives home to your cus- 
tomers unremittingly the story of 
Marsh acceptability. 


JAS. P. MARSH CORP. 
Dept. C, Skokie, Il. 


the gauge 
with the 
HRECALIBRATOR 


“Recalibrator’ - 
oe ong correct G gouge ihe no hing 
tory ut of adjustmen 
— m4 superlative gavge- 
tou 


"GAUGES _¢ VALVES © TRAPS 
DIAL THERMOMETERS 


HEATING SPECIALTIES 
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‘4 A WEAVY DUTY 
INDUSTRIAL TORCH 





Ideally suited to the require- 
ments of factory and utility 
maintenance men. Com- 
pletely adjustable, shielded 
flame. All brass tank. Torch 
will burn 500 hours without 
excessive carbonization. A 
rugged, dependable, eco- 
nomical torch. 


as soe 


Model 500-A (Qt. 
Model 250-A (Pt. 


# A DEPENDABLE 

ALL AROUND FIREPOT 
Model 40, a coil firepot with 
the coil made of heavy, seam- 
less steel tubing, equipped 
with patented “‘dust-proof” 
filler plug cap. Tanks are 
extra heavy seamless drawn 
steel. All joints welded, 
bushings brazed, no soft 
solder used. 











Model 40. Uniform 
heat at any setting 


Jobber freight allowance is granted on orders of 
12 firepots or 18 torches or combination of both. 
Plumbing tools can be included on allowance. 


BEANE ws 


FIREPOTS 


MECHANICS TOOLS 
Otto Bernz Co., Inc., 280 Lyell Ave., Rochester 6, N.Y. 








PRODUCTION 
PRODUCERS 


Fast, versatile 

set-up, repairs, and 

maintenance operations 

mean better production at 
lower costs. Here are two tools that 
will save you time and money. 


PRESSURE LOCK WRENCH — 


Grips any shaped piece and locks with 
a ton pressure. Simple one-handed op- 
eration to adjust jaws, close, and release. 
Jaws always parallel. Use as a pipe 
OB= wrench, pliers, locking clamp, gripping 
tool, monkey wrench, and hand vise. 
No. 7 — %” jaw, $2.29 Retail 
No. 9 — 1” jaw, $2.59 Retail 
No. 11 — 12” jaw, $4.89 Retail 
BMC OFFSET SCREW DRIVER — Ideal 
for hard-to-get-at screws and slot-head 
bolts. Adaptable to both finger and 
lever turning. Set of three sizes, regular 


bit $1.50; Phillips head $1.75, Retail. 
Join in the profitable sales of these 

Wt BMC products. Write today to— 

MANUFACTURING CORP. 


BINGHAMTON. N.Y 








THE RIGHT 


POWER 
FOR EVERY JOB 
LEMPCO "rr" 


... enables you to select the correct pressure 
for every job: press fitting, assembling, bend- 
ing, straightening and die try-outs. Pressure 
builds from 0 to 60 tons in just four seconds. 
Movable head permits rapid centering of 
ram over work. Adjustable bolster accom- 
modates large and small jobs. Strong, sturdy 
construction assures safety factors in excess 
of the limits of the 
press. 
LempcoPressurematic 
Presses are made in 
electric and hydraulic 
models, in 20, 40 and 
60-ton capacities. Each 
will pay for itself many 
times over in your 
shop. Write for fully- 
illustrated catalog. 


LEMPCo 


5742 DUNHAM ROAD @ BEDFORD, OHIO 


Exclusive 
Automatic Pressure 
Control—stops ram 
travel at pre-selected 
pressure. Prevents 
costly spoilage, 
speeds assembling 
operations. Ideal for 

production line. 














natic 


ressure 
z, bend- 
-ressure 
econds. 
ring of 
accom- 
, Sturdy 
1 Excess 


Manual and Automatic 


AIRPAINTING EQUIPMENT 


PAASCHE WATER WASH BOOTHS 


Endorsed by the hundred—now in use in 
leading Industrial Plants 


Provides Maximum Fire Protection — Modern Healthful 
Working Conditions. 


Save time and cleaning costs with this modern self-cleaning 
water wash booth. When air is exhausted to the outside, it is 
clean and free of all solids or paint particles. Meets all re- 
quirements of the National Board of Fire Underwriters and 
other regulatory bodies. Made in sizes to fit your requirements. 
Prices quoted upon request. 


PAASCHE 
PORTABLE 
AIRPAINTING 
UNITS 





With Electric or 
Gasoline Motor 


These sturdy Aircompressor Units are designed for all around 
painiing, decorating and finishing. Many are used by contract 
painters, highway Ccepa:tments, p‘ant maintenance workers, 
etc, They cre quality built and offer unusual portability—you 
can depezd upon a Paasche Portable Unit for efficient perform- 
ance, 


RN 


One of Many Types 
F42-SLC Straight Line Conveyor Automatic Airccating Unit 
with water wash booth. Used for Airfinishing Wall Boards, 


Trays, and many other Flat Objects. Aircoating Capacity up 
to 28,090 sq. ft. per hour. 


PAASCHE AUTOMATIC 
AIRPAINTING UNITS 


There is a Paasche Automatic Industrial 
Airfinishing Unit designed to solve your 
fin‘'shing problem. It will pay you to con- 
sult with Paasche Airfinishing Engineers. 


VENTILATING UNITS 


Paasche Belt Driven Ventilat- 
ing Units are available with 
standard ball bearing motors 
or with explosion proof ball 
bearing motors. They are de- 
signed and constructed to pro- 
vide the maximum ventilation 
per horse power used. Six 
blade aluminum Aero type 
fan mounted on steel shaft is 

ted on double ball becr- 
ings, thus you are assured of 
efficient and smooth operation 
Prices quoted upon request. 
Meets state, fire and under- 
writers requirements. 


F1037 PRESSURE TANK 
AIRPAINTING UNIT 


For High Production Work. 





This compact unit is used ex- 
tensively for airpainting the 
interior and exterior of fac- 
tories, office buildings, hes- 
pitals, bridges, storage tanks 
and general plant mainte- 
nanc2 work. 


When You Sell Paasche Equipment 
YOU SELL S-A-T-I-S-F-A-C-T-I-O-N 


1915 DIVERSEY PARKWAY O seh Hirbrush ‘ CHICAGO 14, ILLINOIS 


kkk 43 YEARS AIRPAINTING EQUIPMENT PIONEERING kk* 
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ILLEYs 


GENERAL PURPOSE 
TUNGSTEN CARBIDE TOOLS 


Low in price! Increased production! Lower costs! 
Standard tools handle 90 per cent of your ma- 
chining requirements on cast iron, hard rubber, 
fibre, bakelite and tough alloy steels. Buy them 

by the box from your Mill Supply House. 





NEW DESIGN WILLEY’S 710 





MASONRY DRILLS For cutting tough alloy steels. Can 


be used to tip any of the tools in 
Stay sharp many times longer. Go Willey’s Catalog or to make special 
for weeks without sharpening. Use tools to your specifications. 

with portable drill or hand brace. 
Sizes from 3/16" to 2°. Should be MILL SUPPLY HOUSES 
in every maintenance man’s kit for _ f 
drilling concrete, brick, marble, tile, Only « fow tertertes yet open for 


“ standard and special cutting tools, 
— asbestos, etc. Fast, quiet, drills, reamers, grinders and dia- 


mond tools. Write or wire at once. 


WRITE FOR WILLEY’S CATALOG 30 ON COMPANY LETTERHEAD | 








WILLEY’S CARBIDE TOOL CO. 


44 


042 W. Vernor Higaway Detroit 1, Michigan 











Charles H. Barr guards 
the Heat Treating Furnaces . . . 


The tempering process is an important step 
in the manufacture of Ohlen-Bishop saws. 

* While our new and modern heat treating 
furnaces are automatic and electrically con- 
trolled, only men with long experience and 

e'training are assigned to their operation. 
‘Charles Barr is such a man. With Ohlen- 
Bishop for over 15 years, Charley takes 

@ great pride in the products he helps produce. 
One more reason you can depend on Ohlen- 
Bishop for the finest quality saws. 


OHLEN-BISHOP MFG. Co. 901 Ingleside Ave., Columbus, O. 
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NOMENCLATURE of a new ship 
ment just received at Poe Hardware 
Co., Greenville, S$. C. is checked by 
Buddy Poe and Bernum Ashley. 





Clifford B. Ives & Co. 


| Formed in Philadelphia 


Clifford B. Ives & Co., a new manu- 
facturer’s representative organization, 
has been established in Philadelphia. 
The company will be directed by Mr. 
Ives, who has had wide experience in 
the control and regulator field. 

Mr. Ives background of experience 
includes associations with the Fox- 
boro Co. as research and development 
engineer, and with Manning, Max- 
well & Moore, where he was actively 
engaged at various periods in engi- 
neering, sales and manufacturing. 

He resigned his position as chief 
engineer with a prominent control 
valve manufacture to organize his new 
company, which will be staffed with 
personnel thoroughly familiar with 
industrial process control. 


Riechman-Crosby Co. 


Promotes Barron To Sales 


Monroe Barron has been promoted 
to salesman for the Riechman-Crosby 
Co., Memphis, Tenn. 

Mr. Barron will cover the Southeast 
Missouri and Northeast Arkansas ter- 
ritory. He was in the office of the 
firm for the past two years. 


Industry Moves 
To West, South 


The migration of American indus- 
try, an old story, is rapidly reaching a 
new and dramatic climax. The West 
and South are the new centers, and 
they are gaining now even faster than 
they did during World War II. 

This is the conclusion of a survey 
recently released by the Economics 
Department of the McGraw-Hill Pub- 
lishing Company. 

“Migration, decentralization, relo- 
cation—call it what you will—has 
forged into top rank among current 





Let Morse grease the rails for your tough jobs too! 


Se-r-r-ee-ch! Railroad men know this noise 
means that expensive train wheels and rails are 
wearing away on curves. To prevent this wear, 
automatic greasers were installed to lubricate 
wheels and rails. Old-style ratchet type clutches 
were tried, but slipped or didn’t feed grease right. 
American Brake Shoe Company’s Ramapo Ajax 
Division solved this knotty problem... 


They now use Morse-Formsprag Clutches. The 
positive action of Morse-Formsprag Clutches is 
far superior in performance, dependability and 
service over the old ratchet type. M-F Clutches 
engage instantly; allow no back-slip; feed grease 
to every passing wheel. Other complex operations 
on your products may call for Morse-Rockford 
Friction Clutches... 





Morse clutches fill almost every need you can 
imagine. Can the sales and mechanical value of 
your own products be enhanced by using Morse 
clutches? Leading manufacturers of such items 
as construction equipment, cultivators, saws, 
pumps, lawn mowers and machine tools have 
bettered their products with Morse clutches. How 
about you? Do this now... 





Morse-Rockford 
Over-Center Small 


Morse Pullmore 
Friction Clutches 


Write for expert clutch engineering aid 
and consultation. For new ideas, send for 
clutch catalogs: Morse Formsprag Clutch 
Catalog, No. C€11-48; Morse Pullmore 
Clutch Catalog, C31-47; Morse-Rockford 
Clutch Catalog, SDOC. Address: Morse 
Chain Company, Department 218, 7601 
Central Avenue, Detroit 8, Michigan. 
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MORSE 


MECHANICAL 
POWER TRANSMISSION 
PRODUCTS 


MORSE CHAIN COMPANY ETROIT 8, MICHIGAN 








INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1948 











ALWAYS A DEMAND FOR THESE 


) : DRILLING avo TAPPING 
Etleo fw 


PRODUCTION BOOSTERS 
TAPPING ATTA 


Make a high 
tapper ° 

‘ekly mounted | 
5 wera press. 7 sizes for 


D 
FOOT - OPERATE 
TAPPING MACHINE 


ir-tri nsitive 
Has hair-trigger *° 

amass oon conteal friction a 
avaliable to em" automatic Ee eed 
~ sensitively coun in 
For full detail foot pedal. All the ober: 
BULLETIN el tor has to do is fe a 

— work ond sep oO 
edal. Unskilled operators 
- maintain prodyction 
rates up to 12,000 holes 


er hour. 
. r full ose 
LLET °. 
women operators. , ask for BU 
ends slipping “ ok, 
pene ee aes 
° ision © ; 
ptecoy ree hard service. q Grip is visible. — 
Hs sizes for No. : . % He ‘ proper mg for 
drills. Also inetd every iene ' 
table drills. tle 0 to -_ 
he “ror toll dotelle ‘ For full details 


TAP CHUCKS 


. 6 
esk for BULLETIN Ne. 6 ask for BULLETIN No 


Write for the Bulletins ond 
details of the Dealer set-up 


ETTCO TOOL Co. 600 Jehnson Ave., Brooklyn 6, HK. Y. 





Stainless 
Steel 


BOLTS 
SCREWS 
NUTS 
WASHERS 


" 


f 


{ 
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A Complete Line 
Available from Stock 


Stainless Steel 
fe) & a SCREWS NUTS 


Machine Machine Hexagon 
Carriage Cap Square 
Lag Wood Wing 


WASHERS RIVETS FITTINGS 
All Types All Types All Types 
Available also in Monel, Alumi- 


num, Everdur, Naval Bronze and 


Alloy Stéels 


A (ot <M o) d-) lobe To MM CoB 11) MED Zo) 
needs for “Specials”. Send your 
prints or specifications. 


Staidess 


SCREW & BOLT CORP. 
135 Church St., 
New York 7, N.Y. 
CO 7-0675 


w/ 





weirs HOF... 
ws NEWS... 


IT'S WORTH STOPPING TO SEE! 


Maybe Industry doesn’t maintain 

show windows on Fifth Avenue or State 
Street or Wilshire Boulevard like 
America’s great department stores. 

But your industry has a mighty effective 
show window ...and this is it... 

this magazine. In these advertising 

pages alert manufacturers show their 
wares. Here you will find 
up-to-the-minute news about products and 
services designed to help you do 

your job better, quicker, and cheaper. 

To be well-informed about the latest 
developments in your business, your industry... 
and to stay well-informed... 
read all the ads too. 


+ McGRAW-HILL PUBLICATIONS 


INDUSTRIAL. DISTRIBUTION: © SEPTEMBER, 1948 


| 











EMMERT 
UNIVERSAL VISE 


3 SIZES 
COVER ALL 
YOUR 
CUSTOMERS’ 
NEEDS 


Practically all classes of work handled in the 
pattern, woodworking, metal working and 
maintenance shops of your customers can be 
held securely and quickly within the capacities 
covered by the three size; in which the ‘EM- 
MERT’ is available. Furthermore, work can be 
easily adjusted to any pozition to suit the 
mechanic’s convenience, without removing the 
work from the vise. With only three sizes of 
the ‘EMMERT’ to cover all requirements, stock 
carrying is a minimum. 
Sizes: No. 1, 7”x18” 
jaws, opening 15”; 
No. 2. 5”x14” jaws, 
opening 12”; No. 3, 
32”x% jaws, open- 
ing 314”. 


Ask for full details. 


IMMEDIATE 
DELIVERY 


EMMERT MANUFACTURING Co. 


Waynesboro, Penn. 
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business problems and. developments,” 


the survey says. The steel industry’s | 
shift from basing point to f.o.b. pric- © 
ing stirred up a welter.of reports and | 
speculations regarding plant moves by ‘| 


both producers and consumers. 
“Migration also gets the spotlight in 


the current report of the National Se- | 
curity Resources Board, which is spear- | 


heading goverriment efforts to en- 
courage industrial security for national 
defense in an atomic age. 


“Meanwhile, the. migration of in- | 
dustry ‘has already stepped up- during | 
and after the war to the point where | 
it is redrawing the industrial map of | 


America.” 


Postwar Gain 


In the South and West, postwar | 
construction shatters the wartime rec- | 
ord, the survey reveals. “One half all | 
today’s new plants,” it says, “are going ‘| 


up in that area—which had only a 


little more than one-fourth all the | 


prewar plants. 


“The nation will have boosted its | 


factory capacity 50% in a dozen years, 
when current expansion is completed. 
The jump for the South and West, 
in a little over a decade, will be almost 


100%. The northeast regions have | 


gained only about one-third. In other 


words, putting one half the U.S.’s | 
overall 50% expansion of industry into | 


the South and West has made the 
‘new’ regions grow almost three times 
as fast as the old ones. 

“But migration is a slow process in 
its effect on regional distribution of all 
industry, old and new. The movement 
is almost glacial, more drift than shift. 
Even with half the war and postwar 


construction, the South and West will | 


gain only a seemingly small increase in 
the proportion of all U.S. factory 
workers. A dozen years of accelerated 
migration will raise their share of U. S. 
factory jobs from 28% to about 35%. 


“Tn addition, estimates of the West | 


and South shift are only rule-of-the- 


thumb guides. Each of the regions has | 
a different picture. Each industry | 


shows a different picture. 


“For one thing, migration and con- | 
struction are not synonymous. Where | 


new and better equipment has been 
put into old plants, there is no migra- 
tion. For another, where old plants are 


replaced by new ones in another area, | 
migration moves on the double: one | 


state gains as another loses. Some- 
times, migrating plants may even back- 
track on some move made earlier in 
the industry’s history. 


“The man whose job it is to supply | 
materials for new plants, can concen- | 


trate on the areas getting the bulk of 


the new plants. But if he’s supplying | 
established plants, the great part of | 


his everyday business will move in the 
old grooves. 





INDUSTRIAL DISTRIBUTORS 


are Making Money for themselves and 
Saving Money for their Customers with 


epsoll 
UNIONS 


Every industrial plant—every piping job in your 
territory is a prospect for Jefferson Unions—the 
Unions with the exclusive RECESSED BRASS 
SEAT. 


The fact that there’s a “Jefferson” for every 
piping job—45° and 90° Union Ells as well_as 
Union Tees—means that you can save your 
customers time, expense and materials on com- 
plicated piping installations because such jobs 
can be vastly simplified through the use of 
Jefferson Unions. 


The RECESSED BRASS SEAT 
—an important sales and 
performance feature 


This construction, exclusive with Jefferson, is a 
widely recognized and accepted means of assur- 
ing a drop tight joint with minimum wrench 
pressure, unrestricted flow and absolute protec- 
tion from displacement by screwed in pipe ends 
—advantages which can be quickly and con- 
vincingly demonstrated. 


Male - Female Union Tee 
All-Female Union Tee with with Union on the Outlet. 90° All-Female Elbow. 
Union: on the Run. Made Made also in All-Female Made also in Male-Female 
also in Male-Female type. type. type. 


Style “BY”, 3-part Flange Style “E”’, 2-part Flange Style “‘D”’, 2-part Flange 
Union for test pressures up Union for test pressures up Union for test pressures up 
to 6000 Ibs. to 4000 Ibs. 


JEFFERSON UNION CO. 


671 West 26th St., New York 1, N. Y. 


9 Green Street 49 Fletcher Ave., 
Lockport, N. Y. Lexington 73, Mass. 
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Want real speed? «ze 


YOU GET MORE SPEED with the Johnson 
because of its greater stability, the excep- 
tional rigidity of its three-point-supported, 
heavy bed, and equally vital, the vibra- 
tionless stiffness with which the saw is 
held to the work by its wide supporting 
guide rolls. All this simply means that the 
saw blade can be pushed harder, will last 
fonger, and will cut more accurately and 
closer to tolerance, which in turn means 
@ further saving in material and machin- 
ing time. 


Every important dimension in the machine 
is generous. Bandwheels, 16° diameter, 
give plenty of grip on the blade and cause 
mighty little twisting or bending stress. 
Wheel axles are extra-heavy, with large 
Guto-type roller bearings. Pivot bar is of 
extra large diameter. And the capacity of 
the machine, 10” high, 18” wide, covers 
_ about every cutting-off need for any 
shop. 


Made in two types—dry cutting for gen- 
eral work, wet cutting for high production. 
Casters for quick portability if desired. 


Big capacity—i0” x 18”—all you need—Auto- 
matic, hydraulic feed, quick adjustable from 
front of machine. Quick-setting vise, operated 
from front of machine. Stop for setting work, 
duplicating ength shutoff. Four motor 
speeds. Automatic shut-off at end of cut. 


JOHNSON 


Write now for 
the descriptive 
catalog, and the 
address of the | 
dealer nearest 
you who displays 
this machine. 


MANUFACTURING CORP. 
618 CHRYSLER 
NEW 


SiO G., 


YORK 17,08. oe. 











DURBIN-DURCO, 
PULLING TOOLS - WIRE STRETCHERS » ROPE HOISTS 


ae 


New! Improved! Reinforced! Guaranteed! 
DROP FORGED — MALLEABLE LOAD BINDERS 


PATENT PENDING 


MODEL DF2 for 1%” to 4” 
chain. Safe pulling test chain. Safe pul 
20” handle. 


16,000 lbs. 
Weight each 10 lbs. 


20,000 Ibs. 
Weight each 12 lbs. 











MODEL DF3 for “fi to 5%” 
ing test 

24,000 pounds. 22” handle 

Weight each 15 Ibs. 


MODELS DF1, DF2 and DF3 are rugged, safe Load Binders featuring Never Spread 
Mouth. An exclusive feature designed and developed by Durbin-Durco engineers. 


CERTIFIED MALLEABLE LOAD BINDERS —5 SIZES 


Equipped with 
Drop-Forged Hooks 








OURBIN-DOURCO INC. ST. LOUIS. MO. } 








Durbin-Durco Load Binders guar- 
antee safe performance at their 
yo ye pulling tests. Should a 
defect develop in any part, that 
part will be replaced without 
charge upon its return to us. 


Swivel... 4" chain yy m 
Swivels. 5” or %” chain.... 7 lbs. 
Swivels. .4%" or 44” chain... .10 lbs. 

STAR Swivels—'%", 44” or 5%” chain.14 lbs. 
LONE STAR Swivels. .4%4", 44” or 54” chain.17 lbs. 


WRITE FOR CATALOG 


DURBIN-DURCO., Inc. 


Specialists in Pulling Tools * Wire Stretchers * Rope Hoists 
6611 OLIVE ST. ROAD ST.LOUIS 5, MO 


DELTA No. 
DIXIE No. 
LONE 
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For 
PACKING 
wtth 
BACKING 
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Waen your customers ask for 
Linear Packings they know 
they are getting the best that 
precision engineering can pro- 
duce. Linear specializes in 
packing—a complete line that 
meets practically 100% of seal- 
ing problems encountered. In 
handling Linear you are as- 
sured of service, quality and 
profit. 


Assestos, flax, jute, sheet, 
gaskets, moulded fabric, semi- 
metallic, duck and rubber, and 
moulded synthetic rubber are 
only a few of the quality- 
controlled mechanical packings 
flowing daily from Linear’s fac- 
tories to meet the increased 
demands of industry. 


Linzar welcomes new busi- 
ness from old and new custo- 
mers alike. Our price basis will 
permit and encourage you to 
compete aggressively — with 
good profit to you. Our engi- 
neering experience and knowl- 
edge are at your disposal to 
aid in training your sales force. 


On standard types or hard-to- 
get items, let Linear serve your 
packing needs! 


PERFECTLY EN NEERE PACKIN 


LINEA 








® Double 
Ball Race 


® Molded-On 
Rubber Tires 


High pressure lubricating fittings. Grease retaining 
chambers, large diameter balls in upper outer races 
take load as well as side thrust. Races protected 
from dust and water by over-lapping lips on plate 
or hangers. Molded-on, easy rolling, heavy duty 
rubber tires to protect floors. We serve resale 
dealers and original equipment manufacturers. 


SPECIFICATIONS 
Caster Wheel Bolt Hole 

No Size Centers Height Capacity 
46SRE4 4x2 3x4 5% 180 Ibs. 
46SRE5 5x2 3x4 6% 250 
46RD6 6x2 4x54 8 310 
46RF6 6x2%4 44x52 83% 360 
46RG8 8x2!/o 5x65 10/2 530 


Buffalo CASTER 
& WHEEL CORP. 


187 Breckenridge St., Buffalo, N. Y. 





GALDOR 
sarc GRINDERS 


A Complete Line 
PRECISION BUILT 
Bench & Pedestal Types 


6" to 12" WHEELS 


Liberally Guaranteed 


CARBIDE TOOL GRINDER 


Typical of the Baldor line of pre- 
cision built grinders is this carbide 
tool ee. wered with a sturdy 
Baldor % ball bearing motor. 
Motor is ausinls to Sone both 
right and left angle tools. 6’ Silicon 
— wheels; adjustable “ea rest 
les. 


BALDOR LOC TRIG Na pre bh 
4364 Duncan t. Louis 10, Mo. 


BALDOR GRINDERS 
build ly Motor Snecialisus 





PIPE SIZES 
Yo in.to 2in. 


The famous Type "E"...so popular in the }", 3" and 

i" pipe sizes, is now complete with 1}", 1" and 2" 
pipe sizes. Its ALL-BRONZE cousTaucTiON and 
screwed-in seats, as well as Hycar seat washers and 
Neoprene diaphragm, mean a LONG LIFE of TROUBLE- 
FREE service on those big jobs you put in. 


Sold ONLY through plumbing Wit w your free copy of our new 


and heating wholesalers. See (948 Catalog for complete details on 
them. ... Ask for.... CASH-ACME Products. 


CASHLACME Automatic Valves... 


A.W.CASH VALVE MANUFACTURING CORPORATION 
6614 EAST WABASH AVENUE DECATUR, ILLINOIS, U. S. A. 


COLLMER 














GRINDING WHEEL DRESSERS AND CUTTERS 


Recommend their regular use 
for complete grinding wheel 


efficiency OR ct 


good advice ... to dress grinding wheels REGULARLY to 
remove impregnated metals and to true them REGULARLY 
to square off face and remove nicks. Then sell them the 
proper equipment to do a first rate job—COLLMER Grinding 
Wheel Dressers and Cutters. We have already sold millions 
all over the country and there is always a steady demand— 
send for booklet which gives types, sizes, and all important 
fac's. We can make prompt deliveries. 


710 


Collmer Ultra-Thin 
Pipe Cutter Wheel 


Cotimer Dresser Ne. 3 
Est. 1890 


COLLMER BROS, sour sewn 4, 1NoaNA 
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Yost Swivel 
Base Machin- 
ists’ Vise 


Every Shop Has Use For The 


YOST ALL-PURPOSE VISE 





MEADVILLE 


Yost Station- 
ary Base 
Machinists’ 
Vise 


Yost Drill 
Press Vise 


Also avail- 
able, Hinge 
Pipe Vises 

The YOST All- 
Purpose Vise fea- 








SWivel] ml 
» renewable 


back jaws and an 
anvil for ham- ~ 
mering. Applica- 
ble for a wide 
variety of uses. 


A complete line 
of vises for the 
distributor, 





MANUFACTURING 
COMPANY 


PENNA. 


EST. 1907 











PROFIT TEAM 
IN POWER DRILLS 


Get EXTRA SALES with 
CUMMINS 1 and '/, inch drills 
The Cummins Profit Team of Elec- 
tric Drills has absolutely everything 
that gets more sales .. . and profits 
for you. Cummins Drills are packed 

with selling features. 

BIGGEST DOLLAR VALUE — The Cum- 
mins Drill looks, feels, acts and does 
the job like drills costing many dol- 
lars more. 


MODERN DESIGN — Incorporates all 
the features most wanted by men 


who know and use fine drills. CUMMINS %” DRILL-~-MODEL 130 
EQUIPPED WITH JACOBS GEARED CHUCK 


Model 110 — Equipped with Jacobs 


PERPETUAL GUARANTEE — Assures a 
lifetime of satisfactory performance 
to every Cummins Drill owner. 
For complete information about the 
entire Cummins Profit Line, mail 
coupon TODAY. 


Model 120 — Equipped with K 


$209 


Hex Key Chuck — List Price $18.95 


eyless 
Chuck — List Price $17.95 


F 
| 
3 { 
ad 


MORE THAN 60 YEARS OF PRECISION MANUFACTURING 


MODEL 100 
DRILL STAND 


Converts any Cum- 
mins \%4 inch drill 
into handy drill 
Press. Drills to cen- 
ter of 744 inch cir- 


‘CUMMINS PORTABLE TOOLS 1D-9 
Div. of Cummins Business Machines Corp. 
4764 Ravenswood Avenue, Chicago 40, Illinois, U. S. A. 


Please send me additional details on: 
(C]Cummins Y" Drill GCummins 4” Drill [DrillSeand 





cle. Max. base to 
chuck 7144”. 











LIST PRICE $11.45. - 
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Jacks . . props .. shores . . 
horses . . why fool with these 
= 4 te thad of kh Ali g 
reels? DO IT THE MODERN, 
EFFICIENT WAY! Reel or 
unreel wire, cable, rope with 





Simple, strong, eas- 
ily handled stand 
for your reels fo 
save time and labor. 
Sp Adjustable slots for 
variety of reel sizes, 


Style A: 2,000 Ibs. cap. 37.50 


Style B: 4,000 Ibs. cap. 75.00 
f.o.b. Cincinnati 


WRITE FOR DETAILS TODAY 


LL-A-REEL 


WEST FOURTH STREET 
CINNATI 2, OHIO 























.»» Use the NEW Hollow Ground 
CHICAGO Dado Heads 


The new superior quality Chicago Dado 
Head Sets . . . for perfection in pro- 
duction. Hollow Ground from teeth to 
hub for cleaner, sharper grooving without 
binding. Fillers swaged for longer serv- 
ice, easy sharpening .. . require no set- 
ting. Any width of groove can be cut 
with or across the grain by proper com- 
bination of saws and fillers. Get the 
best—send for bulletin 107 describing the 
complete line of circular and band saws. 


CHICAGO SAW WORKS 


5030 S. Wentworth Ave., Chicago 9, til 











Auto Business An Example 


“The auto business provides a crys- 
tal-clear example. Los Angeles expects 
soon to rank second among the na- 
tion’s auto-assemblying centers. Ford, 
General Motors and other makers are 
opening big new “ere there and are 
driving hard to en 
suppliers in the area. 

“But Detroit will still be the un- 
disputed leader. In 1939, 83%: of the 


ist hundreds of new * 





auto industry jobs were located in the | 


Great Lake States, centering on De- 


troit. And it’s an odds-on bet that the | 
Census in 1949 will show that sec- | 


tion’s share is still close to 80%. 
“Two ‘yardsticks’ provide an overall 


| 


view and close-up measurements where | 
they are needed. One is the money | 


spent for new plant construction. It 


shows that the wave of migration that | 
began before the war is in full swing | 


and still far from complete. During 
the war—1939 to 1945—almost 10 
billion dollars of private and public 


funds were spent for plant construc- | 


tion. 


i “By comparison, postwar construc- 


tion totals only about one half as 
much, close to $5 billion. But many 
wartime plants cannot or will not be 
converted to civilian use. And postwar 
expansion still has at least one year 
to run. It’s probably fair to say that 
postwar expansion, when complete, 





will add almost as much permanent | 
new capacity as did wartime building. | 

“The -second migration ‘yardstick’ | 
is employment. The last full industrial | 


census, 1939, provides one benchmark. 


A second is an analysis by McGraw- | 
Hill of Bureau of Labor Statistics fig- | 
ures on postwar factory jobs in 20 in- | 
dustries in the 48 states. These em- | 
ployment figures show a shift of 3%, | 
in the shares of total U.S. factory | 
jobs from the Northeast to the South | 


and West. 


“That 3% figure actually reflects 
only the wartime shift because few | 
new plants begun after V-J Day could | 


have been completed and fully operat- | 
ing by the start of 1947. On that basis, | 


the shift in employment during the | 


war years checks the estimate based on | 
construction figures which shows a | 


| 


shift for the complete war and postwar | 


migration of 6% to 7%. 


Emphasis On Migration 


“A striking fact emerging from a | 


look behind the overall figures is this: 


industry’s movement from big cities | 
to small is not as great as are the shifts | 


among regions. ‘The emphasis is on 
migration, not decentralization to 
small towns. 

“Big cities have gained 45% since 
1939 in the number of factory jobs 
they have. The rest of the country has 
gained 50%. These ‘big cities’ are the 





The Line of 
DISTRIBUTORS PREFERENCE 
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JACKMANCO 


_ JACKSON MANUFACTURING CO. 


R€c.u.5. PAT. 


JACKSON DESIGNS 
FOR DURABILITY SO 
DISTRIBUTORS CAN 
SATISFY USERS... 


The very nature of 
‘Jackmanco’ products sug- 
gests hard service. ‘Wheel 
barrows, drag scrapers, and 
concrete carts are not items 
of equipment which are 
carefully handled in the 
field. They must be ‘tough’ 
because they are roughly 
used. 

‘Jackson’s seventy - two 
years experience in build- 
ing this type of equipment 
has dictated the kinds of 
materials to use and the 
way to use them so that 
these products will stand 
the gaff. Regardless of the 
kind of service, users de- 
mand maximum perform- 
ance. The fact that users 
call for ‘Jackmanco’ equip- 
ment is well known by 
Jackson Distributors. 


Established 1876 


HARRISBURG, PA. 


BARROWS. .CONCRETE CARTS 
..DRAG SCRAPERS. .MORTAR 
PANS .. MORTAR MIXING 
BOXES SALAMANDERS 
LAWN ROLLERS 
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CALDER DRESSERS and CUTTERS 


A Dresser Size for Every Job 


SOLD ONLY THRU DISTRIBUTORS 


® Tool Steel Cutters 

® Dresser has Right and Left 
hardened Threaded Bushings 
® Extra Dresser Weight 


Easy to Sell... 


| Everyone Likes Them 
Also a Fine Line of Guaranteed 
Diamond Dressing Tools 


CALDER MANUFACTURING COMPANY 


LANCASTER, PA. 


NEW 


JUSTRITE 
FLEXIBLE HOSE 
ATTACHMENT 


The new Justrite flexible metal 

pouring hose fits all models 

of Justrite safety cans of 2 gal. 

and larger capacity made since Converts any 
November, 1945... gives an JUSTRITE SAFETY CAN 
added measure of safety and siieerevnngiignameel 
convenience in pouring flam- info a 

mable liquids ... makes these FLEXIBLE SPOUT CAN 
cans even more usuable. 

The attachment is easily bolted on or removed. Hose may be 
turned to any convenient position for easy pouring... it’s rigid 
enough to remain there. The new Justrite flexible hose attachment 
lists at $1.98. Every user of Justrite safety cans will want several now! 


‘JUSTRITE MANUFACTURING COMPANY 


2063 N. Southport Ave. Dept. A-1 Chicago 14, Ill. 
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Ie SUSINESS / 


Manufacturers use the, 
advertising pages in 

this magazine to get news 
about their products 

or services to you... 
quickly and effectively. 
Their advertisements 
contain information 
designed to help you do 
your job better, quicker, 
and cheaper, which is just 
as newsworthy as the 
editorial columns. 

To be well-informed about 
the latest developments 
in your business, 

your industry,..and 

to stay well-informed... 
read all the ads too. 


McGRAW-HILL 
PUBLICATIONS 





are easy 


OO) WHEN YOU SELL 


LONGER 
COMPRESSOR LIFE 


TAPPERS 


HERE’S WHAT MAKES THEM SELL! 


@ Widest range—takes 
to %”. 

@.Torque Control—may be adjusted to 
protect any size tap. This assures 
safe bottom hole tapping in any mate- 
rial. 

@ Spring Clutch Drive eliminates slip- 
page and wear—provides smooth, 





taps from #0 


You'll get more sales—easier—when you 


sell COMMANDER Tappers because they 
have everything your customers want. 
Speed, sensitivity and stamina, plus a 
wide range (#0 to %”) makes the 
COMMANDER the easiest selling tapping 
tool on the market today. 


quiet, positive operation. 

@ Compactly built, Affords maximum 
visibility of tapping operation. 

@ FURNISHED TO FIT ANY DRILL 
PRESS. 


The performance of every COMMANDER 
you sell will bring repeat orders. That's 
good business. 
Write for information about handling the Com- 
mander Tapper in your territory. 


Product of Commander 











COMMANDER MANUFACTURING CO. 
4217 W. Kinzie Street, Chicago 24, Illinois 


Builder of the Walti-Drkl 


THE UNIVERSAL 
TYPE COUPLING 
with the 
“SAFETY-LOCKING” 
Feature 





LE-HI's leak-proof seal cuts costly air 
losses that keep equipment working 
“overtime.” Use LE-HI Series 150-B 
Universals on your air lines. See how 
they reduce wear and tear on your 
compressors, how they deliver more 
power to the job. 


CONSUMER 


Remember, only Series 150-B offers 
you "SAFETY-LOCKING,” the patented, 
built-in safety device that positively 
prevents accidental uncoupling. Easy 
to use. Nothing to lose or get out 
of order. 


For over thirty years, machinists have relied on De-Sta-Co long-life steel 
spnents and Shims for milling, slitting and gang-saw set-ups and for 
shimming gears and bearings. Dealers are capitalizing on the value of 
this name synonymous with quality. They kvow that plenty of satis- 
faction goes along in every De-Sta-Co Precision Package. 


De-Sta-Co Spacers are packaged in standard sizes from %" to 4” hole 
diameters, up to 5%" O.D., thicknesses from .001”" to .125”, all with key- 
way. Shims are stamped and coined to commercial tolerances in the same 
sizes, without keyway. Spacers packed in handy plastic kits of 19 grad- 
uated decimal thicknesses; they’re safe to stock, preferred in the shop. 


Sold only through leading distrib- 
utors and rubber monufacturers. 


"LE-H ad MAKES 


Send for 
the LE-HI 
Catalog. 





Special spacers—thicknesses greater than 


-125°—available in popular sizes, machined 
bar stock, hardened and ground, with stand- 
ard keyways and thickness identification. 

~ Write for catalog and price list, 





There’s the same preference for De- 
Sta-Co Shim Stock and Feeler Stock. 
They're Precision Packages, too. 
Don’t Delay. Write Today. 








DETROIT STAMPING COMPANY 


332 Midland Ave 


Detroit 3, Mich. 





A G00D CONNECTION 





HOSE ACCESSORIES 
COMPANY 


2714 North 17th Street 2 pt 
Philadelphia 32, Penna. _ 4 LOSE 


Branch Warehouse StocksinChi- | H! 
cago, Houston and Los Angeles COUPLINGS 
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EASIER 
STRONGER 


- Never before have so many basic-improve-. . 
ments been introduced at one time. The 
15 new features of Porter Cutters set 
absolutely new standards of cutting 
ease, strength and performance. They 
are an engineering triumph not only 
in design, but also in quality. 

Consider just two features: 7 
(1) Curved toe-in handles de- & 
crease armspread 10% to 20%. 
Wrists are straighter. (2) / * 
Handle grips are curved and i | 
broader — palm-fit grip 
reduces fatigue. This 
means arms, wrists and 
hands are in the proper 
position for the easy 
application of maximum 
cutting power—an easier 
pull, a stronger pull. 


IS THE PROFIT 


PORTERS 


NEW EASY POWER 


HK, PORTER, INC., 


17 Foley St., Somerville, Mass, 








Q. 
NEED SOLDER? 


A. 
BUY GARDINER! 


Solder the easy way — no fuss, no 
muss. Use Federated Gardiner Brand 
ACID CORE SOLDER... the flux is in 
the solder. For automotive and 
general work. Comes in all commer- 
cial sizes and quantities. 


METALS DIVISION 


AMERICAN SMELTING 
AND 
REFINING COMPANY 


WHITING, INDIANA (CHICAGO) || 











HAMMERING AND 
VIBRATION IN YOUR 
BOILER FEED LINES! 


Specify CATAWISSA SINGLE UNION 
SPRING CONTROLLED CHECK VALVES! 


full view @H ® Positive 


® Eliminate hammering 
Seating! 


and vibration! 


® Eliminate additional 
union and nipple! 


® Easy access 
to all parts! 





For boiler feed lines and other applica- 
tions requiring maximum depend- 
ability! 

— RECOMMENDED FOR — 


400-lbs. Working Steam Pressure 
800-lbs. Pressure AOWG to 150° F. 


er Tested to 2000-lbs. 
; Non-Shock Hydrostatic Pressure 


PET sami 











a , me See your industrial supply distributor or 


ing gee Rll: WRITE DIRECT FOR BULLETIN 10-A 


CATAWISSA VALVE & FITTINGS CO. 
Lt cutaway view > 300 mill St. + CATAWISSA, PENNSYLVANIA | 


I LL 
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Celebrating Qur 25th Anniversary 


in Our New Home 


BOLTS e NUTS 
SCREWS e RIVETS 
THREADED PRODUCTS 
SCREW MACHINE PARTS 
All Types and Sizes 
Made in All Materials 
Send Us Your Samples and Blue Prints 


IMMEDIATE DELIVERY 
ON EMERGENCY ORDERS 


Catalog on request 


125 Church St.. New York 7. N. Y. 
WO 4.4600 








20 industrial centers of the nation, 
those with more than 100,000 postwar 
factory employees. Their share of the 
U:S.’s total factory employment, al- 
most one-half before the war,. has 
slipped by only 1%. 

“The most striking findings, when 
you look behind the totals measuring 
migration are the regional gains and 
losses. 

“The Far West has gained most 
spectacularly. The Southwest, similar- 
ly, has gained in 15 industries of 20. 

New England has had the sharpest 
losses. The Middle Atlantic States are 
overall losers, the Farm West States 
consistent gainers. 


Character More General 


“Migration,” according to the 
McGraw-Hill survey, “is not only mov- 
ing faster and faster—but its character 
is becoming more general. 

“Migration today is no single indus- 
try or single region affair. Of 20 indi- 
vidual industries analyzed by BLS, the 
South and West increased their shares 
in 19 over the war years. In 13 of 
them, the gain was a medium 2% to 
5%, in three it was less than 2%, in 
three, more than 5%. In other words, 
the four regions in the South and 
West—the Southeast and Southwest, 
the Farm West and Far West—each 
gained in 15 to 18 of the 20 industries 
and each of the northeast regions lost 
in almost all lines,” 

Pointing out that behind the broad- 
ened sweep of migration are the forces 
that promoted earlier moves—and im- 
portant new ones—the McGraw-Hill 
survey cites among top new factors, 
government action. 

“Development of TVA and Bonne- 
‘lle power, for example, laid the 
groundwork for new aluminum and 
chemical plants,” it points out. “Put- 
ting defense plants into new centers 
not only changed the industrial map 
in wartime, but gave impetus to new 
growth. Postwar reductions in differen- 
tials between rail freight rates in the 
East and those in the South and West 
added new incentives. The Supreme 
Court’s decision on the basing point 
system in setting prices has accelerated 
a 10-year-old trend away from it in 
industry. With other factors, it in- 
creases the seaboard’s chances of get- 
ting new steel plants. 


Consumer Markets Changed 


“More important than government 
action is the great change in consumer 
markets. The regions of the South and 
West have increased their shares of 
U.S. incomes from 38 to 44% since 
1939. That increase is much larger 
than the regions’ wartime gain—from 
28 to 31%—in their share of the na- 
tion’s industry. So the West and South 
came out of the war with less indus- 











FOR INDUSTRIAL DISTRIBUTORS 


The hall mark of distinction, 


VIN 
CUNED-BUILT indication of a catalog well 
—— 


made. 


See that your next catalog is a distinctive 


Catalog. Let your next catalogbe GUNEO-BUILT 


The acquisition of a well made catalog dur- 
ing times of uncertainty is a perfect hedge 
against future fluctuations, up or down, in 


business. 





swe WC CONSIN skin 
CUNEO PRESS /uic. 


SINCE 1847 
239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 


CHICAGO @ PHILADELPHIA @ NEW YORK @ SAN FRANCISCO 
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.... +» WITH ELECTRIC POWER 





Sizes from 1%” to 10’—Capacities from 3000 
PAINTMARX it to 200,000 gallons per hour—for stationary or 
; semi-permanent installations in the oil fields, 
for permanency ye, in mines, mills, factories and processing plants. 


On any surface 


Metal 
Wood 
Glass 
Rubber 
Leather 





Use Write for performance data and 
complete details about our Distribu- 
tor Plan. CMC Dual Prime features 
wherever a will boost your pump sales and 


durable mark profits. 


is indicated. CONSTRUCTION MACHINERY COMPANY 
@ Weatherproof WATERLOO, IOWA 
@ Will not rub off 


Paintmarx 


Len ces cee es eee ES SUSE SS RE SS SS SS Ss 











© Eany to use WATIONALLY 

@ Big, husky sticks | ACCEPTES 

@ QOut-modes messy | 
paint pots 








|| The st | 
- HUOT Drill Index 


There’s profit in selling this case for 
drills your customers have on hand, 
Helps sell a drill assortment too. It’s 
a handy drill stand and indexed con- Grovnd 
tainer made in 11 sizes. Compact— rs 


p vith Bu 
eatek OF’ ' convenient—orderly. Mechanics, elec- 
5ts tricians, die makers, trade schools— 
, pr Pe | all are prospects for this efficient 
Sold through Leading Jobbers system of keeping drills handy for | 





instant use. Circulars and catalog 


Send for FREE Industrial Crayon Guide pages available. 2 utp. 0 
Dept. ML-37 quae FOR 
| Corners M.A Ine. 


rs 
| 551N. Wheeler St. Paul 4, Minn. , Davenport, lowo, U.S.A. 
INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1948 

















Oe, cans cone cana acu eekly ‘ivy tip cy: mm ip eouen ten cis came ee es ce a ey es es ee ee ee ey 








THE ENTIRE SALES ORGANIZATION of Briggs-Weaver Machinery Co. of 
Dallas, Texas, was on hand to celebrate the company’s signing up for the complete 
hoist line of The Yale & Towne Mfg. Co., Philadelphia division. Among those 
present, in addition to the 50 Briggs-Weaver men in attendance, were Arch James, 
Lee Jones and Harry F. Rose, all of Yale & Towne, who helped to conduct the 


round table discussions. 





Mississippi Distributors 
Expand Territory 


The Great Southern Machinery & 
Supply Co., Gulfport, Miss., has 
marked its first year in business by ex- 
panding its territory to serve part of 
Texas, Louisiana, Mississippi and Ala- 
bama, with four outside + ah The 
firm specializes in heavy machinery and 
supplies for the woodworking industry, 
planing mills and saw mills. 

The owners are E. H. Barrios, who 
was with Woodward-Wight Co. of 
New Orleans for 27 years, and Stephen 
D. McNair, who was with the New 
Orleans firm for 13 years. 

The new firm has 3200 sq. ft. of 
floor space and plans for the coming 
year include remodeling for window 
displays and exhibit space. 


Parker Appliance 
Buys New Plant 


The purchase of the Los Angeles 
plant of Air Associates, Inc. of Teter- 
boro, N. J. by the Parker Appliance 
Co. will just about double Parker’s 
manufacturing facilities for its Pacific 
Division. The consideration was un- 
derstood to be in excess of $300,000. 

The streamlined, single story build- 
ing, completed late in 1941, is of brick 
and steel construction and covers ap- 
proximately 42,000 sq. ft. of a five-acre 
plot having a 375 ft. frontage on Cen- 
tury Boulevard in the industrial dis- 
trict adjacent to the Los Angeles Mu- 
nicipal Airport (Mines Field) and 
close to the plant of Douglas Aircraft 
and North American Aviation. 

H. E. Schroeder, Pacific Division 
manager for Parker, will continue as 
head of the company’s expanded oper- 


ations, which will include the manu- | 
facture of the company’s new gate | 
valve and new high pressure check | 
valves as well as increased production 
of flared tube couplings and aircraft 
valves. 

The acquisition of larger plant quar- | 
ters in Los Angeles is part of a long- 
range program to provide better, | 
speedier service for Parker customers | 
in the industrial communities of the 
West Coast. 


Electric Steel Foundry 
Promotes McQuaid 


Joe E. —s has been appointed 
manager of the Seattle office of the 
Electric Steel Foundry Co. Formerly, 
he was in charge of the sales order | 
department at the home office in Port- 
land, Ore. 

Mr. — had been in the San 
Francisco office of the company for a 
year and a half. At Seattle, he replaced 
Joe Blake, now manager of the Los 
Angeles office. 


Joe McOuaid 





GOOD 
RY 7447) 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly . .. safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
Good repeat item. 


NOLAN PULLER JACK AND 
LOAD BINDER 


(formerly Anchor Puller Jack) 
Used in industrial machinery and 
plants, construc- other heavy arti- 
tion work, quar- cles, Two types: 
ries, mines and oil 
fields for moving 


3 ton (5 ton with sheave block), 15 ft. load 
chain, 31/4 ft. tail chain with release block. 
¥% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


(formerly Anchor Gear Puller) 





Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


(formerly LOCKING CAM 

Anchor Rerailers) 
Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 
dustries are big 
users. 


NOLAN TRACK BRACES 
(formerly Anchor Track Braces) 


Holds railway tracks 
to desired gauge 
where service is 
severe. Can 

be used ‘ 
again and ¢.=2— 
againfor _ 

quick, » 

easy, low 

cost repairs. 


All Nolan products are 

carefully made of the highest grade ma- 
terials. Orders are handted promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


(Formerly The Mining Safety Device Co.) 
8 PENNSYLVANIA STREET * BOWERSTON, OHIO 
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Every Metal Working Plant 


a Prospect— 


Making big savings for machine shops - sheet metal fabricators - 
electrical contractors - foundries and other plants which cut rods - bars 
- angles - channels or any kind of metal to lengths. Fast - accurate - 
moderate in cost. Customers are awaiting to be sold. 


METAL CUTTING COSTS 


Write for 
Dealer Discounts 


PEACHY A “shes: . 


viele 


“oi, ©, 


A700 


eprsssd 


Manufactured by 
MACHINE 
TOOL DIVISION 
8 


KALAMAZOO TANK 
& SILO COMPANY 
Kalamazoo, Michigan 











OPENS AT A FLICK OF A FINGER—ADJUSTS IN HALF THE TIME 


Now you can offer your industrial customers a new 
kind of vise pliers with sales features unmatched 
by any similar hand tool. Only the new GRIPSO 
Vise Pliers has (1) unique FINGER TIP RE- 
LEASE that unlocks pliers instantly without bang- 
ing knuckles. (2) DOUBLE ACTING ADJUST- 
ING SCREW that employs both right and left 
hand threads to cut adjusting time in half. (3) 
NEW TYPE JAW CONSTRUCTION—curved 
lower jaw working against flat upper jaw doubles 





A NEW KIND 
OF 
VISE PLIERS 


| 
| 


PRODUCTS NEEDED BY EVERY 
FACTORY YOU SERVE 


Red Rockena 


—for easy one-man 
tilting and draining of 
heavy drums and bar- 
rels. Made in three 
sizes, 14”-18"- 
24” above 
floor —avail- 
able with 
or without 
wheels. A 
very popular 
piece of 
equipment, 
thousands 
now in use. 


—balanced for easy 
handling of heavy 
loads, 6” diameter 


| metal or rubber 
| wheels. Streamlined 


tubular 
frame, 
welded 
construc. 
tion for 


| maximum 


strength. 


| Every plant 





resistance to slipping and side twist. Combine all 


Gripso features and you have an all-purpose 5-in-1 
hand tool completely operated with one band and 
quickly adaptable for all-around shop use as a 
PLIERS, HAND VISE, NUT WRENCH, CLAMP 
and PIPE WRENCH. 


If you are interested in volume vise plier sales 
GRIPSO has the features that will give them to 
you profitably. 


RETURN THIS COUPON FOR COMPLETE INFORMATION AND PRICES. 


can use 
Economy 
Shovel 
Trucks. 


CARBOY 
TILTERS 


—simple and safe 
for one man to 
operate. Lifts car- 
boy from floor 
with easy rocking 
action, pours by 
tilting on center 
pivot. Equipped 
with wheels for 
moving about. 


Write for selling prices and 
distributor discounts 


2651 W. Van Buren St. 
Chicago 12, Ill. 


Established 1907 


A PRODUCT OF H. R. BASFORD CO. DEPT. “‘K"', 235 - 15th STREET SAN FRANCISCO, CALIFORNIA 
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trial capacity, relative to their consum- 
ing markets, than they had when war 
began. The Far West States saw their 
populations grow spectacularly, of 
course. But even more important, was 
a healthy gain in per capita income in 
the other regions of the South and 
West. In order by the size of increases 
in income, the regions rank this way: 
Far West, Southeast, Southwest, Farm 
West, Great Lakes, Middle Atlantic, 
New England. 

“Differentials in costs between the 
regions have changed, but much less 
abruptly. The Interstate Commerce 
Commission has boosted freight rates 
since before the war by 12% more for 
Eastern than for Southern or Western 
manufacturers in many lines. 

“Wage differentials, on the other 
hand, show no such narrowing. Bureau 
of Labor Statistics studies show little 
change in average wage differences over 
the last 15 years. The Far West still 
runs some 15% above, and the South 
some 15% below par for the North- 
east and Middle West. Detailed 
studies, however, show some southern 
industries paying above, and others 
below, the national average—with the 
differentials shrinking as each low-pay 
or high-pay industry grows. The big- 
gest boon for the fast-growing regions, 
in labor matters, has probably come 
from the wartime training that built 
up skilled, efficient labor forces and so 
reduced relative costs. 

“In years ahead, a new emphasis 
may be given migration and decentral- 
ization as the U.S. prepares against 
the possibility of atomic warfare. 

“But even without that incentive, it 
is easy to predict that the new, more 
general migration, feeding on itself, 
will forge ahead for some years to 
come. Industry is marching with a new 
momentum.” 








AMES SMOWREOMS _kcAlrnsc Mite Supptyinc 














“He took a course in Public Speaking. 
Now he can’t say a word without those 
props.” 


Build your fastener sales 
with Brighton Socket Screw 
Products. 


These Premium Products put bigger 
profits in your pocket. Compare 
your profits on top-quality Brigh- 
ton Socket Screw Products with 


those earned on ordinary fasteners. 


And, remember, these Premium 
Products produce plenty of repeat 
business. 


Brighton’s stocks are large, com- 
plete and centrally located for 
prompt, efficient service to you 
and your customers. 


100% dealer cooperation policy. 
Plenty of hard-hitting selling aids. 
An authorized distributorship may 
be available in your locality. Check 
this opportunity today. 


{B-RIGHT-ON }! 


SOCKET 
SCREW 
PRODUCTS 


BRIGHTON SCREW & MFG. CO. 


1827 Reading Rd. 
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* 7 WITH THE FAMOUS 
IT's EASY TO SeLL BLU lla lel gi aa Ma 


The milled bodies, accurate dimen- 
sions and fine finish of Ottemiller 
Milled Screw Machine Products have 
been recognized and demanded by 
users for over 40 years. 

Distributors can profit by filling 
Industry’s insistence on Ottemiller 
Precision Products. 

The Ottemiller line is complete... 
in steel, brass and other alloys... 1 
any commercial thread. 





CAP SCREWS * SET SCREWS 
MILLED STUDS * COUPLING BO:TS 


PRECISION MILLEO 
BY OTTEMILLER 


WILLIAM H. 
type pumps. Fask for bulletin 401. 


Onder from your Jobber 
YORK, PENNA. 2 RDEV ET TS 


FORT WAYNE 1, INDIANA 








HERE’S an ITEM a aw HEADQUARTERS | The Latest News of Science 
inaClass by Itself a<_ 2) MEU). FOR— _NowYours in One Big Magazine! 


| Now at last you can keep up with the new 
<jBEtr, H  Seemgne _ sang noe ny reap that 
pane =: eet | ect you and your industry. Every month 
"meaner Science Illustrated is filled with new ad- 
ane vances in vital fields...Electricity, Con- 
tail pulley on ag a struction, Aviation, Atomic Energy, Radio, 
conveyer —_ : Synthetics, Mining, Chemistry, Electronics, 
Home Appliances, etc. 
Science Illustrated shows you new products 
and designs and explains why, and 
how they were made. Every monthly issue 
Distributors sell- is packed with 30 complete, authentic arti- 
ing “BELT-SAV- cles and 140 photographs, diagrams, 
ER” Pulleys know ORDER NOW AND SAVE $4! 
by actual expe- REEDS You can order 36 big issues of Science Illus- 
rience that they Re ek. oe eo full years) ry a $5! This 
: : special rate saves you $4 over the one-year 
meth my PULLEYS price. We'll start your subscription with the 


vice to their customers. By replacing ordinary pul- ne cg hy on the press—if you order 
leys with “BELT-SAVER” on conveyors and buck- 

et elevators carrying hard or abrasive materials, _MAIL THIS ORDER FORM TODAY! 
conveyor belt life has been tremendously increased. POS i: Seience Illustrated 1.D.-9-48 

Case after case is on record and open to complete, ! Ape 42nd Street, “~ - ? N.Y. 
careful investigation showing actual improved belt ; et see ee Se See ay al 
life increases of from 25 to 40%. Continued repeat mgt ee ae er ee 
orders from distributors prove that “BELT-SAVER” o1 | poster 2 yrs. at $4 (Saves me $2 compared with 
is in a class by itself. Full details on request. I ah Fg ang at $5 (Saves me $4) 

I prefer 1 yr. at $3 


SPROUT-WALDRON & CO. =I zo 


Sateen 
MUNCY, PA. 


Manufacturing Engineers Since 1866 res OM-SALEAY Atk Neu Ser nes 














| City. 








8 i a 
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. ‘u' . Flan. 
Leather Leather 


‘NOTHING TAKES THE 
PLACE OF Leather! 


EXCELSIOR LEATHER WASHER MFG. CO. 


ROCKFORD, ILLINOIS 
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A TOUGH 
BABY! 


-but a friend of every 
industrial distributor 


@ Year in and year out, for 

thirty years, industrial distrib- 

utors have been selling Alligator 

Steel Belt Lacing. It has been a sound, substantial 
item with a turnover that in the case of many dis- 
tributors has been truly remarkable. 

Since it is a type of business that often just auto- 
matically flows from the industrial plants and shops, 
we believe that many distributors are overlooking 
some additional easy profits on Alligator in their 
territories. Why not make a quick check-up on some 
of the plants in your section and find out what 
sizes of Alligator are needed and then check your 
own stock to see whether you could handle any 
emergency belt lacing job that might come up. 

Some distributors carry special lengths as a ser- 
vice to important customers. In other instances the 
plants stock the special lengths and the distributor 
checks up occasionally to see that the stock is suf- 
ficient to cover emergency needs. 


Where the sale of Alligator steel lacing is placed 
on a service basis it shows up on the profit side 
of the ledger a lot sooner than you might expect. 

FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago 


ALLIGATOR 








Industrial plant 
men like ALLIGATOR 
steel lacing because: 


Without any fuss or monke 
business it can be put on wit 
a hammer and it drives straight. 
It will handle the lacing prob- 
lem for belts ranging from ta 
less than 1/16” thick up to belts 
5/8” thick and as wide as they 
come. 
The belt can be unfastened in a 
jiffy — just remove the rocker 
hinge pin and the joint comes 
apart. 
be A Steel Lacing is made of 
bee of steel that 
‘coud = uctility with high 
tensile strength. Service recor 
of millions of belts laced with 
Alligator show that it has remark- 
ably long life. 
Alligator makes a joint that is 
smooth on both faces—it em! 
in the belt and the compression 
p protects the belt ends and 
keeps the plys from separating. 
It is supplied in steel, Monel 
and “Everdur” in twelve sizes. 














MARK RA => bat eo 


STE LL BELT WNGING 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1948 














bene ae eS ee ee Oe See cme oe me GS GD aS Ge 








FOR YOUR FULL LINE OF 
INTERCHANGEABLE 


MAUREY PULLEYS | 


* IT'S NEW 
& IT'S A MAUREY EXCLUSIVE 
%& IT'S A PROFIT-PULLER 


I-Not Necessary to Stock 3 
Types of Bushings. 

2-One Bushing—One Price. 

3-Simplified Stock-Keeping 

4-Greater Combination of Sizes. 


With a small additional investment you 
can stock our full line of single and two- 
groove V Pulleys. 

For larger profits—Order Now! 


Write, wire or phone Tel, 
6269 for further information 


CALumer 


AANUFACTY 


oration 


corp 
Phone CALumet 6269 


2909 S. Wabash Ave., 





VISITORS to the ie company ’s Aurora plant were conducted by Gail Barbee, 


assistant to the plant engineer. 


| 
| 


| Lyon Metal Products 
| Holds Open House 


Lyon Metal Products, Inc., recently 
held open house at its main plant and 
general office in Aurora, Ill. and at 
Plant No. 2 in Chicago Heights. The 
event was a feature in the firm’s pro- 
| gram to acquaint local citizens with 
| the many products manufactured by 
| Lyon, the overall size of the company’s 

operations, and the role it plays in the 
| community. 

“Open House” was held on two dif- 
ferent days, one for the employees, 
their families and friends, the other 
for the general public. The latter was 
held on a day when the plants were in 

| full operation, allowing visitors an 
opportunity to follow a production 
line from raw material to finished 
product ready for shipping. 

This was the first time the tiew 
plant and general offices at Aurora 
have been open to the public. The 
plant there covers an area equal to 144 


| square city blocks and comprises 42 


| buildings. 


Howard Supply Co. 
Adds Two Men To Sales 





| personnel: 


| Clark. 


The Howard Supply Co., Los An- 
geles, has added two men to its sales 
A. M. Dickins and T. O. 


Mr. Dickins, a native of New York. 


| gained his early experience in the fac 


tory of Pratt & Whitney Co., Hart 
ford, Conn. Later he served in that 
company in a sales capacity for a 
period of four years in Western Penn- 
sylvania and West Virginia. Upon ar- 
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riving in California in 1926, he joined 
the sales force of the Ducommun 
Metals & Supply Co. and after five 
years there, was made California rep- 
resentative for the Bay State Tap & 
Die-Co..... 

Mr. Clark has been identified with 
hardware and supplies since 1919. He 
is a native of Missouri and began work 
with a hardware company in Louis- 
ville, Ky. In 1926 and for the follow- 
ing 15 years, he was on the sales staff 
of the Union Hardware & Metal Co., 
Los Angeles. After leaving their em- 
ploy he was associated with the Gar- 
rett Supply Co., Los Angeles, until 
joining Howard Supply. 


Wileman Heads Link-Belt 
Wilkes-Barre Office 


Crozier S$. Wileman has been ap- 
pointed district sales manager at the 
Wilkes-Barre, Pa. office of the Link- 
Belt Co. He succeeds A. C. Williains, 
who has retired after 43 years of serv- 
ice. Alton H. Ziegler will assist Mr. 
Wileman. 

Mr. Wileman entered the employ 
of the Link-Belt Philadelphia plant 
in October, 1924, in the capacity of 
tracer and detailer in the engineering 
department. He was transferred to 
the engineering standards division in 
1926, and to sewage treatment plant 
engineering in 1928. Promotion t 
the sales department followed in 1931, 
when he moved to Chicago as district 
sales engineer. In 1939 he went to 
the Cleveland office and in 1945 to 
Philadelphia. 
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THERE’S A 
WHITTAKER CRAYON 


FOR EVERY 
METALMARKING 
REQUIREMENT 


If you want to cater to the metal- 
working trade, carry the full line of 
soapstone crayons offered by Whit- 
taker. There’s one for every need. 

CLOVER soapstone brand for 
heavy marking, STEELRITE compo- 
sition for fine marking. Both are sup- 
plied in a variety of sizes and grades, 
are of high quality and will take a 
fine, long-wearing edge. Clover and 
Steelrite are free from all impurities 
and grit, will mark permanently with 
a smooth, white line on wet or dry, 
hot or cold metals. 

Stock Whittaker’s complete line of 
soapstone crayons—they’ll help you 
to give a more complete service... 
bring more customers back for more 
sales. Order by the case for substan- 
tial price reductions. 


Write Whittaker for samples 
and dealer price lists. 


260 WEST BROADWAY, NEW YORK 13,N. Y 


Plant: South Kearny, New Jersey 








PRODUCING END MILLS 


On June 23 a mid-air collision of two Navy fighter 
planes over Detroit caused one to crash into the 
middle of the Putnam plant, killing the pilot, injur- 
ing two Putnam workers and causing considerable 
damage to the grinding department. Miraculously 
no workers were killed. 


Putnam Tool Company is pleased to announce that 
this accident, one of the most unusual to befall an 
industrial plant, will not inconvenience Putnam cus- 
tomers. Fortunately, raw stocks and finished prod- 
ucts were not seriously damaged. Emergency repairs 
put the plant back into production within 10 days 
after the crash. 


Putnam still offers best delivery from the country’s 
largest and most complete end mill selection! 








CHARLEVOIX AVENUE 
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«..weuse FACTORY to carry our messages 
to the best customers and prospects 
of our distributors...” 


Distributors need this selling help to make a line worth carrying. 
Salesmen alone can’t do the whole job. They need the contacts among 
important buying influences that advertising in FACTORY can give 
them. These contacts make personal selling efforts more effective be- 
cause they pre-condition the customer to accept the salesman’s story. 
Thus the salesman is able to devote his full time to those jobs which 
only personal contact can accomplish. This means more effective sales 
contacts and more orders. 


The use of Factory for Cleveland Cap Screw advertising is strong 
evidence of the recognition of the importance of the Plant Operating 
Group in the manufacturing industries. It is the group responsible for: 
— providing and maintaining plant buildings, equipment and services; 
developing methods of production; selecting and directing workers. 
In this group are the men behind the orders, the men distributors’ 
salesmen can’t always see but who are important buying influences 
in the purchase of materials, equipment and supplies, and the men 
who read FACTORY. 


FACTORY has more paid subscribers in the Plant Operating Group than 
any other monthly business magazine serving the manufacturing in- 
dustries. Outstanding readership is proved in survey after survey 
and this is why alert distributors welcome advertising in FACTORY by 
the manufacturers whose lines they carry. 


If you’d like an opportunity to examine FACTORY more closely — to see 
for yourself why so many of your customers look to it for help on their 
daily jobs — we'll be glad to send you a complimentary copy. 


Walon nelier 


MANAGEMENT AND MAINTENANCE 


A McGraw-Hill Publication, 330 West 42nd Street, New York 18,N.Y. 
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Rockwell Manufacturing Company 
Milwaukee 1, Wisconsin 
General Sales Office: 6 NORTH MICHIGAN AVENUE, CHICAGO 2, ILLINOIS 


&} DELTA MANUFACTURING DIVISION 


The natural market for the diversified 

Delta-Milwaukee line is as broad as 

your classified telephone directory. 

lt extends into almost every department of large 
plants: parts production . .. assembly . . 
+ + + maintenance shop ... foundry . . . pattern shop 
... shipping department... research or experimental, 


« tool shop 


DELTA-MILWAUKEE SAW-JOINT- 
ER COMBINATIONS—and blades, 
dado heads, moulding cutters, 
table inserts, knives, V-belts, etc. 


DELTA-MILWAUKEE DISK SAND- 
ERS—oand abrasive disks, disk 
adhesive, miter gages, dust col- 
lectors, etc. 


DELTA-MILWAUKEE JOINTERS 
—and high-speed steel knives, 
rear knife guards, V-belts, etc. 


DELTA MULTIPLEX RADIAL-ARM 
SAWS—and blades, dado heads, 
shaper cutters, rafter cutters, 
routers, etc. 


. 


DELTA-MILWAUKEE SCROLL 
SAWS — and blades, machine 
files, sanding attachments, blade 
guides, self-centering chucks, 
V-belts, etc. 


NEW! 12° 
Tilting-Arbor Saw. 


DELTA-MILWAUKEE CIRCULAR 
SAWS — and blades, dado 
heads, moulding cutter sets, 
moulding cutterheads, table 
inserts, V-belts, etc, 


DELTA-MILWAUKEE LATHES 
— and centers of all types, 
geared chucks, tool rests, face 
plates, boring bars, sanding 
drums, abrasive sleeves, V- 
belts, etc. 


DELTA-MILWAUKEE BAND 
SAWS — and blades, miter 
gages, guide fence attach- 
ments, height attachments, 
lamp attachments, V-belts, etc. 


DELTA-MILWAUKEE SHAPERS— 
and cutters of all types, col- 
lars, safety cutterheads, 12°’ 
spindles, blank knives, 3-knife 
steel cutterheads, V-belts, etc. 


DELTA-MILWAUKEE DRILL 
PRESSES — and machine spur 
bits, router bits, plug cutters, 
mortising bits, hollow chisels, 
chucks, V-belts, etc. 

*Trade Mark Reg. U.S. Pat Off. 


There’s always a chance 


to make a Delta sale! 


Thanks to their low initial cost, low amortization 
charge, portability, and compactness, Delta tools also 
meet the requirements of small establishments — sign 
shops, pattern shops, repair shops, cabinet makers, die- 
casting shops, and other service shops. 

To make more money, sell all the Delta-Milwaukee 
Machine Tools to all the prospects! 


Every sale of a Delta-Milwaukee tool is a “self-starter” of 
continuous orders for accessories and perishable supplies. 
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LUTZ 


FILE & TOOL CO. 


is ready now 
to handle all 


distributors’ 


orders 
PROMPTLY —— 








WHY WE WERE SLOW IN FILLING YOUR ORDERS 


For the past few years, our shipments have been delayed due to the 
fact that we could not secure proper material to maintain the high 


° standard of quality you have come to depend on in LUTZ Handles. 
7s © and with the end of After we were able to secure lumber, steel became our problem. We 


our material shortage use sheet steel—and, obviously this made the situation even more 


difficult. 
A NOTE OF APPRECIATION 
HOW WE CAN NOW PROMISE PROMPT SHIPMENT 
We wish to take this opportunity We are pleased to e that we are again able to secure the 
old high grade kind of steel that made ferrules for LUTZ Handles 
to thank each one of our customers top quality and the finest money could buy over a period of many, 
for their kind indulgence and for many years. Back-orders have all been shipped and our stocks are 
F ; ample to permit immediate handling of your orders. 
the patience extended us during 
the past—and to pledge to the SOME GOOD REASONS FOR ORDERING “LUTZ” 
entire industrial distributor group a LUTZ Handles, made for Files, Chisels, Punches and many other 


. tools are guaranteed to outlast 15 to 20 ordinary handles and not 
r ° 
P oduct and service second to none to split regardless how severe the usage. Files stay in LUTZ Handles— 


the ferrules cannot come off. File Handles are available for every size 


a f? F ie file from 3” through 26” sizes. LUTZ Handles are sold only through 
° ° ary 


industrial distributors. 


LUTZ FILE &€& TOOL COMPANY 
CINCINNATI 12 OHIO 
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BACK AGAIN—REMEMBER ME? 


T HE 25th Anniversary booklet sent out by Mr. Dolli- 
son of the Republic Rubber Division will bring back 
memories to many of you—just as it did to me. 

To the best of my knowledge, Republic was the first 
manufacturer to come out with a clean-cut distributor 
policy and put it in writing. That was twenty-five years 
ago. Yet this simple, straight forward “Five Point Policy” 
has met the test of time and lived on, and been lived up 
to. It all adds up to this; Long, drawn-out distributor 
policies and plans can be reduced to a few plain state- 
ments—making it possible for both distributor and supplier 
to figure the score at any moment during the working day. 


OnceE in a blue moon some business organization 
comes up with a ten strike, in employee relations. Some- 
thing that starts from the heart and stays there. 

The Norton Company has produced a book entitled 

“Under Our Flag” that illustrates the point. 

The book is dedicated to the men and women of their 
companv avho served in the Armed Forces during the past 
war. 

Portraits and service sketches of the sixty one Norton 
men who gave their lives for their country take up 122 
pages of the 178 page book. The balance of the pages is 
devoted to the “Dedication,” Memorial and the listing of 
names of all employees who served in the Armed Forces. 

All portraits are reproduced from charcoal drawings by 
Bettina Steinke. The original drawings were framed and 
presented to the families of the men. 

The Norton Company has done a beautiful job. First 
in the idea and finally in the execution of the idea. The 
tribute to those who gave their lives in defense of our 
national liberties is a masterpiece of sincerity and dignity. 


Te following letter is from a former field editor whom 
many of you will remember. During the war, and since, 
Walter has sailed the 7 seas. He has been on every type 


of boat (tankers and munition ships gave him his grey 
hairs) and up the present time, as an engineer officer. 
During the war he had a Navy rating of Lieutenant. 

July 30, 1948 
Dear Arch Morris, 

How time flies. Last time I saw you we discussed the 
possibilities of doing some free lance on Mill Supplies. 
Later, I talked with Walter Crowder, and the possibilities 
of quick cash on manuscripts didn’t seem so good. 

I went to the west coast. Did this and that for a while. 
A couple of months ago I took a government school course 
on Refrigeration. Now I am a “reefer” on a big army 
transport. Came in from Japan Sunday. The Japanese in 
Yokohoma look very well for a conquered nation, and 
seem to be very happy to be conquered. Thousands are 
working for the U. S. Amny, a mere eight hours a day, 
whereas they used to work 12 hours and no Sundays off 
under the Emperor. They take up all American sports 
with zest, including the drinking of Coca Cola, now more 
fashionable than tea, if they can get it. 

I think our Army would be helpless without the aid of 
the Japanese . They unload ships, paint them, drive trucks, 
work as assistants in hospitals. We even have a complete 
all-Japanese fire department to guard the docks at Yoko- 
homa. Souvenir shops do a thriving business. All that 
Army of Occupation payroll is just wonderful for our 
little friends. My regular run now is to Alaska, Japan and 
Korea. Outbound troops are young kids often so young 
they had to lie about their age to get in the army. Some 
are good kids, some are smart punks at the destructive 
age . . . thumb tacks in electric cable . . . cutting holes 
in ventilation ducts . . . jamming rolls of toilet paper 
down the toilets. We carry as high as 2,000 troops. But 
Bad Bill turns Sweet William, when we get a rough sea. 
On the home bound voyage, the troops are older and a 
lot quieter. They have learned things in a very few years. 

My troopship is quite a floating city. Movie shows for 
passengers, troops and crew. A NURSERY completely 
equipped with bunny rabbits and Donald Ducks on the 
wall and on the cribs. Stewardesses, nurses, doctors, den- 
tists, laundry men, barbers, etc. 

I have 32 drinking fountains to check on refrigeration. 
Any number of electric refrigerators for the brass hats to 
keep their Coca Cola cold. Then there are the main chill 
rooms for meat, fish, butter, poultry, vegetables. 180,000 
eggs will be in the egg box. Our vegetable box has the 
area of a nice five room apartment. 

I like refrigeration work so much better than steam 
engineering. We have our compressor room in a different 
part of the ship from the main engines. There are just 
three of us reefers on the ship and nobody bothers us. 
There isn’t too much work in connection with the job. 
I have keys to all the chill rooms. They have items like 
lobster, fresh strawberries and shrimp (These items are 
not for G.I. Joe). I’m eating quite well on this ship, Arch. 

Best wishes, 
“Reefer” Holmes 

I will tell you about a different kind of a letter, come 
October issue. A challenge that I accept. In the mean- 
time “happy summertime.” 


ARCH MORRIS 
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Get ready for zooming micrometer sales now 
that a// Starrett Micrometers—including the popu- 
lar Thimble Friction type and the popular priced 
Black Frame type—have the new, non-reflecting 
Satin Chrome Finish. Think what it means to your 
customers! No more squinting... no shifting to 
better light ... markings that stand out clear and 
sharp under any illumination. And eye-soothing 
Satin Chrome Finish is highly resistant to stains and 
corrosion. 

Now more than ever, it pays to feature Starrett 
Micrometers. Stock them. Display them. Cash in 
on Starrett Satin Chrome Finish. 


’ 


> 
| 





PLUS THESE BIG FEATURES 
AT NO EXTRA COST 


eHi-Micro (mirror-like) finish on faces of anvils and 
spindles to insure more accurate measurement. 


e Threads hardened, stabilized and ground from the solid. 


e Quick Reading Figures with every graduation on the 
thimble numbered for positive identification. 


e Decimal Equivalents of 8ths, 16ths, 32nds and 64ths 
conveniently marked on the frame. 


eSimple Adjustment for wear. 


MECHANICS’ HAND MEASURING TOOLS AND PRECISION 
INSTRUMENTS «+ DIAL INDICATORS + STEEL TAPES - HACKSAWS 
AND BAND SAWS « PRECISION GROUND FLAT STOCK 


Buy Through Your Distributor 


THE L. S. STARRETT CO. + World's Gigatest Toolmakers * ATHOL, MASSACHUSETTS, U.S.A. 
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means lower 


WRIGHT also offers 
a quality line of 
overhead traveling 
cranes and 


material handling 


te tain te 


It’s the new WRIGHT Speedway 


Electric Hoist. Sturdy, fast, ‘ chain heiste 
dependable, easy-operating, long-lasting. When | 

you sell a Speedway you sell a hoist with many 

easily demonstrated advantages. Here are a few: 


e@ Cable drum grooved to prevent damage to 
cable due to “piling” 


© Swaged fittings on Tru-Lay preformed wire 
rope guaranteed to hold beyond 100 per cent 
breaking strength of the rope 


@ Motors interchangeable as to capacity or speed 
—or both 


e@ Push button control with messenger chain to 
take load off cable when used as tow line 
with trolley mounting 


e Gears heat-treated and hardened for longer 
life and smoother operation. 


...and many other features. From 250 to 2000 
pounds capacities. 


If you don’t have folder DH-1250 available, 
write us today at York, Pa. 


York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, 
New York, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 





